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I 
n the traditional FSS VSAT or enterprise teleport service 

market, service providers can shop for and lease band-

width from a satellite operator and manage their own 

hub and network using their own selection of ground equip-

ment from a wide variety of sources.  

   

 “The change in ecosystem with high throughput satellites 

means changes in the value-chain, and changes for the sup-

pliers in that chain,” says Doron Elinav, of 

Gilat, which is a VSAT terminal supplier 

for SES’ SBBS consumer service in 

Europe, O3b, Optus, RT Comm, among its 

HTS/Ka-Band customers.” 

 

For example, in Europe with its KA-Sat 

service, Eutelsat has moved down the 

value chain by also providing hub services 

and selling mbps directly to ISPs, bypass-

ing traditional teleport and VSAT service 

providers in the process.   “So the VSAT 

service provider has less flexibility to choose ground seg-

ment,” according to Gilat’s Elinav.   “The service provider 

loses flexibility and 

value is transferred to 

the satellite operator.” 

 

Another issue is spot 

beams.  With conven-

tional satellites, wide 

area beams allow up-

links from a broad geo-

graphic area, providing 

a lot of flexibility for 

where an uplink teleport 

can be located.  But with a Ka-Band system, beams are 

tightly focused on smaller “cell” areas, and only a few pri-

mary ground hubs may be able to access the system. 

 

“The role of independent teleport operator, which is a rela-

tively large industry, will decline in this scenario,” say Eli-

nav “because they provide less value, and unless their tele-

port is in the feeder beam to the gateway 

they have no play towards the Ka-Band 

satellite.”     

 

On the other hand, this can also make for 

surprising teleport opportunities.  Encom-

pass Digital was awarded a contract to 

provide teleport services for Inmarsat’s 

Global Xpress® system from Lino Lakes, 

Minnesota, hardly a hub for national, 

much less international telecommunica-

tions traffic exchange. 

 

“In the North American Hughes and ViaSat model, satellite 

operators own the ground gateways and only run one wave-

form on all the capacity.  They are ‘closed systems,’ or what 

we call a completely vertically integrated play, directly serv-

ing the end user,” says David Bettinger, CTO of VSAT tech-

nology supplier iDirect, which is involved in several HTS 

programs’ ground networks.      “Most satellites to date have 

been launched for consumer services, but now we are seeing 

what I think is the inflection point in our market, with opera-

tors aiming to support high end services,” says iDirect’s Bet-

tinger.    

 

Intelsat’s EPICNG program is an example, with its support for 

the existing service provider ecosystem and value chain. 

“We are working with the ecosystem of modem, antenna and 

other manufacturers to they can roll out the enhancement to 

take full advantage of the system’s performance and flexibil-

ity in the future so customer will enjoy major improvements 

in cost and performance,’ says Intelsat’s Bruno Fromont.   

 

“We are primarily interested in business-to-business.  Our 

initial customers are cruise ships, oil and gas, and maritime 

enterprise users, so reliability 

is very important and the 

positioning is very different 

from a ViaSat or Echostar/

Hughes type consumer sys-

tems.” 

 

Other examples of  HTS sys-

tems 

providing 

flexibil-

ity to 

work with traditional service provider 

channels are YahSat and Avanti.  

 

UK-based Ka-Band satellite operator 

Avanti offers raw Ka-band space seg-

ment, bundled IP teleport and space ser-

vices, as well as broadband retail solu-

tions.  Avanti launched Europe’s first 

Ka-Band HTS satellite, HYLAS 1 in 

November 2010, providing two-way coverage across 

Europe, and its second satellite, HYLAS 2, launched in Au-

gust 2012, extending coverage to the Middle East and Af-

rica.   Middle Eastern operator YahSat offers similar flexibil-

ity for operators to lease space segment, or bundled services. 

 

No one model fits all, say industry players.  And the growing 

variety of business models evolving around the world, de-

pending on the target applications, region, and technology, 

are creating new options for more players to get involved. 
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