Talking points:

· Any changes at SAIT-RH since takeover by Telenor?

· What is the strategy?

· At CITIS conference, the managing director of Globe Wireless said that he thought that AA’s were no longer relevant. How would you have responded to him?

· Are the tariffs for Inmarsat services as volatile as they once were?

· How many LESOs are left now? 

· We were acquired 100 per cent and the mission statement is for us to be multi-supplier and multi-system, we can sell Telenor airtime, of course

· As long as we don’t communicate our cost prices between LESOs there shouldn’t be a conflict of interest

· From a strategic point of view; Telenor has a chunk of Inmarsat; it bought comsat, it has a chunk of direct sales through isp, it has the possibility of selling a chunk of minutes through us in association with other airtime suppliers; they’re providing

· People don’t want a one-stop shop, they want a multi-supplier system

· They don’t like to be dependent on single suppliers

·  I don’t agree that the OSS is the right approach to the maritime market

· for the maritime market it’s a mistake

· because the s/owing comm. Wants the choice of several stations to use

· Xantic is being sold off to pay for their UMTS licenses?

· I don’t know of any inm station that isn’t up on the block

· Maybe Stratos/BT might escape

· I think Stratos is in it for the long haul, I know Telenor is; don’t know about KPN

· AA concept is valuable in one area in particular, and thatis the maritime market, the reason it is because it consolidates the bills from a lot of operators from the ships

· Now there are some other aspects to it

· Inm would like to get rid of the AA concept and get rid of the routing organisation, now replaced with PSA

· The routing organisation’s, govt held, do not agree with inm

· They don’t want to give up control of the networks

· The AA with modern computing has less of a reason for existing if you assume a one stop shop environment but it you assume a multi supplier environment, then you’ve gotta ask yourself some questions, because you need consolidation of invoices

· They also do radio and GSM and Iridium and GlobalStar 

· The direct trail on one system only, there’s a question mark

· Inm is very good for certain kinds of comms, voice/data up to 64 kbits

· It doesn’t really have a good offering on mobile to mobile

· Iridium is maybe not the ideal solution for data right now, although that will improve with time

· The resurrection is extremely sensible

· We’re probably going to be doing it

· Have an agreement with them to sell terminals and airtime

· We still have to have a discussion with them, what they’re asking for we have to provide

· For maritime they are only applicable to offshore

· ICO?

· How many satellites up right now, what is the footprint? Done a deal with Thuraya?

· Inmarsat has done a deal with Thuraya as well

· I think there’s a lot of things that need to be fixed

· Obviously business goes along for a certain period of time then there’s a period of digestion 

· I understand we will maintain our independence

· Business as usual, with one exception

· We have a new partnership arrangement as a supplier, but it’s at the same level as any other supplier

· All our suppliers have expressed a reservation, which is only normal under the circumstances and I think we’ve been able to reassure them

· Guys, give us 6 months to prove it

· We’re not going to pass your pricing onto the other guy and we’re not going to favour them over you

· But they have products that you don’t have

· That’s fundamentally our advantage over a single supplier, because we have a broader range of products over a number of suppliers

· Tom Surface, Comsat

· Hege Selvig 47 23138070, corporate communications, Telenor

· Two separate entities; first when they bought the shares in Sept, they purchased up to the legal allowable limit of 25 per cent

· We own 14, they own 15

· Negotiations started after that with possible sale of the services and facilities of Comsat to Telenor

· That includes obviously the existing contracts, the facilities, the earth stations, santa paul CA, and southbury, CT

· What’s going to happen, once it goes through, the sale is going to 4-6 months to complete, has to go through the dept. of justice and the fcc in the US]

· When that happens Comsat Mobile will became a wholly–owned US subsidiary

· We don’t anticipate any problems with our govt contract, as Telenor is a private company

· They have had a public offering and are planning another fairly soon

· And also Telenor is fully committed to maintaining the jobs, facilities and workplace opps here in the US

· For that variety of reasons, we don’t anticipate any concern from the DoD or the US govt

· We have approximately 150 employees with Comsat, that includes herein the US, at our two earth stations and overseas sales force and we don’t anticipate any major changes there

· Telenor feels from their perspective the workforce that we have here and the experience is key to Telenor’s successful entry to the US

· We also feel that the mobile business will be able to maybe offer new products and services and applications for communications beyond what they currently are able to provide

· Lockheed had stated from the outset that they would look for opportunities to align the capabilities and resources of LMGT to have a good balance of products and services, both satellite transport, as well as our focused area now of Infocomm services, which is secured networking and secured networking applications

· Comsat mobile is primarily a provider of Inmarsat services

· They do do some C-band services, for the cruise industry, which gets out of the direct Inm provision, but it is primarily focused on the products and services

· The mobile business over the last two years the revenue has been in the vicinity of $110m per year

· What we see is continued consolidation in the industry and for the mobile business to continue to be profitable viable business, it seems that it’s very important to partner with other providers that can continue to provide all the applications and services that the mobile satellite community needs

· With privatisation of Inm and increasingly competitive market, it’s essential that ISPs continue to consolidate to provide more comprehensive services for customers at attractive costs

· As far as the Lockheed martin long term strategy, our business is not consistent with the rest, where as with Telenor it is

· We think the leader is going to be Telenor

· The name Comsat Mobile Comms does not convey the sale; it will continue to be known as Comsat, up until six months after the sale is finalised, will have a name change within the next year

· It’s the same procedures, but at a much different way of approaching that, because we have the same requirements that we have to go through, but not at the same level of concern that it was when we first did it with the full Comsat Lockheed merger last year

· Prior to the merger with Lockheed, nobody could own more than 10 per cent of Comsat and then we had to get that law changed; there were limits on the amount that an outside organisation could own of Comsat

· Lockheed became a telecomms provider, from there they could purchase more of Comsat

· In this case, no laws have to be changed, just the normal reviews and approvals for the sale of a business

· SAIT: happened just before us

· It’s the ex PTTs (monopoly phone operators) that are saying the one stop shop is good

· No one company can offer all the solutions is now demanding

· There will always be an attempt by a OSS company to tie airtime to applications, and that’s not what the customer wants

· If they try to tie the two together, the customer’s not going to be happy with that

· We’ve had several customers already express that reservation

· What we want to provide is a platform for the customer to express his requirements sand go out and get the solutions he needs 

· One of the fundamental things in this business is that there is so much tech out there and so many different solutions, and fundamentally our shipping customers are not in the comms business; they’re in the shipping business; they need someone who can leverage volume and get them good prices

