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Flexible and reliable support
ND SATCOM is a German satellite communications developer and system integrator specialising
in large, complex projects featuring software and hardware development and customisability.
They’re known to their partners and customers for providing flexible, reliable support for their
products and systems. We spoke to Sales Director Bernd Lehr to discuss their recent successes.
Laurence Russell, News and Social Media Editor, Satellite Evolution Group
Question: You’ve made it onto a
series of prestigious lists recently
including Silicon Valley Review’s 50
Best
Workplaces
and
CIO
Applications magazine’s top 10 Best
Space Tech Solutions Providers.
What is ND SATCOM doing so well
to get this kind of gleaming
recognition?
Bernd Lehr: Well that’s quite easy. The
way that we work and develop is by
having our people act internationally,
having our engineers, mechanics and
technicians installing and running our
systems worldwide, which is very
exciting.
Then, when they come back, they
have first-hand experience from our
customers and partners to share with
us. This is valuable data such as
feedback, new requirements, or work
preferences, which then directly
influences the development of our new
technology.
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This means our employees
frequently enjoy having a hand in our
entire chain of production, from
planning to developing, and finally
implementing the technology. Not only
satisfying on a personal level, this is an
excellent way of serving customer
demand, since the engineers on the
ground who are directly aware of the
requirements of the region are the same
people spearheading the conceptualisation of our new solutions.
We’re primarily based at Lake
Constance, which is an idyllic urban
centre at the foot of the Alps, and a
paradise for tourism where you can ski
and sail. People come from all over the
world to be there, and it’s all right
outside our door. It’s no surprise our
staff are overjoyed to be a part of our
company.
Question: How does your SKYWAN
technology, which was nominated for

Via Satellite’s 2018 Satellite
Technology of the Year Award, deliver
such a world-class standard?
Bernd Lehr: SKYWAN 5G has been an
especially interesting technology
because it’s a hubless system, which
makes it far cheaper than its
competitors and contemporaries. It’s
also remarkably easy to create a
backup master system, which is critical
for disaster relief communications on
the move, where operating with a plan
B is absolutely imperative.
We also use a multi-frequency
TDMA modem that can reassume a link
after an interruption extremely quickly,
in under a second, which is
unprecedented in this market. I don’t
know of any modem that can work that
fast.
It’s a mesh topology modem that
provides rooftop-to-rooftop connectivity.
It’s these sorts of innovative features,
some of them quite minute and
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bespoke, which are greatly appreciated
by our defence, government and
broadcast customers.
Question: What are you delivering in
the arena of satcom on the move?
Bernd Lehr: We have sold 10 SOTM
vehicles to SABC in South Africa. These
are trucks we’ve equipped to transmit
video, voice, and data to gather and
share news at the drop of a hat. We’ve
seen some incredible feedback there
because our system offers such a
variety of moder n solutions so
accessibly. All the features provided are
already connected together, you simply
turn it on, and you have everything at
your disposal.
Question: When it comes to
delivering technology to a
competitive market, what is more
important to establishing a strong
edge? Outperforming competitors or
providing technical and situational
differentiation?
Bernd Lehr: I believe one doesn’t

Question: You recently rebranded a
lot of your marketing material. How
important is it for global companies
to continue making a dynamic
impression through their branding?
Bernd Lehr: In the last couple of years,
ND SATCOM’s approach to exercising
its brand was fairly limited. We’re a very
innovative company invested at staying
at the cutting edge of what our
consumers require, and for a while that
dynamic element of our work ethic
wasn’t quite communicated by the way
we used our branding.
We’ve entered a new era now, with
a greater degree of conciseness in how
we present ourselves. We’ve now
overhauled the way we express our
brand across the board, with a fresh
new energy, and I’m looking forward to
seeing how our customers and partners
across the industry will respond to that.
Question: What’s your outlook on the
modern broadcast environment?
Bernd Lehr: We’ve been seeing
developments in satcom-on-the-move
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Bernd Lehr, Sales Director, ND SATCOM

necessarily exclude the other. We’re
invested in providing reliable
technologies foremost. We’re not
interested in fighting or contending in
the regions we’re catering to.
We’re far more interested in
nurturing longstanding relationships
with our customers and partners,
maintaining a standard of dependability
with them while endeavouring to
understand their needs and goals
longitudinally. That means we can focus
on perfecting bespoke solutions to help
them succeed, where a standard,
specific product from an impersonal
vendor might not deliver.
Our edge comes from the degree of
cooperation we offer our customers and
partners to actually ensure they grow
and thrive, rather than simply sell a
product and move on.

technology with phased array antennas
and low Earth orbit (LEO) satellites,
which we’re keen to be a par t of
implementing.
Across regions, we’re seeing
different developments. For example,
there’s a preference in the southern
hemisphere for larger antennas or
phase-combined HBA systems, while
the northern hemisphere leans toward
smaller antennas, high power
amplifiers, and more units.
We need to adjust our strategy
depending on where we target, so we’re
very interested in staying ahead of the
curve to identify these types of trends.
We’re currently increasing our sales
force across Asia and Africa so we can
meet their increasing requirements. We
see these regions as fantastic growth
opportunities where we can steadily

chip away at the digital divide.
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