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Industry CFOs
See Continued Need For
Financial Discipline

BY MARK HOLMES

While many satellite industry
CFOs understandably highlighted the
strong fundamentals of the industry,
not all are optimistic that investment
conditions will improve any time soon.
“I think the optimism from the
bankers (at this morning’s panel)
was slightly misplaced,” Inmarsat
CFO Rick Medlock said Monday
during the “Future Financial Invest-

to see any changes in the credit
markets for two years. I think it

is going to be tough to get things
funded. I think there will be a
shortage of liquidity.”

Medlock believed a return to a more
disciplined financial environment is
good for the business as a whole. “I
think we have some elements of repli-
cation of the dot.com boom in recent
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Satellite CFOs try to remain optimistic despite tougher financial conditions.

ments — Where Will the Money be
Going Next?” session at SATELITE
2008. “I don’t think we are going

years,” he said. “From a competitive
point of view, I welcome rational deci-
sion making from lenders.”

Mobile Satellite Ventures
Redefining Wireless Communications™

Visit MISV
at Booth 581

for a chance to win
a Garmin niivi® 350
personal travel assistant

All the operators spoke about the
need for continued financial disci-
pline. Scott Macleod, CFO of Mobile
Satellite Ventures, said the opera-
tor has had to be very “prudent” in
its financial strategy. “We did do a
financing into some strong head-
winds,” he said. “Prudence makes
a lot of sense. I think competitors
need to find a way to work together
[to allay financial risk]. We entered
into an agreement with Inmarsat. It
gives us spectrum certainty.”

SES CFO Mark Rigolle said
that the operator was trying to be
“boringly consistent” in terms of
financial management and said joint
ventures, such as the operator’s
work with Eutelsat to develop
S-band services, is another way to
watch finances. “We have reduced
the risk,” he said. “We think S-band
is an exciting opportunity. It is a
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Whether you have a transportable uplink or large
earth station application, MCL has an amplifier
that will provide the performance and reliability you
need to get your signal where it needs to go.

With the thousands of installations in over 100 countries,
MCL remains a leader in the HPA market for over 35 years.
Our 400 and 750W rack-mounted HPAs are
backed by a 3-year warranty, including the tube, while our
antenna-mount HPAs (Ka-band included) carry a 2-year warranty.

From our extensive selection of antenna-mount HPAs to our
industry-leading rack-mount HPAs, MCL has a solution for
all voice, data and video communication needs.

501 3. Weoodcreek Drive, Bolingbrook, IL 60440 Let rov tw an for r nex 1lit
(630) T59-9500 = FAX: (630) T59-5018 il s what we c do yOUN o ! salelilie

sales@mcl.com = www.mcl.com uplink application. Contact MCL today!



Welcome to SATELLITE 2008,

where we celebrate 50 years of
satellite technology and business
accomplishments by looking at where
the industry will go next.

Broadcasting remains the cornerstone
of satellite revenues today, and the CEOs
of the four largest fixed satellite services
companies kick off the show with the
Opening General Session, which will
feature a discussion of their roles in the
market, expansion plans and the new ap-
plications that will power future growth.

The afternoon is turned over to indi-
vidual sessions, and in keeping with “The
Sixth Decade” theme, the Teleport Forum
offers a trio of panels that will continue
the discussion on the future of the satellite
industry, highlighted by the “Five For Five:
Top Satellite Markets of the Next Half-
Decade” session. Top executives from
Intelsat, Hughes, ATCi and Arqiva will go
into further detail on the applications that
will drive revenue growth in the industry
in the coming years, including hybrid
business models and cutting-edge services
such as digital signage. Two more ses-
sions, “Why Satellite? Delivering Value in a
Hybrid World” and “IP on the Edge: Media,
Mobile, Networking and More,” will delve
further into the hybrid business models
that are becoming more commonplace
within the communications market.
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What Role Will
Satellite Play?

The two-day Military Forum also
kicks off this afternoon, beginning with
the “Commercial Military Satcom 2008:
Buy, Sell or Hold?” session. A panel of
experts will examine the changes the
Pentagon’s commercial communica-
tions needs and the internal and exter-
nal factors that will shape the market
in the years to come. And as militaries
around the globe see their dependence
on commercial communications provid-
ers grow, panelists at the “Help Us Help
You: Assuring Access to Satellite Com-
munications,” will discuss the strategies
that will keep this beneficial relation-
ship strong, including hosted payloads,
pre-positioned capacity and public-pri-
vate partnerships.

As always, the Access Intelligence
editorial team will keep you informed
of all the latest events during SATEL-
LITE 2008 through a variety of print
and online publications. The Show
Daily will be available at registration
and throughout the exhibit hall as well
as dropped outside your room at select
hotels. Also be sure to check online for
the SATELLITE 2008 Blog at Satellite-
TODAY.com/blog. ®
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The tempo of success

December 21 - Ariane 5
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9 launches, 21 payloads, nearly 50 tons
Ariane 5 and Soyuz have once again proven why they are the world’s leading

a ce commercial launchers. Nine highly accurate missions in 2007 lofted 20

arian

telecommunications satellites and one Earth imaging spacecraft - placing
- o nearly 50,000 kilograms into orbit. In 2008, Arianespace will continue
Service & Solutions

providing the highest quality service and innovative solutions for its

www.arianespace.com global customer base. Put our unmatched launch tempo to work for you.



Tuesday, February 26, 2008

StartTime EndTime Room No, Session
7:30 AM 5:45 PM Registration Hours
7:30 AM 8:45 AM Rise-n-Shine Coffee Service
: : Opening General Session:
SHUOG sl Eelloell Expanding Market Growth and Driving Applications
11:00AM | 5:45 PM Exhibit Hall Open
12:00AM | 1:30PM | 143 Washington Space Business Roundtable
Flagship Lunch and Silent Auction
12:00AM | 1:30PM | 144 The WTA 2007 Teleport Awards Luncheon
Five for Five:
UG LR AVLLE Top Satellite Markets of the Next Half-Decade
207B WiMAX and Broadband Wireless Networks:
Opportunity or Threat for Satellite Communications?
Commercial Military SatCom 2008:
207A
Buy, Sell or Hold?
Europe:
ALY Setting a Pace for Continued Expansion
2:45 PM 3:15 PM Refreshment Break
. : Why Satellite?
LD SR AL Delivering Value in a Hybrid World
207B Video Channel Growth:
The Outer Limits?
207A Help Us Help You:
Assuring Access to Satellite Communications
204C Launch Services:

Pressure to Perform
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One moment. One satellite network. Infinite connections.

Hong Kong| 00:34 | +8

Paris | 17:34 | +1 NeWYork‘ 12:34 ‘ -5 ‘

We make connections in the most unexpected places.

Satellite services create the links that help people to do the
most ordinary - and sometimes the most extraordinary - things.
We really are part of the fabric of life.

WWW.ses.com

Your Satellite Connection to the World ‘ SESA

SES (Euronext Paris and Luxembourg Stock Exchanges: SESG) is the world’s pre-eminent
satellite group, providing unrivalled satellite distribution infrastructure and application
services to media, enterprise and government customers worldwide. The fleets of the SES
operating companies SES AMERICOM, SES ASTRA and SES NEW SKIES offer comprehen-
sive and secure coverage, reaching out to 99% of the world’s population. Together, the
SES companies are the providers of choice for satellite capacity and transmission solutions
for audio-visual broadcasting, data transmission and communication networks. At SES, we
offer local expertise as well as global reach.
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: : IP on the Edge:
SRl DL ARG Media, Mobile, Networking and More
Satellite Ground Segment CEO Session:
207B ) .
The Terrestrial Connection
207A DSTS-G The Sequel:
Predictions, Insights And Anticipation For 2011
Satellites, Broadcasting & Cable TV:
204C ;
Still the Ones
6:30 PM 10:30 PM Society of Satellite Professionals International Gala

Investments

from page 1

great way to get into a new business
without betting too much.”

Eutelsat CFO Catherine Guil-
louard said the operator had a
strong balance sheet and is look-
ing into new areas to boost its
revenues, driven by partnerships
to help spread the financial risk.
“We are working very hard on the
next growth driver for us, which is
S-band, as well as broadband,” she
said. “We are very confident about
the business we are developing
with SES.”

However, being successful in the
mobile video market may not be so
straightforward. Rigolle admitted
that Tu Media’s struggles in Korea
act as a potential warning. “It is
difficult (for Tu Media) as they are
competing against essentially a free
service,” he said. “However, the op-
portunity is clearly there (in terms of
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mobilevideoy. How- 1 AON’T think we are

ever, the business
plan has not been

going to see any changes

waidated. BuIdo |1 the credit markets for

see people wanting

these services.”
Jeff Freimark,

Intelsat’s CFO,

two years. | think it is
going to be tough to get

also said strategic th I n gS fu n d ed "

alliances are key

in trying to extract

extra value for the

operator. “We are focused on top-
line and cash flow growth,” he said.
“We need to instill financial disci-
pline. I don’t necessarily see more
consolidation. I think there will be
more responsibility and rational be-
havior. The types of transactions we
have entered into such as partner-
ships and strategic alliances act as a
strong creative vehicle for us.”

For Telesat, with the Loral deal
behind it, this year will be all about
execution and maximizing the most
from the synergies as a result of that

— Medlock, Inmarsat

deal. “The biggest opportunity is

in the video business,” Ted Ignacy,
Telesat’s CFO said. “The biggest
challenge is to execute on our busi-
ness plan. We are under the gun to
increase revenues.”

Ignacy admitted that any new
bold expansion plans could be dif-
ficult for the operator to execute
in 2008. “I would expect that if we
were to try and launch a new pro-
gram in these markets, we would
have to demonstrate a solid busi-
ness case,” he said. B



Xicom put over 40 Watts of
power into a shoebox?

—
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The Solution
for Satellite
Communications
ON-THE-MOVE

A A

Xicom Technology announces the expansion of 4 C-Band: 50 Watts

its “shoebox-sized” block up-converters (BUCs) for < X-Band: 40 Watts

mobile SATCOM applications. The family has been % Ku-Band: 40 Watts _

expanded to include new 40 Watt power versions . {Extende:d Ku-Band Available)

which operate in the X-, Ku-, and extended Ku-band, - ﬁlé;cat:r?dde dzﬁfaa;]s d Available)

&gl SO Vatie - Siignd SATGOM freqgencies; & Compact Size: 11.63 x 5.5 x 6.5 inches
Xicom has revolutionized the mobile SATCOM % Lightweight: 15 Lbs.

market with the smallest and lightest feature-rich BUC (Ideal for Antenna-Mount)

available today. These new antenna-mount BUCs are Internal Filtering

designed to meet the most demanding requirements Full Monitor & Control via Ethernet
for size, weight and high reliability. These units have L-Band Input

been specifically designed for the demands of rugged, 24/7 Technical Support

outdoor, mobile environments.
This is another example of Xicom's ability to You can't beat the combination of features and

continue to provide cutting-edge performance and  performance of Xicom amplifiers. These new BUCs
functionality that meet and exceed the requirements of  are available in as little as 30-60 days ARO. Contact

the mobile SATCOM market. Xicom today and find out more.

#)
Xlcom
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A RADYNE COMPANY

o

Amplifier Quality & Reliability Since 1991

3550 Bassett Street
Santa Clara, CA 95054 USA
Phone: 408-213-3000 =« Fax: 408-213-3001

e-mail: sales@xicomtech.com » www.xicomtech.com
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Via Satellite’s
Satellite Executive Of The Year 2007

JASON BATES, MARK HOLMES

The satellite industrys
use of C-band spectrum
faced a serious threat in
2007, but a well-organized
effort involving satellite
players around the globe
fended off terrestrial
companies seeking a
foothold in the band. The
executives that led the
industry’s “No Change”
campaign helped ensure
that satellite operators will
have unfettered access to
this critical band for years
to come.

The satellite indus-
try scored a victory at the
World Radiocommunication
Conference 2007 (WRC-07),
turning back efforts by inter-
national mobile telecom-
munications (IMT) players
seeking a global allocation
of C-band spectrum. At one
point, the push by the well-
funded terrestrial players
looked like it would be suc-
cessful, but led by Kengi
Chen, director, spectrum
management and opera-
tional planning for Inmarsat;
Kalpak Gude, deputy gener-
al counsel at Intelsat; and
John Lothian, vice president,
space development at SES,
the satellite industry argued
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successfully that the dam-
age to satellite operations
outweighed the benefit for
terrestrial players.

The scope and complexity
of this effort involved repre-
sentatives from companies
around the globe, and the
task of keeping the differ-
ent satellite-related compa-
nies unified in their message
and organized through the
months leading up to WRC-
07 and throughout the meet-
ing was a gargantuan one.

Chen, Gude and Lothian
discussed the creation of
the “No Change” campaign
and the month-long effort
at WRC-07 with Via Satellite
Editor Jason Bates and Asso-
ciate Editor Mark Holmes.

VIA SATELLITE: When
were you first aware of
the potential threat posed
to the industry’s use of C-
band?

CHEN: We have known
since WRC-03 when an agen-
da item aiming to identify
new spectrum for terrestrial
IMT was agreed for WRC-07.
From the start of the process,
C-band was one of the can-
didate bands put forward.
The industry started working

on the issue from the begin-
ning; however, the efforts
were stepped up closer to
the WRC as it became clear
that C-band was being seri-
ously considered by the IMT
industry.

GUDE: To be honest,
though, the industry as a
whole did not take the issue
too seriously because we
thought that the terrestrial
wireless industry was primar-
ily focused on other bands
and because we believed
governments understood
the implications of identify-
ing C-band for IMT. We were
wrong on both accounts. The
lower portion of the C-band
was seriously identified by
IMT and some countries, par-
ticularly in Europe, Japan
and Korea, had identified the
entire C-band for IMT.

LOTHIAN: We were
aware of the WRC agenda
item since WRC-03. How-
ever, the responsibility for
this issue had been placed
in ITU Working Group 8F,
which was dominated by sup-
porters of IMT. Only a small
number of satellite support-
ers were active in this com-
mittee. However the com-
mittee was responsible for

carrying out the sharing stud-

ies between mobile and satel-
lite services. Soon the word
spread around and other sat-
ellite operators joined us in
this ITU activity.

VIA SATELLITE: How
hard was it to coordinate
the efforts?

CHEN: Individual efforts
started soon after the WRC-
03, although the industry
effectively started working
in a coordinated way one
year prior to the WRC-07. Ini-
tial phase actions included
coordinated active participa-
tion in ITU-R/Regional Study
Groups and Regional Confer-
ence Preparatory Groups,
individual discussions with
key administrations and
industry stakeholders, and
detailed studies and testing
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© 2008 Lockheed Martin Corporation

BETWEEN SENDER AND RECEIVER,
THERE IS ONE IMPORTANT WORD: HOW.

High-bandwidth data. It needs to get from here to there, quickly and reliably. Enter the A2100, the world's most reliable communications
satellite. Proven commerecially, A2100 also forms the basis of important military satellite networks now in development. Getting the right
information, when you need it, is all a question of how. And it is the how that makes all the difference.

LOCKHEED MARTIN
www.lockheedmartin.com/ssc/CommercialSpace/ Z ;

We never forget who we’re working for®
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of IMT operation impact on
the C-band. The magnitude
of the challenge led the satel-
lite players to conclude that

only a coordinated effort
would achieve a successful
outcome at the WRC.
LOTHIAN: In January
2006, a meeting of Working
Party 8F was held in Bang-
kok. There were 200 par-
ticipants of which only four
came from the FSS commu-
nity — SES, Asiasat, and
Alcatel (now Thales) Ale-
nia Space. ... At this time
the main technical argument
was about the sharing stud-
ies — whichever way you
looked at it, sharing appeared

¢ Areliable, mobile, high speed

to be impossible. However the
response of IMT proponents
seemed to be: “Don’t con-
fuse us with facts.” I think
this experience triggered the
mobilization of our joint forc-
es. It became very clear that
we wouldneed to embarkona
lobbying campaign, in particu-
lar to warn administrations in
Africa, Asia and Latin Ameri-
ca— countries which depend
very much on C-band F'SS for
their core infrastructure.

VIA SATELLITE: When
did you settle on a unified
message?

CHEN: I don’t think the
message was unified from

satellite-based Internet connection

e Communicate and transmit data from
remote sites and from inside vehicles

¢ Simple one touch operation to deploy,
find satellite and stow antenna

e Compatible with the world's leading

satellite service providers

e Can be deployed virtually anywhere,

under-almost any conditions

¢ Backed by world-class in-house
technical and engineering support

=/C~COM==

Satellite Systems Inc.

day one. Our interest was in
a specific part of the C-band
since we don’t operate in the
complete band. However, as
we progressed, it became
clear that even having part of
the band allocated for global
IMT could potentially impact
the entire band.

GUDE: It was not always
clearthat “No Change” across
the entire band was going to
be the correct strategy to use
or the one most likely to be
successful. I think we real-
ized that if we didn’t hang
together, we would hang
alone. That was very much
the case in terms of keeping
astrong African voice on our

side and keeping Vietnam
and other Asian companies
within the satellite coalition.
The “No Change” campaign
was really the result of our
collective effort to find com-
mon ground and a common
purpose.

LOTHIAN: Several times
people would ask, “Are
we asking for too much to
defend the whole band — 3.4
to 4.2,” but I think it was right
to do that. It kept everybody
on board the satellite side. As
we learned during the confer-
ence, the new C-band entrants
in Africa were going to oper-
ate in the extended band, so if
we had drawn a line and parti-

One button
Two minutes

Simply communicate

iNetVu

by C-COM Satellite Systems Inc.

WWWw.C-comsat.com

No matter when, no matter where

Toll-free:

Phone:

1.877.463.8886
613.745.4110
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Boeing’s track record in satellite program
management and innovation is extraordinary by
any measure. Beginning with the launch of
Syncom 45 years ago, Boeing has built more than
250 satellites, accumulating more than 2,500
years of on-orbit service. From broadband on the
move to global positioning, intelligence, direct-to-
home broadcasting, satellite radio and weather
monitoring, we’ve built a standard of excellence
around the globe. Excellence our government and

commercial customers can count on every day.

@EHEING



tioned the lower part, we would
have lost that support.

VIA SATELLITE: Was
there a point where you felt
the terrestrial players would
win?

CHEN: Throughout the
campaign we recognized the
huge influence and financial
strength of the telecom play-
ers supporting the identifica-
tion of the C-band for IMT,

I-Ilm

and finally, we had no other
choice but to carry the fight
forward. This band is critical
to the satellite industry and
our customers and we felt
that our backs were against
the wall. We did everything
we could to get our message
out to government regulators,
our customers and others.

VIA SATELLITE: When did
the tide turn in your favor?

strong case but aware that
four weeks is a long time
and all kinds of unexpected
things can happen. As the
C-band issue filtered down
from the plenary meeting to
the committees and subcom-
mittees a number of admin-
istrations were actively sup-
porting the “No Change” posi-
tion, and halfway through
the conference there was
still no agreed terms of ref-

“The satellite industry has always had
to argue for and justify its spectrum
usage, and we will continue to do so
in the future.”

but we also knew that the sig-
nificant contributions made
by satellite communications
in many different areas was
a compelling reason to vote
for a “No Change” in C-band
allocation.

GUDE: I think there was
some concern that this
may be the case but there
were three things that were
strongly in our favor: First,
the technical studies strong-
ly supported our view that
sharing of the band was not
technically feasible. Second,
the services provided by
the satellite industry in the
C-band are critical services
that could not be provided
using any other technology
or frequency band. Third,
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GUDE: It became most
apparent at the Conference
Preparatory Meeting in Feb-
ruary of 2007. At that point
it was clear that the satellite
industry had established a
beachhead with many coun-
tries in Africa and Asia who
were highly dependant upon
C-band satellite services
due to either their high rain
zones, their sparse and dis-
tributed populations, or both.
This support gave the satel-
lite industry a sense that we
were starting to get our mes-
sage across and that we had
achance to save satellite ser-
vices in the C-band.

LOTHIAN: I would say
that we entered the con-
ference knowing we had a

Chen, Inmarsat

erence for a drafting group
on C-band. ..
group made it quite clear

. An advisory

that there was no possibil-
ity of reaching agreement
on a global, or even region-
al, identification for IMT in
C-band. The only way out
of the impasse would be for
administrations to accept
country footnotes and for
such footnotes to be limit-
ed to an upper frequency of
3.6 gigahertz. This compro-
mise was based on a very
constructive African pro-
posal led by Senegal and
illustrates the crucial role
played by a small number
of key administrations.
This I would say was the
turning point.

VIA SATELLITE: Has

the C-band episode been a
wake-up call to the industry?

CHEN: We have never
been complacent about the
threat of loss of spectrum for
satellite. There has always
been pressure on regulators
to squeeze more users into
the radio spectrum and the
satellite industry has always
had to argue for and justify
its spectrum usage, and we
will continue to do so in the
future. The outcome of the
WRC has probably been more
of a wake-up call for the ter-
restrial mobile industry than
for the satellite industry.

LOTHIAN: I would say
there is quite a history of
collaboration among satel-
lite operators in the spectrum
and regulatory field, and the
various industry associations
do amarvelous job in lobby-
ing for better licensing condi-
tions and generally enhanc-
ing the role of satellite in the
world. What happened with
the C-band campaign was
that we were able to lever-
age all those resources on a
high-profile issue. It has been
a wake-up call in the sense
that the message is now loud
and clear — we are fighting
for spectrum in competition
with emerging terrestrial
wireless services, both to
keep our existing operations
intact as well as to grow our
own new services including
mobile and broadband. B



... and Beyond

AMOS satellites by Spacecom are perfectly positioned for performance. Our
4° West orbital location combines the advantages of high elevation angles over the
Middle East and a single-hop cross-Atlantic connectivity to the U.S. to meet your

mission-critical data needs.

Boasting high power Ku-band beams our satellites deliver unmatched G/T and EIRP,
supporting higher bit rates over smaller, mobile terminals, requiring less power.

AMOS-3, the newest member of our fleet scheduled to launch in early 2008, will
enhance the existing AMOS platform. AMOS-3 offers additional capacity, expanded
coverage areas and advanced capabilities such as Ka-band and steerable beams.

AMOS

by Spacecom
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You provide the dish and fiber
we’ll do the rest.




Optiva® L-BAND

New for 2008, the Optiva Series for
L-Band satellite communication
integrates the world leading Ortel
RF fiber optic technology into the
innovative Optiva Platform by
Opticomm.

FEATURING: SmartGain™ Control

WiBa SERIES

Perfect for long distance satellite or cellular
applications, the Ortel powered WiBa Series

provides a cost-effective alternative to coaxial cable.

FOR MORE INFORMATION, VISIT US AT BOOTH 246

9> emcore

empower with light™

626 293 3400 | satcom-sales@emcore.com | www.emcore.com | NASDAQ: EMKR
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Satellite Industry in Good Shape
Despite Overall Economic Conditions

BY MARK HOLMES

SATELLITE 2008 gOt offtoa froma year ago, when there was more

vibrant start with the “Financial
State of the Industry: Positioning for
Growth” session, as panelists agreed
that the satellite industry remains
a good industry from the financial
standpoint, but the credit crunch that
is taking hold in the overall economy is
triggering investor concerns and could
impact deals in the satellite sector.
This message was somewhat different

overall optimism and fewer concerns
about a global recession that could ham-
per growth in the satellite industry.
The economic climate has changed
significantly from the first half of 2007
to the second half of the year, said Hoyt
Davidson, managing partner, Near Earth
LLC. There is now alot of “volatility” in
the public capital markets, and inves-
tors now are being “very cautious” when

looking to invest in the satellite sector.
“The credit crunch seems to have wors-
ened,” he said. “No one is trading. We
think U.S./Europe [leveraged buyout]
activity will drop 30 percent in 2008 and
another 20 percent in 2009.”

Tom Watts, managing director of
Cowen and Co. also sees a situation
where a stable satellite sector is fac-
ing pressure from a less stable overall

page 28
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ANTENNAS, ELECTRONICS AND PAYLOADS

MDA traces its history to the dawn of satellite communications. Through success,
investment, and diversification, we now provide international customers with a
comprehensive range of satellite payloads, subsystems, and products for commercial and
military communications, Earth observation missions, and applications for space
exploration.

Our commitment to excellence, reputation for innovation and dedication to the success of
our customers stand behind all of our payloads, antennas, digital, and microwave products.

oIMDA.

www.mdacorporation.com/spacemissions

21025 Trans Canada Highway 6011 Executive Blvd., Suite 400 1300 Hercules Drive, Suite 210 1250 Lincoln Avenue, Suite 100
Ste-Anne-de-Bellevue, QC Rockville, MD 20852-3837 Houston, TX 77058 Pasadena, CA 91103
HI9X 3R2
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EXHIBITOR LIST

COMPANY BOOTH COMPANY BOOTH
3DiTechnologies, LLC 180 Cornet Technology 175
AAE Systems, Inc. 445 Crawford Communications, Inc. 718
Access Intelligence 1213 Cross Technologies, Inc. 711
ACORDE 250 CrossPoint Technologies, Inc. 655
Advanced Analytic, Inc. 1413 Crystal Computer Corporation 647
Advanced Microwave Components 752 CTD 1202
Advanced Switch Technology 493 CVG - Avtec Systems 1306
Advantech 523 DataPath, Inc. 461
Advent 100 dBm 324
Aeroflex 658 Defense News Media Group 743
AeroSat 495 DH Antenna 176
Aerospace Corporation (The) 623 Disitron Satellite Solutions 1415
Air Launch Aerospace Corporation 580 Dow-Key Microwave Corporation 299
Alga Microwave 589 DRS Codem Systems 282
Ameripack Inc. 688 DTA S.A. 1313
Amos-Spacecom 111 e2v 616
AnaCom, Inc. 327 EADS Astrium 341
Andrew Corporation 429 EASI 767
Apollo Microwaves, Ltd. 256 EchoStar Fixed Satellite Services Corporation 159
Applied Instruments, Inc. 591 EDC of Florida’s Space Coast 290
Arianespace, Inc. 1212 EM Solutions 1207
Argiva Satellite Media Solutions 722 Emerging Markets Communications 369
ARTEL, Inc. 549 Emerson Network Power Connectivity Solutions 1402
Ascent Media Systems & Technology Services 217 EMS Technologies Defense & Space Systems 754
ATCi 326 Envivio Inc. 705
ATK 575 ETL Systems 264
A.T. Wall Company 198 Eutelsat America Corp. 543
Avcom of Virginia 172 Evertz Microsystems 221
AvL Technologies, Inc. 249 Expand Networks 618
Azimuth Unlimited, LLC 195 FEI-Zyfer, Inc. 138
Azure Shine International, Inc. 683 Filtel Microwave, Inc. 761
Baird Satellite 657 Flann Microwave 1401
BIP Corporation 177 Foxcom 468
Bliley Technologies, Inc. 731 Frontline Communications 254
Boeing 511 Futron Corporation 499
Brandywine Communications 126 General Dynamics SATCOM Technologies 133
C2SAT communications AB 183 Gigasat 281
CapRock Communications 387 GL Communications, Inc. 734
C-Com Satellite Systems Inc. 276 Globalstar 671
Cobham, Sea Tel, Tracstar, Chelton 563 Globecomm Systems 275
Codan, Ltd. 544 Glowlink Communications Technology 365
COM DEV International 707 GMV 134
Comdey, Inc. 594 Goldbelt Raven, LLC 192
Communications & Power Industries (CPI) 301 GVF 690
Compunetix, Inc. 720 Harris Corporation 763
Comsat Technical Services (A Lockheed Martin Group) 771 High Gain Antenna Co., Ltd. 596
Comtech EF Data 308 Hispasat 548
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FOCUS ON PERFORMANCE

At International Launch Services, we have one focus: excellent performance
in all aspects. A successful launch campaign is a team effort that requires
flexibility, readiness, accuracy and power. 2008 promises to be a busy year
of back-to-back missions for ILS and our partner, Khrunichev. See how our
focus on performance can benefit you.

Visit ILS in Booth 601 at Satellite 2008.
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wwwilslaunch.com
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COMPANY BOOTH COMPANY BOOTH
Hughes 401 Noise Com 288
I.F. Engineering Corp. 653 Norsat International Inc. 1200
iDirect Technologies 535 Novella SatComs 293
INDRA 1405 Novotronik GmbH 394
IN-SNEC 674 OmniGlobe Networks Inc. 1612
Integral Systems, Inc. 455 Optimal Satcom, Inc. 370
Intelsat 317 Orbit Communication Systems, Inc. 142
International Communciations Group 297 Orbital Research Ltd. 1300
International Datacasting Corporation 223 Orbital Sciences Corporation 201
International Launch Services (ILS) 601 Ortel, a division of EMCORE 246
Intorel 1307 Overwatch Textron Systems 487
Invacom Ltd. 104 Paradise Datacom 421
10T Systems, LLC 271 Patriot Antenna Systems 333
Irdeto 356 Pegaso Broadband 692
Iridium Satellite LLC 287 PolarSat 1503
ITS Electronics Inc. 1301 PPM Fiber Optic Links, Ltd. 586
KenCast, Inc. 357 Pro Brand International 1400
Klas Telecom Inc. 194 ProTEL NEWS 778
KMI Media Group 1209 QinetiQ Ltd. 481
Knight Sky, LLC 1315 Quintech Electronics 449
KU Satellites 716 RAD Data Communications 593
L-3 Communications 411 Radyne Tiernan Xicom 437
L-3 GCS 475 Raven Antenna Systems Inc. 255
LBi Sat 1406 Raysat Antenna Systems 1505
Linearizer Technology, Inc. 155 Research Concepts, Inc. 392
Lockheed Martin 501 Riverbed 497
Locus Microwave, Inc. 1303 Rodcast & Telecom, Inc. 759
Logic Innovations 116 Rogers Corporation 769
Logus Microwave Corp. 677 RRSat Global Communications Network Ltd. 745
M2 Global Technology, Ltd. 729 Saft 396
MDA 641 Satcom Direct Communications, Inc. 171
MFG Galileo Composites 1403 Satellite Engineering Group 656
Micro-Ant, Inc. 190 Satellite Systems Corp. 154
Micronetics Inc. 268 SatFax Networks Inc. 1208
Microspace Communications Corporation 209 SAT-GE 1506
Microwave Photonic Systems, Inc. 1501 SAT-LITE Technologies 1500
Millitech, Inc. 557 Schlumberger 381
Miranda Technologies Inc. 1511 Scopus Video Networks 354
Mitec Telecom 679 Sector Microwave Industries, Inc. 270
MITEQ/MCL 316 SED Systems 358
Mobile Satellite Ventures 581 Segovia 174
MorganFranklin Corporation 1600 SES NEW SKIES 517
MotoSat 156 SGSI (A STRATOS COMPANY) 122
National Reconnaissance Office 741 Shin Satellite Public Company Limited 597
ND SatCom 529 Shiron Satellite Communications 736
NEC Corporation 167 SISLink 265
NEC Microwave Tube, Ltd. 1203 Sojitz/NJRC 227
Network Innovations 1606 Solstar Energy Devices 620
Newtec America, Inc. 243 Sophia Wireless, Inc. 782
NIGCOMSAT 160 SOTCA, INC. 1204
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oday and every day,
HUGHES is leading the way with broadband
networks and services that make a real difference
for our customers. With our 30 years of unrivaled
expertise in satellite technology and leadership in
managed network services, it's no wonder so many
companies and organizations around the world
choose HUGHES.

To learn more about how we can help you, visit us at
www.hughes.com or email us at globalsales@hns.com.

See us at Satellite 2008,
Washington, DC at Booth No. 401.

HUGHES

VAN ESD.

www.hughes.com
© 2008 Hughes Network Systems, LLC. All rights reserved.

HUGHES and CONNECT TO THE FUTURE are trademarks Con neCt to the fu t urer

of Hughes Network Systems, LLC.
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COMPANY

Space Exploration Technologies
Space News

SPACENET Inc.

ST Electronics (Satcom & Sensor Systems) Pte Ltd
Stellar Solutions

STM Group, Inc.

Streambox, Inc.

Suncoast Microwave, Inc.
Surface Heating Systems, Ltd.
Surrey Satellite Technology Ltd.
SWE-DISH Satellite Systems Inc.
Symmetricom

Systemware Europe Ltd.

Tampa Microwave

TANDBERG Television, Part of the Ericsson Group
TECOM Industries, Inc.
TeleCommunication Systems, Inc.
Teledyne Microelectronics
Telesat/Skynet

Telespazio

Terrasat Communications, Inc.
Terrestar Networks

Thales Alenia Space

BOOTH
296
140
127
189
258
121
776
775
178

1201
611
259
165

1412
661
770
627
147
375
237
723
157
233

COMPANY

Thales Components Corporation
ThinKom Solutions, Inc.
THOMSON

Thrane & Thrane

TRAK Microwave

UDCast

Universal Switching Corporation
Uplogix

UPMACS Communications
US21 Computers - A Thuraya Value Added Re-Seller
Vanguard Composites Group
Verso Technologies

ViaSat Inc.

Vizada

Vocality International

W.B. Walton Enterprises, Inc.
Wavestream

WEGENER

Windmill International, Inc.
XFTP by Trilithic

XipLink

XTAR, LLC

Zarges Inc.

BOOTH
364
1302
107
1515
274
621
1512
584
164
294
1502
725
349
101
635
617
464
115
755
1509
592
295
179

Are you afraid of the T word? Don’t be.

Transition to S2 is Seamless and Easy with Cerona’s
over the air SkySwitch™ software included in every SkyDSR.

What could be easier?

Call 1.888.4.CERONA now

cerenago

BOUNDLESS COMMUNICATIONS

1.888.4.CERONA
WWW.CERONA.COM

PAGE 26 | DAY 2 | TUESDAY

Cerona’s SkyDSR Digital
Satellite Router




Looking to Hire
the most talented
people in the satellite
and space industries?

LOOK NO FURTHER!

SatelliteTODAY.com’s Career Center is the #1 source for employers
and recruiters looking for top talent in these dynamic markets.

Post Jobs ® Review resumes ¢ NManage Your Account

i
o SatelliteTODAY.com

Got jobs

t's easy, it’'s convenient...

Satellite TODAY

www.-SatelliteTODAY.com
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Bankers:

Satellite Industry

from page 20

financial environment. “The
satellite industry is very
healthy and doing well,” he
said. “The public capital mar-
kets are not.”

The tougher current credit
conditions mean there is likely
will be a return to traditional
lending, said Dara Panahy, a
partner with Milbank, Tweed,
Hadley and McCloy. “Depend-
ing on what happens with the
U.S. economic growth, there
could be further investor con-
cern. Satellite financings will
be in line with traditional lend-
ing fundamentals. You will see
lenders exert more control,”
he said.

Davidson and Watts also
see hedge funds becoming
more interested in the sat-
ellite sector. “I have never
seen so much interest from
hedge funds,” Davidson
said, while Watts added
that he expects hedge funds
to become a “major force”
when doing deals in the sat-
ellite industry.

Among individual sat-
ellite segments, the satel-
lite TV segment is in good
shape, said Watts. “Satellite
TV appears to be at a turn-
ing point,” he said. DirecTV
and EchoStar “are generat-
ing strong cash flows. Free
cash flow is taking off at
both companies.” The sat-
ellite broadband segment is

PAGE 28 | DAY 2 | TUESDAY

potentially a buoyant mar-
ket and operators are “sell-
ing capacity as fast as it is
going up.” There also gener-
ally are good prospects in
areas such as mobile sat-
ellite services (MSS) and
geospatial applications,
citing companies such as
Inmarsat and GeoEye that
have performed strongly,
he said.

An unusual factor affect-
ing the satellite industry is
the proposed merger of Sir-
ius Satellite Radio and XM
Satellite Radio, said Maury
Mechanick, counsel with
White & Case LLP. More than
ayear after the satellite radio
operators announce their
intention to combine opera-
tions, the two companies still
await a decision from U.S.
government on whether the
deal will be allowed.

Any decision, particularly
a favorable one, could have
an impact on operations of
the MSS industry, where
the U.S. Federal Commu-
nications Commission has
taken a duopoly approach
to awarding spectrum. “If
they allow the merger to
go through, you could see
MSS consolidation in the
same band. The message is
get a decision out there so
there is some certainty,” said
Mechanick. m

Satellite Stocks To
Rebound In 2008

BY JESSICA PEARCE

Investment in the
satellite industry was
divided into two phases in
2007: The period before the
subprime market collapse
brought down the rest of the
stock market and the ensuing
credit crunch that resulted
from the mortgage crisis. But
satellite stocks should be
able to avoid the prolonged
problems that may hit the
overall market, a panel of
bankers said Monday at
SATELLITE 2008.

“We have to recognize
that there are fault lines
running down the middle of
2007,” Jim Murray, manag-
ing director for Morgan
Stanley said during the “In-
vestment Perspective: What
the Global Bankers Think”
session. “Before, deals were
transformational, and the
availability of capital was
enormous. Capital was
available very freely on very
loose terms. The market
was wide open, and now it
has slammed shut,” he said.

Although the overall
market took a downturn,
the outlook for 2008 is not
entirely hopeless. “With a

large portion of the lev-
eraged buyout backlog
expected to launch in the
coming months, we expect
the market supply/demand
to take time to stabilize,”
said Niraj Shah, director of
investment banking for Citi-
group Global Markets Inc.
The satellite broadband
sector might be able to
weather the market down-
turn as well as the predict-
ed recession due to the fact
that it increasingly is seen
as a necessity rather than
a luxury, said Osvaldo Ra-
mos, managing director for
global communications and
media investment banking
for Lehman Brothers Inc.
“Demand is met in urban
areas by a combination of
DSL, cable and fiber,” he
said. “There are 20 million
underserved rural house-
holds in the U.S., and that
demand is not likely to be
met anytime soon.”
According to Ramos,
there were 670,000 U.S.
satellite broadband custom-
ers at the end of 2007, up
from 212,000 in 2006. The
United States has reached
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We have to recognize that
there are fault lines running
down the middle of 2007. [...]

The market was wide open,

and now it has slammed shut.
— Murray, Morgan Stanley

about 50 percent broadband
penetration, but worldwide
penetration is only about 20
percent. The biggest chal-
lenge for satellite broadband
operators is having enough
capacity to meet demand,
which was illustrated by

WildBlue running out of
capacity in certain markets
early last year.

Another sector poised for
success in 2008 is satellite
entertainment, including XM
Satellite Radio and Sirius
Satellite Radio. “Audio in the

car was the primary driver
of early success,” said Omar
Jaffrey, managing director
for UBS Investment Bank.
“The technological evolu-
tion supports the demand
for mobile entertainment
applications,” he said.
“There is increasing
competition for mobile ap-
plications, such as wireless/
[mobile virtual network
operators], digital audio,
iPods, [mobile satellite
services/ancillary terrestrial
components] and satellite
broadcast,” Jaffrey said.
“But satellite radio players
have a strategic advantage

with spectrum as well as a
significant lead. Having the
spectrum and assets gives
you the ability to make you
the standard.”

Overall, the general
consensus of the panel
was that the market will
be slow for a while but
not forever. “Recent
events have made me be-
lieve that success is pos-
sible,” said Tracy Mehr,
managing director for
media and telecom invest-
ment banking for Credit
Suisse. “Even for the big-
gest underdogs in satellite
land there is hope.”m

S, C, X, Ku & Ka Band Products|

High Expertise in CUSTOM DESIGNS!

-Converters

- Transceivers

-LNAs and LNBs

-Satcom On the Move

N

TECHNOLOGIES

Mail: sales@acorde.com
Phone: +34 942 200923

Visit ACORDE at Satellite 2008 (Booth 250)

ACORDE

Web: www.acorde.com

Fax: +34 942 290404

o

Nabtesco

Hollow Shaft and In-Line Gear Heads for
Precise Azimuth and Elevation Control

¢ Integrated angular bearings

¢ Ratios up to 400:1

* Near zero backlash
« High torque/high rigidity

¢ High shock load - 5x rated torque

Nabtesco Motion Control, Inc.
www.nabtescomotion.com e Phone: (248) 553-3020 e Toll Free: 866-74-TOUGH

TUESDAY | DAY 2 | PAGE 29




L SATELUT

st
B 008

U.K. MoD Official
Talks About Skynet Possibilities

BY MARK HOLMES

The United Kingdom,

in particular with its Skynet
program, remains one of
the main military forces
worldwide. Playing an active
role in Iraq and Afghanistan
means the U.K. Ministry
of Defence (MoD) is at the
cutting edge when it comes
to military space technology,
particularly when compared
to other European nations.
Commander David Burns,
J6 Operations, Director
Command and Battlespace
Management and Defence J6,
at the U.K. MoD talks about
Skynet as well as give his
view on the latest military
space developments.

SHOW DAILY: As we
enter a new era of warfare,
what is the importance
of having a competitive
advantage in terms of space
capabilities?

BURNS: If by a ‘new era’
youmean one defined by the
concept of Net Centric War-
fare, or Network Enabled
Capability as it is know in
the U.K., space capabili-
ties are both ubiquitous and
indispensable. A competitive
advantage in these capabili-
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ties is therefore essential.
Space not only provides
capabilities that support the
delivery of the network into
every part of the battlespace,
it also hosts capabilities that
generate a substantial pro-
portion of the mission critical
information that flows over
the network. This is hardly
arecent revelation. What is
becoming evident very rap-
idly is that maintaining such
a competitive advantage is
going to require considerable
application and investment
across all lines of develop-
ment, from the technical
and operational, through
to the diplomatic and eco-
nomic. There are competi-
tive advantages to be main-
tained in gaining access to
space and in operating there
safely, in the technology that
is placed there and in how
that technology is exploited,
and in ensuring that space
based capabilities are pro-
tected from both intention-
al and unintentional action.
Itis not enough simply to be
able to place a capability into
space, be it civil or military.
Ultimately, capabilities must
be operated within a frame-
work that recognizes the crit-

ical importance of space to
the global economy and to
the civil and military sectors,
and establishes behavioral

norms that fully reflect this |

importance.

SHOW DAILY: In the
areas you work in, could you
tell us about the space ca-
pabilities being developed?
Has the importance of
space capabilities increased
in recent years?

BURNS: The Directorate
of Command and Battlespace
Management and Defence
J6 has the U.K. Ministry of
Defence lead on Network
Enabled Capability and the
provision of communications
and information systems in
support of operations. As
such, it takes the strategic
view and performs the func-
tion of what is known as
‘Joint User’ for satellite com-
munications, pulling togeth-
er the lessons and require-
ments generated on opera-
tions and feeding them in to
inform the equipment pro-
gramme. We also exercises
strategic control of the U.K.
MoD'’s Satcom assets. With
U.K. military demand for Sat-

com increasing as rapidly as

it is everywhere, the intro-
duction of the Skynet 5 capa-
bility has been the focus of
much of our activity.

SHOW DAILY: Could you
give us an update on the
Skynet program?

BURNS: Skynet 5 is about
to achieve full operating ser-
vice at the end of March. The
Skynet A and 5B have been
successfully launched by Ari-
ane 5 from Kourou and have
joined the legacy 4C, 4E and
4F satellites sill in orbit. Both
launches were a tremendous
success with the satellites
delivering communication ser-
vices to front line forces aston-
ishingly soon afterlaunch. The
maritime program has suc-
cessfully replaced obsolete
Satcom equipment in major
surface units with SCOT 5,
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providing both increased
capacity and an improved
baseband capability; I was
one of the happy custom-
ers as [ recently command-
ed the first ship to receive
that capability. The Reach-
er satellite ground terminal
program will deliver similar
enhancements in the Land
environment from March.
The upgrade of the U.K.
Satcom ground segment
will complete early this fol-
lowing a complete rebuild
of obsolete systems.

SHOW DAILY: What do
you see as the real benefits
of the project?

BURNS: From the opera-
tional point of view it is has
been the generation of a gen-

uinely military communica-
tions capability with a range
of services that combine high
capacity with high assurance.
That gives the U.K. operational
independence, flexibility and
reach. From the acquisition
perspective it has generated
the stability of a long-term
contract with asingle supplier.
The Skynet PFI arrangements
with Paradigm offer significant
flexibility and also allow them
the ability to work at risk with-
in along term, exclusive con-
tract. Those arrangements
promote innovation and
capability evolution, some-
thing we are already seeing
in arange of additional ser-
vices offered beyond the
core contract. Especially
important against a back-
ground of high tempo endur-

ing operations is the short-
ening of procurement times

for urgent requirements.

SHOW DAILY: Can you
give us a timeline as to
what will happen this year
with the program?

BURNS: Skynet 5C will
be launched in May. The
Paradigm anti-jam modem
has already begun installa-
tion in maritime units and
will achieve its full capability
by December. By the end of
the year we will begin to see
Reacher deploying on opera-
tions. A new Press to Video
Service will be introduced into
service 2Q08 and the Informa-
tion Dissemination Services,
the Skynet DVB-RCS service
which is already supporting

operations, will continue to
roll-out throughout 2008.

SHOW DAILY: What are
the major challenges for the
U.K. in the military space
arena? How would you like to
position the U.K. on the global
military space landscape?

BURNS: As far as Sat-
com goes, it’s the pace of
change and the costs that
are the biggest challenge.
No sooner has Skynet 5
delivered than we have to
address the big question
— where to next? Clear-
ly, when that question is
answered, I'd like to see
us staying where we are
now, innovating, out with
the leading pack, and set-
ting the pace. m
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Timing, Technology and Finance
Key To Success
Says Industry Leader

BY LINDA THORNBURG

Those who are ignorant
of the past are doomed to
repeat it, and for the satellite
industry, this means avoiding
the financing, technology
and regulatory errors that
have doomed some efforts
in the past, said Richard
Dorfman, chairman of
ProtoStar Ltd.

Dorfman, a former CEO
of Hughes Space and Com-
munications who joined
ProtoStar in 2005, has seen
a lot of money made and
lost in the satellite indus-
try throughout the last 25
years. And while applica-
tions for satellites grew
beyond what anyone could
have imagined in 1982
when the first meeting of
the satellite industry was
held, often there were
problems with the timing of
applications, Dorfman said.

Direct broadcast was first
introduced by Comsat in the
late 1970s, but Comsat could
not manage to get the right
programming, even though
it invested $100 million.

A similar thing happened
with Prudential Ventures,
which invested $50 million
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in USBI and also failed.
Hughes had applications for
two satellites in 1984, one
for direct-to-home and one
for local service. The satel-
lites did not get launched
for 10 years due to various
financial and technology
roadblocks, and by then the
technology had evolved to
another level.

Technology development
also has been critical to the
successes and failures of
the industry, Dorfman said.
A lot of value was lost in
the industry by companies
that balanced poor assess-
ments with bad timing,
such as Globalstar and
Satellite Business Systems,
a satellite networking
venture funded by IBM in
coordination with Aetna.
IBM wanted to marry main-
frames with satellite and
got the technology wrong.
Federal Express had the
idea of transmitting infor-
mation on satellites but that
also failed.

There were also success
stories. SES repurposed a
satellite and launched it in a
time when the international

communications environ-
ment deregulated. Thus it
thrived. PanAm§Sat had a
similar success story. It is
those who have focused on
the ability to do broadcast-
ing to multiple sites that
have done well.

“Remember, the golden
goose is the satellites
themselves,” Dorfman
said. “The industry needs
to nourish the satellite
manufacturers and to make
sure they have incentives
to deliver high quality
satellites. Satellite failures
hurt our business.”

It is these lessons that
are driving ProtoStar as the
company looks to develop
a direct-to-home satellite
business in the Asia-Pacific
region. The ProtoStar-1 satel-
lite, acquired from China Tele-
communications Broadcast
Satellite Corp. and China
National Postal and Telecom-
munications Appliances
Corp., is being refurbished
by Space Systems/Loral and
is scheduled to be placed in
orbit this summer. ProtoStar
also has ordered a second
satellite from Boeing Co.

ProtoStar has custom-
ers for both spacecraft
and growing affluence
in Asia will help fuel the
direct-to-home market,
said Dorfman. “Multipoint
transmission is the most
solid foundation for busi-
ness, and that’s the kind of
satellite we have,” he said.
“There is a lot of customer
interest and I'm feeling
really good about it,”

New applications such as
audio and video streaming
become addictive and also
will help fuel the demand
for service.

When asked when coun-
tries like India will open
their markets to the global
economy, he reminded the
audience of what happened
in Japan. The government
invited U.S. companies to
enter the market because
Japan needed the services
— deciding that was more
important than protecting
Japanese businesses. A
series of joint ventures
sprung up, which Dorfman
said he suspects will hap-
pen in other Asian coun-
tries eventually. m
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