_ xecutive View

Interview with Gazprom Space Systems
Director-General Dmitry Sevastiyanov

ussia-based satellite operator Gazprom Space Svstems has

plans to expand into the international markets. Backed by

one of the world’s largest energy companies and one of Rus-
sia’s biggest banks, Gazprom is leveraging its unique pedigree to
become one of the world’s major satellite companies. Satellite Mar-
kets and Research spoke with Gazprom’s Director-General Dmitry
Sevastivanov on their plans and what's in store for the company in
the near future. Excerpis of the interview:

Q. In the competitive global satellite
market, how do vou differentiate
your company from the other estab-
lished satellite operators? What are
your unigue capabilities and service
offerings?

A. There are cwrrvently two satellite op-
erators based in Russia: the Russian
Satellite  Communications Company
(RSCC) and our company Gazprom
Space Systems (GS5). The difference
between us and RSCC is that we are a
private, nen-governmental company
developing our orbital and ground in-
[frastructure with prafect financing with-
out government budgetary support

One main difference we have with most
af the other satellites operators is that
we have a big share of value-added
services in our business (more than one
third af owr curvent Yamal satellites
capacity we sell via value-added ser-
Vices).

Thus we are not only a satellite opera-
tar but alse a satellite networks integra-
tor and service provider. This approach
allows us to develop a diversified cli-
enis base which enables us to decrease
the market risks.

Ome more special feature - our com-
pany unlike tradifional satellite apera-
tars actively participates in the process
af developing and manufachring ifs
satellites. We have our own enginesring
expertise, we participate in the develap-
ment af the key sub-systems such as

pavloads and ground control facilities.
This allows us not enly to realize budg-
etary savings from the satellite manu-
Jacturing process but alse decrease
production risks. Move importantly, the
end result gf this is that we gef satellites
with feamures that opfimally meet the
market’s and our clients’ reguirements.

Q. How has vour company's associa-
tion with one of the largest energy
companies benefited vou and your
customers?

4. Being our main shareholder Guaz-
prom supports our company’s develop-
ment by helping us in attracting credit
[financing at affordable terms fo imple-
ment our expansion projects such as the
Yamal satellites. Gazprom is alse our
biggest client. It uses about 10% af our
satellites capacity and services.

The feeling of confidence and reliability
we enjoy thanks to Gazprom's support
is passed on to our clients. Our clients
realize that cooperation with Gazprom
Space Systems is a guarantee of their
own business success.

Q. You will be launching your new
Yamal 300-series  satellite next
yvear. What markets will this satellite
and other fumre satellites be focnsing
and what applications will this satel-
lite be servicing?

A. For our new satellifes, we plan to
have the same sales shructure as that gf
the Yamal 200 series. That is, we plan
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to provide satellite capacity and value-
added services for the Russian market
and direct capacity provision for the
international markets. The new Famal
satellites are designed so that, firstly, fo
provide for continuity af the currvent
Yamal-200 satellites coverage; and
secondly, to extend our business cover-
age and to implement new services
thanks fo the higher power parameters
af the satellite links.

We are expecting to launch our next
Yamal-300K satellite into 90°E orbital
slot by the end of 2011. This satellite
will satisfy the Russian market demand
and suppart the overloaded Yamal-201
at 90'E. Also it will have a steerable
beam aimed af the nternational
markets.

In 2013 the large satellite Yamal-401
will be launched inte the same orbital
slot. It will serve the Russian and CIS
markets.
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A year before we expect to get on the
orbit at 35°E position the other heavy
satellite Yamal-402 intended for the
Russian and CIS market as well as for
firther developing already existing in-
ternational business of the company on
the Middle East and Asian markets, and
also for entering new markets | for ex-
ample, Afiica).

Q. Your company has been stepping
up its international sales efforts
lately.In  reaching out to the
international market are you trying
to reach foreign companies to enter
the Russian market or is more for
Russian companies to go out to other
markets, or is it a combination of
both?

tional pariners.

I

We are open fo  sa=
using the abili-
fies and experi-
ence of foreign
companies  when
developing  our
business on  the
Russian  market,
in particular for
adopting new
services.

For the satellite

indusiry, when fmvestment cycle of new
satellites takes two-three years, the
main condition of success is available
capability to prompily react to dynamic
market situations. Using satellite ca-
pacity af the other operators on an in-

we have rather ambitious
plans for international
activities, and we are ready
to implement them with
international partners...”

pany evolving in the next few vears?

A Gazprem’s sirategic pwrpose is to
become the leader among global oil &
gas companies. In this connection our
company, as the space and telecommu-
nications asset of Gazprom, infends fo

Yamal Constellation by 2015
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Gazprom Space Systems’ satellite fleet currently consists of three satellites -Yamal 100
and 201 sharing the 90°E slot and Yamal 202. Four satellites are being planned to be
launched in the next few years giving the company coverage over most of the Eastern

Hemisphere.

Currently a guarter of owr company
revenues comes from the international
markets. With new capacity coming
firom our satellites fo be launched in
the next three years (totally it is move
than 200 eguivalent transponders), we
hape to maintain this proportion of our
revenues from the international mar-
kets.. So we have rather ambitious plans
on international activities, and we are
ready fo implement them with inferna-

terim basis for efficient solutions is one
af the possible forms of cooperation. It
also makes sense fo implement projects
with high tfechnical and commercial
visks (new markefs, new services) in
cooperation with other companies. We
Imow a lot of precedents of such coop-
eration and our company is open fo
consider opportunities for such joint
project Veniires.

Q. Finally, how do you see your com-

grow its presence first of all in the re-
gions gf interest for owr shareholders.
This includes the regions of the Far
East, Africa, and Southeast Asia. GS§
has rights for five orbital positions in
geostationary orbit and by using them
we potentfially can provide for satellite
coverage over the enfire Eastern
hemisphere.

-
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