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10 years of successful
operations
Hadi Nazari, Group CEO at
NorthTelecom

Having high-quality managed
network services from east to west,
NorthTelecom is delivering leading
edge satellite communication
services and solutions to meet
customer demand all across the
spectrum.
Present in 12 international
points of presence and seven
telepor t operations as well as
serving to more than 100 partners
globally, NorthTelecom is enabling
your business to be reached
worldwide, leveraging the most
recent and updated ICT concepts
to deliver most reliable and efficient
ser vices and solution to key
industries.
NorthTelecom has global reach
now with office in Dubai, Germany
and Singapore and having
operation and teleport in South
Korea, Singapore, Dubai, Greece,
Spain, UK and Cyprus.

NorthTelecom is a leading global satellite service provider
delivering solutions to customers on land and at sea. With 12
international points of presence and seven teleports around the
world, NorthTelecom has come a long way since its
establishment in 2007. Amy Saunders met with Hadi Nazari,
Group CEO at NorthTelecom, to discuss the company’s
capabilities, market outlook, and plans for the future.
Question: Can you provide an
overview
of
Nor thTelecom’s
capabilities and expertise?
Hadi Nazari: Simply put, NorthTelecom
is a service provider, with a big focus
on satellite. We are not a simple
capacity trader; we implement services,
delivering door-to-door solutions, and
providing added value.
We started out in Dubai in 2007, with
our focus mainly on the Middle East;
Oman, Saudi Arabia, Iraq, Afghanistan,
Qatar, Bahrain, and some countries in
North Africa. In 2010, we expanded our
services to the African continent, and
I’m very glad that, today, we have a very
good market share in Africa.
We decided to expand our business
to Asia. Knowing Singapore as a
business hub in Asia, we have set up
an office there. More recently, we
acquired ScopeTel in Malaysia, in order
to better leverage NorthTelecom in Asia.
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Compared to other ser vice
providers, we are very diversified. Our
ser vices include broadcasting,
broadband, telco, GSM backhauling,
data backhauling, maritime, energy, etc.
We believe in diversification. One of the
reasons we’re so diversified is because
we recognise that the market can
change very rapidly. For example, back
in 1998, satellite was used for a lot of
backhauling applications, but then in
2009-2011, business changed drastically in the Middle Eastern region, and
demand plummeted. The result was a
lot of unused capacity just sitting there
idle. Diversifying has allowed us to avoid
very turbulent market changes over the
years. I’m very glad to say that, for the
past 3-4 years, the satellite industry in
general has been experiencing a lot of
turbulence, however, during that period,
Nor thTelecom has been able to
maintain its business through organic
growth.
Question: In March 2017, North
Telecom welcomed Malaysia’s
telecommunications
company
ScopeTel into its group; this was
followed in May 2017 with an
announcement of new NorthTelecom
facilities in Singapore . How
important is the APAC region to
NorthTelecom’s plans going
forwards, and what role will ScopeTel
play?
Hadi Nazari: There was a lot of talk in
2008-2013 that Africa was the major
emerging market, but today, there are
thousands of Megabytes of capacity
sitting idle over the continent, and the
market there is suffering due to
oversupply on the one hand, and the
lack of a proper ecosystem and other
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difficulties on the other hand. North
Telecom was eager to find a new market
with new opportunities, and in the end,
we decided on Asia. We see big
oppor tunities there, particularly in
Indonesia, Malaysia, the Philippines,
and the Pacific Islands.
ScopeTel has 20 years of
experience in Malaysia; it was a very
incumbent player for oil and gas. It is a
licensed company with a good human
capital and various safety certificates
specifically for the oil and gas market.
NorthTelecom fully expects to be able
to leverage this business to further its
activities in the oil and gas sector and
in maritime, which are still emerging
businesses in Asia. We’re looking very
hard into how we can best leverage
ScopeTel, and we expect to benefit
greatly from its expertise.
Question: The oil and gas sector has
seen major disruption for several
years now due to the drop in crude
oil prices. Do you feel they are willing
to invest given the current market?
Hadi Nazari: I think we’re all very much
agreed that the oil prices in the past
were not realistic, when prices were
US$100 and even greater per barrel. Oil
prices star ted to fall in 2013 and
continued to do so until 2016, when they
finally started to stabilise. From my
standpoint, oil prices right now are very
realistic; they’re not going to increase a
great deal anymore.
In recent years, oil and gas
companies have been unsure whether
they should invest in new drilling and
exploration projects; they were really
holding back. Now that prices have
stabilised, we’re star ting to see
investments in new projects. Of course,
there will never be a tremendous
amount of investment in this segment,
but there could be a reasonable
amount, and I’m optimistic that North
Telecom will see some of that business.
Question: What key emerging trends
do you expect to have the biggest
impact on NorthTelecom’s business,
and how will the company respond?
Hadi Nazari: Over the top (OTT) could
be a threat for us as an industry, of
course, because we are leveraging
satellite capacity to serve broadcasters
and viewers. OTT is definitely
competing with satellite capacity, but I’m
not really looking at it from a threat
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standpoint for industry in general or
NorthTelecom in particular right now.
The areas that we’re working in, the
Middle East and Asia, have no good
terrestrial infrastructure to serve OTT,
so I think that, for the next 5-6 years at
least, OTT will not be a threat for us.
These new trends, things like OTT
and 4K, I prefer to look at more from an
opportunity standpoint than a threat.
OTT and 4K both deliver an opportunity
to utilise more capacity, and that’s good
news for us - we can sell more satellite
capacity to deliver these services,
especially with 4K. We would love it if
most of our broadcasters would switch
to 4K! Satellite operators would be
happy too, since they’d get more
business.
Question: What do you expect
NorthTelecom to achieve in the next
two years?
Hadi Nazari: NorthTelecom has always
had a vision of being a truly global
company. We have made a tremendous
effort on organic growth, and based on
market experts, we have gone beyond
the market standard while the satellite
market is shrinking.

We are thinking about growth
through mergers and acquisitions as
well in line with our growth strategy, and
hope to complete another few mergers
and acquisitions before the end of 2017.
This will allow NorthTelecom to achieve
its revenue growth, and it is in line with
the company’s vision for going global.
Question: NorthTelecom is currently
celebrating 10 years of successful
operations. What can you tell us
about the major milestones you’ve
reached along the way?
Hadi Nazari: Nor thTelecom has
reached a lot of milestones; in the past
few years, we have achieved
tremendous organic growth with
expansion around the globe.
Announcing offices in Ger many,
Singapore and Malaysia are examples
of those milestones.
One of the major milestones
NorthTelecom achieved was creating a
very successful broadcasting hotspot in
the region with our partner YahLive.
NorthTelecom jointly with YahLive has
been awarded, by ASBU, the Satellite
Service Provider of the Year Award for
achieving this milestone.
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