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Learning Something
New Every Day

ne might be tempted o think

that as a 47-vear veteran of

the satellite industry, David
Hershberg would exude the noncha-
lance of someone who has seen it all,
But nobody is more excited about
the everchanging business than Her-
shberg, “In the last lour or lve vears,
I've probably learmned more than 1 did
in the 40-some before that,” he saic,
Hershberg entered the satellite
business in 1959 and served as presi-
dent of Satellite Transmission Syvs-
tems Inc. for nearly two decades be-
fore founding Globecomm Systems
of Hauppage. N.Y., in 1994, Since
then, former Satellite Transmission
Systems employees have gravitated wo-
ward Globecomm — so much that
they now make up about 50 perceni
of Globecomm's employvees
Globecomm began largely as a

provider of satellite ground-station
hardware and software. Hershberg
added a newwork services division a
few vears ago after recognizing the
growth potential of that husiness
Services now account for about 25
percent of Globecomm revenues
and, along with government busi-
ness, are a major driver of the com-
pany’s growth, In the past four years,
Globecomm sales have climbed from
848 million 1o $145 million, and the
company has been profitable for the
past 12 quarters.

Globecomm today has 220 [all-
time emplovees, as well as representa-
fives at vanous locations around the
waorld, Hershberg said.

Hershherg spoke recently with
Space News staffwriter Missy Frederick
aboul the company’s successes and
challenges.
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In which business area are you seeing the most growth?

About five vears ago, we decided o go heavily into the gow-
ermment business. We were mostly commercial and intermna-
tonal husiness before Sept. 11 Aler that it ok off, which
was especially good For us because we had sort ofbeen lefi be-
hind in the government market when we first started. We've
grown our government and miliary business from under 10
percent to more than 50 percent this year, which includes
LS. government agencies and militry.

Also, ome of our goals is to increase the service end of our
business, We like that business a lot because it is a lot more,
predictable; usually we have fivevear contracts, at least. We
just announced fvevear network service contracts in the past
few months with the National Weather Service and the Fed-
eral Aviation Administration, lor esample.

In general, bevond the US. government, around 20 per-
cent or more of our service business is broadeasting, such as
direci-io-home television, 10 percent is services to telephone
companics, 15 percent is foreign governments and about 5
percent is enterprise customers. Aboutall ourareas are grow-
ing except the enterprise end of things. We're going o push
to do more there, such as providing backup service in the
eventof terrestrial services going out, or video service 10 com-
panics doing training cxercises.

Which companies are your major competition and what distinguish-
e5 you from them?

DrataPath is probably by far our biggest competitor in the gow
ermment area. The unique thing about what we dlo is that we
have this service element where we provide a managed net-
work along with hardware, giving complete end-ioend serv-
ice o our customers. This distinguishes us from some of the
Lrger companies,

What sorts of initiatives does Globecomm have under way for the
government market?

Cher thie last vear, we created a Eamily of small, transponable
tactical terminals called the AutoExplorer terminals, What's
special 15 that you can push a button and they'll configure
into i network and find a satellite autonatically, The termi-

nils rmnge from (.57 meters 1o 2.4 meters in size. Inaddition,
we developed a terminal thar can attch 10 a Humvee, We
have been going around and talking to potential govern-
ment customers who would use these kinds of terminals. We
tricd to put within these terminals a wish list that customers
had for features, such as no airflow into equipment that
might be in a desert environment.

What major contract opportunities will you pursue this year?

We were one of six companies selected for the [US. Army's]
World Wide Sarellite Systens contract, which is estimated to be
worth up o 35 hillion over the next five years, We're hopeful
we're going towin some of that business, We haven'tgotten any
awards through than yet — s actough business, but we're sill
pursting it We hawve products for most of what they require.
We're also pant of an agreement with agencies within the
United Nations, We've booked about 325 million of husiness
through those buying agreements and expect to do more,

What contracts or programs are among your company's biggest?

I'd look to the work we've done in Afghanistan, There we
connected 51 provincial capitals and the connectivity we in-
stalled became the backbone of the country's national wele-
phone company, We also connected about 300 other sites us-
img very small aperture terminals,

Thant work earmned us about $45 million, and we did addi-
tional work with the Minisiry of Communications aned the
Alghan Navonal Army. We also entered a $35 million boyving
agreement to build well over 100 terminals for UN. peace-
keepers working in Afghanistan, Our broadeast business is
also significant; we did about $22 million worth of business
over a fivesear period for an unnamed customer,

Who are the main customers for your earth stations?

Mostly government agencies, the military, communicition
carriers and video hroadcisters,

What challenges does your business face right now?

In general, when you're a public company, growing rev-

enue becomes a major challenge, We're very hopeful that
our service business can grow and we can keep those cus-
womers long term. Our challenge is 10 see greater growth
within our existing business areas, and 1o wm our enter-
prise business into a growing one,

Has disaster response proven to be a market for your company?

We've done some work there. We have an agreement
with a company called Agility Recovery Solutions,
They're a company that provides recovery communica-
tions to enterprise customers. Basically, they bring in
vans, and set up call conters within 24 hours or 48 hours
of an emergency,

We were very active during the hurricanes with a lor of
their clients. It's kind of like an insurance policy for come
panies. During Hurricane Katrina, we worked with them on
about 30 sites, bringing places such as Home Depot back
on the air when they lost their terresirial services,

Do you have plans to enter any new markets?

We're looking at some new markets, such as pursuing cus-
tomers in the financial markets or the oil and gas compa-
nies. We're trving to figure out a way to get into those areas,
but we haven't done that yvet.

One area we may pursue as a new market is Internet
Protocol (IP) television, We've gotten much more efficient
in using bandwidth on satellite 1o deliver IP. We could mar-
ket wo telephone companies so they can compete with ca-
ble in triple-play offerings. We think there's a good future
in that.

Are you considering corporate acquisitions as a growth avenue?

IF we: can gel an acquisition, our stock prices are fair now,
and it gives us some currency. The challenge mainly is 1o
grow our revenue, We've been trying for over wo years now
to get an acquisition. We have 1 find the right one that's
synergistic and accretive o our ewmings. We're still look-
ing, but the important thing is convergence.

Right now we're in a good position 1o improve revenue
and our bottom line,



