WTA Teleport of the Year

....Q&A Speedcast

Strong growth strategy
Communications provider and global network supplier Speedcast operates in more than 100
countries, operates out of about 40 teleports and serves the Government, Enterprise, Energy,
and Maritime markets, among others. The company has made the news a lot in recent years with
its major acquisitions and strong growth strategy. Amy Saunders spoke with Pierre-Jean Beylier,
CEO of Speedcast, to discuss the company’s market assessment and recent achievements,
including the 2017 WTA Independent Teleport Operator of the Year award.

Question: In January 2017,
Speedcast completed the acquisition
of Harris CapRock in a US$425
million transaction. What can you tell
us about the incorporation of Harris
CapRock into Speedcast, and what
benefits will the acquisition deliver?
Pierre-Jean Beylier: We announced
the acquisition of Harris CapRock on 1st
November 2016, and we started the
planning for the integration in the same
month. We put together an integration
team comprised of personnel from
Harris CapRock, Speedcast, and
external consultants to make sure it
would progress smoothly.
We closed the transaction on 1st
January 2017, and because we had
started planning early, we were able to
announce the new organisation on 17th
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January. We wanted to reduce the
period of uncertainty to the minimum,
to make sure everyone knew what their
role would be, and I think we managed
that quite well. We have very actively
integrated Harris CapRock into our
business now.
Today, we have 15 work streams,
with more than 100 people involved with
those work streams, half being from
Speedcast and half being from Harris
CapRock. We’re very happy with the
progress of the integration. We’ve
announced US$24 million in cost
synergies in 2018. By the end of June
2017, we’ll have finished a lot of the
heavy lifting of the integration, although
there will be a number of activities still
going on in some work streams,
especially larger IT projects.

Question: Can you provide an update
on Speedcast’s key vertical markets,
including any recent changes?
Pierre-Jean Beylier: We continue to
focus on a key few verticals, although
their impor tance in terms of our
business has changed following the
acquisition of Harris CapRock. Energy
is now our biggest vertical, representing
45 percent of our revenue, up from 15
percent before the acquisition. Our
second-largest vertical is maritime,
which has been a strong growth engine
for us over the years, and today makes
up 35 percent of our revenues. It
remains a major vertical, and we see a
lot more growth potential going
forwards. The remaining 20 percent of
our business is in enter prise and
emerging markets. Within that, we serve
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a few different verticals, notably cellular
backhaul and government. We’re seeing
some really interesting growth potential
in these two areas.
Question: When we last spoke in
2016, you identified Africa and South
America as new growth markets for
Speedcast. What progress has been
made in those regions?
Pierre-Jean Beylier: In Africa, we’ve
been quite focused on oil and gas and
cellular backhaul. On the oil and gas
front, it’s been quiet there for some time,
but in the last few months we’ve seen a
change in the mood; our customers are
back at work, and they’ve got new
projects. We’ve spent quite a lot of time
on new proposal quotations. So, today,
there is some business there, although
it remains quite small; the bigger
investment projects are still a few
quarters away in terms of decision
making and implementation. As we
communicated when we announced the
acquisition of Harris CapRock, we don’t
expect much this year in terms of
growth, we’re actually expecting Harris
CapRock’s energy revenues to continue
to decline through 2017, albeit it at a
slower pace. We’re expecting some
amount of growth in 2018, and then an
acceleration in 2019 and 2020.
In cellular backhaul, we’ve made
some good progress. We’ve been
building relationships with operators,
explaining our value proposition and
what we can bring to them, and I’m
hoping we’ll announce the first
meaningful win in Africa in the very near
future. We’ve also had some business
from Asia-Pacific customers for Africa
in the resources sector, mainly
Australian and Asian resources

Question: In March 2017, Speedcast
was named the 2017 WTA
Independent Teleport Operator of the
Year. What qualities do you think
Speedcast has that ensure it stands
out from its competitors?
Pierre-Jean Beylier: It’s great to be
recognised by our peers. There are

several things that have played in our
favour. What we’ve built at Speedcast
is quite unique; our teleport network,
which includes about 40 teleports all
around the world, 19 of them owned, is
second to none in our industry, in my
opinion. Speedcast has been a success
over the last 17 years, we’ve come from
a small money-losing start-up to the
largest satellite service provider in the
world. That success has been based on
our passion for and focus on customers.
We have fantastic people who
constantly go the extra mile. Customer
satisfaction is at the heart of what we
do; it seems pretty basic, but it makes a
big difference. That’s also why we’re
investing a lot in our culture, in our
values, and in the programme around
that.
Question: During the 12-month
period upon which the WTA award
was based, Speedcast partnered with
Airbus Defence and Space to
construct and manage the first
ground anchor station for the
Skynet5A satellite in the Asia-Pacific
region. What can you tell us about
this project, and what made it so
significant?
Pierre-Jean Beylier: It’s an exciting
project. For Skynet5A, the first in a new
series of military satellites, we built two
large X-band antennas at our teleport
in Adelaide. It’s an exciting development
because with Skynet5A, we have a
unique solution for the region in terms

Photo courtesy of Shutterstock

Pierre-Jean Beylier, CEO of Speedcast

companies, and we’re continuing to
build on that. It’s been a bit quiet in the
mining sector, but we’ve started to see
things picking up. We’re interested to
see how it’s going to translate into new
opportunities for us in the coming 1224 months.
In Latin America, we acquired
Newcom International on 1st April 2016,
which is headquartered in Miami and
focused on Latin America. They have a
few offices in Mexico, Colombia, Peru,
and are active in a number of countries
in Latin America. We are winning market
share and winning business there by
combining Newcom’s customer
relationships and presence on the
ground with Speedcast’s capabilities.
We anticipated this would be the case
when we completed the acquisition, but
it’s good to actually see it happening.
We will continue to invest in the region,
potentially opening new offices, as we’re
seeing some interesting growth
potential there. We also aim to leverage
Harris Caprock’s strong presence and
capabilities in Brazil, focused on the
energy sector, to expand into other
industries.
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of its security aspects, and that’s very
important to our government customers.
It’s significant because we’re seeing
potential in growing our government
business, and we think this project can
be a significant growth engine for us.
Government spending is on the rise
again in Australia and the US, and I
think that Europe and NATO countries
will follow. There’s significant pressure
for all NATO members to deliver on their
commitment to spend two percent of
their GDP on military expenditures.
In order to grow the government
market, we need partnerships with wellestablished defence companies that
have solutions that we can market to
our government customers. Airbus
Defence and Space was one of our first
major successes in partnering with a
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very large, global, defence company
that has recognised our ability to help
them operate and manage their assets.
They have also recognised that we are
the right partner to market services on
that satellite to the Australian and New
Zealand Governments, and beyond.
We have actually also just recently
expanded our contract with Airbus in
Asia Pacific, to include a partnership in
the Philippines. With this extended
contract, Speedcast will work with
Airbus to build relationships and
partnerships with local agencies. It will
also provide X-band communications in
the Philippines region.
Question: What do you expect
Speedcast to achieve in the rest of
2017?

Pierre-Jean Beylier: In 2017, the
biggest priority for us is the ongoing
integration of Harris CapRock. Looking
at how it’s going, I think we can be
optimistic about the results. The cost
synergies are well on track, but the key
driver behind that acquisition, just like
all our acquisitions, is revenue
synergies.
Together, we can win more business
and increase our market share. We will
see how that plays out in the next couple
of years.
I think we’re very strongly positioned
in the communications landscape to
capture growth as the energy sector
rebounds.
2017 is all about building that strong
platform to achieve sustained organic
growth in energy and maritime.
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