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Disclaimer

The information in this presentation does not constitute financial product advice (nor investment, tax, accounting or legal advice) and does
not take account of your individual investment objectives, including the merits and risks involved in an investment in shares in SpeedCast, or
your financial situation, taxation position or particular needs. You must not act on the basis of any matter contained in this presentation, but
must make your own independent assessment, investigations and analysis of SpeedCast and obtain any professional advice you require
before making an investment decision based on your investment objectives.

All values are in US dollars (USD$) unless otherwise stated.

Past performance information given in this presentation is given for illustrative purposes only and should not be relied upon as (and is not) an
indication of future performance.

This presentation contains certain “forward looking statements”. Forward looking statements include those containing words such as:
“anticipate”, “estimate”, “should”, “will”, “expect”, “plan”, “could”, “may”, “intends”, “guidance”, “project”, “forecast”, “likely” and other
similar expressions. Any forward looking statements, opinions and estimates provided in this presentation are based on assumptions and
contingencies which are subject to change without notice and involve known and unknown risks and uncertainties and other factors which
are beyond the control of SpeedCast. In particular, this presentation contains forward looking statements that are subject to risk factors
associated with the service provider industry. These statements may be affected by a range of variables which could cause actual results or
trends to differ materially, including but not limited to: price fluctuations, actual demand, currency fluctuations, reserve estimates, loss of
market, industry competition, environmental risks, physical risks, legislative, fiscal and regulatory developments, economic and financial
market conditions in various countries and regions, political risks, project delay or advancement approvals and cost estimates. Such forward
looking statements only speak as to the date of this presentation and SpeedCast assumes no obligation to update such information except as
required by law.

Forward looking statements are provided as a general guide only and should not be relied upon as an indication or guarantee of future
performance. Actual results may differ materially from those expressed or implied in such statements because events and actual
circumstances frequently do not occur as forecast and these differences may be material.

Readers are cautioned not to place undue reliance on forward looking statements and except as required by law or regulation, SpeedCast
assumes no obligation to update these forward looking statements. To the maximum extent permitted by law, SpeedCast and its officers,
employees, agents, associates and advisers do not make any representation or warranty, express or implied, as to the accuracy, reliability or
completeness of such information, or likelihood of fulfilment of any forward looking statement, and disclaim all responsibility and liability for
these forward looking statements (including, without limitation, liability for negligence).
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 Provides highly reliable telecommunications managed services to enterprises and 

governments in locations where there is limited or no terrestrial network

 Managed services built from many raw materials (see next slide)

 Customer solutions are usually complex and customers demand high levels of support 

 Diversified

 Geographically - operate in over 90 countries

 Industries - Maritime, Energy, Enterprise & Emerging markets (including Telcos, Government, 

Mining, Aviation, Media)

 Customer base - No customer > 3% of total revenues

 Approx. 80% of revenues are recurring service fees

 Primarily USD earnings

 Contract length 1-3 years, a few 5 years. Average approx. 2 years

 Growth strategy

 Organic growth

 Consistent theme across all industries driving growth - growing data requirements

 Acquisitions

 Fragmented market. Less than 10 competitors with revenue > USD100M

 Focus on identifying and acquiring small/medium sized companies that create long-term revenue synergies

SpeedCast overview
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Satellite service providers are a critical link in the 

satellite industry value chain 

Satellite service providers

Design, source, install, configure, integrate, operate and maintain the components required 
to provide a satellite communications solution to end users 

Consumer 
market

customers

Satellite operators

Natural 
resources

Telecom EnterpriseBroadcasters

Distributors/ 
network 

integrators

Government 
and NGO

Maritime

Pay-
television 
platforms

Broadband 
platforms

Application 
developers

Equipment/ 
hardware 

manufacturers

Fibre 
owners/ 
operators

Teleport 
owners/ 
operators

Technology 
vendors

End users

Satellite industry value chain

http://www.speedcast.com/
http://www.speedcast.com/
http://www.speedcast.com/
http://www.speedcast.com/
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Client/Remote site

SpeedCast provides the necessary infrastructure and capabilities to turn satellite 
capacity into a useful network service for a wide range of end users

Satellite service providers are a critical link in the 

satellite industry value chain (cont.)

Illustrative SpeedCast VSAT network setup

Remote:
Outdoor unit is
a signal converter, for 
converting signals 
from high to low 
frequencies, and a 
signal amplifier
fitted to a dish. 
Transmits to and 
Receives from the
satellite.

Router, modem and 
server:
communicate with
the Hub System, manage
the routing of various 
types 
of traffic and host specific 
applications for that 
customer

Teleport: 
A datacenter 
and
a large “Earth 
Station”

Data

Video

VoIP

Network Management System: 
the Network Operations Centre 
Interface to control the 
Hub System, monitor 
its activity and report on its
performance. 
Online login also available 
to customers for observation. 

Internet

Hub System:
a central IT system 
to control
bandwidth to 
the many remotes
and the traffic within 
the links

Satellite:
SpeedCast leases 
transponder capacity
from satellite 
operators

Core Router

Cloud

The Managed 
Network
is extendable to 
the 
customer’s other 
sites 



6

Network overview1

SpeedCast has established a wide network of international distribution partners servicing 

customers in over  90 countries and with over 5,000 VSAT sites globally

1 – Updated network capabilities map as at April 2016
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A focus on 3 key customer verticals

The common theme across verticals — increasing demand for data connectivity as the 
way businesses use technology changes

ENERGY MARITIME Telecom Government & 

NGO

Enterprise

Example

customer 

industries

 Oil & Gas

 Green energy

 Shipping

 Oil & Gas

 Government

 Yachting

 ISPs

 Telcos

 Resellers

 Military & 

Defense

 Emergency 

services

 Education

 Rural 

connectivity

 Large 

Enterprises

 Mining

 Construction

 Banking sector

 Media

ENTERPRISE & EMERGING MARKETS
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Multiple levers driving sustainable growth

Continuous growth focused strategy

 Strong underlying fundamentals
 Numerous high growth end markets

Underlying market growth

Strategic acquisitions / 

bolt-ons in a fragmented market

 Highly fragmented markets
 Track record of M&A execution and integration
 Cost and revenue synergies to be achieved

Market share gains in targeted verticals
 Maritime
 Energy
 Partnerships with global telecom operators

Geographic and customer diversification / 

penetration

 Strong strategic leadership position in Asia Pacific from which to 
grow globally, following our customers into Africa and Latam

 Diversification across customer base and industries - many 
potential areas for organic growth

Continued product innovation and value-added 

services
 In-house product and software development capabilities
 Established partnerships with technology vendors
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• Market factors

– Global Energy customers facing headwinds

• Price erosion

– Greater competition and oversupply may drive price erosion

• Delays in implementation of large and complex projects

– Impact on the commencement of revenues (timing only) 

• Failure to attract and retain talent

– We are a service business, our people differentiate us

• Integration challenges as we continue to acquire companies

– Different systems, processes, products, people

Key risk factors to SpeedCast’ssuccess
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• Scale in order to achieve cost competitiveness, efficiencies 

and a better customer experience

• Combining global reach and local presence

• Retention of key staff and continuous hire of new talents

• Best-in-class customer service desk

• Agility, Flexibility and responsiveness to react to 

customer requests, deliver new projects and manage 

changes in market factors and trends

• Customer focused - partner with our customers to 

support the needs of their business. Remain flexible and 

adapt to their circumstances to deepen the relationship.

• Successful integration of acquisitions to achieve 

revenue and cost synergies

What will differentiate us ?



Integration Activities
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• Project Bordeaux was launched in June 2015

• Initial scope

– Integration of Hermes & Geolink with previous 

acquisitions

• Focus on….

 Enhancing customer experience & service

 Enable growth and improve market reach

 Increase value generation through revenue 

synergies and operational & cost efficiencies

 Leveraging new talents, skills and best practices

• In 2H 2015, 4 further acquisitions included:

– SAIT Communications, NewSat Satellite 

Services, NewCom International and ST Teleport

• Scope will continue to expand as new 

companies are added to the SpeedCast group

Integration is key to our success…..
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Project Bordeaux work streams

1
Sales, sales engineering, 

product, marketing

Field engineering

3 Customer support

4 Operations

5 Service implementation

6 Finance

7 IT

8 HR

9 Legal & Regulatory

10 Project communication

COLLABORATION

TEAM WORK

LEARNING

SHARING

OPTIMIZATION

2
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Some examples of what has been achieved to date:

Sales

• Co-ordinated global account management 

• All sales opportunities captured in 1 common 

global CRM system

• Revenue synergies happening

– Energy

– Mining

– NGOs

– MSS

– Maritime

• Leveraging improved pricing globally in MSS / L-

band services

Cost synergies

• Over USD 2 Million of acquisition related 

bandwidth cost synergies to be realised in 2016

• USD 1 Million+ in annual operating cost 

synergies already executed

Integration is key to our success…..
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Operations

• Customer service desks consolidated into  3 

primary locations

– Adelaide, Hong Kong and Shrewsbury (UK).

– Supplemented with specialised language specific smaller 

desks in Greece, France, Peru and Russia

– Common global monitoring tools and ticketing system

• Consolidation of network

– Bandwidth contracts & utilisation of global network

– Teleport services, e.g. in Australia following NewSat 

acquisition

• Co-ordination of field engineering staff

– Leveraging one integrated team globally

Human Resources

• New global organisational structure in place

• Culture programme launched

– SpeedCAST Values – workshops, video, coaching

– Global Newsletter

• Global HR policies and processes being rolled 

out

Integration is key to our success…..
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Information Technology

• Project Compass (ERP implementation)

– Implemented in HK and Australia;

– Key Businesses in Europe & Rest of Asia scheduled for Go 

Live in Q3 2016

– Remaining businesses in Q4 2016

• Collaboration tools

– Global office network - facilitating collaboration and sharing 

of information across functions and geographies

– Video conferencing and internal phone network

– Microsoft Sharepoint

Marketing & Products

• Rebranding of acquired businesses to 

SpeedCast

– Signage, websites, business cards, etc

• Integrated go to market approach at key industry 

events

• Consolidation of products/services offering

– Focus on leveraging these globally, not just existing markets 

and geographies

Integration is key to our success…..
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Finance & Admin

• Standardisation and alignment with existing 

SpeedCast policies & procedures:

– Changes to bank signatories

– Delegations of authority and approvals

– Pricing models and financial hurdles

– Standard monthly reporting pack & month end close process

– Global chart of accounts

• Consolidation of finance staff responsible for 

transactional processing - sharing resources

• Closing of several offices when duplication

Legal & Regulatory

• Corporate restructure

– Consolidate and reduce the number of entities across the 

group

• Centralised contract database

• Consistent contractual Terms & Conditions

Integration is key to our success…..
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Integration activities will continue to deliver 

value and benefits…..

• Investment in key functions continues

– As SpeedCast grows, strengthening core functions that 

underpin customer experience are critical

• Collaboration will drive innovation

– Sharing ideas and knowledge is already resulting in new 

& more efficient ways of doing things

– Diversity across the business is breeding innovation

• Consistent integration methodology 

established for new bolt-on acquisitions

– In-house integration team established

– Pre-acquisition checklist

– Activities for 30 days; 60 days; 90 days post acquisition

• SpeedCast Culture

– Alignment to SpeedCast Vision

– Consistency in delivery, both internally and externally

– One team, with One dream….

SpeedCast well-positioned for further integration



Thank you


