....Q&A Arianespace

Future-proofing the launch sector
Arianespace was founded in 1980 as the world’s first commercial launch services provider. Since
then, it has launched more than 520 satellites, including telecommunications, Earth observation,
navigation, science and technology demonstrations. Today, the company uses three launch
vehicles; Ariane 5, Soyuz, and Vega, and performs launches from French Guiana and
Kazakhstan. In 2015, Arianespace achieved 12 launches and increased its revenue to more than
Euro1.4bn. Amy Saunders spoke with Jacques Breton, Arianespace’s Senior Vice President of
Sales and Business Development, to find out more about the business, the market, and the
future.

Question: Can you provide an
overview of Arianespace’s operations, and how they have developed
over the years?
Jacques Breton: Arianespace was
founded more than 35 years ago, when
it started to develop its first generation
of launch vehicles, Ariane 1-4. The
company grew rapidly, and soon
achieved a launch rate of 10-12 per
year. The quality of service provided to
the customers, the reliability of its
launch vehicle, allowed Arianespace to
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capture half of the commercial launches
and to establish itself as the leader of
this market for decades.
Today, we operate three launch
vehicles; Vega, Soyuz and Ariane 5, for
light, medium and heavy-lift
applications, respectively. In 2015, we
performed 12 launches, six on Ariane
5, three on Soyuz and three on Vega.
This year, we intend to do another 11
launches, comprising seven on Ariane
5, two on Soyuz and two on Vega. With
Ariane 5, which is a more powerful

launch vehicle than its predecessors,
we can launch, regularly, two
communications satellites at the same
time, so we’re launching more satellites
that ever before.
Question: Where does Arianespace
see itself within the market?
Jacques Breton: We’re working in a
limited market, which is largely
restricted by the number of
telecommunications satellites that
people wish to launch each year;
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Jacques Breton, Senior VP Sales and
Business Development of Arianespace

We’re not the cheapest on the market,
but we provide the best service, which
allows us to maintain our market share.
To stay competitive, we’re making
efforts to reduce our prices, and we’re
working on a new generation of launch
vehicles. First it is Ariane 6, which will
come in two versions: Ariane 62 will
replace the Soyuz launcher, and Ariane
64, which will be the upgrade from
Ariane 5. We’re also upgrading the Vega
launcher to the Vega C. It will provide a
higher performance than the current
model.
We plan to introduce the new
launchers in 2019 for Vega C and 2020
for Ariane 6. So far, we’ve defined a
vehicle, based on existing technologies
and having commonalities with Vega C
(the first stage of Vega C is the booster
of Ariane 6), that will feature a cost half
of that of Ariane 5, designed from the
beginning for reducing manufacturing

and operating costs. We’ve also started
activities in French Guiana to prepare
the launch pad.
Question: What are the biggest longstanding challenges in operating a
successful commercial satellite
launch service?
Jacques Breton: The first challenge is
to maintain reliability; it’s very important
to our customers that we have a
reputation for safely launching satellites
into orbit. Some of our competitors
suffer from intermittent failures, which
makes it difficult for them to secure
insurance, and reduces their market
access as consumer confidence has
fallen. Recent failures of our competitors
have shown the disastrous impact that
this has on the company that suffers this
event, sometimes putting its very
existence at risk, making it lose
revenues and business opportunities.

typically, 20-25. Our market share is
around 50 percent, so around 10-12
satellites each year, or 5-6 launches. We
don’t intend to increase our market
share beyond that.
The other 6-8 launches we do each
year are for scientific missions,
navigation, Earth observation, and so
on. The number of non-telecommunications satellites that we launch has
risen in recent years due to the rise in
new applications. This has been aided
by the fact that we now have a family of
launch vehicles suitable for different
types of satellites, so there’s something
for everyone. In terms of value, around
half of our revenue comes from
telecommunications satellite launches.
For the other 50 percent, I’d say that 20
percent comes from Earth observation
satellites, 20 percent comes from
navigation satellites, and 10 percent
comes from scientific mission satellites.

ISRO - GSAT 18 satellite

Question: Where does Arianespace
see itself in relation to its
competitors?
Jacques Breton: I’d go so far as to say
that we invented this business. Before
Arianespace began commercial
launches, all satellite launches were in
the hands of government space
agencies. We were the ver y first
commercial satellite launch company.
We’ve grown our market share to 50
percent because we offer the best
service. We’ve been using the Ariane 5
vehicle for about 14 years now, and
we’ve had 74 successive launch
successes with it. It’s all about quality
of service, availability, and reliability.
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Reliability does not come easy, and it
has a cost.
Price is another challenge. There’s
a lot of competition in the launch sector
at the moment, and our customers are
also facing competition on the pricing
front. As I mentioned before, we’re
working on bringing down our prices,
but it won’t be at the cost of lowering
our service and reliability.
Maintaining launch vehicle
availability is another challenge; it’s
impor tant that we have vehicles
available to launch at the time required
by our customers, as and when they are
ready to launch. This comes again with
reliability, making sure your launch
vehicle is not grounded due to a
technical problem, having a proven and
mastered launch rate, and finally not
over-promising and being able to deliver
what has been sold.

Arianespace - Jupiter Mission Control Centre

Question: What is your opinion on
the growing number of dedicated
small satellite launch service
providers?
Jacques Breton: We see these new
developments, as a result of the

make sense? This remains also to be
demonstrated.
Question: Is the secondary payload
model a valid market for
Arianespace?
Jacques Breton: For us, we’re trying
to establish whether this is an actual
market, if there is value, and if it makes
a good business plan. With Vega, we
can do single launches and multiple or
shared launches, so there are options
available.
This year, we’ve launched PerúSAT1, an Earth observation satellite for
Peru, as the main mission for a Vega
launch. We also launched four small
SkySat Earth observation satellites for
Terra Bella (formerly SkyBox) at the
same time, evidencing that we’re
perfectly capable of launching small
satellites as secondary payloads. This
model allows access to space, and it
reduces launch costs for the primary
payload satellite by sharing the price.
It’s profitable for everybody.
Question: 2015 saw the completion
of the Fregat Fuelling Facility
(FCube) at the French Guiana launch
site: Can you provide an overview of
this project?
Jacques Breton: We run several
launch campaigns in parallel, and we
have to prepare the launch vehicles at
the same time, as efficiently as possible.
For the Soyuz launcher, we have to
prepare and fuel the Fregat. I wouldn’t
say that we were congested, but having
a fuelling facility specifically for Fregat
allows us more flexibility in the mission
operation for fuelling the satellites.
Having this new facility allows us to
better organise our launches, as
satellites need not compete for fuelling
capabilities. It’s very efficient, and
allows us to reduce the time between
launches.
Question: What’s on the horizon for
Arianespace for 2017 and beyond?
Jacques Breton: The first step is to
introduce the new launch vehicles,
Ariane 6 and Vega C, which goes
together with a new governance of the
European space sector. The role of
Arianespace in the market will change
slightly in order to become more
competitive on cost, and to reduce the
number of layers we have in our
organisation. Cost reduction is a major
target.
Ariane 6 is truly the beginning of a

new story.
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increased activity in the very small
satellite field. The small satellites being
produced today are capable of amazing
things, and very advanced cameras can
be fitted on them for Earth observation
and scientific applications. There are a
number of new applications that have
become possible thanks to these very
small satellites.
The question is then, is there a
sound business case for these
applications, and in this area I think that
the demonstration has still to be
perfor med. Today’s satellites are
excellent for collecting big data, and one
day, this data will be useful. It’s not
obvious to me that there’s a big market
for small satellites right now.
What is true is that, in order for them
to get into orbit, they must have very
cheap launch solutions. Today, we can
launch small satellites cost-effectively
as a piggy-back mission, although they
must fit into the schedule of the primary
payload. Of course, they would prefer a
dedicated launch vehicle, so that they
can launch when they’re ready. Is it
possible to create dedicated launch
vehicles at a low enough price tag to

www.satellite-evolution.com | November/December 2016

10

17/11/2016, 11:50

Untitled-2

1

17/11/2016, 11:26

