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MSS CEOs Confident
Despite Competition

BY MARK HOLMES

CEOs in the mobile satellite
services (MSS) sector are
convinced that the industry has learned
from the failures of the 1990s and all
operators can build solid businesses
as the demand for mobile services
continue to grow.

John Mattingly, president, satel-
lite services, Mobile Satellite Ventures
(MSV), believes the company could
build a strong mass-market business.
“We are going to be a mass consumer

es on our system. Thousands would
represent failure,” he said during the
“Mobile Satellite Services: MSS Indus-
try Leaders Stake Their Claims” sec-
tor Wednesday.

Predictably, Inmarsat CEO Andy
Sukawaty is less than enthusiastic
about the business plans of some his
new rivals. “In the 1990s, the feeling
was the market was limitless. I think
there was a basic misunderstanding
of what satellites can do. (Right now),

MSS operators remain confident they can all find a niche in different areas of the mobile
services market.

business. That is where we are head-
ing. We are looking at millions of devic-

youwouldn’t choose to be a LEO (low-
Earth orbit operator). We could have
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Mobile Satellite Ventures
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Visit MISV
at Booth 581
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a Garmin nivi® 350
personal travel assistant
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another round of bankruptcies.”

This understandably bought a re-
sponse from the LEO operators. “As
far as LEO versus [geostationary], we
have potentially one of the most valu-
able architectures in the world, said
Iridium CEO Matt Desch. “It is about
doing something that others can’t do.
I think it has proved to be a valuable
business. There are a lot of partners
who want to work with us. We will
take advantage of our highly unique
proposition.”

Desch believes the Iridium busi-
ness has been growing strongly, and
its growth has not been at the expense
of just picking up subscribers from its
rival Globalstar, which has coverage
issues. “We have been growing quite
rapidly,” he said. “I think there is an
underlying global growth that we have
overachieved on. We are growing in
Asia like 50 percent. I think we operate
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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.
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As SATELLITE 2008 closes, the

industry is on solid footing and ready
to take advantage of opportunities as
well as tackle challenges that will arise
throughout the year.

But before you leave, the final day of
the show features a pair of panels that will

The industry is on
solid footing and
ready to take advan-
tage of opportunities
as well as tackle
challenges.

examine more of the trends affecting the
industry.

The day opens with “Satellite Broad-
band: Is Ka-Band the Way to Grow?” — a
comprehensive look at a technology that
has dominated many conversations at
SATELLITE 2008. A panel that includes
executives from several satellite opera-

tors will examine the factors behind the
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SATELLITE 2008
Provides Strong
Start To Year

growing demand for Ka-band services
in North America and Asia and whether
that mix of technology and business
plans can be transferred to other re-
gions of the globe.

The closing panel, “Satellite SWOT:
Challenges and Opportunities for Sat-
ellite-Enabled Communications,” will
bring together industry leaders to dis-
cuss the most interesting topics that
arose during SATELLITE 2008 as well
as what innovations will drive “The
Sixth Decade.” The executives from
various industry segments will look
at how satellite networks will com-
pete against as well as complement
terrestrial infrastructure, the impact
new competitors will have in the mar-
ket and, of course, whatever questions
you propose.

We trust that SATELLITE 2008 has met
all of your business and networking needs,
and look forward to seeing you March 24-
27, 2009, for SATELLITE 2009. m
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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
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in a robust market but not a
mass market.”
However, Desch, like
many others, is cautious
about the impact satellites
could have in terms of wire-
less services to the mass
market. “It takes a lot lon-
ger for things to happen,” he
said. “You can take the 3G
example. It was supposed to
be here in the late 1990s.”
Globalstar

that once its next genera-

is confident

tion of satellites is in orbit, it
will be in business for many
years, said Jay Monroe,
Globalstar’s CEO. “Because
of the nature of the build
of our system, we have a
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slower, less capital-expendi-
ture-intensive funding plan
for our satellites,” he said.
“We are comfortable with a
LEO platform that we have
a great future and we will be
around for 20 years. Right
now, we have to defend our
[But ulti-
mately], it will be the voice

customer base.

quality of Globalstar that
will differentiate it. The
market that Globalstar and
Iridium anticipated 15 years
ago is only happening now.”

Most of the companies in
this space appear to have
been in a transitional phase.
The recent deal between
MSV and Inmarsat poten-
tially hints at greater col-
laboration. Mattingly called
the deal with Inmarsat one

of the “highlights” for MSV
in the last year.

“I think the deal with MSV
creates a clear path to de-
ploy a terrestrial system on a
nice piece of spectrum,” said
Sukawaty. “What we did with
MSV was very opportunistic.
I think it is a roadmap. It will
benefit others. When one
[ancillary terrestrial compo-
nent] deal happens, others
will happen.”

ICO CEO Tim Bryan said
the operator is fully funded
until 2009, and that 2008
would be a big year as ICO
beganto executeits business
plan. The operator could be
one of the pioneers in bring-
ing mobile video services
to customers in the United
States once its satellite is

placed into orbit in April
“ICO really believes we have
to stay focused and get the
satellite, ICO-G1, up ,” he
said. “We are shooting off
in a different direction [than
other operators]. We have
to go some place where we
think we can execute. We
are focused more on a mass-
market opportunity.”

But Robert Brumley, CEO
of TerreStar, expects consol-
idation of the MSS operators
to begin soon. “I still believe
consolidation is important in
the industry. I think 2008, as
we all execute on our plans,
is going to be a big year for
the industry and there will
be a lot of changes. I think
this panel in 2009 may be a
little smaller,” he said. m
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Satellite Data Players
Strive To Lower Cost Of Bandwidth

BY SAM SILVERSTEIN

The high cost of
satellite bandwidth
compared with terrestrial
data networks has made
it difficult for the satellite
industry to settle on
transmission standards
that could make it easier
for equipment from different
suppliers to work together
— and lower the cost of
serving customers.

But the clear benefits
that would stem from
lowering the cost of sat-
ellite bandwidth are spur-
ring the development of
new systems that could
dramatically improve the
satellite data industry’s
competitive position, said
executives Tuesday during
the “Satellite Ground Seg-
ment CEO Session: The
Terrestrial Connection” at
SATELLITE 2008.

“We are not in the good-
enough phase in the band-
width dimension” yet, said
Mark Dankberg, chairman
and CEO of ViaSat. Dank-
berg’s company provides
ground systems for satel-
lite broadband networks
operated by companies
such as Telesat, Eutelsat
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and WildBlue, and recently
announced plans to launch
its own broadband satellite,
ViaSat-1, in 2011.

“We've always talked about
the cost of bandwidth being
a barrier to home users and
enterprise and government
Dankberg
added. “Now we have the op-

applications,”

portunity to bring low-cost
bandwidth to the industry.”
One challenge facing sat-
ellite providers is the fact
that
connectivity is so inexpen-

ground-based data

sive that many applications
have become inefficient in
terms of how they trans-
mit information, Dankberg
said. “You're swimming
against the tide when you
say you can do it band-
width-efficiently.”

ViaSat rival Hughes Net-
work Systems also hopes
new technology can im-
prove the ability of satel-
lites to provide transmis-
sion capacity that does not
cost more than terrestrial
alternatives. After years of
preparation, Hughes’ Space-
way broadband data system
is due to begin commercial

operation in the next few

months, heralding a new
era in how satellite systems
transmit large amounts of
data, said Pradman Kaul,
the company’s CEO.

The Spaceway-3 Ka-band
satellite, which reached or-
bit in August, features on-
board processing systems
that allow controllers to
target capacity where it is
needed most.

Kaul said, however, that
even satellites that lower
cost of bandwidth may not
help the industry to stan-
dardize,
systems have become so

because ground

inexpensive that custom-
ers do not see much ben-
efit from adopting common
“The
has done a good job driving

hardware. industry
down costs. ... Nobody'’s go-
ing to pay you $5 more be-
cause [a system is based on]
a standard,” he said.
Another player in the sat-
ellite data arena, iDirect, is
staking its future on hybrid
that allow
and ground-based

technologies
space-
equipment to work in tan-
dem so providers can focus
on bringing service to as
many areas as possible.

B W _ooehoco e B

“Our goal is to support
much larger networks” op-
erated by companies such
as Verizon, said Mary Cot-
ton, iDirect’s CEO. “Seam-
less 1P
networks provide a tremen-

and terrestrial
dous amount of value.”
However providers bring
bandwidth to users, the key
is to make people happy
without using any more
capacity than necessary,
Dankberg said. Yet with ap-
plications such as video de-
manding more bandwidth
than in the past and terres-
trial services such as digital
subscriber lines offering
high transmission capacity
at ever-lower prices, satel-
lite companies will continue
to face a challenge as they
try to compete, he said.
Satellite broadband to-
day “doesn’t really meet
[customer] expectations,
but they don’t have an al-
ternative,” which is why the
next-generation systems
now taking shape hold such
promise, Dankberg said.
“We [have to make] band-
width cheaper so we can
afford to give people more

bandwidth.” m
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ITAR Impact: What The Future Holds

BY GREG BERLOCHER

The delicate balance
between national security
and the export controls was
discussed by a blue ribbon
panel assembled to review
the U. S. Department of
State’s International Treaty
in Arms Regulations (ITAR).
While the panel of satellite
manufacturers, launch
provider, research professor,
and State Department
Director agreed that there
needs to be a compromise
between national security
interests and the free flowing
export of satellite technology,
everyone agreed that ITAR is
amajor hindrance to satellite
manufacturers and changes
are necessary.

“The problem with ITAR
is once you list a satellite as
munitions, every subsystem,
down to a two-inch bolt, is
then considered munitions,”
said Pierre Chao, Senior Fel-
low with the Defense Indus-
trial Initiatives Group. “ITAR
is a very blunt tool.”

Chao pointed to a re-
cently completed Center
for Strategic & International
Studies (CSIS) study which
investigated the health of
the satellite industry and
whether ITAR has had any
adverse effects. The report
includes a number of find-
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ings and recommendations,
and will be released in the
near future. Hertzfeld sum-
marized, stating: “We didn’t
find a smoking gun, but we
caught a definite whiff of
gunpowder and saw the
chalk outline on the floor.
The strategic intent of ITAR
is not being met.”

Chao went to explain that
1st tier contractors can jump
through all of the hoops the
governmentrequires butthat
2nd and 3rd tier contractors
can’t afford the cost of com-
pliance. As such, many com-
panies are abandoning the
“It is
the small companies where

international market.

much of the raw research
comes from,” he said. “ITAR
is causing counterproduc-
tive behavior.”

Robert Kovac, Managing
Director, United States De-
partment of State — Bureau
of Political-Military Affairs,
is tasked with overseeing the
administration of ITAR. Ko-
vac, who was appointed two
months ago, is tasked with
the clear mission of improv-
ing the current quagmire.
Kovac will be putting new
processes in place over the
next twelve months and fully
expects the situation to im-
prove. Ceding the argument

that ITAR is onerous and
pledging to make it better,
Kovac pledged his commit-
ment to enforcing the law.
Kovac pointed out that the
satellite industry is special
and contrasted spacecraft
technology to that used in
commercial airliners. “A
foreign country can’t buy
a 787 and then have 60% of
the technology to build a
jet fighter; but a good deal
of the technology used in
commercial satellites can be
used for military satellites.”
Mark Bitterman, Senior
Vice President of Orbital, not-
ed the refreshing sea change
in the attitude and demeanor
at the State Department and
posed the question regarding
the best way to restore the
balance between the execu-
tive and legislative branches.
“Having a better interface be-
tween State and Congress will
help companies like Orbital.”
Henry Hertzfeld, Research
Professor at the Space Policy
Institute at George Washing-
ton University, agreed that
there is critical technology
that needs to be protected
but suggested that a bottoms
up approach of listing only
the technology that needs to
be protected rather than put-
ting everything on a list and

then deciding what can be
removed.

Hertzfeld noted that 80-
85% of the technology used
in satellites is available on
the world market and that
other nations are growing
strong space programs. He
pondered whether satellite
components are becoming
like those
used in consumer products.

John Pisa-Relli, Senior
Counsel for Thales North
America, explained that al-

commonplace

though his firm is European,
ITAR has a dramatic impact
on the company. “Over 80%
of the components used in
our satellites are ITAR re-
lated,” he said. Pisa-Relli
stressed that while Thales
works diligently to comply
with regulations, he would
like to put to rest the con-
cept that there is a “bogey
man” out their trying to get
basic satellite technology.
Kent Bossart, Director
Trade with
Intelsat, noted that a re-

Compliance

cent GAO study revealed
that 71% of all applications
submitted came from com-
panies which submitted 10
or fewer applications per
year. “To get things done
in Washington you need to

play the game.” m
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Satellite Players
Hoping For More From IPTV

BY MARK HOLMES

“We are getting out of the
Wild West cowboy days of IPTV,” said
Walter Davis, IPTV product manager,
SES Americom — IP-Prime.

SES hopes for a breakout year for its
IP-Prime service, which receives and
encodes video from any source, for-

mats the content, and distributes it to
any media platform. “We expect great
things in 2008 (for IP-Prime),” Da-
vis said Wednesday during the “IPTV:
Ready for Prime Time” session. “Things

Photo by Lisa Czaplicki

are moving in the right direction. We Satellite industry players discuss opportunities to generate revenues in IPTV.

are out of the phase of small compa-
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nies looking to change the world. We
are getting into more mainstream of-
ferings. There are a number of telcos
doing IPTV.”

While the IPTV market is evolving,
the transition could produce some in-
teresting competitive dynamics.

EchoStar is preparing to launch its
IPTV service April 1, and this could
create competition for EchoStar’s
mainstay Dish service, said Daniel

Daines, general manager for VIP TV at
EchoStar. This is a short-term risk that

EchoStar is willing to take, he said.
The offer “will compete with Dish
network,” Daines said. “We want
to bring IPTV to a wider audience.
There is room for a lot of competi-
We think there is a lot of

room for shakeout in the industry. ...

tion. ...

But in terms of cannibalization, we
are really going after cable custom-
ers more than Dish customers, but
there will be collateral damage.”

For some telecommunications com-
panies, being successful in the IPTV
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arena could prove far from easy.

Eagle Broadband filed for Chapter
11 bankruptcy protection late last year.
Acting CEO and general manager of
IPTV solutions Brian Morrow said the
company’s entry into the IPTV market
did not lead to bankruptcy, instead cit-
ing “historical baggage,” but the opera-
tor clearly faces an uncertain future.

“We launched IPTV in Miami and
have targeted [multi-vendor units],”
said Morrow. “We provide the IPTV
portion of a triple-play offer. We have

“We are really going
after cable cus-
tomers more than
Dish customers, but
there will be collat-
eral damage.”

—Daines, EchoStar

100 rights contracts with studios. We
are also expanding in other parts of
Florida.”
plans are in a state of flux due to the

However, the company’s
bankruptcy issue.

Jon Romm, COO of Avail Media, a
provider of content aggregation and
IPTV transport services, said he ex-
pected the company to have a strong
year in 2008.

“Avail provides a video aggrega-
tion and distribution platform,” said

Romm. “We anticipate we will be

able to roll out over 50 gateways by
the end of this year. What is impor-
tant to us is that everyone of those
clients has an HD (high-definition)
package and an integrated [video-
on-demand] package.”

HD will be a key component of IPTV
services going forward. In terms of HD
channels being carried, Davis said, “We
have transport agreements with over
50 HD channels under agreement.”
Eagle Broadband is delivering 20 HD
channels, according to Morrow, while
Avail has 24 HD channels on its plat-
form, Romm said.

The operators also see opportuni-
ties coming from areas other than
residential customers. Romm cited the
hospitality market as one such target
market for IPTV services, while Shane
Pierce, director of video for Falcon IP
Complete, added, “We have had inter-
est from colleges and universities for
our IPTV solution.”

While IPTV may be a strong growth
market, there are a number of chal-
lenges ahead, particularly for tradi-
tional satellite companies who are
seeking to get more out of this space,
Davis said. “There are things like bill-
ing system integration, which is a
mess,” he said. “You are bringing in
different vendors.”

There also are potential issues with
set-top boxes, said Morrow. “I think
you need [set-top boxes] that can
download different content from dif-
ferent sources,” he said, while Romm
was not so sure whether giving ven-
dors more influence was a good thing,.
“I think it is risky to allow the [set-top
box] manufacturer to control the func-
tionality,” he said.m



... 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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GSA Contracts: The Basics

BY JESSICA PEARCE

A U.S. General
Services Administration
(GSA) Schedule Contract
can provide your business
with an efficient way to sell
your products and services
to government agencies, says
Lynn de Seve, president of GSA
Schedules Inc., a consulting
service based in Maryland.
While there are benefits to
getting on the GSA schedule,
there are a lot of misconcep-
tions of what the GSA actual-
ly is, de Seve said during the
“GSA Scheduling Contracting
2008” session Wednesday.

“The GSA schedule isnot a
certification of your product,
it's not a list and it doesn’t
eliminate your competition,”
de Seve said. “What it is, is
a negotiated agreement be-
tween the GSA on behalf of
all federal government agen-
cies with contractors for
goods and services.”

There are several different
levels to a GSA contract. If
a government agency needs
to purchase something that
costs less than $3,000, the
agency can acquire can the
goods or service from anyone
without a bidding process. If
the item costs between $3,000

and $100,000, the agency
must procure three quotes
before making the decision.
Most often, de Seve said, the
agency will look through GSA
contract holders for those
three quotes.

In order to get onto that
contract holders list, a com-
pany first must register on
the Central Contractor Reg-
istration list. The company
must disclose performance
information for the last three
years, commercial sales
practices, literature, safety
information and country
of origin information. Af-

ter the company enters the

information, it will show up
on the GSA Web site as a
contractor. From there, the
company will be available
to government agencies as a
contractor. After the compa-
ny has been awarded a GSA
contract, it must create a
GSA price list to distribute to
customer agencies, prepare
a GSA advantage file within
six months of the award and
report quarterly sales for as
long as it remains on the list.
“There’s a lot of money
out there in the federal agen-
“And
most of it goes to the com-
panies on the GSA lists.” m

cies,” de Seve said.

Meeting Room Floor Plan
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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.

www.ilslaunch.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

PAGE 24 | DAY 4 | THURSDAY



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
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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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ATC Brings Challenges,

Opportunities For Mobile Players
For MSS Sector

BY SAM SILVERSTEIN

Mobile satellite
players are excited
about the promise of using
ground-based systems to
extend their reach, but
agree that significant hurdles
remain before such hybrid
communications systems
can become a reality.

Among the key challenges
for companies such as ICO,
Globalstar and Inmarsat that
are planning to deploy ancil-
lary terrestrial component
(ATC) technology is weath-
ering the uncertainty that is
likely to define the market-
place as it evolves through-
out the next few years, said
Leo Mondale, Inmarsat’s vice
president of business devel-
opment and strategy, said
Wednesday during the “ATC:
The Magic Bullet?” session.

In particular, merging sat-
ellite and ground-based busi-
ness models is proving to be
a moving target that prom-
ises to keep industry players
on their toes, Mondale said.
But it is that very instability
that can be expected to keep
regulators and executives
moving forward.

“It takes a lot of confi-
dence and a lot of back-
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bone to make billion-dollar
decisions with all these un-
knowns,” said Mondale.

The uncertainty likely will
subside as companies refine
their ideas about how to
merge satellite and ground-
based systems to provide
applications people are
willing to pay for, said Da-
vid Bacino, vice president
of marketing operations
for Terrestar Networks. “As
satellite and terrestrial net-
works become integrated,
the landscape will be evalu-
ated differently,” he said.

Globalstar, a long-estab-
lished mobile satellite player,
is eager to use ATC technolo-
gy to enhance its global voice
and data business but has yet
to determine how best to use
ground- and satellite-based
systems to serve its current
and anticipated customers,
said Bill Adler, the company’s
vice president of legal and
regulatory affairs.

ATC “is not a magic bullet,
but it’s a potentially significant
source of revenue,” Adler said.
“It’s an evolving situation.”

As a result, Globalstar is
working hard to determine
what the consumer market

wants, so it can invest in the
kinds of services most likely
to justify the investment in
building transmission towers
and deploying other ground-
based infrastructure, he said.

Adler noted that the
marketplace has changed
significantly since U.S. tele-
communications regulators
approved the ATC concept
five years ago. Globalstar
initially thought voice-based
services probably would
define the market but now
believes that data poses a
better opportunity.

One big consideration for
operators planning to devel-
op ground-based networks
is the cost of building hun-
dreds, or even thousands, of
antennas to transmit signals
on the ground.

Mariam Sorond, director
of network systems for ICO,
said her firm could spend at
least $600 million to build
enough towers to serve the
United States. That figure
could easily balloon to sever-
al billion dollars depending
on a company’s partners and
intended coverage area, said
Brian Deobald, vice presi-
dent for technology strategy

at Mobile Satellite Ventures.
The potentially high costs
could prove to be an obsta-
cle, but the fact that investors
have shown interest in sup-
porting ATC-based projects
is encouraging, said Mondale.
“To a large extent there’s a
big competition for early-risk
but I think the in-
vestors think there’s some-
thing there,” he said.
Mondale added that Inmar-
sat will approach the ATC
concept gingerly, taking steps
not to disturb its already suc-
cessful satellite business as

capital, ...

it looks at new possibilities.
ATC is a much a threat to
Inmarsat’s business as it is an
opportunity, “so we're going
to be very careful.”

Inmarsat’s prospering mo-
bile satellite services busi-
ness means the company
can afford to take a less ag-
gressive approach to deploy-
ing services that use ATC,
Mondale said. “As [a mobile]
operator that has a healthy
and sustainable business
and excellent access to cap-
ital markets, we're able to
take a more luxurious look
at this. It’s not life or death
for Inmarsat.” m



Companies Lining Up For DSTS-G
Current Contract Expires In 2011

BY GREG BERLOCHER

The DSTS-G (Defense

Information Systems Network
Satellite Transmission
Services-Global) contract,
a 10-year agreement that
provides commercial fixed
satellite services (FSS)
to the U.S. military, will
expire in February 2011,
and companies already
are jockeying to position
themselves to win a portion of

the new contract. But exactly
how the new award will be
structured remains open
for discussion, according to
network integrators, service
providers, spacecraft owners
and hardware vendors on the
panel, “DSTS-G The Sequel:
Predictions, Insights and
Anticipation for 2011.” .
The current DSTS-G con-
tract, administered by the

U.S. Defense Information
Systems Agency (DISA), fo-
cuses heavily on bandwidth
and teleport services, but
panel members suggested
structuring the new con-
tract differently to focus
instead on a total solutions
approach to include space
segment and ground termi-
nals as well as ongoing pro-
gram and network manage-

ment support.

Mike Wheeler, president
and CEO of Segovia, coined
the phrase of the day when
he noted that the military
needs one “belly button
to push” for services such
as hardware integration,
network management and
professional services, all
of which are not explicitly
covered under the existing

S, C, X, Ku & Ka Band Products

High Expertise in CUSTOM DESIGNS!

- Converters

- Transceivers

- LNAs and LNBs
- Satcom On the Move

ACORDE
TECHNOLOGIES

Web: www.acorde.com

Mail; sales@acorde.com

Phone: +34 942 200923
Fax: +34 942 290404

Visit ACORDE at Satellite 2008 (Booth 250)

" >

Nabtesco

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

= Near zero backlash
- » High torque/high rigidity
" . * Hollow shaft option

{) [up to 5 thru hole)

+ Integrated angular bearings
+ Ratios up to 400:1
= High shock load - 5x rated torque

Mabtesco Motion Control, Inc.
wwe,nabtescomotion.com * Phone; [248) 553-3020 » Toll Free; 8&4-T74-TOUGH
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contract. “When the con-
tract started, it focused on
FSS services, but now we
must provide netcentric
solutions. It’s all about the
delivery of applications
over the network. Our cli-
ents want one provider to
contact to resolve an is-
sue,” he said.

Ed Laase,
communication services for

director of

Boeing Service Co., said he
would like to see less focus
on space segment and ter-
minals in the new contact
and more focus on turnkey
services with integrated ser-
vice level agreements (SLA).
“Spell out the service to be
provided and then leave it
up to the engineering team
of the service providers to
determine the best way to
get the job done,” he said.

Barry Botts, director, busi-
ness development at Data-
Path, expanded on the value
of service level agreements,
noting: “Once an SLA is in
place, contractors become
more accountable. Outlin-
ing a total service will force
contractors to be more cost
competitive and strive to
use the best tools to drive
down costs.”

Current DSTS-G con-
tractor holders do not see
a need for a radical over-
haul. The industry partner-
ship with DISA has evolved
throughout the years and
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the two-tier, multiple sys-
tem integrator model has
worked and provides the
which
are extremely competitive

military  solutions
in terms of price, Abbas
Yazdani, President & CEO
of Artel, said. He stressed
that a delicate balance must
be struck between being
able to respond quickly to
the military — sometimes
within hours — and also to
financial stakeholders.

Bandwidth availability
was a point of contention.
Ron Samuel, CEO of Eutel-
sat America Corp., said that
the tremendous uptake in
new video services, espe-
cially high definition (HD),
is reducing overall space
segment capacity. In short,
government  applications
are competing with video
for space segment. Samuel
noted that Eutelsat has been
forecasting this need and
new satellites are already on
order.

Tom Eaton, president,
government services, for Ar-
rowhead Global Solutions
and a DSTS-G contract hold-
er, challenged Samuel’s as-
sertion that HD content was
absorbing all of the available
spectrum and challenged
Eutelsat and their competi-
tors to come up with an ef-
fective business model to
provide space segment for
military applications. m
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Operators
Find Innovative Ways
To Use IP Technology

BY LINDA THORNBURG

Satellite companies
have come up with uses
for Internet Protocol (IP)
technology that IP providers
never dreamed of, according
to executives at the “IP on
the Edge: Media, Mobile,
Networking and More”
session Tuesday.

One project uses IP tech-
nology to provide for increas-
ing Internet demand in Afri-
ca, where there is a limited
terrestrial infrastructure
and sparse satellite capacity.
Dubbed Bushnet, the initia-
tive uses DVB-2 technology
to provide Internet service
providers in Uganda, Kenya
and Rwanda with Internet,
Voice Over IP and broad-
cast services, said Jean Rob-
ert Barallon, vice president
of sales, Americas, Newtec
Americas Inc.

Each service is encod-
ed and modulated with its
own set of parameters on
the same carrier, and transi-
tion parameters can be opti-
mized for each site. Differ-
ent antenna sizes and older
satellite technology do not

present as much of aproblem
in this environment, Baral-
lon said.

The e-government sector
is driving a whole segment of
the market in South America,
said Robert Feierbach, man-
aging director of Latin Amer-
ica & EMEA for ViaSat. The
company offers a technology
that reduces the number of
round trips for data by plac-
ing the content it in a propri-
etary transport, compressing
it and then optimizing it for
the customer, which produc-
es 40 percent to 80 percent
bandwidth savings, he said.

In Pegaso, Mexico, Via-
Sat provided 680,000 pri-
mary school students with
Internet access. In Brazil,
the company provided Inter-
net access for schools, com-
munities and hospitals and
in Ecuador, Internet access
for rural areas. Latin America
has been shown to be a bit of
astar in obtaining this type of
access for populations that
traditionally are not served
by terrestrial communica-
tions, and the prospects for
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expansion are good, Feier-
bach said.

ViaSat has to support fixed
buildings, mobile, vehicles,
ship at sea and other environ-
ments and system integration
is challenging. “You want to
make it seamless for the cus-

of voice, video and data
transmission, said David
Myers, senior vice presi-
dent, Spacenet, which used
IP technology in an oil field
environment to integrate
phone service via satellite
with data networking.

“The joy of IP networking

is that it allows for broader
applications, but it extends the
responsibility of the provider.”

tomer, who is buying a com-
munications solution that
solves business problems,”
Feierbach said.

The beauty of IP is that it
allows for the convergence

— Myers, Spacenet

One of the challenges for
Spacenet was making fax
technology work as well,
which was a demand of the
customer. It was also difficult
to keep up with the chang-
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ing regulatory environment.
“The joy of IP networking is
that it allows for broader
applications, but it extends
the responsibility of the pro-
vider,” he said.
Schlumberger, a large
oil company, is a customer
that has found the answers
it needed in IP technology.
Schlumberger was looking
for solutions to problems it
faced in well construction
such as lack of manpower
experience, rapidly increas-
ing rig costs and communi-
cation in remote locations,
said Pete Shaw, teleport and
resource manager, remote
connectivity global group,
Schlumberger. The IP solu-
tion helps the company’s
operation support centers

B
.
-

deliver communications,
consulting and surveillance
to the field using monitor-
ing software and collabora-
tion tools.

George Spohn, vice presi-
dent, North American sales
and marketing for Thrane &
Thrane Inc., spoke about his
company’s ability to provide
Internet connectivity and
voice communications over a
small, portable terminal that
can be used in environments
where traditional wireless is
not available. This is good for
armored vehicles, emergen-
cy management and disaster
recovery situations, and for
executives who want access
to the same technology avail-
able in their offices while on
the move, he said. m
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Middle East Operators
Look Past Oil For Opportunities

BY JESSICA PEARCE

Governments in
the Middle East are
beginning to funnel more
of their oil revenues into
investments such as satellite
TV, government initiatives
such as E-learning and
telecommunications.
“People say the Middle
East’s economy is all about
oil,” said Stephane Chenard,
senior analyst for Eurocon-

not bring jobs. Those trends
turn out to be quite favor-
able to satellite.”

One of the strongest mar-
ketsinthe Middle Eastremains
satellite TV. According to Mo-
hamed Youssif, vice president
and chief commercial officer
for Arabsat, 78.4 percent of
people in Saudi Arabia receive
their TV channels via from
satellite. Of those, 94 percent

“With all the cash available,
people are trying to invest it
one way or the other. We have
seen that in different ventures,
and we’ll continue to see it in

the future”

sult and moderator for “The
Middle East: Oil, Commerce
and Other Enterprise Appli-
cations” session. “That was
true in the 70s, however, in
the last few years the gov-
ernment in the Middle East
is paying more attention to
the non-oil economy. Ser-
vices like distance learn-
ing,
ATM networks and trucking
companies are gaining im-

improving hospitals,

portance. The oil industry
brings in money, but it does
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— Youssif, Arabsat

are watching TV on individual
satellite dishes. Youssif said
he thinks it's become a trend
for wealthy businessmen in
the region to own their own
channels.

“There’s a lot of TV sta-
tions coming up that are
more specialized,” he said.
“There has also been a
change in the behavior of
the viewers and broadcast-
er. It's not as expensive as
it used to be to do a TV sta-
tion. Capacity is not as ex-

pensive. People don’t need a
huge staff, they do channels
on tape and broadcast it.”

One of the biggest chal-
lenges for European or
American businesses who
want to move into the re-
gion is the difference in the
way business operates.

“Business practices are dif-
ferent in the [Middle Eastern]
region,” said Howard Farr, vice
president of sales for Europe,
the Middle East and Asia, for
Telesat. “Local customers tend
to rely more on relationships
and handshake business deal
versus legal contracts. Global
customers operate as they do
in other regions.”

The way to get around
that, said Farr, is to estab-
lish relationships with local
partners who already are es-
tablished in the area. “If you
are able to maintain direct
personal relationship, that’s
the way to go,” he said. “The
handshake issue can'’t be un-
derestimated. It comes down
to a personal bond. All the
companies use similar tech-
nology, so it comes down to
‘Who do I have a very good
personal relationship with?”

The biggest question for
the region is the future of Iraq
and Afghanistan. The United
States military is a huge con-

B W _ooeh o B

sumer of VSAT services, and
there is some concern that
as troops leave the area the
bandwidth requirements will
drop and there will not be
anything to fill the gap. Yous-
sif said that the environment
shouldn’t dissuade people or
businesses from working in
Iraq, but that certain costs
need to be factored in.

“It is a challenging envi-
ronment,” he said. “Anyone
who is interested in pursu-
ing opportunity in a high-
risk war zone need to proj-
ect about 50 percent of their
budget for security costs.”

The Middle East in gener-
ally a young, fast-growing
region. In some areas, two-
thirds of the population is
under the age of 25, and op-
portunities for women are
fueling government initia-
tives of E-learning programs
that further drive businesses.
Youssif thinks companies in-
terested in expansion should
keep an eye on the area.

“I believe that the golden
years are yet to come for the
Middle East,” Youssif said.
“With all the cash available,
people are trying to invest
it one way or the other. We
have seen that in different
ventures, and we’ll continue
to see it in the future.” m
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