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    Asia-Pacific Satellite Market Lead in Most Indicators 

 by Virgil Labrador, Editor-in-Chief 
     

A 
sia-based satellite companies have been 

making waves at the major satellite trade 

shows,  which is a testament to their grow-

ing influence in the global marketplace. At Satellite 

2014, for the second straight year, the Satellite  

Executive of the Year Award was given to an indus-

try executive based in Asia—Arabsat CEO Khalid 

Balkheyour.  Previously, at  the  SATCON Confer-

ence and Exhibition in New 

York City, Saudi Arabia-based 

satellite operator, Arabsat 

won the “Most Promising 

Company of the Year” pre-

sented by the annual  Vision 

Awards. This is the second 

year in a row that the most 

promising company award 

was given to an Asia-based 

company having been previ-

ously won by Israel-based 

satellite operator Spacecom 

the year before. 

 

Arabsat has been growing 

consistently year on year and 

it’s now ranked seventh in terms of revenue among 

satellite operators.  The company also plays an ac-

tive role at the ITU and other industry organizations 

for spectrum optimization and distribution, to com-

bat jamming, and find solutions to problems such as 

satellite interference. It first promoted the first   

Free-to-Air HD channels in the Middle East region 

and was the first operator to introduce Ka-Band 

services in the region. In February 2013, Arabsat 

acquired Greek satellite operator Hellas-Sat extend-

ing its reach into European and African markets. 

 

In 2013,  for the first time since its inception in 

1988, the prestigious Satellite Executive of the Year 

award, was presented to an Asian-American CEO of 

a Asia-based company — Tom Choi of Hong Kong-

based ABS.  Choi was credited with building ABS 

into a “regional powerhouse”, providing services 

across Africa, Central and Eastern Europe and, of 

course, Asia.  

 

ABS is preparing for 

a major business 

expansion with the 

launch of ABS-2A & 

A B S - 3 A  i n 

2014/2015 and fur-

ther satellites to be 

added to the fleet in 

the following two 

years. ABS launched 

its sixth satellite, 

ABS-2 in February 

2014. 

 

It’s not just industry 

awards, that Asia-based satellite companies are 

reaping.  The Asia-Pacific market leads in indicators 

in key market segments such as Direct-to-Home, 

Pay TV and broadband.   

 

The Asia-Pacific market is now the fastest growing 

region in the world for satellite services. 
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pects of analog to digital conversion, Ultra HD 
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satellite services. (photo: LG) 
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   From the Editor  

A t some point, we should stop using the term ‘emerging’ 

for certain markets once they have achieved a certain 

level of development and have sustained it for some time.   I 

think we all can agree that the Asia-Pacific and Latin American 

regions, or at least most parts of those regions,  have outlived 

their “emerging” markets moniker.   

 

I was just at VSAT Latin America in Sao Paolo, Brazil  last month and the mood 

was most definitely bullish.  Demand is far outstripping supply of satellite 

transponders in Latin America and operators are scrambling to get key orbital 

positions at premium prices and launch satellites to meet growing demand.   

 

This month I will be attending the Latin American Satellite Summit organized 

by Euroconsult in Mexico City as well as CommunicAsia in Singapore.  We will 

be reporting on these key events in our next issue.   Meanwhile, to give you 

an idea of the prospects in the Asia-Pacific market, our cover story this month 

provides some vital inputs from recent research. 

 

Visit us at CommunicAsia  at Level 1, booth # 1W-02. I will also be moderating 

two sessions at the CommunicAsia Satellite Summit.   One on VSAT      Mobil-

ity and another on the Changing Business of Teleports—a subject very close 

to my heart since I started in the industry working at a teleport in Singapore. 

Things have definitely changed in the teleport business since. 

 

We look forward to seeing you in Singapore. 

 

                                                                                                          

                                                                                            Editor-in-Chief 
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Asia-Pacific Market ...From page 1 

Direct-to-Home Market 
 

The Asia-Pacific direct-to-home (DTH) television industry is 

driving the largest growth market for satellite capacity in 

the world, according to a report from Global Industry Ana-

lysts. 

 

The growing popularity of satellite TV, particularly in devel-

oping countries, is the primary growth driver for trans-

ponder capacity in the region – along with the introduction 

of high definition (HD) television – according to the report. 

The emergence of 3D channels with an average 40-50% 

higher capacity requirement compared with an HDTV chan-

nel and broadband Internet services are also boosting de-

mand. 

 

"Growth in the Asia-Pacific region is supported by strong 

economic growth, growing popularity of DTH television, 

high definition TV conversion and intercontinental video 

transmissions," said Global Industry Analysts on the publica-

tion of its “Satellite Transponders: A Global Strategic Busi-

ness Report.” 

 

The Middle East is forecast to emerge as the fastest growing 

market led by increasing transponder capacity requirements 

for effective communication in the military sector. The re-

gion is forecast to grow at a compounded annual rate of 

4.3% over the analysis period, says Global Industry Analysts. 

 

"Broadcast dominates the global market for satellite trans-

ponders. Launch of several new channels worldwide is re-

sulting in growing requirement for more available capacity 

thereby presenting higher demand prospects for satellite 

transponders," the report added. 

 

Analog to Digital Conversion 
 

The Asia Pacific region is undergoing a rapid digital TV con-

version that will see penetration increase from 28.9% of TV 

households in 2010 to 51.7% in 2013 then  61.2% by end-

2014 and on to 97.5% in 2020 – or up by 501 million homes 

between  2013 and 2020, according to a report from Digital 

TV Research. 

 

The Digital TV Asia Pacific Forecasts report reveals that 

China will provide 225 million of the extra digital TV homes, 

with India adding a further 118 million.  However, 159.6 

million homes in the region will not own a TV set by 2020, 

although this is down from 195.9 million in 2013 and 221.8 

million in 2010.  

 

China and India have a massive influence, with a combined 

663 million TV households (or 70% of the region’s total) by 

2020. China has as many TV  households as Europe and 

North America combined. Simon Murray, author of the re 

 

port, said: “Despite the rapid conversion, digital TV will still 

have plenty of room for growth for some time to come. 

Only 12 of the 22  countries forecast in this report will have 

fully converted to digital by 2020.”   

 

Of the 501 million digital homes to be added between 2013 

and 2020, 172 million  will come from DTT. However, the 

number of analog terrestrial homes will fall by  220 million. 

Digital cable will contribute a further 200 million additional 

homes, with  analog cable losing 155 million. Pay satellite TV 

will supply an extra 47 million, with  FTA satellite TV adding 

14 million. Pay IPTV will record 69 million more subs.  

 

Pay TV penetration will rise from 58.5% in 2013 to 68.0% in 

2020, adding 164 million subs to take the total to 648 mil-

lion. Even more impressive is that digital pay  TV penetra-

tion will climb from 20.9% in 2010 on to 66.5% in 2020. Digi-

tal pay TV  subscribers will quadruple from 163 million in 

2010 to 636 million by 2020.  Pay TV revenues in Asia Pacific 

will be $46 billion in 2020; nearly double the 2010  figure. 

Digital pay TV revenues will triple from $15 billion in 2010 to 

$46 billion in  2020.  

 

Murray added: “China overtook Japan to become the most 

lucrative pay TV market  in 2011. India will take second 

place from 2019. Together China, India and Japan  will ac-

count for two-thirds of the region’s $46 billion pay TV reve-

nues by 2020.”   

 

Pay TV revenues will more than double in 10 countries 

namely: Bangladesh, India,  Indonesia, Laos, Myanmar, Ne-

pal, Pakistan, the Philippines, Thailand and Viet-

nam)  between 2013 and 2020. However, revenues will fall 

in Hong Kong, and will  increase by less than 10% in New 

Zealand, Singapore and South Korea.  

Spacecom's AMOS-4 satellite, launched last year 

provides a full range of services to Southeast Asia, 

Russia and China. (image courtesy of Spacecom) 
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On Demand  TV 
 

Based on forecasts for 97 countries, on-demand TV revenues 

from movies and TV  programs (and excluding revenues from 

other sources such as sports and adult and  also excluding 

SVOD packages and online TV & video (OTT)) will reach US$ 

6.0 billion  in 2018, up by 44% from US$ 4.2 billion in 2012, 

with most of the growth coming from Asia, according to  Digi-

tal TV Research. 

 

On-demand TV generated just 2.3% of the US$ 184 billion 

total pay TV revenues in 2012.  However, the on-demand 

proportion will grow to 2.9% of the US$ 203 billion total in 

2018.  Growth in on-demand TV revenues in some mature 

markets will not be enough to  compensate for falling sub-

scription revenues. 

 

The US accounted for 37% of global on-demand TV revenues 

in 2012, but this  proportion will fall to 30% by 2018 – despite 

its revenues climbing by 16%.  “On-demand TV is growing 

fast outside the US. For instance, China will more than double 

its revenues between 2012 and 2018. Indian revenues  will 

almost triple over the same period,” said Simon Murray. 

 

On-demand TV revenues  in the Asia Pacific region will more 

than double between 2012 and 2018 to US $1.457  Billion. 

Asia Pacific’s proportion of on-demand TV revenues will grow 

from 16% in  2012 to 24% in 2018. 

 

Multiscreen TV Everywhere 

 

As of January 2014, SNL Kagan's survey of key Pay TV provid-

ers in the Asia-Pacific region indicates 18 operators from 12 

markets had launched multiscreen TV Everywhere services, 

with India's Dish TV India Ltd. and Tata Sky Ltd. and 

the Philippines' Cignal Digital TV being the new entrants since 

June 2013.  Among them, all operators have leveraged smart-

phone apps for TV Everywhere video distribution, an increase 

from 80% in 2013, while 94% have launched video apps on 

tablets, rising from 87% in 2013. By contrast, TV Everywhere 

adoption rates for smart TVs, game consoles and PC/Mac 

computers have all slightly declined. 

 

MPA now expects a 9% compound annual growth rate 

(CAGR) for pay-TV growth in the region, with pay-TV penetra-

tion to increase to 60% by 2018 from a 52% market share in 

2013. 

 

The growth of wireless broadband use in China, India and 

Indonesia is driving an increased consumption of video con-

tent however, while the Asia Pacific is expected to witness a 

significant rise in fixed broadband subscribers – particularly 

in China, India, Thailand, Philippines and Australia – to reach 

400 million by 2018, from 310 million in 2013. 

 

India has more than 60 million active paying digital TV sub-

scribers, with 37 million of these direct to home (DTH) sat-

ellite customers and 23 million to cable TV providers, he 

added. 

 

New subscriptions slowed in South East Asia from 3.7 mil-

lion in 2012 to 1.9 million in 2013, although MPA expects 

net additions to accelerate again in the region to up to 2.5 

million a year driven mainly by Indonesia, Malaysia and the 

Philippines. The Thai market is expected to suffer from 

disruption, and pay-TV growth in Vietnam and Singapore 

are expected to be minimal. 

 

IPTV services in China added 5.6 million subscribers in 

2013, driven by improved content and increasing broad-

band reach. This, and the growth of over the top (OTT) 

video services from operators such as Wasu, LeTV, XiaoMi 

and BesTV,  has had a detrimental effect on the growth of 

cable TV subscriptions in the country, according to MPA. 

 

“Looking at the macro landscape, you can see pay-TV pene-

tration marginally improve in China over the next five years 

and this will deliver real pay models, driven largely by IPTV. 

It might improve further as operators become challenged 

by the new regulatory policy that establishes a set-top box 

internet-TV model,” said Couto. 

 

Conclusion 

 

The days when the Asia-Pacific region was referred to as a 

market with  great “potential” has now passed.  The Asia-

Pacific region is the fastest growing region for satellite ser-

vices and by all indicators will continue to do so for the 

foreseeable future. 

 

     Cover Story 
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Technical Tutorial 

G round segments of satellite 
communication systems em-
ploy a variety of terminal de-

signs and network configurations in 
order to provide and manage services 
delivered to end users. The terminals in 
these networks range from the large 
earth stations 
used as gate-
ways in a 
telephone 
network to 
very small 
aperture ter-
minals 
(VSATs) that 
deliver data 
communica-
tion applica-
tions to 
homes and 
remote busi-
ness loca-
tions. “Small 
aperture” in 
this context 
refers to a 
reflector di-
ameter in the 
range of 60 
cm to 2.8 m. We must also include low-
cost end user communication devices 
like desktop and handheld mobile tele-
phones and direct broadcast satellite 
(DBS) home receivers. This broad range 
of ground systems and devices employs 
many of the same hardware and soft-
ware technologies found in other mod-
ern telecommunications and broad-
casting networks that are the core of 
terrestrial wireless and Internet ser-
vices. 
 

Space and Ground Segments 

 
As illustrated in Figure 1.1, the ground 
segment is that half of a satellite com-
munication system which, quite natu-
rally, resides on the ground. The space 
segment, consisting of orbiting commu-

nication satellites and a satellite con-
trol system used to operate and main-
tain the satellites, is that vital compo-
nent which relays information between 
and among the various types of earth 
stations that make up the ground seg-
ment. In a previous work  (Elbert, Intro-
duction to Satellite Communications, 
3rd ed. 2008), we discuss in detail the 
design, operation, and management of 
the space segment, considering the 
technologies and physical principles 
that are key to its success. In essence, 

the implementation of the space seg-
ment of geostationary earth orbit 
(GEO) satellites represents many hun-
dreds of millions of dollars; a global 
non-geostationary (non-GEO) satellite 
system could increase this level to bil-
lions due to the greater satellite quan-

tity. Operators 
of GEO space 
segments in-
clude Intelsat, 
Société Eu-
ropéene des 
Satéllites (SES), 
Telesat, EU-
TELSAT, Sky 
Perfect JSAT, 
and others. 
Companies 
such as Irid-
ium, Global-
star LLC, O3b, 
and OrbComm 
operate non-
GEO satellite 
constellations 
and systems. 
The ground 
antenna at the 
top left of the 

telemetry, tracking, and control earth 
station facility—along with the satellite 
control center—permits control of the 
space segment. We will not discuss the 
space segment in detail in this book, 
but we will at times need to consider 
the capabilities and constraints that it 
imposes as we work to provide the 
service element of the overall system. 
 
We use the term earth station to in-
clude classic fixed earth station facili-
ties as well as mobile aeronautical, 

The Satellite Ground Communication Segment 

 
 by Bruce Elbert 

The satellite ground communication segment has been undergoing many changes in the last few years.  
To shed light on the latest technical developments in this important segment of the satellite industry, we 
provide excerpts from the forthcoming updated and revised edition of book, The Satellite Ground    
Communication Segment  and Earth Station Handbook, Second Edition, by renowned industry           
consultant Bruce Elbert.  Follows are excerpts from the first chapter of the book: 
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maritime, and handheld devices. In 
some cases, earth stations are individu-
ally owned and managed (e.g., the tele-
port operated as a business), to offer 
specific services to end users. Many 
readers already own their own user 
terminals, which are technically small 
self-contained earth stations. But these 
terminals can-
not operate 
without the 
ground seg-
ment of the 
network op-
erator. The 
hub at the 
center is a 
large earth 
station facility 
indica-tive of 
the resource 
needed by the 
network op-
erator to fulfill 
its communi-
cations and 
management 
roles. Exam-
ples of the 
latter include 
DIRECTV, Brit-
ish Sky Broad-
casting (BSB), 
and ViaSat. 
Many varieties 
of user-
operated terminals deliver the final 
service to network end points. 
 
The long history of ground segment 
and earth station development and 
application dates back to the early 
1900s, to the very beginnings of radio 
communications. Gugliemo Marconi 
successfully conducted the first trans-
atlantic message transmission in 1901. 
The transmitters of the day produced a 
radio signal of around 1 MHz generated 
from a continuous spark. Radio waves 
from this frequency and up to about 30 
MHz can travel long distances on the 
ground, since they can be reflected by 
the ionosphere (instead of an orbiting 
platform). Later, commercial ships 

were equipped with these radios so 
that land-based stations could handle 
messages sent with the international 
Morse code. The 1997 movie Titanic 
dramatized how these simple mobile 
radio stations were the lifelines of com-
munication afforded the greatest ships 
at sea.  

 
An overall timeline for the evolution of 
modern ground segments and earth 
stations is presented in Figure 1.2. It is 
impossible to present here every sig-
nificant class of facility and application, 
since to do so would require an area 
the size of a movie screen. However, 
we aim to show each major introduc-
tion of ground-based radio technology 
that contributed to how we use com-
munication satellites in orbit.  
 
Introduction of Consumer  
Terminals and Applications 

 
Ground segments that serve individual 
consumers came into their own during 

the 1990s. Although many U.S. con-
sumers were enjoying direct reception 
of cable and TV networks using back-
yard dishes (typically 2m to 4m in di-
ameter), an explosion of demand for 
home satellite TV did not really start 
until DIREC-TV was introduced. The 
space segment for this pioneering sys-

tem consisted of 
rather standard Ku-
band Broadcasting 
Satellite Service 
(BSS) satellites oper-
ating in the assigned 
slot at 101 degrees 
west longitude (the 
Astra Fixed Satellite 
Service, FSS, and 
BSS satellites had 
already gained emi-
nence at 19.2 de-
grees west longi-
tude, based on ana-
log transmission). 
DTH receivers were 
installed in Ameri-
can homes by mil-
lions of families who 
either did not have 
access to cable TV 
or were unhappy 
with what the local 
cable company had 
to offer. 
 
Complementing the 

user terminals was the world’s large 
uplinking center for DIRECTV, con-
structed in Castle Rock, Colorado. This 
center was the first to employ MPEG-
based video compression and had the 
unique capability to originate 200 si-
multaneous channels of programming. 
The proprietary DIRECTV Satellite Sys-
tem (DSS) demonstrated the technical 
and operational viability of this type of 
implementation (as with many U.S. 
innovations, this proprietary standard 
has been supplanted in later DTH sys-
tems by the European Digital Video 
Broadcast [DVB] series of open stan-
dards). By 2000, approximately 7 mil-
lion individual subscribers were em-
ploying DSS receivers and subscribed to 
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the service (making DIRECTV the 
United States’ largest “cable” TV opera-
tor). Echostar, a competitor of 
DIRECTV, introduced its innovative 
DISH Network and brought the total 
U.S. DTH subscriber count to over 30 
million, the largest for any country in 
the world. France, Germany, the 
United Kingdom, Sweden, Thailand, 
Malaysia, Japan, Mexico, Brazil, and 
Argentina are among the nations in 
which consumers have access to a high 
degree of choice in TV entertainment. 
As we write this, Indian DTH subscriber 
growth is over one million per month! 
 
Many of these ground segments use 
the DVB standard, which contains 
MPEG-2 and most of MPRG-4 video 
compression and multiplexing, digital 
audio, encryption and conditional ac-
cess, and online program guides. DVB 
provides many standard features that 
permit set-top boxes to be supplied 
from multiple vendors, but aspects of 
the conditional access system are very 
much closed. In the Middle East and in 
North Africa, for example, literally all 
TV is delivered through the DTH me-
dium. This is a boon not just for the 
operators but for manufacturers of 
home receiving antennas and set-top 
boxes, digital video compression and 
storage equipment, uplink earth sta-
tions, and providers of the program-
ming itself (as well as advertisers) who 
gain a direct connection to viewers. 

Returning to the Mo-
bile Satellite Service 
(MSS) area, Inmarsat 
did a good job of bring-
ing satellite communi-
cation to the personal 
level. First with the 
Inmarsat M and then 
the M4 (Figure 1.10), it 
was demonstrated that 
one could have reliable 
communication from a 
highly portable piece of 
equipment. Likewise, 
domestic MSS opera-
tors Optus Communi-

cations (Australia) and American Mo-
bile Satellite Corporation (AMSC) 
adopted similar ground segment equip-
ment, including Improved Multi-band 
Excitation (IMBE) voice compression 
technology from Digital Voice Systems 
Inc. (DVSI). While these terminals were 
not of the handheld variety, they nev-
ertheless demonstrated that individual 
calls could be placed and subscribers 
could be serviced conveniently and 
relatively inexpensively (e.g., as com-
pared with the best alternative in a 
remote place, on a ship, or wherever).  
 
The explosive use of the Internet dur-
ing the 1990s had an impact on satel-
lite communication ground segments. 
Major corporations that found it an 
effective way to 
extend their infor-
mation technology 
(IT) systems across 
a broader business 
and geographic 
base adopted TCP/
IP and the rest of 
the Inter-net suite 
of protocols. Com-
panies like HNS, 
Gilat, and ViaSat 
enhanced their 
VSAT offerings by 
better supporting 
TCP/IP. Oddly, 
much misinforma-
tion was propa-
gated during the 

1990s that TCP/IP was incompatible 
with GEO satellite links due to the com-
bination of propagating delay and noise
-induced errors. The leading suppliers 
of VSAT terminals and the associated 
hub stations devised effective solutions 
through protocol “spoofing” (a tech-
nique also used by Cisco to improve 
performance) to allow satellite net-
works to challenge terrestrial solutions.  
 
The year 1999 was a watershed for 
satellite communications because of 
the commercial introduction of satellite 
handheld phones through the Iridium 
and Globalstar systems. The first     
Iridium handheld telephone, illustrated 
in Figure 1.11, is not small enough to 
put in a shirt pocket or small purse, but 
its communication capability was inno-
vative. The ground segment itself pro-
vides the landing point for terrestrial 
phone calls and allows this operator to 
manage the system. Thuraya of the 
UAE introduced its first satellite phone 
in 2003 and has produced the first 
“cradle” for the iPhone 4. 
 
A great deal of excitement exists about 
advanced satellite systems that offer 
interactive broadband services to 
homes and business. Unlike DBS and 
VSATs, the coming generation of Ka-
band broadband systems intends to 
compete with the fiber optic and cable 

Technical Tutorial 

An example of a compact MSS terminal is 
Nera’s WorldPro 1000 which is used with the 
Inmarsat BGAN system.  (photo: Nera) 

An example of Communication on the Move termi-
nals is ND SatCom’s Ka2Go satellite terminal which 
can be mounted on a vehicle. (photo: ND SatCom) 



    Satellite Executive Briefing 13   June 2014 

Technical Tutorial 

networks in the provision of high-speed 
Internet and multimedia services.    
ViaSat took the lead in 2011 with the 
introduction of a new satellite and net-
work architecture based on the Surf-
Beam II. 
 
Satellite CoTM 

 
Another type of  earth station takes the 
form of specialized terminals that de-
liver broadband two-way service to 
vehicles on the move. These could be 
SUVs, trucks, and military land vehicles, 
as well as various types of manned and 
unmanned aircraft. While costing sub-
stantially more than the SurfBeam II 
device in Figure 1.11, the COTM termi-
nal provides what terrestrial networks  
cannot—two–way, high-speed data 
service in less-traveled areas and be-
yond the reach of the cellular and wire-
less services, particularly 4G Long Term 
Evolution (LTE) broadband. The Ka-
band satellites launched after 2000 
deliver the raw bandwidth, but the 
COTM systems are what render it use-

ful to civilian and military operators. As 
of 2014, the predominant COTM instal-
lation is in various aircraft and by vehi-
cles used for emergency communica-
tions and by the news media. 
 
The Future of Earth Stations 

 
In looking to the future, we can count 
on satellites getting bigger and these 
terminals getting smaller. This pro-
motes expansion of the ground seg-
ments in general and the applications 
they deliver. We see greater diversity 
of terminal types and applications, with 
the satellites offering bandwidth on 
attractive terms as compared to past 

decades. Innovation will lie with spe-
cialized companies in this industry who 
understand what it takes to produce 
and operate satellite communications 
earth stations and terminal equipment. 
 
Next issue:  Earth Station Design Phi-
losophy 
 

Bruce Elbert has over 30 years of experience in satellite 
communications and is the President of Application Techno-
logy Strategy, L.L.C., which assists satellite operators, net-
work providers and users in the public and private sectors. 
He is an author and educator in these fields, having pro-
duced seven books and conducted technical and business 
training around the world. During 25 years with Hughes Elec-

tronics, he directed major technical projects and led business activities in 
the U.S. and overseas. web : www.applicationstrategy.com/ email: 
bruce@applicationstrategy.com  

The second edition of the The 
Satellite Ground Communication 
Segment  and Earth Station 
Handbook will be published July 
1st, 2014 and is available for pre-
order at www.artechhouse.com 
or at www.amazon.com. 

http://www.applicationstrategy.com/
mailto:bruce@applicationstrategy.com
http://www.applicationstrategy.com
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  Case Study 

T raditionally, installing and commissioning a VSAT is a 
very time consuming, labor–intensive and costly  
process for a satellite service provider.  Thus the in-

dustry has been looking for a more efficient solution as the 
demand for high speed data connections is growing world-
wide. High Throughput Satellites (HTS) have increased the 
capacity and efficiency of satellite data connections provid-
ing a vital impetus for  the VSAT market. This growth also 
brings added complexity as large HTS networks are de-
ployed as quickly as possible.  
 
Streamlining the Remote Commissioning of VSATs 

 
Today, a more accurate 
solution is available that 
streamlines the remote 
commissioning. This new 
solution is called Satmo-
tion Pocket; developed by 
Integrasys and used by 
many of its clients with 
different platforms in-
cluding iDirect.  iDirect is 
the world’s largest VSAT 
systems manufacturer by 
enterprise TDMA hardware 
sales as recently published 
by market analyst COMSYS.  
 
iDirect has worked together 
with Integrasys to define 
and customize Satmotion Pocket for iDirect´s customer 
needs, creating the “iDirect Remote Commissioning Solu-
tion” which allows satellite service providers to deploy large 
networks while saving time and resources.  
 
Satmotion Pocket simplifies the commissioning process by 
using highly intuitive software on a smartphone, tablet  or 
laptop, allowing the VSAT operator to autonomously check 
the transmit power, BUC compression point, and minimize 
cross-pole and adjacent satellite interferences.  This unique 
solution allows remote commissioning in the field without 
the need to call the network operations center (NOC) or hub 
operator or for any cellular data connection. 

At the Satellite 2013 show in Washington DC, Integrasys 
demonstrated Satmotion Pocket’s capabilities with iDirect 
remotes. iDirect started working with Integrasys on the iDi-
rect remote commissioning solution to further develop Sat-
motion Pocket features and to support new remotes and 
releases such as the iDX 3.2 software release. 
 
The iDirect Remote Commissioning solution launched in 
early 2014 and was showcased at the Satellite 2014 and 
CABSAT shows. The solution will also be featured at the 
upcoming CommunicAsia 2014 exhibition in Singapore this 
month. 

 
Asia is one of the key markets where VSAT 
communications are focused and large de-
ployments are needed. Being a price sensi-
tive market, achieving cost-effective deploy-
ments is a must. In response to this specific 
requirement, Integrasys has developed the 
support for a low cost spectrum analyzer 
which allows Asian customers to benefit 
from this new technology, reducing the 
overall investment and maximizing the    

return.  
 
 
Satmotion System 

 
The Satmotion system is a 
software-based tool that 
allows VSAT installers to 

autonomously observe and measure their uplink test sig-
nal—normally a clean carrier—in the field with no need to 
coordinate with NOC personnel. Uplink signal measure-
ments are taken at the NOC site with a commodity spec-
trum analyzer and a controlling software server. The in-
staller gets measurements from the outbound of the target 
satellite through the same VSAT that is commissioned. 
 
The received information is displayed on a software client 
using a computer device of the installer’s choice, such as a 
laptop, tablet or smartphone. High-rate traces of different 
flavors of the uplinked signal as received at the NOC 
(nominal, cross-pole, adjacent satellite interference) are 
sent back to the installer to fine point the antenna/feed 

 

  by Virgil Labrador, Editor-in-Chief 

Satmotion Pocket sim-
plifies the commission-
ing process by using 
highly intuitive software 
on a smartphone, tablet 
or laptop. 
(image: Integrasys) 

How to Save Costs in VSAT Installations 

Installing and commissioning VSATs entail substantial time and costs, One company came up 
with an innovative solution 
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orientation to be completed.  Additionally, the transmit 
power setting can be programmed without a NOC’s support, 
thereby achieving the VSAT optimal performance. 
 
This system is based on a Carrier Monitoring System, which 
allows the reception of the hub´s spectrum analyzer meas-
urements in the field without a cell phone connection, just 
with a satellite link. This capability allows for a full auto-
commissioning process without calling the NOC for support; 
all the measurements and preventions of any interference 
are automatically controlled by the hub operations. 
 
Satellite network operators struggle to serve the increasing 
bandwidth demand with VSAT installers carrying profes-
sional instrumentation equipment to the customer sites, 
while supported by staff at the NOC. In these situations, the 
alignment of a small dish with the satellite, usually in chal-
lenging locations and in adverse weather conditions, can be 
a time-consuming and costly process. 
 
The Satmotion system automates control center support 
and allows the satellite connection to be established with a 
smartphone application or computer software at the cus-
tomer’s site. This auto-commissioning system is reliable, 
easy-to-use and opens the door for accurate installation by 
the end customer. 
 
With this unique system, the VSAT installer has a ground 
reference for the initial antenna pointing, maps of the loca-
tion with target elevation and azimuth information, and a 
line to the satellite. When the antenna is pointed correctly, 
the modem provides the Signal to Noise (SNR) value and 
reading from the downstream carrier, ensuring the installer 
has pointed the antenna to the correct satellite.  
 
The application displays the measurements performed at 
the hub to enable the installer to transmit a clean carrier 
(CW), measuring the power and interference generated by 
the VSAT in real time. In order to minimize the Cross-Pol 
and Adjacent Satellite Interference, the installer rotates the 
orthomode and moves the antenna. When these interfer-
ences are minimized, the application measures the BUC 
compression point with a push of a button. As a final step, 
all installations have a log file containing all of the recorded 
values during the process for power, XPOL, ASI, and much 
more. 
 
Among the benefits of the system include the following: 
 

 No more calls to the NOC 

 No more Cross Pol (XPOL) interference 

 Minimizing Adjacent Satellite Interference (ASI) 

 Reduces human factor errors 

 Most accurate measurements available in the field 

 No more telephone connections required 

 No  need for an expensive Spectrum Analyzer in the field  

 Allows for simultaneous installers in different locations 

 Maximum CW carrier power, automatic BUC   
        compression point calculation 

 Frequency fixed by the hub 

 App control 

 Optimal performance 
 
Conclusion 

 
Auto-commissioning systems significantly reduce the instal-
lation costs. Integrasys completed a study which explains 
how—for 5,000 VSAT deployments during one year—
Satmotion Pocket reduced the cost by US$ 3.5 million in 
developed countries and US$ 4.6 million in developing 
countries, based on a PricewaterhouseCoopers (PWC) study 
for the European Space Agency (ESA). These savings define 
this system as an economical remote commissioning 
method. 
 

  Case Study 

Integrasys’ Sales Manager Alvaro Sanchez demon-
strating the Satmotion’s auto-commissioning sys-
tem on a smartphone. (image: Integrasys) 

View a demo of the  iDirect Remote  
Commissioning solution at CommunicAsia in 

Singapore at the iDirect booth # 1P3-01 
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    News Analysis 

T he fracas between SpaceX and the United States Air 
Force (USAF) has taken an unexpected turn with the 
recent entry of the Russians into the ongoing debate.  

In April SpaceX filed a claim against the USAF over its con-
tracting procedures.  The main thrust of this claim is that 
the contract awarded to United Launch Alliance (ULA) for 36 
Evolved Expendable Launch Vehicle (EELV) launches over 
the next few years was a sole source contract and therefore 
not open to other companies to compete.  Elon Musk, foun-
der and Chief Designer of SpaceX, feels that “national secu-
rity launches should be competitive and not sole sourced.”    
 
A secondary point in the claim, is that ULA’s use of RD-180 
engines in the Atlas V rockets that will be used for some of 
the launches, violate current US sanctions on Russian offi-
cials including Deputy Prime Mnister Dmitry Rogozin.  
Rogozin is responsible for Russia’s defense and space indus-
try.  RD-180 engines are built by a Russian company - NPO 
Energomash.  A temporary injunction was issued on April 30 

prohibiting ULA from using the engines; however this was 
lifted on May 8 when the US State, Treasury and Commerce 
Departments stated that no decision had been made that 
indicated that NPO Energomash was a Rogozin controlled 
enterprise.  On May 13  Rogozin tweeted “Russia is ready to 
continue deliveries of RD-180 engines to the US only under 
the guarantee that they won't be used in the interests of 
the Pentagon. It seems difficult to argue that NPO Energo-
mash is not controlled by Rogozin after that statement, al-
beit it was not an official announcement, however as yet 
the injunction has not been reissued.   
 
ULA’s response to the injunction was to state that it would 
cause “irreparable harm” as the Atlas V rockets are included 
in two upcoming competitive launch proposals for NASA’s 
Commercial Crew Program.  SpaceX is another contender 
for those launches. 
 
Back to the main argument.  ULA is currently the only com-
pany certified by the USAF to deliver EELV missions.  SpaceX 
is seeking a similar certification and has supplied the USAF 
with the data from three successful launches as a necessary 
requirement to get that certification.  SpaceX believes that 
once that data was handed over it was eligible to compete.  
The USAF believes that the data needs to be certified before 
that can occur.  At the time of writing the first launch has 
been certified and work continues on the other two.  Ac-
cording to Lieutenant General Charles R. Davis, the military 
deputy in the office of the assistant secretary of the Air 

Force for ac-
quisition, 
SpaceX is ex-
pected to earn 
certification in 
March 2015.  
“It is our belief 
and our goal 
that we will 
get SpaceX 
certified, or 
somebody, to 
the point that 
they can put 
all Air Force 
satellites in 
orbit by about 
2018, includ-
ing heavy and 
high-risk pay-
loads.”    Davis 
has also been 
quoted as say-
ing that the Air 
Force has 
asked the 
agency that 
manages US 
spy satellites if 
it can delay 
the award of a 
launch contract by several months into 2015 so SpaceX 
might have enough time to get certified for that task.  The 
USAF is allegedly spending US$ 60 million and deploying 
over 100 staff in order to do this.  Which I guess goes to 
show that you need to pick carefully who you sue, as I can’t 
see many commercial companies spending this amount of 
money and going to this effort, to help a company that is in 
the process of suing them! 
 
SpaceX and ULA testified before the Senate Appropriations 
Committee in March and the arguments put forward by 
Musk then, basically form the basis for the lawsuit.  These 
are, that the Falcon 9, SpaceX’s launch vehicle, costs ap-
proximately a quarter of the price of a ULA launch “to put 
this into perspective, had SpaceX received the award for the 
36 core EELV block buy contract, we would have saved the 
taxpayer US$ 11.6 Billion.”  And, “if our vehicle is good 

  by Elisabeth Tweedie, Associate Editor 

ULA’s  Atlas V launcher.  SpaceX 
filed a suit in Federal Claims Court 
against the US Air Force over its   
contracting procedures for the 
Evolved Expendable Launch Vehicle 
program which gave ULA a contract 
for 36 launches.  (photo: ULA) 

SpaceX Files Suit Against U.S. Air Force  
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enough for NASA….there is no reasonable reason we can’t 
launch a GPS satellite.”  Musk also pointed out that SpaceX 
is already the largest rocket engine manufacturer and the 
fastest growing launch services company in the world, add-
ing that the launch vehicles and spacecraft are made in 
America.  Michael Gass, President and CEO of ULA, was 
quick to point out his company’s success rate “ULA and the 
government team have consistently delivered 100% mission 
success over 68 launches since the inception of the pro-
gram.”  In response to the potential injunction against using 
Russian engines Gass pointed out that “we have over two 
years of safety stock inventory in the US.” adding “We also 
have another product (Delta IV) that is fully compliant and 
ready to support any of the missions.” 
 
Musk is not alone in questioning the sole sourcing. In April 
seven US Senators wrote to Defense Secretary Chuck Hagel 
asking him to expand competition for USAF launch con-
tracts.  It was originally intended that a further 14 EELV 
launches be open to competition between now and 2017, 
but this has now been reduced to seven. 
 
The stakes are high in the launch business, and for a total 
newcomer – the company was only founded in 2002 - 
SpaceX has a very impressive track record.  Falcon 9 has 
been launched nine times, these launches include three 
supply trips to the International Space Station (ISS) for 
NASA, and two launches to a Geo Transfer Orbit (GTO) of 

commercial satellites.  The current manifest stretches 
through 2018.  On May 29 the company will unveil Dragon 2 
– the manned version of the Dragon capsule, designed to 
ferry astronauts to the ISS.  This record has garnered it a lot 
of support.  Everyone I spoke to at the Space Symposium 
(held in Colorado earlier this month), including former as-
tronauts and retired senior military were in favor of the 
company and felt that the launch industry benefitted from 
its existence.  However as noted above, ULA has considera-
bly more successful launches under its belt and the USAF is 
not likely to want to risk a repeat of the late 1990s when 
there were six launch failures in less than a year.  Apart 
from the obvious setback for national security and intelli-
gence, the satellites lost cost a reputed US$ 5 Billion, so it is 
understandable that the Air Force will not be cutting any 
corners in the current certification process. 
 
Interestingly, the case itself may fail on a technicality.  The 
contract was awarded last December and SpaceX did not 
file its claim until the end of April, outside of the 90 day win-
dow allowed for this.  Regardless, it would appear that the 
USAF is doing what it can to help SpaceX, and presumably 
Orbital, the other competitor, get onto the bidding list. 

  News Analysis 

“...National security launches should 
be competitive and not sole sourced...”    
 
—Elon Musk, Chief Designer of SpaceX 

http://www.c-comsat.com
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  News Analysis 

U.S. Eases Export Controls on Satellites 

W ith the best intentions, in 
1998, Congress put every-
thing space related on the 

Munitions List. The policy has since had 
dire consequences on the U.S. space 
industry.  It has taken 15 years to get 
the controls right.  Last month, the U.S. 
published new regulations easing ex-
port controls on satellites and other 
space technologies. The regulatory 
changes will impact the overwhelming 
majority of satellite related items are 
moving off the Munitions List to more 
flexible licensing as commercial items 
under Department of Commerce juris-
diction. 
 
Congress cre-
ated strict 
rest r ic t ions 
on the export 
of U.S. satel-
lites in 1998, 
after China 
acquired sen-
sitive space 
launch tech-
nology from 
U.S. defense 
companies.  
 
But in the 15 
years that 
followed, U.S. 
c o m p a n i e s 
said that the 
broad restric-
tions swept in common commercial 
technologies that posed no security 
risk, putting U.S. exporters at a com-
petitive disadvantage. 
 
The latest change to U.S. export con-
trols is part of the administration’s on-
going export control reform initiative, 
which is completely overhauling the 
rules for international trade in high-
technology and defense related goods 
and services.   
 
Of the 80,000 licenses for export of 

Munitions List items issued each year 
by the Department of State, half are 
expected to move to Department of 
Commerce jurisdiction.  The shift in 
space will be particularly dramatic, 
however.  Going forward, it will be 
much easier for U.S. manufacturers to 
compete in the international market 
for space. 
 
The Satellite Industry Association (SIA) 
applauded  the publication of new 
regulations that reform the export con-
trols for satellites and related 
items.  The U.S. Departments of State 

and Commerce each published rules 
that will transfer commercial communi-
cations satellites and some remote 
sensing satellites, along with tens of 
thousands of  associated parts, compo-
nents, and ground terminals from the 
more restrictive U.S. Munitions  List to 
the Commerce Control List.  
 
This action marks the end of a 15-year 
period during which all U.S. satellite 
exports were  licensed as munitions, 
creating unnecessary constraints on 
U . S .  s a t e l l i t e  c o m p e t i t i v e -

ness  internationally.  
 
The Administration issued final rules 
less than 18 months after the 
U.S. Congress  passed legislation per-
mitting satellite export control reform, 
with bipartisan and bicameral  support. 
The new regulations will take effect in 
six months’ time, to allow U.S. manu-
facturers,  their international suppliers 
and customers, and government agen-
cies to update their internal  licensing 
and compliance systems.  
 
The Aerospace Industries Association 

said that the previous re-
strictions had cost U.S. 
manufacturers US$ 21 bil-
lion in satellite revenue 
from 1999 to 2009 and 
cost about 9,000 direct 
jobs annually. 
 
“SIA congratulates the U.S. 
government on this truly 
comprehensive overhaul 
to the U.S. satellite export 
control system,” said 
Patricia Cooper, President 
of the Satellite Indus-
try  Association. “With a 
more modern regulatory 
environment for exports in 
place, we look forward  to 
unleashing the full force of 
American ingenuity and 
innovation at work in the 

international  market,” Cooper added. 
 
“Welook forward to a careful review of 
the new regulations and active engage-
ment throughout the implementation 
period,”  said Cooper. 
 
The new regulations will take effect in 
six months’ time, which will allow U.S. 
manufacturers and suppliers to update 
their internal licensing and compliance 
systems, and get to know their new 
licensing authorities within the Com-
merce Department. 

The easing of export controls on satellites will make it easier for 
U.S. manufacturers to compete in the international space market.  
(photo: Boeing) 
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N SR’s newly released Energy 
Markets via Satellite, 4th Edi-
tion finds a challenging market 

for Arctic-based Oil & Gas satellite con-
nectivity services. Even as more atten-
tion continues to move towards the 
Arctic – for both the transportation of 
petroleum via tankers through the 
Northern Sea Route or Exploration & 
Production activities from O&G players 
– the market does not provide a green 
light for widespread satellite communi-
cation solutions as found in other areas 
such as the North Sea, Gulf of Mexico, 
or the shale-plays in the lower 48 
states. 

“While O&G majors invest in the min-
eral and development rights through-
out the Arctic, and dedicate capital and 
resources to the region – the limited 
timeframe for activities, extremely 
harsh operating conditions, and ongo-

ing environmental concerns pose sig-
nificant barriers to the overall O&G 
industry in the Arctic,” states report 
author and NSR Senior Analyst Brad 
Grady. “These issues all trickle-down 
into the planning cycles for satellite 
operators and communications service 
providers who continue to look at the 
Arctic as a potential – but cannot yet 
see a green light for widespread invest-
ments of coverage and capacity.” 

Although providing double-digit growth 
opportunities for those systems that 
have coverage, and providing a 3x in-
crease in the number of In-service units 
providing MSS-based communications 
solutions, by 2023 the total Arctic mar-
ket opportunity is projected to be ap-
proximately 100 In-service MSS units. 
Compare that to the next smallest re-
gion – the Indian Ocean at 5,000 In-
service Units – and the Arctic remains 

an interesting proposition, but not 
enough to sustain widespread dedi-
cated focus. 

While Oil & Gas development will occur 
in the Arctic, technically recoverable 
resources still exist in areas with longer 
operating windows, better known envi-
ronmental management practices, and 
greater access to logistical support 
such as satellite communications. As 
NSR's Energy Markets via Satellite, 4th 
Edition explores – an on-going matura-
tion in the North Sea and Gulf of Mex-
ico shifting activity into Latin America 
and Asia-Pacific will be larger growth 
drivers for energy market communica-
tions providers than a shift into the 
Arctic. In a global market of almost 
170,000 In-service units just in the Oil 
& Gas sector alone, the Arctic is and 
remains an extremely small niche op-
portunity for satellite communications. 

  News Analysis 

Challenges in the Artic Oil and Gas Satellite Market 

http://r20.rs6.net/tn.jsp?f=001Wchk1wr73HZXQZbnbp8c2hdjBvtlaeC_HISiuMdW_ARDcwkjnNh9c8N7zKOHPp6SIBw3_rsCNg4S2lHgmB94bZy-CXku63thwuu49EmekpW1v-DvJ-iKq3337Kxcef4Xe_e3xsA9vsWXGqj7TTGcNtCqyUGrhmSgFSXsOywMUQY4vGyP5W8JL9ZntBMzlnyT7MMX8GeBzJPf3GYHLkOv4EYKXnZPwjNoYH1z
http://r20.rs6.net/tn.jsp?f=001Wchk1wr73HZXQZbnbp8c2hdjBvtlaeC_HISiuMdW_ARDcwkjnNh9c8N7zKOHPp6SIBw3_rsCNg4S2lHgmB94bZy-CXku63thwuu49EmekpW1v-DvJ-iKq3337Kxcef4Xe_e3xsA9vsWXGqj7TTGcNtCqyUGrhmSgFSXsOywMUQY4vGyP5W8JL9ZntBMzlnyT7MMX8GeBzJPf3GYHLkOv4EYKXnZPwjNoYH1z
http://www.xicomtech.com
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Lou Anthony Zacharilla (LAZ) :  There’s been a lot going on 
since that ViaSat-1 launch.  What are the big trends that you 
see in the area of antennas and transportable technology 
today? 
 
Keith Buckley: If you look at it from a macro market level, 
what I find is that the market is looking for products with 
the capability to meet more than one mission and to do it 
without adding complexity.  So for us, the trend prompted 
an engineering adjustment which led to us designing multi-
band and dual-band systems within a single aperture 
size.  We now have a 4.9 meter dish, for example, which 
does UHF through Ka-band.   
 
Paul Scardino:  Certainly the multi-band provisioning is a 
trend that was stimulated by the ViaSat-1 reality. Another 
area that resonates for us is SWaP.  It is interrelated to multi
-band, when you think about it.  Customers, particularly in 
the government space, want small, lightweight systems with 
reduced power consumption.  The auto acquire functional-
ity is being replaced with manual point systems with simple 
acquisition applications on smart phones.  Customers are 
willing to forego this feature to improve SWaP.   Transport-
able multi-band systems are also available.   As both Keith 
and Tony know well, leveraging a single antenna mount and 
reflector to satisfy multiple frequency bands reduces overall 
CAPEX and enables flexibility with space segment and geo-
graphic deployments. 
 

LAZ:  You are all going in that direction.  Tony, your boss, 
Jim Oliver, founded TWO antenna companies.  He said back 
in 2012 that the introduction of Ka-band to commercial us-
ers reminded him of the introduction of Ku-band to C-band 
users.  You have both said that the “ultimate antenna” 
would operate in all frequencies and work in any network 
with the elements being agnostic.   
 
Tony Wilkey:   I believe Jim said that two years ago.  Yes.  
That’s what everyone really wants. The rapid advancement 
of high-throughput Ka-technology and the demand for 
highly integrated functionality between the antenna and 
the NOC is where we see the train heading.  At AvL we’ve 
been investing in both antenna and controller technology 
that support both of these trends.   
 
LAZ: Like ASC I believe you manufacture in-house and are 
always pushing the envelope. 
 
Wilkey: Our reflectors are manufactured in-house using 
carbon-fiber materials and techniques.  We recently intro-
duced an AAQ auto-acquisition controller, which we believe 
is the most advanced and flexible embedded controller in 
the industry.  This is important because another trend we 
see is the demand for incredibly fast and reliable acquisition 
over satellite networks to incorporate those advanced mo-
dems and stringent NOC management requirements for 
maximum throughput.  
 

Antennas and Terminals: What’s Up? 

    by Lou Zacharilla 

Back and Forth 

T 
he launch of ViaSat-1 in October 2011 continues to have impact throughout the industry.  It trig-
gered a wave of innovation of products and business models throughout the chain of the satellite 
business.  It is no coincidence that when Mark Dankberg was planning the satellite’s launch, he 

frequently referred to Clayton Christensen’s best-seller, The Innovator’s Dilemma.  Christensen (like 
Dankberg) accepted the premise that good companies could do everything “right,” but still lose and 
have their lunch eaten before Noon.  The book launched the concept of “disruptive innovation” which, 
like ViaSat-1, has become an accepted standard. 
 
By February 2012, 24 satellites with some type of Ka-band payload had been launched, while Inmarsat, 
Hughes and Avanti soon after joined “The Space Race for Human Progress.”  This has coincided with a 
rise in VSAT sales and applications, an uptick in demand for data services within verticals such as the 
maritime sector, along with new applications and network extensions for media, enterprise and govern-
ment.   There is now a simple acknowledgement that high-throughput satellites are the game-changer 
that Dankberg and others (including SSPI) believed they would be.  As a result of the business out there, 
there is a new mandate for innovation and service.   

 

I thought it was time to poke around to get a snapshot view of how HTS and other developments over 
the past three years have changed a key sector of the satellite industry, antennas.  So I invited Tony 
Wilkey, Vice President, AvL Technologies; Keith Buckley, CEO of ASC Signal (formerly Andrew Corpora-
tion) and Paul Scardino, Vice President, Globecomm, to talk about what they see today, nearly three 
years after ViaSat-1. 
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  Back and Forth 

LAZ: It sounds like you all agree that we are still in a new 
phase where disintermediation can occur quickly.  Is the 
controller a big part of the innovation in the antenna sector? 
 
Buckley:   Yes.  To Tony’s point, we also have a next genera-
tion controller on the market which you will be hearing 
more about shortly.  If I can add one other thing, there is a 
trend that I would define as “fragmentation.”   
 
LAZ: Market fragmentation? 
 
Buckley:  Not precisely.  But more of a technological frag-
mentation in terms of the degree of customization being 
asked for by the market.  There isn’t much that comes 
across our desk that doesn’t have something unique, new, 
or atypical to it.  We see more customization than ever be-
fore, as well as more demand (and competition) from quar-
ters and organizations previously not seen in the market.   
 
LAZ: Does that mean there is more business out there?  ASC 
has been on a roll lately. 
 
Buckley:  Well, we are getting more business.  If the num-
bers we look at are right, there sure isn’t less out there.  My 
point is that a growing diversity of needs will require all of 
us to continue to innovate, despite a fixed-cost structure for 
a lot of our production.  Having said that, we are also get-
ting bigger orders in “traditional” deals as well from all 
around the world. 

LAZ: Growth and fragmentation tells me that the 
“innovators’ dilemma” continues. 
 
Scardino:  As an engineer I think that is right and it does 
require some serious problem-solving capacity at a strategic 
level, Lou.  To add to what has been said, you can see how 
this creates a challenge to forecasting.  According to Com-
pass and others who watch it, the VSAT market reported 
year-over-year growth.  But it’s hard to say if it will continue 
to grow at the pace it has.  It stands to reason that as re-
mote locations continue to choose VSAT technology for con-
nectivity needs, the bandwidth consumption will continue 
to grow.   What makes it a challenge is that what is sold as a 
suitable amount of bandwidth on the first day gets bogged 
down quickly after 90 days go by!  This is because usage 
tendencies change.  So you have a couple different scenar-
ios; either it is the dedicated network case where in a rea-
sonably short period of time everyone sharing the band-
width in a private network needs more, or you have the 
shared network scenario where traffic is bursty, and the 
issues are compounded due to the fact that you have multi-
ple networks competing for the same bandwidth.   
 
LAZ: So how do you attack that?  You have just described an 
unyielding market trend driven by what I call the 
“Broadband Economy.”  Consumption rates will rise as we  
become more indebted to living our lives and running our  
economies and governments online and on small screens. 
                                                                Continued on page  47 
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Products and Services MarketProducts and Services MarketProducts and Services MarketPlacePlacePlace 
 

A guide to key products and services to be showcased at CommunicAsia 2014, Marina Bay Sands  
Convention Center, Singapore from June 17-20, 2014.  

ABS 
Level 1 booth # 1R3-01 
www.absatellite.net 

 
At CommunicAsia 2014, ABS 
will be showcasing its newly 
launched satellite ABS-2.  ABS-
2 is a commercial communica-
tion satellite built by Space 
Systems/Loral (SSL).  Weigh-
ing more than 6,000 Kilo-

grams, the satellite uses two 5-panel solar arrays to deliver 
more than 15kW of power. 
     ABS-2 is a highly sophisticated multi-mission satellite, 
equipped with a communication payload of 32 C, 51 Ku and 
6 Ka-band transponders (a total of 89 active transponders) 
across 10 different beams 
      ABS-2 brings unparalleled coverage and expansion ca-
pacity at ABS’ prime location of 75 degrees East.  ABS-2 of-
fers a range of services including direct-to-home and cable 
television distribution, VSAT services, data networks, and 
telecommunications services for commercial and govern-
ment customers as well as military applications. 
      ABS-2 covers Eastern and Central Europe, Africa, the 
Middle East, Asia Pacific, Russia and the CIS countries and 
has an operational life for at least 15 years. 
 
Advantech Wireless 
Level 1 booth # 1U1-07 
www.advantechwireless.com 
 

     At CommunicAsia 2014, Advantech Wireless will pre-
sent details of its powerful and award winning – Teleport 
Technology of the year – Broadcast Solution: GaN SSPAs & 
Multicarrier modulator MSBM-500. At the Advantech Wire-
less booth no. 1U1-07, visitors will 
find Advantech Wireless’ leading-
technologies, delivering best per-
formance to achieve best ROI in 
the market. 
     Advantech Wireless' Sapphire-
Blu™ Series of UltraLinear™ GaN 
based High Power Amplifiers and 
BUCs are the ultimate solution for 
DTH TV.  The new multicarrier broadcast modulator MSBM-
500 from Advantech Wireless offers the perfect digital 
broadcast match for the GaN SSPA technology.  One multi-
carrier modulator, IP input, up to 16 carriers output, and 
one high linearity GaN SSPA/SSPB offers the most efficient 

and powerful solution for broadcast uplinks.  
A-SAT™ is beyond dual mode DVB-RCS/TDMA-SCPC, it 
monitors channel utilization and switches the satellite ac-
cess method and MODCOD seamlessly for the return chan-
nel to dynamically maximize the space segment utilization 
efficiency. Additionally, by having TDMA and true SCPC 
technologies in a single platform, the switch between traffic 
patterns is efficiently supported and all risks of equipment 
obsolescence are mitigated.  
      To set up a meeting with one of Advantech Wireless’ 
experts please visit:  www.advantechwireless.com/meeting-
request 
 
Amos Spacecom 
Level 1  booth # 1V3-01 
www.amos-spacecom.com 
 

Spacecom, operator of the 
AMOS satellite constella-
tion, consisting of AMOS-2 
and AMOS-3 co-located at 
4°W, AMOS-5 at 17°E, and 

AMOS-4 at 65°E. The AMOS satellites provide high-quality 
broadcast and communications services in Europe, Africa, 
Russia, Asia, the Middle East, & North America.  With the 
launch of AMOS-6 to 4°W in 2015, enhancing coverage over 
Europe and the Middle East with its new Pan-European 
beam, Spacecom will further strengthen its position as a 
global satellite operator. 
     Spacecom's AMOS-4 satellite provides a full range of 
services to Southeast Asia, Russia and China. AMOS-6, 
planned for launch in 2015, will provide steerable Ku-band 
across Europe and the ME and high-throughput Ka-band 
coverage in Africa and Europe. Ku-band and Ka-band on 
AMOS-4 is now available.  
 
AVL Technologies 
Level 1 booth # 1N1-01 
www.avltech.com 
 

AvL Technologies’ booth at 
CommunicAsia 2014 will 
showcase our newest 1.2m 
Ku-band Vehicle-Mount an-

tenna for SNG applications. This robust antenna features an 
AvL carbon fiber reflector, a high-stiffness azimuth bearing, 
and our proprietary zero-backlash AvL Cable Drive. The an-
tenna stows to 16.8” (42.7 cm). 
      AvL will also show its newest 60cm Manual FlyAway an-

600W Ku-Band Gan 
Sapphire Blu 

http://www.advantechwireless.com/meeting-request/
http://www.advantechwireless.com/meeting-request/
http://www.absatellite.com
http://www.amos-spacecom.com
http://www.avltech.com
http://www.advantechwireless.com/solutions/latest/
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tenna. This versatile antenna is 
lightweight, compact, portable 
and robust with a segmented 
carbon fiber reflector. Packed in 
a rugged nylon case, the an-
tenna is compact enough to 
pack into a backpack and carry 
onto a commercial flight. 
      Also on display will be AvL’s 
new 1.0m Mobile VSAT FlyAway 
antenna. This antenna packs 
into two cases, operates in Ku- 
or Ka-band, and is also available 
with an 85cm or 1.2m reflector. 
      AvL antennas are the industry benchmark of excellence 
for mobile broadband Internet access, SNG, Disaster Relief, 
Oil & Gas Data Backhaul, and Defense & Homeland Security 
solutions. 
 
C-COM Satellite Systems Inc. 
Level 1 booth # 1Q4-12 
www.c-comsat.com 
 

 C-COM Satellite Systems 
Inc. is a leader in the devel-
opment and deployment of 
commercial grade mobile 
satellite-based technology 
for the delivery of two-way 
high-speed Internet, VoIP 

and Video services into vehicles.  
     C-COM has developed a unique proprietary Mobile auto-
deploying (iNetVu®) antenna that allows the delivery of high
-speed satellite based Internet services into vehicles while 
stationary virtually anywhere where one can drive. The 
i N e t V u ® 

M o b i l e 
antennas 
have also 
b e e n 
a d a p t e d 
to be air-
l i n e 
checkable 
and easily 
transportable. The company's satellite-based products and 
services deliver high-quality, cost-effective solutions for 
both fixed and mobile applications throughout the world.  
 
Cobham SATCOM Land 
Level 1 booth # 1N2-07 
www.cobham.com/satcom 

 
     Cobham SATCOM is an official launch partner for Inmar-
sat Global Xpress® (GX), and several EXPLORER products are 
being developed specifically for operation on the GX net-

work. Products include the EX-
PLORER 3075GX, which is a 
0.75m Electronic Assisted Man-
ual Point Fly-Away terminal; the 
EXPLORER 5075GX 0.75m Auto-
Acquire Fly-Away terminal; and 
the EXPLORER 7100GX 1.0m 
Auto-Acquire Drive-Away termi-
nal.  
     Regardless of the application, 
Cobham’s suite of GX EXPLORER 
terminals provide the reliability 
and functionality required to effectively connect users to 
the GX network for mobile and vehicular use across diverse 
sectors including Government, Emergency Response, Law 
Enforcement, Media Broadcasting, Transportation, Enter-
prise, Energy and Mining. 
 
Comtech Xicom Technology 
Level 1 booth # 1T2-07 
www.xicomtech.com 
 
Comtech Xicom Technology provides a broad product line 

of KPAs, TWTAs, SSPAs and 
BUCs for worldwide satellite 
uplink covering C, X, Ku, DBS, 
Ka, Q-Band, Tri- and Multi-
Band with power levels from 8 

to 3,550 watts and available in rack-mount and antenna-
mount ODU packages. Xicom is showcasing a number of 
products including many of the new "Green Powered By 
Xicom Technol-
ogy" designed 
amplifiers focus-
ing on user cost 
savings including 
lower power con-
sumption, re-
duced fuel and 
charging requirements.  
      Xicom representatives will be available for SATCOM pro-
viders and developers to discuss and obtain technical infor-
mation on these and many additional amplifier products at 
the Comtech Xicom Technology Booth # 1T2-07, during 
CommunicAsia2014. 

 
Gazprom Space Systems 
Level 1 booth # 1Y-07  
www.gazprom-spacesystems.ru 

 

Gazprom Space Systems 
(formerly Gascom) is a private 
c o m m e r c i a l ,  n o n -
governmental  satellite opera-
tor based in Russia.   The main 
shareholder is Gazprom, one 

Cobham’s EXPLORER 
5075GX AVL’s new 1.2m       

Ku-band vehicle-
mount  antenna 

http://www.gazprom-spacesystems.ru
http://www.c-comsat.com
http://www.xicomtech.com
http://www.cobham.com/satcom
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of the largest energy companies in the world.  Gazprom 
Space Systems’ orbital fleet consists of four  satellites under 
the Yamal brand. Gazprom Space Systems’ ground infra-
structure consists of four teleports in the city of Moscow 
and in the surrounding Moscow region, which are con-
nected to the main telecom backbones by means of fiber-
optic lines. The company also has a wide network of earth 
stations across Russia.  

In Russia Gazprom Space Systems is not only a satellite 
operator but also a service provider and system integrator. 
Within Russia, along with satellite capacity,  it provides sat-
ellite services including satellite links, video distribution, 
Internet access and network development and manage-
ment. 

 
Globecast 
Level 3 Hospitality Suite Begonia 3110 
www.globecast.com 
 

Globecast is a leading-edge content 
processing and distribution com-
pany. Globecast uses the best of 
satellite, Content Distribution Net-
works, dedicated fiber and public 

Internet to make sure that broadcasters’ and media compa-
nies’ content is where it should be when it should be, cor-
rectly packaged and formatted. Globecast provides tailored 
solutions for content providers of all shapes and sizes, cre-
ating the technical foundations that power monetization. 
The company provides multiplatform, multi-device services 
using its years of experience and business acumen to create 
the perfect packages for its customers.    
 
Globecomm Systems 
Level 1 booth # 1N1-07 
www.globecomm.com 
 

At  Commu n icAs ia ,  
Globecomm will be high-
lighting its Access Con-
nectivity Services. When 
you are looking for con-

nectivity, you need global reach, high quality and the ability 
to delivery data, video and voice anywhere under almost 
any conditions. To meet that need, Globecomm  Global 
Network  which consist of  satellite and fiber connectivity, 
offers a wide range of services for voice, data, Internet and 
video that leverage our global transmission capacity and 
our network of data center, content management and 
switching facilities.  Globecomm’s Access services include:  
      Access Plus,  a suite of transmission and network ser-
vices for secure IP connectivity, VOIP and data communica-
tions worldwide. 
     Access Maritime which offers ship owners, ship manag-
ers, officers and crew a single, powerful, cost-effective plat-
form for communications worldwide.  

      Access Video, a complete video transmission solution 
supporting live broadcast-quality video contribution and 
distribution as well as file distribution and videoconferenc-
ing. 
 
ND SatCom 
Level 1 booth # 1T4-07 
www.ndsatcom.com 
 

     With three decades of experience, ND SatCom has be-
come the premier supplier of innovative satcom systems to 
support customers with critical operations anywhere in the 
world.  
     At CommunicAsia, ND SatCom will be highlighting its new 
SKYWAN 5G product. The SKYWAN modem family is a reli-
able, flexible and versatile satellite communication platform 
for customer centric networks. It is a bi-directional MF-
TDMA plus DVB system that supports voice, video and data 
applications 
in the most 
bandwidth 
efficient 
manner.  
      The new 
SKYWAN 5G 
unlocks new 
business op-
portunities 
for service providers. Total cost of ownership is significantly 
reduced thanks to the fact that only one type of device is 
needed for all roles in the network. This saves costs in 
terms of logistics, certifications, network configuration and 
maintenance.  SKYWAN 5G enables star, mesh, multi-star or 
hybrid topologies with Communications-on-the-move 
(COTM) support. Each unit can act either as a hub or master 
station, therefore adding agility in terms of its network role.  
 
Newtec 
Level 1 booth  # 1P2-01 
www.newtec.eu 

 
Newtec will be showcasing at 
CommunicAsia its new Dialog® 
platform.  Dialog® is a new 
scalable, flexible and band-
width efficient multiservice 
platform allowing operators to 
build and adapt their infra-
structure easily as their busi-
ness and the satellite market 
grows and changes. Newtec 
Dialog gives operators the 
power to offer a variety of 
service on a single platform 
while assuring the most opti-
mal modulation and band-

The Newtec Dialog® plat-
form consists of hub(s) and 
terminals. The Newtec Dia-
log Hubs are modular and 
scalable and can be config-
ured in different sizes to fit 
the needs of customers. 
This picture shows the 
HUB6501 1IF and the 
HUB6504 4IF Hub Modules. 

http://www.ndsatcom.com
http://www.globecast.com
http://www.globecomm.com
http://www.newtec.eu
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width allocation. In addition to supporting SCPC or MF-
TDMA, it now includes a third revolutionary patented re-
turn link technology called Mx-DMA™. Together with the 
new HighResCoding™, it combines the best of both worlds 
and enables services to run more efficiently than ever be-
fore over satellite.  
 
RF-Design 
Level1 booth # 1K3-03  (@ the German Pavillion) 
www.rf-design-online.de 

 
 RF-Design with headquarters in Lorsch, Ger-
many is successfully developing, manufactur-
ing and marketing professional and high-
quality RF-distribution solutions for the inter-
national Satellite, Broadcast and Broadband 
communications industry. Our product port-
folio includes LNB-supply/control solution, 
Splitters/Combiners, Switches, Redundancy 

Switches, L-Band Switch/Routing Matrix systems, RF Line-
Amplifiers, RF-over-Fiber solutions and Broadband Remote 
Spectrum-Analyzers. Furthermore our company and team 
is well recognized for developing and providing custom-
made products and solutions tailored to your individual 
needs and applications. All our products are manufactured, 
tested & ap-
proved in our 
own facilities in 
Lorsch/Germany 
and characterized 
by superior qual-
ity, reliability and 
excellent per-
formance while 
they are in opera-
tion with major 
Teleports, Satel-
lite Earth-Stations as well as Broadcasting and Broadband 
facilities around the globe. 
      At CommunicAsia 2014 RF-Design will showcase our new 
products such as the ”FlexLink K4 Switch-Matrix”, 
“RLA270L Line-Amplifier”, “SA3B Broadband Remote Spec-
trum-Analyzer” and “FiberLink RF-over Fiber Solutions”.  
We look very much forward to welcoming you at our stand 
and to ta lk ing about  your individual  
RF-distribution needs.  
 
ScheduALL 
Level 1 booth # 1R3-09 
www.scheduall.com 
 

ScheduALL, which for twenty-
five years has remained at the 
forefront of resource manage-
ment software for the media 

and broadcast industries, will showcase its connectivity 

platform, ScheduALL Connector™ at CommunicAsia 2014. 
ScheduALL Connector™ enables global trading and selling 
across the broadcast and transmission industries, and 
boosts resource and inventory sharing within enterprises. 
     The company will also highlight their new self-
provisioning booking portal. Utilizing a web-based interface, 
the booking portal allows customers to book transmission 
feeds in real-time through a provider's ScheduALL system. 
     To schedule a demonstration and learn how ScheduALL's 
industry-changing smart technology can meet the unique 
challenges of your organization, contact 
events@scheduall.com 
 
THAICOM 
Level 1 booth # 1P2-07 
www.thaicom.net 

 
THAICOM is one of Asia Pa-
cific's leading satellite opera-
tors, providing end-to-end 
broadcast and media, as well 

as broadband and data services to DTH operators, TV 
broadcasters, ISPs and telcos across the region. THAICOM's 
satellites include Thaicom 4 (IPSTAR), Thaicom 5, and Thai-
com 6, with Thaicom 7 being scheduled for launch by mid-
2014.  
 
Work Microwave 
Level 1 booth # 1V2-07 
www.work-microwave.de 
 

WORK Microwave’s extensive range of satellite commu-
nications technologies are designed to optimize bandwidth, 
improve signal quality, and reduce operating expenses. Key 
product highlights include:  

DVB-S2 Broadcast Modulator 
Powered by a combination of video and IP technologies, 

WORK Microwave’s DVB-S2 Broadcast Modulator provides 
operators with the ideal solution for IP network links and TV 
contribution. Innovative features include DVB-S2 multis-
t r e a m , 
TSoIP, and 
w i d e b a n d 
(up to 
80Mbaud), 
and carrier 
ID support. 
In addition, the DVB-S2 Broadcast Modulator platform sup-
ports next-generation DVB-S2 extensions, providing opera-
tors with a future-proof solution. 

DVB-S2 IP-Modem SK-IP 
WORK Microwave’s DVB-S2 IP-Modem SK-IP harnesses 

XipLink traffic shaping and WORK Microwave OptiACM 
functionalities to optimize throughput and increase net-
work bandwidth for service providers, corporate networks, 
and telcos.  

RF-Design´s new “FlexLink K4 Switch-
Matrix”  and “RLA270L 1:1 redundant 
Line-Amplifier” 

mailto:events@scheduall.com
http://www.work-microwave.de
http://www.scheduall.com
http://www.rf-design-online.de
http://www.thaicom.net
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   Mergers and Acquisitions 

AT&T Acquires DIRECTV for US$ 48.5 Billion 
El Segundo, Calif., May 19, 2014--AT&T 
and DIRECTV announced that they have 
entered into a definitive agreement 
under which AT&T will acquire DIRECTV 
in a stock-and-cash transaction for US$ 
95 per share based on AT&T’s May 16 
closing price. AT&T will also assume 
DIRECTV debt bringing the total trans-
action cost to US$ 67.1 Billion. 

DIRECTV shareholders will receive US$ 
95.00 per share under the terms of 
the merger, comprised of $28.50 per 
share in cash and $66.50 per share in 
AT&T stock. The stock portion will be 
subject to a collar such that DIRECTV 
shareholders will receive 1.905 AT&T 
shares if AT&T stock price is below 
$34.90 at closing and 1.724 AT&T 
shares if AT&T stock price is above 
$38.58 at closing. If AT&T stock price 
at closing is between $34.90 and 
$38.58, DIRECTV shareholders will 
receive a number of shares between 
1.724 and 1.905, equal to $66.50 in 
value. 

This purchase price implies a total eq-
uity value of US$ 48.5 billion and a to-
tal transaction value of US$ 67.1 billion, 
including DIRECTV’s net debt. This 
transaction implies an adjusted enter-
prise value multiple of 7.7 times 
DIRECTV’s 2014 estimated EBITDA. Post
-transaction, DIRECTV shareholders will 
own between 14.5% and 15.8% of 
AT&T shares on a fully-diluted basis 
based on the number of AT&T shares 
outstanding today. 

AT&T intends to finance the cash por-
tion of the transaction through a com-
bination of cash on hand, sale of non-
core assets, committed financing facili-
ties and opportunistic debt market 
transactions. 

To facilitate the regulatory approval 
process in Latin America, AT&T intends 
to divest its interest in América Móvil. 
This includes 73 million publicly listed L 
shares and all of its AA shares. AT&T’s 

designees to the América Móvil Board 
of Directors will tender their resigna-
tions immediately to avoid even the 
appearance of any conflict. 

The agreement has been approved 
unanimously by the Boards of Directors 
of both companies.  

AT&T made some commitments when 
the deal closes, including the following: 

15 Million Customer Locations Get 
More High Speed Broadband Competi-
tion. AT&T will use the merger syner-
gies to expand its plans to build and 
enhance high-speed broadband service 
to 15 million customer locations, 
mostly in rural areas where AT&T does 
not provide high-speed broadband ser-
vice today, utilizing a combination of 
technologies including fiber to the 
premises and fixed wireless local loop 
capabilities. This new commitment, to 
be completed within four years after 
close, is on top of the fiber and Project 
VIP broadband expansion plans AT&T 
has already announced. Customers will 
be able to buy broadband service stand
-alone or as part of a bundle with other 
AT&T services. 

Stand-Alone Broadband. For customers 
who only want a broadband service 
and may choose to consume video 
through an over-the-top (OTT) service 
like Netflix or Hulu, the combined com-
pany will offer stand-alone wireline 
broadband service at speeds of at least 
6 Mbps (where feasible) in areas where 
AT&T offers wireline IP broadband ser-
vice today at guaranteed prices for 

three years after closing. 

Nationwide Package Pricing on 
DIRECTV. DIRECTV’s TV service will con-
tinue to be available on a stand-alone 
basis at nationwide package prices that 
are the same for all customers, no mat-
ter where they live, for at least three 
years after closing. 

Net Neutrality Commitment. Continued 
commitment for three years 
after closing to the FCC's Open 
Internet protections established 
in 2010, irrespective of whether 
the FCC re-establishes such pro-
tections for other industry par-
ticipants following the DC Circuit 
Court of Appeals vacating those 
rules. 

Spectrum Auction. The transac-
tion does not alter AT&T’s plans to 
meaningfully participate in the FCC’s 
planned spectrum auctions later this 
year and in 2015. AT&T intends to bid 
at least $9 billion in connection with 
the 2015 incentive auction provided 
there is sufficient spectrum available in 
the auction to provide AT&T a viable 
path to at least a 2x10 MHz nationwide 
spectrum footprint. 

"This is a unique opportunity that will 
redefine the video entertainment in-
dustry and create a company able to 
offer new bundles and deliver content 
to consumers across multiple screens - 
mobile devices, TVs, laptops, cars and 
even airplanes," AT&T Chief Executive 
Randall Stephenson said in a state-
ment. "At the same time, it creates 
immediate and long-term value for our 
shareholders," added  Stephenson. 

AT&T U-Verse's TV service has about 
5.7 million customers in 22 states. 
DIRECTV, with about 20 million custom-
ers nationwide, is the second-largest 
pay-TV provider -- behind Comcast -- 
and the largest satellite TV company in 
the U.S. 
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Telefonica Acquires Spanish DTH Operator Canal Plus 

SpeedCast Buys Satcomm Australia 
Hong Kong, May 13, 2014 – Satellite services pro-
vider SpeedCast Ltd  announced the buyout of SatComms 
Australia, a satellite solutions provider in Australia.  

SatComms Australia is a specialized provider of mobile and 
fixed satellite solutions in the Australian market and in the 
Asia-Pacific region. The company 
services customers in the natural 
resources, maritime and Govern-
ment sectors. SatComms is based in 
Queensland, Australia with a tele-
port and operations center in Henderson, Western Austra-
lia. 

SatComms' strength in mobile satellite solutions will aug-
ment SpeedCast's current L-band offering, a key technology 
for offshore and exploration customers, according to a com-
pany statement. Satcomms’ significant presence in Queen-
sland, Australia will enhance SpeedCast's ability to support 
customers in this important region, a hub for gas explora-
tion and production. The SatComms teleport in Western 
Australia will provide flexibility and network customization 
capabilities to SpeedCast's natural resources customers. 

With two fully owned teleports in Australia, one in Adelaide 
and one in Perth, SpeedCast will be able to offer the highest 
levels of redundancy including site and satellite diversity. 
The acquisition follows the opening of SpeedCast's new of-
fice in Perth in February. 

“With the SatComms acquisition, 
SpeedCast expands it presence and 
its commitment to the Australian 
market, and marks our third acquisi-
tion in Australia in just 18 months,” 

said Pierre-Jean Beylier, CEO of SpeedCast. “SatComms 
uniquely complements SpeedCast’s leadership in 
the VSAT market with great strength in mobile satellite ser-
vices, extensive teleport infrastructure in Western Australia, 
and a sales and engineering presence in Queensland. There 
are significant synergies between the two companies, which 
will further enhance our ability to deliver customized turn-
key solutions to our customers in Australia and beyond,” he 
added. 

The closing of the transaction is subject to regulatory ap-
proval.  

   Mergers and Acquisitions 

Madrid, Spain, May 7, 2014- Spanish 
telecom conglomorate Telefonica has 
acquired Canal Plus, the biggest pay TV 
operator in Spain, for €725 million 
(approximately US $1.0 billion). 

Telefonica informed Madrid’s CNMV 
stock market regulator of the offer 
Tuesday. Prisa, the controlling share-
holder of Canal Plus, notified the CNMV 
on Wednesday evening that it had ac-
cepted Telefonica’s US$1 billion 
bid. With the acquisition of a 56 per 
cent stake, Telefonica now becomes 
the major shareholder in the pay-TV 
group with a 78 per cent stake, with 
Mediaset holding the remainder 22 per 
cent. 

Telefonica now becomes the pay-TV 
market leader in Spain with almost 2.3 
million pay-TV subscribers,  ahead of 

Vodafone-ONO with 789,895 and Or-
ange TV with 76,028. 

Vodafone has announced that it will 
appeal before the Spanish Competition 
body CNMC against the deal as it re-
cently did against Telefonica’s cam-
paign to migrate its ADSL clients free-of
-charge to fibre optic, including TV 
packages. Vodafone has accused Tele-
fonica of abuse of a dominant position. 

Orange said that the “consolidation” 
should not be permitted. “None of the 
incumbents have 80 per cent of the 
market as Telefonica would have, and 
the exclusivity on premium content 
either. The operation would be nega-
tive for the competition and should not 
be approved or if approved it should be 
with conditions so as not to damage 
the competition”, said the Regulation 
director of Orange Spain, Julio Gómez.  

Telefonica has taken a very aggressive 
approach to the Pay TV market with 
the acquisition of premium and exclu-
sive sport content and an integrated 
offer with TV, the Internet and tele-
phone services to boost subscriptions. 
The company aims to reach 3 million 
subscribers in 2016 and extend its fibre 
optic network from the current 3.5 
million to 7 million over the next few 
years.  
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   Executive Moves    Executive Moves 

PCCW Appoints New MD 
 

Hong Kong, May 30, 2014-- PCCW has 
appointed Srinivas Bangalore Gan-
gaiah as its Group Managing Director 
effective from July 14. Srinivas will suc-
ceed George Chan, who will retire from 
his position as the Group Managing 
Director of PCCW following completion 
of his contract with 
the company on July 
7. 
 
Srinivas worked for 
the last 15 years 
with Infosys Group, 
where his last role 
was the President 
and Executive Director of Infosys Lim-
ited. Infosys is an Indian multinational 
company and global specialist in con-
sulting, technology, and outsourcing 
solutions. He has held several leader-
ship roles at ABB the Swiss multina-
tional group prior to Infosys. 
 
With revenues of over USD 3.5 billion 
in 2013, PCCW is a Hong Kong-based 
company with interests in telecommu-
nications, media, IT solutions, property 
development and investment, and 
other businesses. 
 
Srinivas, 53, holds a degree in mechani-
cal engineering from Bangalore Univer-
sity,  India, and has participated in ex-
ecutive programs at Wharton Business 
School, US, and Indian  Institute of 
Management Ahmedabad (IIMA), India. 
 

NETIA Hires Regional Sales 
Manager, Europe 

 
Claret, France, May 29, 2014 — NETIA 
announced the appointment of 
Mathieu Poussin as regional sales man-
ager for Europe, with a focus on coun-
tries in the north, west, and south. In 
this new role with NETIA, Poussin will 
be responsible for directing sales activi-
ties in the region, as well as for 
strengthening and expanding NETIA's 
business in English-speaking European 
countries. Poussin most recently served 

as a sales engineer for DCI, where he 
specialized in prospecting and growing 
major accounts, as well as develop-
ment and sales of information infra-
structure solutions. He earlier held 
sales and engineering roles at tech in-
dustry leaders such as HP France, Dell 
France, and StorageTek. 
  
Poussin will be based in Paris at the 
Globecast/NETIA offices and report 
directly to Didier Mainard. 
 

Riedel Appoints New Head of 
Research and Development 

 
Wuppertal, Germany, May 20, 2014 
Riedel Communications, announced 
that Jiou-Pahn Lee has been appointed 
to serve as director of R&D for Riedel 
Communications. In this role, Lee will 
be responsible for exploring and devel-
oping new technologies and evaluating 
their impact on achieving business 
goals. As director of R&D, Lee will be a 
member of the Management Board.  
 
"With experi-
ence leading 
product devel-
opment at well
-known tech-
nology compa-
nies, Jiou-Pahn 
comes to 
Riedel with 
extensive knowledge of designing 
world-class products for the television 
broadcasting and production industry," 
said Thomas Riedel, president of Riedel 
Communications.  
 
Lee's experience in product develop-
ment includes 17 years in the United 
States and nine years in the United 
Kingdom, working in areas ranging 
from the exploration of technologies 
through product development to de-
ployment. He most recently served as 
vice president of engineering and tech-
nical director at Clear-Com, where he 
was in charge of a culturally diverse 
product development organization 
with multiple sites located in the 

United Kingdom, United States, and 
Canada. A native Mandarin Chinese 
speaker, he personally oversaw key 
customer accounts in China and set up 
the company's sales office in Beijing. 
 
Lee was previously director of server 
engineering at Thomson Grass Valley 
and director of engineering at Video-
tele.com. Lee holds a bachelor's degree 
in mathematics from Tunghai Univer-
sity in Taichung, Taiwan, and a master's 
degree in computer science from Utah 
State University. 

 
Board Appointments at  

SpeedCast 
 

Hong Kong, May 13, 2014--
SpeedCast announced the appoint-
ment of Michael Malone as a non-
executive Board Director and the ap-
pointment of John Mackay as Chair-
man of the Board.  John Mackay 
is current SpeedCast Board Member 
and former Chairman and Chief Execu-
tive Officer of TransACT Communica-
tions Pty Ltd. 
 
Mackay takes over the Chairman role 
from Edward Sippel, Managing Direc-
tor for TA Associates, who will continue 
to serve on the Board. 
 
Michael Malone is 
the former Chief 
Executive Officer of 
iiNet Ltd., the sec-
ond largest pro-
vider of ADSL in 
Australia, where he 
served as CEO and 
Executive Director 
for over 20 years. 
Malone was a foun-
der of iiNet and 
was responsible for its development 
since 1993, including over 40 acquisi-
tions over two decades.  Mr. Malone is 
based in Perth, Australia. 
 
John Mackay AM, has been Chairman 
and Chief Executive Officer of two ma-
jor utilities based in Canberra for 15 

BG Srinavas  

Jiou-Pahn Lee  

Michael Malone 
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June 2-4 2014, Global Space Applications Conference (GLAC) 2014, UNESCO HQ, 
Paris, France.   Phone: +33 (0)1 45 67 68 46                                                                   
E-mail: Glac2014@iafastro.org Web: www.glac2014.org 

June 4-5, 2014, LATSAT 2014, Mexico City, contact: Lorraine Whitfield,  

Phone: + 33 1 49 23 75 13, E-mail: whitfiled@euroconsult-ec.com 
Web: www.latsat-congreso.com/en/ 
 
June 16, 2014, CASBAA Satellite Industry Forum 2014, Shangri-La  Hotel,         
Singapore, Contact: Cherry Wong, Phone +852 3929 1714,                                         
E-mail: cherry@casbaa.com  web: www.casbaa.com 

June 17-20, 2014, CommunicAsia 2014, Marina Bay Sands, Singapore.                    
Phone: +65 6233 6638, E-mail: CommunicAsia@sesallworld.com 
Web: www.CommunicAsia.com 

June 17-20, 2014, BroadcastAsia 2014 Marina Bay Sands, Singapore                        
Phone: +65 6233 6638, E-mail: BroadcastAsia@sesallworld.com    
Web: www.broadcast-asia.com 
 
August 24-27, 2014, SET EXPO 2014,  Sao Paulo, Brazil,  
Phone: +55 11 99595-7791  E-mail: paulo.galante@set.org.br   
Web: www.setexpo.com.br 
 
Conference: 11 - 15 September 2014, Exhibition: 12 - 16 September 2014, IBC 
2014 - RAI Amsterdam, the Netherlands, Phone +44 (0) 20 7832 4100                     
E-mail: info@ibc.org Web:   www.ibc.org  
 
September 17-19, 2014,  VSAT 2014,  Millennium Gloucester Hotel, London, UK, 
phone Tel: +44 (0)20 7017 5506,  E-mail: itmevents@informa.com                  

Web: www.vsatevent.com 

October 6-8, 2014, MILCOM 2014, Baltimore Convention Center, Baltimore, MD, 
Contact: AFCEA Events, Phone +1-703-631-6130, E-mail: events@afcea.org 
Web: www.milcom.org  
 
October 27-30, 2014, CASBAA Convention 2014, Hong Kong, Contact: Cherry 
Wong, Phone +852 3929 1714, E-mail: cherry@casbaa.com 
Web: www.casbaa.com 

28-29 October 28-29, 2014, VSAT Mobility 2014, The Mira Hotel, Hong Kong 
phone Phone: +44 (0)20 7017 5506 E-mail: itmevents@informa.com                     
Web: www.mobility.vsatevent.com 

November 4-6, 2014, Global Milsatcom 2014, London, UK,                           

Phone: +44 (0) 20 7827 6000 E-mail: events@smi-online.co.uk                                

Web: www.smi-online.co.uk/defence/uk/conference/global-milsatcom 

 
November 12-13,2014, SATCON 2014, Javits Convention Center, New York City,         
contact: E-mail ccw@nab.org  Web: www.satconexpo.com 

       Calendar of Events years, and was Chief Executive Officer 
and Chairman of TransACT Communi-
cations Pty Ltd, a leading broadband 
communications company in Australia. 
He serves on the Board of Directors of 
various organizations including: the 
Canberra Investment Corp. Ltd., the 
Little Company of Mary Health Care, 
and the Canberra Raiders.  
 
Mackay recently retired as the Chan-
cellor of the University of Canberra. 
Mr. Mackay has been on SpeedCast's 
board since December 2012 and is 
based in Canberra, Australia. 
 

Arianespace’s New VP  
of Communications 

 

Evry, France, May 19, 2014--Isabelle 
Veillon, 47, joins Arianespace as its 
Communication Vice President. In 
charge of Internal and External Com-
munication, she 
will report di-
rectly to Sté-
phane Israël, 
Chairman and 
CEO of Ari-
anespace and 
will be a mem-
ber of the man-
agement com-
mittee. 
 
Veillon is a graduate of Ecole Normale 
supérieure (ENS) and has an advanced 
degree (Agrégation) in contemporary 
literature. She has been working for 20 
years in communication agencies, 
where she developed a high-level ex-
pertise as an adviser to French and 
international clients, particularly high-
technologies companies including IBM, 
Microsoft, Altran, among others. 
 
In 2012, she was appointed Deputy 
Chief Executive  of corporate commu-
nication agency Burson-Marsteller i&e, 
after having been, from 2004 till 2011, 
Managing Director and Executive Di-
rector of i&e. Between 2009 and 2012, 
Veillon was a lecturer at Sciences Po 
Paris. 

Isabelle Veillon 
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 Key industry trends and opportunities 

T he Satellite Industry Association (SIA) released its 
2014 State of the Satellite Industry Report, showing a 
three percent growth rate in world satellite industry 

revenues in 2013. Globally, 2013 revenues for the satellite 
industry totaled US$ 195.2 billion, up from US$ 188.8 billion 
the previous year. 
 
Overall industry growth was led by the satellite services 
segment, the traditional driver for the industry, which saw 
its revenues increased by almost US$ 7 billion. Satellite 
manufacturing also saw sig-
nificant growth, with 2013 
revenues coming in eight per-
cent higher than the year 
prior. Satellite ground equip-
ment revenues saw modest 
growth, while satellite launch 
revenues decreased. 
 
In 2013, the satellite industry 
posted continued growth just 
as it has done for more than 
the past 15 years,” said 
Patricia Cooper, President of 
SIA. “Our industry continues 
to drive new and innovative 
space-based technologies, designed to deliver high quality, 
highly reliable ubiquitous solutions for a vast array of global 
applications. We serve hundreds of millions of consumers 
around the world, connect far-flung businesses to their sup-
pliers, partners, and customers, and provide vital services to 
the public safety and military communities. SIA and its 
members remain committed to supporting a policy frame-
work which will generate additional growth in the coming 
years.” 
 
This is the seventeenth year in which SIA has issued its an-
nual State of the Satellite Industry Report. The Report was 
prepared by The Tauri Group. Tauri polled over 80 satellite 
companies, both SIA members and non-members and aug-
mented the information with market analysis and financial 
reporting, to assess the performance of four satellite indus-
try sectors: satellite services, satellite manufacturing, satel-
lite launch industry, and ground equipment. Carissa Chris-
tensen, the Managing Partner of The Tauri Group, noted 
that the SIA State of the Satellite Industry Report, “is an 

industry standard used by senior decision-makers around 
the world. The Tauri Group is pleased to partner with SIA on 
the 2014 SSIR and enable SIA to continue its reputation as a 
reliable and unbiased source for industry information.” 
 
Highlights of the 2014 State of the Satellite Industry Report 
include the following: 
 
Satellite Services revenues increased by five percent glob-
ally from 2012 to 2013, reaching US$ 118.6 billion, powered 

by continued growth in con-
sumer satellite television ser-
vices. 
 
Satellite Manufacturing reve-
nues, reflecting the value of 
satellites launched in 2013, 
grew by eight percent world-
wide to US$ 15.7 billion. U.S. 
satellite manufacturing in-
creased by 33 percent, from 
US$ 8.2 billion to $10.9 billion, 
driven by the delivery of a 
large number of high-value 
satellites for U.S. government 
customers. 

 
Satellite Launch Industry revenues, which include revenues 
for all commercially-competed launches that occurred in 
2013, declined by seven percent from their all-time peak in 
2012, though U.S. revenues increased by 17 percent, rising 
from $2.0 billion to $2.4 billion and the number of commer-
cially procured launches conducted worldwide increased 
slightly from 59 to 62. 
 

Satellite Ground Equipment revenues continued to increase, 
increasing by one percent over 2012 to reach US$ 55.5 bil-
lion. Consumer ground equipment, including satellite TV, 
satellite broadband, mobile satellite terminals, and naviga-
tion devices, constituted the bulk of these revenues. 
 

U.S. Satellite Industry Employment, as of the third quarter 
of 2013, had halted its post-recession decline, losing less 
than 250 jobs out of a total of more than 225,000. U.S. pri-
vate sector employment in the satellite services and satel-
lite launch segments expanded in the first three quar-

Global Satellite Industry Revenues Reached Nearly  

US$ 200 Billion in 2013  
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   Asia-Pacific Compensates for North American Pay-TV Losses 

London, UK, May 28, 2014--Global pay TV revenues 
[subscription fees and on-demand movies and TV episodes] 
will climb to US$ 209 billion in 2020, up from US$ 193 billion 
in 2013, according  to a new report from Digital TV Re-
search.  

The Digital TV World Reve-
nue  Forecasts report states that 
the fast growth years are over - as 
a point of  comparison revenues 
grew by US$ 24 billion between 
2010 and 2013.  

In fact, revenues in North America 
will fall by 9.2% (nearly $9 billion) 
between 2013  and 2020. Western Europe will decline by 
1.6%. However, revenues will grow by nearly US$ 15 billion 
(up by 47%) in the Asia Pacific region. Revenues will more 
than double in Sub-Saharan Africa to US$ 5 billion.  

Simon Murray, author of the report, said: “Based on fore-
casts for 138 countries, revenues will fall in 18 countries in 
2014, with the US dropping by US$1.05 billion. Revenues 
will decline for 21 countries between 2013 and 2020.”  

The US will remain the world’s largest pay TV revenue 
earner by some distance. However, its revenues will fall by 
US$ 7.9 billion between 2013 and 2020 as homes convert to 
bundles and as competition forces down prices. Cord cut-
ting will have a limited impact as pay TV penetration will 

decline from 86.4% in 2013 to 
84.1% in 2020. Cable TV revenues 
will drop by US$ 11.9 billion, with 
analog cable TV revenues down 
from US $5.1 billion in 2013 to 
nothing by 2015. So digital cable 
TV revenues will also decline - from 
US$ 37.3 billion in 2013 to US$ 
30.5 billion in 2020. However, sat-
ellite TV (up by US$ 1.5 billion) and 
IPTV (up by US$ 2.5 billion) will 

record growth.  

On the other hand, pay TV revenues will more than double 
in 40 countries between 2013 and 2020. Most of the fast 
growing nations by percentage increase will be in Africa, 
with Myanmar, Laos and Bangladesh providing notable ex-
ceptions. India’s revenues will climb by US$ 6.6 billion be-
tween 2013 and 2020, with Brazil up by US$ 2.4 billion and 
China up by US$ 2.2 billion.  

Wilmington, DE, May 19, 2014 – NSR’s 
newly released Satellite Manufacturing 
and Launch Services (SMLS), 4th Edi-
tion, report finds the satellite industry 
fared well in the past 12 months, with 
more than 100 satellites ordered and 
more than 100 satellites launched. In 
total, the combined satellite manufac-
turing & launch industry generated 
almost $35 billion globally in 2013. 

Procurement of commercial GEO com-
munications satellites will remain sta-
ble over the next 10 years. While the 
industry will experience a short term 
decline from a high in 2013 (26 satel-
lites ordered, including 3 options for 
Intelsat EPIC), it will remain driven by 
replacements and some extensions 
primarily in Ku-band and HTS. How-
ever, a number of trends will affect the 
growth curve and considerably change 

the trade-off environment for satellite 
manufacturing: New propulsion types 
increasingly used; More platforms pro-
posed by an increasing number of sup-
pliers; Multi-beam architectures be-
coming more frequent; and launch ser-
vices capabilities evolve toward higher 
masses.  

2013 was actually a low year for GEO 
Launch Services as launches were de-
layed due to failures and late-arriving 
satellites; as a result only 18 Commer-
cial GEO Satcoms were launched in 
2013. ILS’ recent Proton failure should 
not signify a repeat of the tight launch 
supply situation as there are an in-
creasing number of players ready to 
satisfy demand. With a constant over-
supply of manufacturing and launch 
services and demand not wholly catch-
ing-up, the competition is stronger 

than ever in the Commercial GEO seg-
ment. 

“The whole industry is shaping-up; in-
cluding both satellite manufacturers 
and launch services providers,” stated 
Stéphane Gounari, Senior Analyst at 
NSR and author of the report. Key 
trends to note include reorganizations 
such as Airbus, Lockheed Martin and 
Mitsubishi Industries; Merger & Acqui-
sitions such as SSL/MDA and Orbital 
ATK, Inc.; or through extensive refit of 
their value-proposition as Thales Alenia 
Space (Spacebus), Lockheed Martin 
(A2100) and Lockheed Martin Commer-
cial Launch Services (lower prices on 
Atlas 5). “Market shares evolved signifi-
cantly in the last few years and after 
years of complacency, certain players 
were bordering on insignificance in this 
important space,” said Gounari. 

Over 1000 Satellites to be Deployed in the Next 10 Years 
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N ovember 2014 will see the 22nd 
event in the GVF Oil & Gas 
Communications Conference 

Series take place in Kuala Lumpur. Ear-
lier in 2014, as reported here previ-
ously, the 20th and 21st conferences in 
the Series took place in Rio de Janeiro, 
and Aberdeen, respectively, and both 
received wide acclaim. 
 
Prior to this next oil & gas-focused 
event, the GVF-EMP conference part-
nership will pre-
sent the second of 
its High Through-
put Satellite – 
Washington 
Roundtables, 
hosted at the 
Washington DC 
offices of law firm 
Jones Day, on 23rd 
& 24th June 2014. 
The Washington 
series parallels the 
High Throughput 
Satellite – London 
Roundtables, 
which take place 
each December. 
 
The two-day Wash-
ington DC program (www.uk-
emp.co.uk/current-events/hts-dc-rt-
2014/) will address the following 
themes through a panel discussion for-
mat: 
 

 Setting the Satellite Broadband 
SceneHow High Is High-
Throughput? 

 

 The HTS New Service Provision 
Paradigm 

 

 Engineering the HTS Solution 
 

 Deploying the HTS Mobility Appli-

cation 
 

 Overview: What do the Users 
Need from HTS? 

 

 Humanitarian & First Responders 
Roundtable: The Impact of HTS on 
Disaster Response 

 Cyber-Security Roundtable: HTS & 
the Implications for Robust Net-
work Requirements 

 

 Small Cell, LTE & Every-
thing in Between: Satellite Back-
haul Redefined 

 
I now turn to the background to the 
November 2014 oil & gas communica-
tions program. The Asian regional oil & 
gas industry backdrop to Oil & Gas 
Communications South East Asia 2014: 
Evolving the Big Data Oilfield – Off-
shore & Deepwater (the 7th event for 
the region) is one of a forecast of a 54% 
increase in expenditure for offshore 
infrastructure over the next five years, 
with South East Asia continuing to drive 
demand, and with Malaysia, specifi-

cally, expected to continue to be a key 
driver of market capex. Malaysia’s oil & 
gas industry has been boosted by fa-
vorable taxes and non-tax incentives on 
the downstream, and this is anticipated 
to have a positive effect on the up-
stream. The Petronas Rotan field is 
projected to see the highest expendi-
tures. Malaysia’s strategic geographical 
location is one of the key influences in 
the country’s determination to increase 
offshore production, to support both 

domestic needs, 
and those of 
nearby countries 
in East Asia. 
  
The Asian region 
as a whole will 
continue to play 
an important 
role globally in 
the offshore oil 
& gas industry 
over the next 
five years. With a 
number of devel-
oping countries 
expected to see 
increasing de-
mand for energy, 
the region is 
likely to see in-

creased levels of offshore oil & gas ac-
tivity. National Oil Companies (NOCs) 
will continue to be the main focus of 
investment in the region, with the In-
ternational Oil Companies (IOCs) 
closely following behind. Asia will be-
come one of the largest investors in 
offshore fixed platforms, with Malaysia 
(and China) dominating demand. 
 
South East Asian and East Asian coun-
tries oil & gas industry policy remains 
tightly centered on ensuring national 
energy security and the injection of 
measures – such as the tax incentives 

    Market Intelligence 
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cited above – for continued national, 
and by extension, pan-regional, eco-
nomic stimulus. Asia’s offshore energy 
industry does indeed have a significant 
enough potential to deliver on the 
need for assured domestically-sourced 
oil & gas supplies – on the basis of both 
continuing production from already 
operating fields and from the acceler-
ated exploitation of newly discovered 
reserves. 
 
In the shorter term, Asia’s offshore E&P 
environment will continue to be char-
acterized by shallow water develop-
ments, and consequently capex on 
pipelines and fixed platforms will ac-
count for the most substantial propor-
tion of the regional new infrastructure 
spend. However, in the longer term, in 
order to fully exploit the region's re-
serves, fresh oil frontiers are being 
opened up in deeper and more remote 
waters. Such developments are ex-

pected to greatly increase demand for 
subsea units and floating production 
units. In Malaysia, increases in capex by 
Petronas reflect the increase in deep 
water discoveries in the last few years. 
Forty per cent of new discoveries in the 
last six or seven years have been in 
deep water. 
  
Working in association with major oil & 
gas industry-related organizations, as 
well as the communications sector, 
GVF & EMP will again be providing a 
platform for extended networking op-
portunities for communications end-
user and solution vendor expert practi-
tioners, set within the context of a con-
ference program in which the nature of 

the applications and connectivity im-
peratives of the energy market vertical 
will be fully addressed. 
 
Using ICT, widely spread and remotely 
located experts can see oil & gas field 
data as it is collected in real time and 
can determine the size and potential 
value of a payload before any actual 
drilling begins, a capability that can 
significantly reduce the amount of time 
and other resources wasted on drilling 
sites that don't have a strong yield po-
tential.  
 
Communications solutions represent 
only a small fraction of energy compa-
nies’ total capex and opex, yet well-

“...South East Asian and East Asian countries oil 
& gas industry policy remains tightly centered on 
ensuring national energy security …” 
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managed ICT networks play a dispro-
portionately great role in reducing 
expenditures not only in remote lo-
cation exploration, drilling, and pro-
duction, but in every other area of 
operations. Included in the regional 
conference program will be a dia-
logues on ‘Big Data’ – the specialism 
which focuses on solutions and ser-
vices to store, manage, protect and 
analyze information extracted from 
the large volumes of data generated 
by the oil industry – and the implica-
tions for oil & gas E&P of the inter-
face of machine-to-machine (M2M) 
communications and satellite con-
nectivity. 
 
Another essential facet of South East 
Asian oil & gas communications con-
nectivity to be included in the Kuala 
Lumpur program relates to the opti-
mization of bandwidth usage, with 
particular reference to various key 
technologies, including: 
 
Adaptive Coding and Modulation 
(ACM) technology which automati-
cally changes the forward error cor-
rection and modulation of satellite 
links to compensate for changes in 
link conditions due to weather, e.g. 
rain fade, and other sources such as 
RF level changes or interference; 
and, 

  

 Advanced Forward Error Correc-
tion (FEC) to improve the perform-
ance of error-prone channels found 
in communication systems, and the 
effectiveness of which may be meas-
ured by Spectral Efficiency, com-
monly referred to as Bits per Hertz, 
this is the amount of bits (data) that 
you can pass through each hertz of 
frequency. 
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    Back and Forth 

Scardino: Globecomm has stood by 
the policy of not over-selling band-
width on shared carriers, and con-
tinuing to provision new links as 
sites enter networks and bandwidth 
becomes saturated.   
 
LAZ: This requires a great deal of flexibility. 
 
Scardino:  Yes.  And discipline.  Tony’s remarks about being 
agnostic are right on.  A technology agnostic approach has 
served us well and allowed us to be more nimble.  We can 
get wherever someone needs to be – because we have 
thought through this issue and made network choices on a 
global basis - without frequency being a hold-up. 
 
Wilkey:  On the VSAT issue, we’re seeing the most signifi-
cant growth in mobile VSAT applications, especially in the 
oil and gas sector.  These folks are racing to tap into the 
growth in their industry that’s been sparked by heavy de-
mand and advancements in exploration and extraction tech-
niques.  These techniques require extremely expensive 
equipment and extensive bandwidth.  AvL is working with 
several significant customers to develop extremely robust, 
auto-acquisition VSAT terminals that operate in the most 
remote, rugged and difficult environments.  We like that 
business. 
 
LAZ: I want to go back to a theme that Paul’s remarks trig-
gered.  The touted “Internet of Things” is a trendy phrase 
but also, apparently, a reality.  Does the Internet of Things 
impact your thinking? 
 
Buckley: It does.  We keep a keen eye on ensuring our pro-
ducts provide useful data without needless complexity and 
overload.  For example, the NGC Controller I mentioned was 
designed along the lines of this ubiquitous and seamless 
consumption of data.  It not only controls the antenna posi-
tioning but it also ties the whole “Antenna Control” concept 
together in a comprehensive way.  It mimes the compre-
hensive nature of the Internet.  It offers at-a-glance plots 
and trend data that was previously only available after in-
tensive logging, analysis, and graphing.  We offer this data 
real-time so users can see the impact of tuning configura-
tions.  People do not want to wait for information, espe-
cially when they practically have it built into them! 
 
LAZ: Is it a double-edged sword as well? 
 
Scardino:  It is an exciting area and of course like everything 
it is a double-edge sword to civil society.  “Security” is no 
longer just encryption for military applications.  Like the 
Internet, it touches everything, from commercial and per-
sonal privacy, law enforcement and the regulation of civic 

life.  In fact, misuse of the Internet of Things poses the larg-
est security threat to advanced nations today.  Our new 
cyber security brand, Cytelics, is addressing the security 
issues that wireless networks need to consider for example.  
 
LAZ: Certainly the military gets this.  The United States mili-
tary has a think tank, called the Maneuver Center for Excel-
lence, which is doing some advanced thinking about the 
nature of warfare going forward.  
 
Buckley:  Antenna technologies will change precisely be-
cause of this.  While traditional military spending may be 
shrinking, non-traditional areas of intelligence gathering are 
growing.  We get worldwide requests for radio direction-
finding antennas and are doing a deal now for aircraft-
mounted military antennas.   
 
LAZ: And not all military budgets are shrinking.   
 
Buckley:  Correct.  We did a deal in Asia with one of Asia’s 
leading providers of HF radio systems for a major HF an-
tenna infrastructure project for coastal communications 
systems used by the government of China.  
 
Scardino: Yes.  Non-traditional deals will continue and drive 
more innovation.  You already see antennas designed in the 
shape of the tail of drones for military applications.    
 
LAZ: It seems like there is an endless source of opportunities 
for our industry. 
 
Wilkey:  There is for us.  Our latest antenna controller tech-
nology is IP-based, so if a customer in Asia needs us to help 
him update software, share logged data or diagnose a prob-
lem all we need is his controller IP address and an Ethernet 
connection to assist from our headquarters in Asheville, 
North Carolina.  Like Globecomm and ASC, we can extend 
our antenna business anywhere now. 
 
LAZ: We wish you all success and good luck solving the 
“innovator’s dilemma.” 

Lou Zacharilla is the Director of Develop-
ment of the Society of Satellite Profession-
als International (SSPI).  He can be 
reached at:   LZacharilla@sspi.org   

Antennas and Terminals...From page 25 

“...The market is looking for products with the capability to 
meet more than one mission and to do it without adding 
complexity…”  
          —Keith Buckley, President, ASC Signal  

mailto:LZacharilla@sspi.org
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Asia-Pacific to Add 501 million Digital Homes 

 
 

T he Asia Pacific region is undergoing a rapid digital TV conversion that will see penetration increase from 28.9% of 
TV households in 2010 to 51.7% in 2013 then 61.2% by end-2014 and on to 97.5% in 2020 – or up by 501 million 

homes between 2013 and 2020, according to a new report from Digital TV Research.  
 
Of the 501 million digital homes to be added between 2013 and 2020, 172 million will come from DTT. However, the 
number of analog terrestrial homes will fall by 220 million. Digital cable will contribute a further 200 million additional 
homes, with analog cable losing 155 million. Pay satellite TV will supply an extra 47 million, with FTA satellite TV adding 
14 million. Pay IPTV will record 69 million more subs.  
 
Pay TV penetration will rise from 58.5% in 2013 to 68.0% in 2020, adding 164 million subs to take the total to 648 mil-
lion. Even more impressive is that digital pay TV penetration will climb from 20.9% in 2010 on to 66.5% in 2020. Digital 
pay TV subscribers will quadruple from 163 million in 2010 to 636 million by 2020.  
 
Pay TV revenues in Asia Pacific will be $46 billion in 2020; nearly double the 2010 figure. Digital pay TV revenues will 
triple from $15 billion in 2010 to $46 billion in 2020.  
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