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....Q&A ITC Global

Looking to the future
ITC Global was founded in 2001 to provide carrier-grade telecommunications and network
technologies to the energy, mining and maritime industries, which often operate in harsh or
remote environments. In August 2015, ITC Global was acquired by Panasonic, which has
provided both companies with impressive economies of scale and enhanced efficiencies. With the
acquisition, ITC Global became ITC Global, a Panasonic Company. Amy Saunders met with ITC
Global’s Chief Executive Officer Joe Spytek, and Chief Technology Officer Chris Hill to find out
more about the company’s development, operations and outlook.
Question: Can you provide a brief
overview of the development of ITC
Global to where it is today?
Joe Spytek/Chris Hill: ITC Global was
founded in 2001 to provide
communications services and network
technologies to developing markets and
remote and harsh locations. Our
mission is to be the leading satellite
communications provider, and to
provide the best customer service in the
industry. We serve customers across
the energy, mining and maritime
markets, as well as NGO and non-profit
organisations. In 2015, we were
acquired by Panasonic, and we now
operate as a separate unit of Panasonic.
Our organisations had similar and
overlapping networks, and there were
several strong synergies between our
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businesses that prompted the decision.
ITC Global and Panasonic were both
building near-global Ku-band networks;
ours mainly for maritime customers, and
Panasonic mainly for its aeronautical
clients. We decided to unify those
networks to achieve better coverage
and economies of scale. That was just
looking in the rear vision mirror; there
was also the future to consider.
Question: ITC Global has announced
plans to achieve global Ku-band HTS
coverage in the next couple of years.
Can you take us through its
development to date and what’s next
going forward?
Joe Spytek/Chris Hill: The greatest
challenge in providing global HTS
coverage is having a long-term strategy

and the economies of scale to make it
work. In other words, go big, or go home.
We’ve built our network with an eye
on our customers’ perspective, rather
than starting with a one-size-fits-all
model that has the same amount of
capacity per beam over the entire
surface of the Earth. While a model like
that might make a great press release,
especially in terms of available capacity,
it shows a complete lack of market
understanding. Operators using those
models will have too much capacity in
some regions, and will run out in others.
The design behind our network is
really impressive when you take a look
at what our team has done, with very
fine detail modeling how many Mbps/
km2 is required at different times of day
for the next 10 years. We’ve included
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band. Based on all our analysis, we
think it’s the right bet.

Chief Technology Officer Chris Hill

traffic models of all of our vertical
markets and extrapolated how they’ll
change in the years to come. You can
make a fairly reasonable forecast for the
next 5-10 years and combine it into a
model; that’s how you build the satellites
of the future that will be fully able to
serve your customer base.
Recent investments to enhance our
network include our first chunk of HTS
capacity from Intelsat 29e, which we
added in April. This covers the North
Atlantic and North America. The second
lot of HTS capacity is on Telstar 12
VANTAGE, which covers the North Sea,
Europe, and down into the
Mediterranean. With these two
investments, we’re adding an additional
18 beams on top of the 23 we already
have on global wide beam Ku-band. Of
those 23, we have certain high-traffic
geographies where we have many
multiples. In the Americas, for example,
we have eight overlapping beams. We’re
also going to be expanding our HTS
coverage throughout the Middle East
with Intelsat 33e and Eutelsat 172b, and
over North America with SES-14 and
SES-15.
By the end of 2017, ours will be the
first Ku-band network with global HTS
coverage. Essentially, we’ll be the
world’s largest and most comprehensive Ku provider. ITC Global is just
one part of that, as Panasonic has the
aeronautical business and other
adjacent markets. Our global Ku-band
HTS service will be stitched together
with the first HTS capacity from all of
the major satellite operators. It’s a very

deliberate plan to meet the
requirements of the market, and will
allow customers to access Ku-band
HTS capacity with existing infrastructure at their remote or mobile sites.
This is particularly important for ITC
Global and Panasonic because our
customers cannot change their
antennas on a whim. Taking a plane or
a ship out of service for any duration
for a retro-fit is neither easy nor cheap.
We’re betting on there being adequate
Ku-band capacity to meet market
demand, which is, in a sense, a bet
against those extolling the virtues of Ka-
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ITC Global’s Chief Executive Officer Joe
Spytek

Question: How do you expect HTS to
change the satellite communications
market?
Joe Spytek/Chris Hill: The advent of
HTS is going to change the dynamic of
the market completely. Many of our
potential customers are still buying 128k
or 256k bandwidth – no one would even
expect a family of four to share that
amount. The fact that 300 people on a
boat, for example, are expected to share
that bandwidth is ludicrous, but it’s all
going to change in the years to come.
The existence of HTS makes it very
difficult for both new and existing
providers in the mobility space to get
on board fully because it’s an order of
magnitude different in terms of capex
requirements. For example, when we
started our business around 15 years
ago, we spent less than US$1 million
and we lit up five C-band beams, which
gave us global coverage. If you try to
do that now with HTS, you’re looking at
tens of millions of dollars on terrestrial
infrastructure alone, before you buy a
single MHz of capacity. It would be very
tough to make the numbers work if you
were just starting out.
There’s a lot of noise in the market
about existing companies trying to
break into the mobility scene, but it’s
one thing to put out a press release, and
quite another to get aircraft-certified
antennas installed on planes. The
demands from the mobile sector are
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changing a lot too. Today, customers
expect to agree on a service not just
for the next 2-3 years like we’re used
to, they’re now looking at lifetime
ser vices, for 30-35 years. The
newcomers will find it more difficult than
they expect to enter the mobility market.
HTS will fundamentally change the
shape of the marketplace. There will
always be niche players with a couple
of beams here or there, but from the
mobility side, it’s the beginning and the
end at the same time. I think that there
will be a number of large Ku-band
players, a number of large Ka-band
players, along with L-band, and that’s
about it. If you’re a customer of someone
who isn’t going to invest in HTS moving
forward, you could continue with the
status quo and watch as your service
offering deteriorates compared to your
competitors.
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Question: How do you think HTS
uptake will develop over time?
Joe Spytek/Chris Hill: We believe that
HTS demand has been somewhat
constrained by old pricing models and
old hardware constraints, and that some
customers have deferred their decisions
because they thought they were going
to use Ka-band HTS, rather than Kuband. It’s also not a great time for
maritime customers to be pulling ships
out of service and bringing them in portside to do a crane lift to replace their
existing hardware. That’s where we
have an edge; our service allows them
to use their existing infrastructure and,
in some cases, all we need to do is to
add the option files to their systems, and
customers will be able to roam into that
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new capacity immediately with no
further action required. Some of our
existing customer base has gone for this
option straight away, and new
customers will continue to make that
transition.
There’s a lot of very real pent-up
demand in the marketplace right now.
If you’ve got a multi-million-dollar
business at sea that’s connected by a
256k piece of string, it’s time to upgrade
that piece of string with a decent
satellite service to gain the connectivity
required to keep the crew and
customers happy. However, it’s often
down to the market; when the market
goes through a downturn, companies
look for efficiencies. In many cases,
reducing headcounts and increasing
operational efficiencies is the most
effective way to do that. The best way
to achieve that is through increased
automation and virtual travel, both of
which require high bandwidth.
In each of our vertical markets, we
have one or two customers who are
years ahead of everyone else. They take
up a significant amount of capacity
because, to them, it’s an enabler rather
than an annoying expense. Later,
everyone else begins the catch-up
process, but it’s what they do with their
new capabilities that deliver the
productivity gains.
We’ve got one customer in the Great
Lakes who, seven or eight years ago
when it was still ver y expensive,
upgraded from about 4kbps to become
the market leader in bandwidth across
their 40-vessel fleet. That customer
started remote crew training and built a
3D-nav system, where they could put a

more seasoned Captain on-shore to
virtually watch over the shoulders of the
younger Captains.
This ensured that the vessels could
be operated safely and efficiently, and
enabled the customer to save around
US$10,000 on fuel per voyage. The
upgrade transformed from a pleasant
‘extra’ that helped to retain crew, to a
mission-critical service. Its enabled the
customer to stay profitable during
difficult times.
The crux of the issue is that, once
you’ve had some kind of productivity
tool, whether it is a laptop, a smart
phone, or HTS connectivity, it’s very
hard to go without it. But you don’t know
that you need it until you have it. There
are still a lot of clients out there that
don’t know they need it yet.
Question: What market developments does ITC Global expect to see
in the coming years?
Joe Spytek/Chris Hill: We’re likely
going to see a lot of industr y
consolidation going forward. It’s
possible that standards will develop and
that businesses will star t sharing
networks, which would enable more
players to retain independence,
although I don’t see that happening
soon. I’m not sure that mind-set even
exists in this industry, or if it could be
developed in time. With the way that
price points are going right now, all of
the major operators are tr ying to
vertically integrate, so that there is less
value in a channel. As an industry, we’re
at a real inflection point, and in a couple
of years, it will look very different to how
it does today.
For ITC Global, some of the
investments we’ve made are definitely
going to have industry-wide consequences when we roll them out. The
Kymeta flat panel antenna, in particular,
is going to help us change the price
point in the maritime market. That
antenna will become an L-band
replacement as opposed to a VSAT
terminal. We have a vision of what that
product and service will look like, and
the throughput will be such that
customers will be able to get very
creative about how to use their capacity.
Similar to how people are no longer
tethered to the office thanks to the high
functionality of smart phones, we’re
doing that with satellite. Moving over to
Ku-band HTS capacity will be like going
from 2G straight to 4G. A few customers
will be happy to stay on 2G for a few

years, but there won’t be many.
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