Q&A Leanspace

Empowering the
democratization of space
markets
Alvaro Alonso Ruiz, Co-Founder &
CCO, Leanspace

Leanspace is a software-as-a-service platform that aims
to lower barriers to entry for new players in the space
economy by handling their upfront digital spending
while allowing clients ownership of the toolsets that are
custom-developed for their use-case. With so many
providers promising one-stop-shop solutions, and
cynicism from industry commentators, Alvaro Alonso
Ruiz, Co-Founder & CCO explains how Leanspace
circles the square to grow the NewSpace market.
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Question: Leanspace works to help automate the design, construction,
and use of space technology. How are they pursuing that, and what
will be the advantages?
Alvaro Alonso Ruiz: When space organizations need to design, test, or
operate space assets, they build the whole software infrastructure from
scratch. That means they are mixing different tools with different
technologies and stitching them together with uncertain compatibilities
and all sorts of data silos.
What we’re offering is all software solutions connected into a seamless
platform that covers the entire mission, so data can move across different
tools, systems, and mission phases.
To give you an example, we already have capabilities that translate
from the design stage to the operational stage.
Question: Digitization is another priority of yours and is sometimes
considered synonymous with automation. How do these priorities
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Leanspace was founded by an international team of
space and cloud veterans

complement one another, and how can they be rolled
out at a competitive timescale?
Alvaro Alonso Ruiz: We understand digitization in the
terms of giving organizations tools to leverage the cloud.
This isn’t unique to space, of course, it’s an evergreen
corporate tactic in the Industry 4.0 era, but certain
particularities of the space industry have slowed the
transition.
It’s also important to classify that while migrating
software to the cloud has advantages, that doesn’t make
that software cloud native. We’re invested in bringing cloud
nativity to every stage of a space mission. The power of
the cloud is something primes like Amazon, Microsoft, or
Google have been delivering on for a while now and are
still developing for.
Space is uniquely global, beyond the remote-working
renaissance we’ve seen under the pandemic. Many
different teams work together on space-based services,
often with different software tools. These teams can often
find themselves siloed by the distances between them,
and the incompatibility of their disparate programs. It can
look like a real mess in practice, more so than you would
imagine.
A seamless cloud-native platform ignores those
barriers and creates a virtual space where engineers can
collaborate efficiently, drawing from the same data. In
technical terms, It’s what we call “a single source of truth”.
This eliminates data duplicates and errors and ensures
your teams are on the same page in a literal sense.
Question: What are some examples of strong use cases
Leanspace has delivered? What efforts are currently
underway?
Alvaro Alonso Ruiz: 80 percent of all software in space
missions is the same. From satellite operators to launchers,
to ground stations, and network management, the same
data software is being applied. The 20 percent on top of
that will be unique to the use case. What we’re doing is
providing that 80 percent, and seamlessly bringing in that
last 20 percent under one roof, which is unique for the
industry.
We have customers in space manufacturing, orbit
14

www.satellite-evolution.com | May 2022

servicing, and constellation operation. We even have
software integrators who are building their own software
products based on our technology. We’re interested in
serving the whole industry with one software suite.
In terms of what’s underway, we’re interested in
bringing out software to launchers. There are all sorts of
commercial off-the-shelf (CotS) solutions for mission
control and mission planning, but launching is another
story. Generally, spaceport operators are prioritizing the
development of their own software solutions, produced
from scratch, which brings a lot of trial and error into the
already risky business of propelling millions of dollars of
equipment into space with a giant rocket.
By providing these operations with out-of-the-box
software solutions, we can drastically reduce their time to
market, reduce their risk factors once they’re there, and
reduce their costs with digitized efficiencies.
Question: Leanspace is also interested in lowering
barriers to entry for emerging space companies to
expand the Newspace economy. Why does collaborating
help businesses compete in this sector?
Alvaro Alonso Ruiz: Software in this space has typically
been a program under a license model. That’s often a very
big investment upfront, which is exactly what newcomers
to the industry and startups don’t want. It strangles those
smaller disruptive players, which ultimately hurts
competition and innovation.
We’re going with a pay-as-you-go model, which the
space industry is gradually starting to realize is more
conducive to economic stability. We intend to go one step
further by allowing our partners to cherry-pick independent
cloud products in our suite to build out more complex
software capability, optimizing an agile, custom platform
that fits their budget. This is perfect for startups, who aren’t
paying the same flat costs as a prime would.
When that same startup grows and has more
sophisticated needs that require multiplying their software
demand a few times over, we’re still the place for them
because our platform can scale up to what services that
client wants to expand into.
By building our model around realistic and scaled
consumption, we can serve companies of all sizes for the
most holistic space market.
Question: Europe is unique in the space economy, as it
contains many independently disruptive markets
capable of remarkable cooperation through ESA
activities. What does the continent need to compete with
the foremost space powers?
Alvaro Alonso Ruiz: Europe certainly represents its own
power in space under the collaborative umbrella of ESA.
There were times when you could certainly argue that the
continent was being dwarfed by the US and China, but
since the NewSpace age, it’s a fair assessment to say that
gap has narrowed. Leanspace is based in France, a
comparable space power with many investments enabling
growth for the space market, and fertile ground for startup
disruption. We’ve seen similar things from neighbours, who
all see the clear benefits to carving footholds in the space
economy.
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There’s always room for improvement of course. One
of the things I’d like to see is the government grant model
being evolved into a government contract model, as has
served the United States. When space developers have
active contracts, it attracts more investor money, gives the
company more experience developing projects, and keeps
them operating as they’d like. This is precisely how SpaceX
was able to grow as quickly as it did. With myriad contracts
underway the company could focus on its productivity as
it was being accelerated, allowing it to rapidly learn from
its mistakes and possess a lot of expertise by the time it
had scaled to NASA’s highest standards.
Another thing I’d like to see is a greater appetite for risk
in the space economy. Space economics is inherently risky
because of the cosmic scale of what it involves, which is
why businesses in this space are so risk-averse. The
American model is an example of a greater capital risktolerance which then leads to stronger competition, greater
disruption, and higher success.
Of course, we can keep inflating market
leaders with more cash because they have the
best record, but this fosters a monopolistic
ecosystem that is less competitive, and ultimately
complacent.

#Leanspace #Software #NewSpace
another, which constantly need to be maintained in-house
in this day and age has never been less advisable,
especially when you’re scaling up from small beginnings.
This pitfall is what we call technical debt.
Question: What can we expect from Leanspace in the
coming years?
Alvaro Alonso Ruiz: The space industry is undergoing a
massive shift as space exploration evolves into space
commercialization. The role Leanspace is going to play is
to change the culture of digitalizing infrastructure.
Software is taking over the planet whether we like it or not.
Assets like satellites and rockets are being operated, optimized,
tested, and de-risked by increasingly powerful software. Data
is the language through which value is extracted from space.
That means our job at Leanspace is to serve as an authority on
the digitalization of the space industry, to make them more
efficient, more automated, and more sustainable through the
implementation of digital technologies.

Question: What do space enterprises need to
disrupt, expand, and innovate, which is not
popularly understood by the industry?
Alvaro Alonso Ruiz: The one thing I’d say is that
businesses need to stop aiming to reinvent the
wheel over and over again. Companies should put
their money where it makes the most difference
and accept service-based efficiencies – the 80
percent in software demand that I mentioned
earlier. Leanspace’s vertical platform does a lot
of heavy lifting in that 80 percent, which
represents a huge obstacle for many new
interests in the space market and allows its clients
to innovate on top of us.
Building out software from scratch was the
norm in recent memory, in the time of big space
agency missions with massive budgets, which
had no foundational tools or expertise, and had
to create their operation from nothing. That period
is now a thing of the past. In the world of space
commercialization, the optimization of resources
is everything.
Software developers in other industries would
never think to develop their own databases, their
own office applications, their own operating
systems, or for that matter, their own computers.
They’d just purchase the software and hardware
that everyone knows can do the job and focus
on their specific service model.
We’re trying to educate the industry on why
this makes sense, and to avoid underestimating
how disastrous a mix of incompatible
technologies can be when it comes to such a
challenging market as space. To choose to go
down the rabbit holes of incompatible systems
with limited automation, which don’t talk to one
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