KR: What everybody saw, and still sees in the market, is that there are too many players. We still need to have some consolidation, in the communications part, there are 30 LESOs, this is too many.it’s coming down to a certain extent, Stratos acquired BT, also going forard, many of the smaller LESos cannot afford to invest in the newer platforms

Also it’s a truly global market, you have to be global; we bought tlestra because it gave us the global coverage, we hav e a land earth station south of the equator

That was the consolidation, that wa the careation of the new station 12, so to speak

But it’s not just about consolidation; it’s about economies of salce, being global, having seamless covera,e but as far as we’re concerned that#s just one of the things you need to address

Secondly, it’s not about connection; it’s not purely about connecting the unconnected it’s about giving smart solutions ot the end customers, and who else but st can provide us with that, so our strategy was and is extremely simple. First the consoliation, be strong on the network in the sky, add value, that’s where our cat principle comes in, and then expand horizontally into the braodband area, that’s what we said last yeear and that’s what we executed last year

So it’s a quseiton of building on economise of scale, add value, that’s why we acquired st, expand horizontally into other markets. Last year was also about exceuting the strategy

And out of this has now come a new company, it’s prodominatlnly taking the best ofut of st, station12 and tgs. We now are a truly glboal company, we have a presence in 29 countries around the globe, we have restructure dhte company because we have decided to fully merge st, s12 and tgs into one company, we neec one new common denom, that’s the reason for the new name, there’s nothing wrong with st, st 12, but we need one conmon denom,

And as I said, 12 months ago, s12 was about 200 employees, we now have abou 700 on a world wide basis, and annual revenue $300m soi we’ve gone from a fair strenght into a new entity. Also specif, have erged with st.#

DR: consolidation

KR: in the consoliation, you nedc to be big in order to realise economise of scale, but secondly, our industry is a gglobal industry, hence you need to be global, ie you need a certain size, also to produce new and innovative solutions going forward, you cannot be a small household type of company in order to survive long term, hence you need size

KR: economise of sclae in terms of satcoms, it’s about producing more minutes cheaper; that’s basically what it is, as I said, rather than have to have special arrangmener ih other lesos, we now have within our one company glboal coverage and we can also now combine both to have more rebates from inmarsat, for instance, trying to optimise the whole opetions to improve the efficienty, to produce more minutes cheaper, that meansn both selling more, but also producing more wirh less resources, not necessarikly less people, but cheaper

The more minutes you buy, the less it costs per minute, from Inmarsat

KR: it is fact of life that there’s fierce competition in the market we see a decline in the prices to the end customer, by 10-15 %, in that order, ie you need to produceminutes 10-15% cheaper per annum. And how can you do that, well you need to take advantage of economise of scale and be more efficnet and in those terms, size is of the essence; whether wqe like it or not

KR: we want to be amibitious, we want to be perceived as a progressive innovatie, high growth, successful, profitable. I don’t like to maintain, I like to grow. In terms of our relationship with inmarsat, of course, it’s fair eough, there are certain areas where it can be perceived there is tension, in that they have their new initiaives of setfair, rydex, etc. of course, that exists. But what I expect from Inm is the pure fact is that we are by far their largest customers , hence they need to ,as we need to , be sensitive to our requirement n dour wishes as well, as well of course, we’re mutually dependent on each other, as it stands today, we accoutn for more than 25% of their revenue, in one single customer

KR: so they need to be sensitive to our wishes as well, but they have said that they wil not go after the end customers themeslves, they will have to rely on their dist entwork, and we are by far the larges, os there is merit here for trying to create a win-win situation, and we believe in openness and directness. Put the issue son the table, put them under the table and you can’t even discuss them. I think that we have ocnvyed our wiesehs and we are confident that they are confident to the wishes of th customer

KR: those wishes are that we would of course like to see there is long term relationship, for one, we are in this business to be in the business to be successful, and that’s beyond the current arragnemtn of course, secondly in order to ceate a win win situation, you always have to give to get, so ewe have to give something to inm and vice versa. And we are talking about that going forward, and that’s where the relationship is today. But we are mutually dependt on ech other, there’s no question about that

DR: How would you like to see things develop when the LESo agreement expries in 2004?

KR: I would very much like to see us having a good sound and solid base and relaionsthip to serve the end customers, that’s where we are, weare a serivce provider, the largest in this industry, and getting stonger snad stronger because we add much more value than inm do today; they are a wholesaler of  inutes, and we sell that directly to the end customers, that’s also the relationship I would like to see going forward. Admittedly, Inmarsat are now thinking in diff terms in terms of the new I$ types of services, buty we need to be up to speed also in order to be attractive in that sense. There’s a challenge on our behalf to remain atreactive to Inmarsat. So it’s a twofold thing in that we are mutually dependent on each other there might be areas where we disagree, but that’s ture of all kinds of relationships. But we are very open and direct about what we would like to see and we keep telling inm that.

DR: SpecTec

KR: it’s a questions of bundling services, because we believe that the end customers, that’s what this is all about, it’s not about what we as a company would like to see, but what it is the end customers want. We believe that first they’d like, and this is in maritime, which is core to us, that they want smart solutions. It’s not just about the connection it’s about smart solutions. And to do that you need to connect them to the office on land and vice versa, which we have, and it’s about adding the Cat (content, applications, and transactions), which ST has. So it’s a question of bundling these services for the end customers’ needs. But going forward, it’s much more about creating smart solutions fo the end customers. For instance, AMOS mail, has a very powerful compression algorithm in it, which reduces the cost of using satellites. Why should we want to do that? We believe in that because we think it’s good for the market, good for the customer and at the end of the day it will also drive up the use of satelite as well. That’s what I mean when I talk about smart solutions. 

DR: AMOS M&P and satcoms? What is the link?

KR: it’s about the vesels being part of the whole network. Ain order to do that, you can’t put  fixed pipe out ot hv essels. I think we will see a trend where there is a semaless intertion whereby the vessel will be seen as part of the whole virtual network with the offices, and in order to connect them you need a satellite link . that will drive minutes, but they will also use it because we have smart functions that will help them improve their business. As long as we can porve to them, that this is a good solution that will make your business more comfortable, this is about being smart

DR: how else to drive up minutes?

KR: it’s about apps,it’s about people out there, they can see it’s good for their business. It makes sense, it’s smart for me, it will optimise my end of the buwiness, that will drive the aritime. Not just giving them the piepi which you can have more mins thorugh or more megabytes thourhg. You will see that the airtime will increase and go up

And we can also give a onestop shop, nd we are global, but we have adopted a decentralised approach , we have divided the world into regions, we have introeuced a lobal vessel support facility, now we’ll have within a couple of mos. Also a first line customer care, on a 24/7/365 basis, so we have lots too add on and I think this will drive th e business

DR: st’s dis networks

KR: they had the value added service but also the good dist network, and now we will addt eh airline capabilities

DR: crew calling?

KR: talk to Paul Ashton; it’s part of AMOS Connect

KR: something close to me, we as a company or companies, we’ve seen a lot of changes, a lot of things have happened, merged and acuiqred and all sorts of changes, but that’s the name of the game, we still have a fairly simple straightforward straegy that we really believe in, but where I think the diff is between us and our competitors, although I absolutely respect them, is execution, it’s about doing it, and so far, I’m happy to see that we have done wehat we set out to do. Last year I would say was in all terms very successful, we met all our financial and tsrategic targets, we even exceeded them, and at the same time, we merged twice and reogrganised twice, so in retrospect, we did quite well

DR: diff telenor and sation 12

KR: we have the global reach, they don’t. they are in the process of doing it, in addition, they have decided to invest quite heavliy in inm, we did not. We spent momey on st instead. And we have more value addd than they currently do. They have invested in the aas. We do believe that the aas over time will  be replaced perhaps with more one to one directly with companeis. So there aree difference here, but they are quite aggressive, and I respect them as a competitor

The potential for grwoth and opportnity exictes me. It’s not about maintaining or buildin down, it’s about creating something now. Secondly what also intriguted me was the fact that the shareholders relaised that we had to do some sort of consolidation. Everybody realised that, but they actully did something abou tit. And also that they could see the merit in c

DR: big companies not that mobile?

KR: we’re big in our niche, but we’re a small company. In order to be succeesul in the fuute, we will need to very nimble, which is why we decided on a decentralised structure, to be able to act quickly because this is about acting quite quickly, things happen quite quickly. 

DR: e-commerce?

KR: It’s very important for us as a relatively big player in this market, to understand those business models. That’s why we have bee quite actively involded in those diff portals. What we see now, we could perahps question the buiness cases for them, but I think predominnatly from our position, we need to e active to understand to see if there’s any business we cpoul do there, because that will drive the utilisation of our software and airtime at the same time. It is something that can be questioned whether we should be in portals ourselves, but so far we have chosen to do that. We believe that e4 will be a success because it’s backed by the right people. But our core business is on software and on airtime

DR: maritime focus?

KR: in terms of how we derive our revenue, maritime is and will continue to be the core business; in terms of the inm business, 80-90%, 75% is maritime, 25% land, give or take. We will contninue to focus on the land mobile. We are readresing ho to approach that market segment. But hving said that, this will remain our core business and this is where we will derive most of our cash flow in the short term, so we take that opportunity to expand horizontally. The percentage o inm derived business wil hopefully go down , mening that we are more successful in other areas. We want ot expand wquickly, we want to grow.

DR: Inm-F, uptake?

KR: fundamentlaly we blieeve in f, we believe in IPDS, we want o be actively involvd in that. But it’s the uptake. We see diff uptakes for diff products. I think that we should caution ourselves, I believe in it in the long term, but it will probably take longer than we think it will. It has to make sense to the end customer. It has to make him more profitable. If we’re not able to prove this, uptake will take much longer. This goes back to having smart solutions. F as such is just a pipie. It’s about what can I do with that pipe? What can I do to imprve my business? Here is the Cat, to me as the end customer. Our success is contingent upon the cat.

DR: strands coming together for satcoms?

KR: it’s about finding the killers. Because meas the end customer, I would only invest in it if it makes sense to me. Someone who’s trying to sell me the newest gadget, it doesn’t make sense to me. 

DR: cuturally, s12, st?

KR: firhst of all, this new company is a combination of three diff compnaies, three diff countries we have a lot of cuturola elements in the company, we’re in sinpoare, phillipines, we’re in spain italy, holland, so there are a host of diff countries. What we in the process of doing now is creating a common language in the company. It’s about people acting and intercting with ech other

Xantic doesn’t mean anything. It’s  fantasy word. It means something different to everybody. It’s completely subjective. so we decided not to have any connection to coms or satellites or software. We had to have a fantasy word, so it would be up to ourselves to put a meaning to it, so it has no meaning whatsoever. 

KR: how could be realise synergies, merging was a part of the process. In jan we decided it made sense to merge. This was the recommendation coming from first and second line managers, so that’s what we decided to do

