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Serving humanity from
low Earth orbit
Ronald van der Breggen, Chief
Commercial Officer at LeoSat

LeoSat Enterprises was established in 2013 by Cliff Anders
(Chairman) and Phil Marlar (Chief
Operating Officer), two former
Schlumberger executives with
direct experience of the challenges
of business data transportation.
Realizing that the solution they
were developing would also be
perfectly suited to a number of
ver tical markets (Enter prise,
Finance and Government), LeoSat
was formed to leverage proven
satellite communications technology which would be deployed
in a unique way to develop a new
low-ear th-orbit (LEO) satellite
constellation providing a truly
global, enterprise grade, highspeed and secure data network.

LeoSat Enterprises was established in 2013 with the intention
of launching a low Earth orbit (LEO) satellite constellation to
provide a global, low-latency, enterprise-grade data network.
The unique high throughput satellite (HTS) constellation was
designed to serve the enterprise, government, maritime, oil and
gas, and mobile backhaul markets, among others. Ronald van
der Breggen, Chief Commercial Officer at LeoSat, outlined the
company’s upcoming plans.

Question: It’s been a while since we
last spoke. Can you provide an
overview of the updated plans for
your LEO constellation?
Ronald van der Breggen: When it
comes to data communications in
space, we need to make sure that we’re
putting up something that’s actually
relevant. The whole industry is in a 1520 year transition period from pure
video to what will ultimately be pure
data. There are a lot of companies doing
a lot of things to try to figure out how it’s
all going to work best.
We believe that what we’re doing
makes sense because we’re trying to
replicate what’s happening on the
ground, in space. We’re taking switches,
routers, and putting them into space.
That’s so unique in this industry that I’m
sometimes surprised to find out that we
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continue to be the only ones taking that
approach.
We’re taking routers into space, and
we’re doing all the packet switching up
there – we’re essentially combining the
good things of fibre with the good parts
of satellites and tur ning that into
something that I think will be a gamechanger in this transition period. It’s a
technology that is relevant for data, and
that opens a whole new market for
satellite that the industry has been
struggling to get into.
Question: Can you tell us a little more
about the constellation specifics, and
your assessment of its place in the
global communications sector?
Ronald van der Breggen: There will
be 78 satellites, divided into six polar
orbits 30 degrees apar t; they will
provide great coverage over the Earth.
Each orbit has 13 satellites in it, 12
functioning and one in-orbit spare –
that’s 84 satellites in total. The standby
satellites are there in case we require
a replacement at short notice.
Each satellite can handle close to
30Gbps of data, and that’s full duplex,
so in traditional satellite terms, you’d be
multiplying that by two because those
are all simplex. The reason we’re
working in duplex is because if you want
to be relevant to any terrestrial
advancements, you need to be
providing full duplex synchronous
capacity.
We’re dividing of the satellite’s
capacity over 12 antennas on every
satellite, two of which are large enough
to handle more than 6Gbps, and 10
smaller antennas which can process
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1.6Gbps each. We’ve also got the intersatellite laser links, which allow these
satellites/routers to talk to each other
while in orbit. Each satellite has four
lasers on each corner, each capable of
handling 10Gbps full duplex; this
provides a total of 40Gbps per satellite,
enough to offload all the traffic it picks
up from Earth while also relaying traffic
it receives from other satellites
Excluding the capacity of the laser
link, our full constellation provides
around 2Tbps of capacity. That’s a pretty
big number, and what’s important about
it is that it will make us relevant for
terrestrial networking. Satellite has
never been really relevant for terrestrial
networking; it’s been a last resource
type of solution in the absence of
alternative infrastructure.
The lower latency we offer actually
takes it a step further and allows us to
compete with terrestrial networking. In
space, bits travel at the speed of light,
or 50 percent faster than in a fibre optic
cable, for a connection between London
and Singapore for instance, the fastest
cable comes in on around 192ms while
we’re able to offer around 120ms.
Satellites have never been able to

Remote data analysis will be enabled by LeoSat’s constellation

compete with fibre, but we’re clearly
changing that.
Satellite is suddenly in the midst of
the fibre game, and that’s a pretty good
feeling – it’s a fantastic opportunity for
satellite.
It’s important to move beyond this
relatively small pond for satellite data

communications and move into the
much larger pond for data
communications as a whole. Prices may
be falling in our current satellite market,
but with an opportunity to now tap into
a datacom market that is easily 200
times bigger than satcom, those
concern fade away quickly. Our success
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is not determined by what happens in
the satellite industry.
Question: What can you tell us about
the progress and expected timeline
for the constellation?
Ronald van der Breggen: Satellites
are not built overnight, that’s for sure.
In 2021, we’ll be starting to launch the
constellation, which we’re hoping to
complete in 2022. That’s when our full
global service will become available.
Question: What can you tell us about
your target markets?
Ronald van der Breggen: There are
multiple target markets based on the
unique selling points of our constellation.
Low latency is one that makes our
service very attractive to financial
institutions who are governed by their
ability to get data from one place to
another the fastest. Two years ago, we
made a deal with a financial company
who wants to use our infrastructure
because it’s faster than fibre. Financial
traders know they have to be on the
fastest infrastructure; they know that if
they aren’t, someone else will be, and
they might as well close up shop.
We also go rooftop-to-rooftop with
our inter-satellite links (data going up
into the constellation and travelling
through it until it is transmitted back to
the ground at the final destination,
rather than hopping various Earth
hubs), so security is suddenly an
interesting discussion because we’re
offering that in unique way; the physical
infrastructure actually protects the data.
That gets us in front of a whole
different audience, like governments
that are looking to wire up their state
departments for embassies so that
signals cannot be intercepted.
The fact that we offer fibre-like
solutions but with the advantage of rapid
deployment gets us in front of telecom
operators who have ‘gold customers’
who need connectivity at very short
notice. The average implementation
time for a telecom operator is 3-5
months, so if you only have to ship an
antenna, revenue streams can start 35 months earlier, and you have a much
happier customer.
The ability to backhaul data from
remote areas and hostile environments
brings us in front of yet another
audience, such as oil and gas
30
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companies. Oil prices are climbing back
up again, and operators need to rethink
how an oil rig will work; they’re not
looking to deploy as many people as
they used to. If my information is correct,
then for every one person they don’t
need to deploy, they save US$1 million
per year. However, someone still needs
to operate all the equipment, so real
time command and control from shore
becomes very important because if
something happens you need to
respond quickly.
You can see, we’re talking about
business to business markets, it’s not a
consumer offering. We won’t be
connecting the unconnected – it’s not
that we’re not able, but we have certain
things going for us and we can achieve
a higher price, so we’re aiming in that
direction instead.
We have around US$700 million in
commitments so far, which I’m quite
excited about. It’s a good reflection of

the markets that we’re looking at, and
we have a good geographic and vertical
market spread as well. For the investors
we’re talking with right now, it gives them
a good comfortable feeling that we have
a relevant technology for them.
Question: What’s on the cards for
LeoSat in the next 12 months?
Ronald van der Breggen: Right now,
we’re focusing on closing Series A.
That’s very important, because it will
allow us to continue to get the next steps
into gear in terms of time and money
and everything else.
Once Series A has closed, I think
that from a sales perspective we’ll be
looking to hire more people to increase
our list of prospects.
We should be moving from signing
up new Memorandum of Understanding
(MoUs), which we’re signing quite a few
of right now, to turning those into firm
service contracts.
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