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VIEWPOINT

In a rapidly changing business environ-
ment, Comsat's objective is to serve its
customers better. In part, our recent
reorganization is reflective of our desire
to bring greater responsiveness and flex:
ibility to the way we interact with our
user publics.

Comsat International Communications,
Inc., for example, a part of the new Com-
sat Communications Services Division, is
offering end-to-end service to customers
with international communications re-
guirements, as it seeks to fulfill its role
as Comsat's first retail international car-
rier. Comsat International also becomes
the entity responsible for the Corporation'’s
full range of international earth station
services, an organizational move respon-
sive to the Federal Communications
Commission's requirement that Comsat
keep its jurisdictionally mandated space
segment services separate from its inter-
national earth station business,

Innovation in private network services
invalving video, voice and data with em-
phasis on U.S. domestic applications will
continue to be the thrust of the streamlined
Comsat General Corporation, and at the
same time, the Comsat General staff is
seeking ways to bring the benefits of its
NBC video distribution system and the
Hi-Net system, currently under develop-
ment in partnership with Holiday Inns, to
the widest possible number of end users.

Within the new Comsat Space Com-
munications Division, the emphasis on
serving customers is no less great. The
Intelsat Satellite Services group is con-
centrating on making sure that the

customers for the more than 16,000 cir-
culits it makes available through the In-
telsat system remain convinced that ser-
vice via the Intelsat global satellite
system is right for them. By consolidating
the Corporation’s previously disparate
consulting activities in the Technical Ser-
vices group, we are making it possible to
better mobilize the problem-solving talent
at Comsat to address the needs of
telecommunications users around the
world, Comsat Laboratories also has
increased its service focus as it seeks
more outside contracts, like the recently
awarded ACTS subcontract, at the same
time that it brings research and develop-
ment to bear on making Comsat's other
business units more competitive and,
hence, of greater service to customers.

The Technology Products group will
continue to be a principal means by
which innovative equipment ideas—many
arising out of work at Comsat Labora-
tories—will be brought 1o the market-
place in response to user needs. The
latest example is a small aperture Ku-
Band earth station designed for two-way
interactive data transmission.

And Amplica, one of the Technology
Products companies, will continue to
waork in concert with the Laboratories to
deliver new and better products for the
defense establishment as well as for the
consumer marketplace where it is
becoming a major entity in providing
home satellite equipment.

To put the matter simply, if you are a
user of communications and if you have
a specific need, the chances are that a
part of the new Comsat can help you.















Priority at COMSAT

PUTTING MARKETING FIRST

Stephen Day, Vice President of
Corporate Development, addresses
the importance of marketing fo the
future of COMSAL.

Comsat's future depends on its ability to
transform itself into a marketing-proficient
organization. With those words as our
premise, we decided to devole a section of

this Comsat Magazine to the allimportant sub-

ject of “Comsat and Marketing." We do that
through an interview with Stephen Day, Vice
President, Corporate Development, for
Comsat. In addition to overseeing all cor-

porate development activities at the Corpora-
tion, Mr. Day serves as Comsat's coordinator
of corporate-wide marketing activities.

Mr. Day has been with Comsat since
March 1982 when he joined Comsat General
Corperation. Previously, he was with E.|.
DuPont de Nemours and Company, in
Geneva, Switzerland, as European Sales
Manager, Electronic Products. Earlier, Mr.
Day held a variety of line and stafl positions
with DuPont in the United Stales, including
Manager of New Business and Planning for
the Electronic Materials Division, a variety of
jobs in saies and marketing, and was a
member of DuPont's Corporate Planning Group.

Continued next page




Your title is Vice President of Cor-
parate Development but you have
some responsibility for marketing
activities in the Corporation
Would you please explain what
those responsibilities are?

DAY. The specific marketing role that | was
given is really in two areas: One s a coordi-
nating function across the Corporation, and
the other one is to operate as a catalyst to
stimulate our operating divisions to put the
marketing piece of our competitive arsenal at
the forefront—and to try and achieve the
orientation that everyone in Comsat shares a
marketing responsibility

Stephen Day, Vice President, Corporate Develop-

ment, speaking at one of Comsat's annual

marketing seminars

What was the rationale, do you think,
in creating the corporate fevel
m marketing function at Comsat?
DAY. Let me just emphasize one paint
because | want to avoid confusion, At the
moment we don't have a separale corporate
marketing function, We have it integrated with
Corporate Development, and there are, of
course, many other activities within Corporate
Development,

| think the prevailing feeling is that we
want our fundamental formal marketing to be
within the operating groups. The activity that
we have on the corporate |evel must
serve a coordinating role, and not a
monolithic corporate marketing function,
divorced from the operating units

The rationale behind establishing the kind
of corporale-level marketing function we have

includes some of the fo!lnw‘ng considerations:
. I‘)r\p is to develop a |; ofessional marketing
C company, and that
co ..,(,rdrp inpul, An annual
larterly Marketing
tors meetings help in this process

. Anm. er part of the rationale is to generate

a stronger customer focus across Comsat,

rather than the technical or legal focus
that the company traditionally grew up
with.

* Another one is to search for joint customer
opportunities. These are opportunities that

often transcend a particular operating divi-

sion. And unless we operate on a cor-
porate basis, we are going to miss those
types of major opportunities—apportunities
that may be too big for one line o
business to focus on

e Another part of the rationale is to assist
our operating groups by using, and getting
to the forefront, Comsat’s broad corporate
capabilities, by means of, for example,
brochures, presentations, trade shows, cor-
porate advertising and foreign marketing
operations. A lot of those things you can't
do unless you take the corporate position,
So it is crucial that corporate management
gets involved in the marketing process to
complement each cperating division's
marketing etforts

e Another part of the rationale has to do with
people. It's the company locking out for its
best marketeers, developing their careers
and encouraging personal mobility. Hence,
we will constantly look to see where our
good marketeers are, keep an eye on
thermn, and motivate them and bring them
up through the organization,

How does marketing fit within the

plans for growth that we have at

Comsat?
DAY. We have slated that we want to be at
least a one billion dollar company by 1980, At
the same time, we want to be a highly prof-
itable company. The sales by themselves
mean nothing unless we are a profitable com-
pany. That's a big change from the $440
million dollar company that we are at the mo-
ment, a company F C
of ts revenue fron 1 aclivilies. We
are talking about a s 1t change.

We are not going to make that sort of

transformation without having a significant
increase in our marketing capability. | can't

put enough emphasis on that. If we focus only




on the technical side, we are not going o
succeed. It's a tough, cruel world out there,
and marketing as a competitive piece of our
arsenal is becoming more and more important
Intelsat's monopoly is being chipped away,
and transcceanic fiber oplic cables are on the
horizon. There are specific plans to have
these highly competitive fiber optic systems
operating before the end of the decade.

We have to do some of the same things
that AT&T is doing, which is to become much
more customer focused. Only, we have got
much less time to do it in. The advantage for
us is that we're a lot smaller. So it should be
easier for us to change, but we've got less
time.

| suspect that if you went back to 1879 to
see how the Corporation was predicting it
would change by the mid 1980s, you would
find some of the same words used that | have
been using. We foresaw the Company's
transformation from a situation where
revenues from our rate-regulated businesses
were dominant, to one in which most of our
revenues would be from our competitive
businesses. That hasn't turned out. We are
still predominantly a rate-regulated corpora-
tion in terms of revenues. As | said, over 80
percent of our revenues are rale-regulated. So
you should properly ask, what is different to-
day? Are we just saying the same thing aboul
1990 that we said about 19847 And If we are
Just saying and doing the same things. we're
in trouble. Collectively, frem the most senior
o the most junior emplo
take part in this chanage.

yee, we all

Why is 1884 diffe
Q What are the causes for gptimism now

that didn’t exist in the Comsat of 19797
DAY. | suppose there are many answers to
that. I'll corme at it from a rather fundamental
angle. | think our external environment is
dramatically different. With the deregulation of
AT&T, many telecommunication entities are
being spurred to try to compete internationally

i su™

Comsat marketeers listen attentively to
speaker at annual marketing serminar

Stephern Day talks marketing during break at annual
marketing seminar

and domestically, Thatl is forcing us or pulling
us into a competitive environment. In addition
the reorganization announced by Dr. Charyk
and Mr. Goldstein on April 4 strengthen an
rationalize our operating businesses. The
company now has three basic 2gic
business units: Space Communications, Com-
munications Services, and Technology Pro-
ducts, Each of these 5BU's has operating
lines of business reporting to it. For example
our major revenue producer, Inteisat Satellite
Services, now reporls to the Space Com-
munications Division run by Joel Alper

The recent restructuring of the company
in terms of our external investments, par-
ticularly SBS and the changing of our focus
on DBS, will better position the Corporation
and will focus Comsat in terms of oppor-
tunities that are closer to our capabilities. It's
encouraging that we've made these decisions
which have been very difficult to come to
grips with. That's the pull of the environment.

Now the push from within is the desire to
compete internationaily and domestically. We
want to do this, but at the same time we will
upheld our responsibilities to the U.S, Govern-
ment in Intelsat and Inmarsat. Comsat’s top
management, | think, is now infinitely more
determined than perhaps it was five or six or
seven years ago to do this and now sees a
route which before was rather hazy and now

is becoming crystal clear
u least is becoming a marketing force to
reckon with?
DAY. I'll respond to you this way. We have a
long, long way 10 go. Bui having said that, |
can quickly add that there are some extremely
encouraging signs. Let's talk about Comsat
General. Two years ago, we signed the con-

What examples can you think of to
prove that Comsat has become or at

Photograghy by Willlam J.

Megna, Chief Photc

xgrapgher



Comsat UK. is located at 9-10 Grafton Street in
London, England

tract with NBC. That was a very significanl
move in terms of rebuilding the Corporation
The fact that we could compete successfully
against AT&T—and AT&T absolutely was our
prime competitor—and take that business
away from them, and not only that, but RCA
has its own satellite capability—RCA being
the parent of NBC—was just simply amazing
| would call that superb marketing by Comsat
General in every sense

From thal success, we began building an
image that we could compete, which is very,
very important in the marketplace. The Holiday
Inns HI-Net/Comsat General partnership
resulted—in part anyway—Ifrom that
demonstration of competence

In addition, Comsat General has been
successful in what | would call highly targeted
government marketing opportunities. We've
achieved some successes pursuing telecon-
ferencing and teleseminars business. The
effort, which is very tightly focused, has been
very gratifying.

As for Comsat Technology Products,
we've had several recent successes, involving
MCI, for the Time-Division Multiple-Access
equipment of TeleSystems; Curtis Mathes, for
the TVRO equipment of Amplica; the Depart
ment of Defense. again for Amplica's prod-
ucts. We're going after Federal Express
through CTP's Systems Group. It's public
information that we're on their short list. That
Is no mean feat. Comsat TeleSystems' business
with the Deutsche Bundespost is progressing.
TeleSystems has picked up a significant
piece of 60 megabit-per-second TDMA
business at Western Union and RCA and
recently signed a large contract for echo
cancellers with Allnet. We have a superb rela-
tionship with Amsat that is being developed by
CTP, and, hopefully, we will be supplying
them with products before long. Those are all
significant marketing capabilities that have
developed within the last couple of years

In the case of our newly formed Comsat
International Communications, Incorporated
Bill Taylor's arrival in 1984 from ITT is highly
significant. This line of business now has full
authority to cperaie as a carrier following the
organizational separation of cur Intelsat
Satellite Services Business. There are also ac-
tivities underway to improve our account
management approach particularly with our
largest customer AT&T

In the case of ERT, they've launched a
new business, "'Environet,” which basically
provides monitoring of specific state and
federal legislation concerning the environment
to major corporations. That's requiring a
whole new approach in terms of how ERT
markets its services

So, there is tangible evidence that though
we have a long way to go, we are beginning
to move ourselves into advantageous
positions

Various parts of the Comsat family of
Q companies are now engaged in
marketing activities overseas, and an
office has been established in London and a
foint venture in Japan, resulting in representa
tion for us in that country. What is the scope
of our overseas activities and specifically
what are the objectives for the facilities
representing us in the U.K. and Japan?
DAY. Our objectives in having these overseas
offices are, first and foremost, 1o establish
presence In these major international
marketplaces. Another objective is to facililate
the Corporation doing business in these major
narketplaces for cur lines of business—to

make it easjer for them. There are significant
startup costs, If the Corporation can do this
as a stalking horse, then our lines of business
can move into position and get into business
immediately, because we have infrastructure

Another reason, of course—and there are
many more—is to develop marketing leads 1o
major opportunities and to get that informa-
tion coming back into the lines of business so
that we can capitalize on opportunities. These
are opportunities that otherwise we wouldn't
find out about. We'll read about them in the
trade press when it's too late lo go after
them. We have ta get our marketing antennae
twitching so that we are aware of these
opportunities early. And that process has
started

Qur relationship with Sumitomo is a joint
marketing effort, which we decided was the
best way 1o exploit the Far Eastern opportuni-
ty initially, specifically Japan. Chuck Whitney
runs our office over there, and our relation-



ship with Sumitomo in turn has led to a team:-
ing effort with Mitsubishi to bid on the Federal
Express contract. Federal Express is investing
over a billion dollars in their satellite system.
Mitsubishi is another extremely powerful and
capable corporation. And we're using their RF
technical capability, matching it with our net-
working capability, and we will assemble as a
result a very competitive product for low cost
56 kilobit-per-second data networks, a product
which will be useful not just for the Federal
Express opportunity but also the high growth
private data network market

Comsat U.K., having only started two
years ago, did more than a million dollars
worth of business during 1984 in the Compact
microwave software product line. It 18 looking
forward to a doubling of business, and perhaps
mare, in 1985, and expanding the product line
to include products and services from other
divisions, So we're broadening our base over
there. We have significant customers among
the major corperations across Europe, that
we're dealing with on a daily basis, and with
whom we have conlact by the hour. There is
no substitute for being there when the
customer needs you, You can really only do
that by having a presence close to where
your customers are. Thanks to Jon Collins,
who runs the European office in London.
we've established a presence and we're now
in the process of broadening our activity and
tightening our grip.

We do appear to have some overlap-
Q ping activities among our lines of

business. Some might even say that
these activities are competitive. One example
is the activity in communications systems that
is being performed by Comsat General and by
Comsat Technology Products, CTP. Do you
see these overlapping activities as bad or
good?
DAY. | think that a competitive interface
among our lines of business is extremely
healthy. But there is a proviso, and that is. as
long as we coordinate our activities and don't
cultivate what I'd call internecine warfare
among our divisions. If you look at U.S
industry you'll find examples in corporations
where the iniernal competitive struggle got
the better of the corporation and substantially
reduced its effectiveness.

You put your finger on the Comsat
General and CTP competition. Comsat
General comes at creating communications
netwerks from a systems approach and with
purchased equipment. CTP comes at it from
an equipment approach and would arrange
the space segment and so forth.

Clearly, if they are left uncoordinated, they
are competing, absoclutely competing. But

we've made a lot of progress. and there s
now a good relationship between the top
management of CTP and Comsat General.

What this suggests is that we may choose
to combine certain marketing functions in the
future so that the customer is better served
What we don’'t want is our internal
competitive activities taking place at the
cusiomer's doorstep, with the cusiomer left
totally perplexed. There are some functions
across Comsat that might be combined, cer-
tainly better coordinated. For example, the
organizational changes of April 4
amalgamated our various telecommunications
consulting activities into one group. This will
considerably simplify our service to our
customers worldwide and avoid unnecessary
internal competition

Marketing strategy in Europe is the tapic for, from
left, A. William Perigard, President, Comsat
Technology Products; Stephen Day, and Jonathan
Collins, Managing Director, Comsat /K., at a
meeting at Comsat U.K.
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Comsat Magazine goes on board an

William J. Megna spends three days
on an oil rig on the Grand Banks to
find out first-hand about the impor-
tance of satellite communications to
man's search for oil offshore. Comsat
Maritime Services provides the ser-
vice through the Inmarsat system.

Even before there were permanent settle-
ments in Narth America, the Grand Banks off
Newfoundland in the North Atlantic lured
fishermen, Hearing tales of a rich abundance
of fish, they came to the storm tossed, fog
enshrouded banks from every seafaring nation
of Europe, Later, the whalers came too. Today
the whalers are gone, but the fishermen—
using steel trawlers or draggers propelled by
large diesel engines, not the high masted
woaden schooners with their fleets of
nestable dories of their long-lining
ancestors—share a part of the banks with a
strange breed of seacraft whose quarry is not
fish but cll,

Rather than dragging large nets along the
banks' relatively shallow bottom, this new
breed of seacraft drives a system of pipe
through the bottom and ever deeper into the

Facing Page, View of Jo
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earth’s mantle. From the craft's constantly
revolving turntable down through the water
and into the earth, the system of pipe
sometimes stretches more than three miles.
Al its downward end are the gnawing teeth of
the drill bit ehewing through layers of rock
Called semisubmersible drilling rigs, the
craft are mainstays in the search for oil off-
shore. A derrick rising up from a platform con-
taining living and working areas for as many
as 100 people and in turn supported by six or
more stout columns standing on two huge
submarine hulls, the semisubmersible drilling
rig is a vital part of the continuing effort waged
by the oll industry to keep meeting the huge
demands of a world hungry for gasoline, other
petroleum products, and natural gas. The rigs
are on the Grand Banks because preliminary
survey work indicated and now subsequent
exploratory drilling has confirmed the
presence of large quantities of recoverable ol
and gas. In one 25 square mile area, for ex-
ample—an area in which semisubmersible
rigs have so far drilled nine wells—it ig
believed that there are several hundred million
barrels of recoverable oil and perhaps two
trillien cubic feet of natural gas. Off the entire
cecast of Newfoundland and Labrador, an area
of about 700,000 square miles, government
estimates place the potential at between 12
and 15 billion barrels of recoverable cil and
about 60 trillion cubic feel of natural gas.
Satellite communications—specifically, the
service offered by the International Maritime
Satellite Organization (Inmarsat)—plays a 11.
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critical role in the activities of the oil com-
panies on the Grand Banks. Operating in an
area as much as a couple hundred miles from
land, semisubmersible drilling rigs use con-
ventional high frequency radio, but are grow-
ing more dependent upon satellite com-
munications—especially any time that high
quality and private voice and data com-
munications are required, Data communica-
tions is proving itself increasingly more impor-
tant for the management of drilling operations,
and it is essential for rig safety as well

The Grand Banks is iceberg and pack ice
water, Using the Inmarsat system, the oil
companies from their shore-base offices
tabulate information received from air recon-
naissance to feed the drilling rig crew with a
steady supply of data, including facsimiled
charts, on the positions of icebergs and pack
ice. A rig in the path of an iceberg or pack ice
has to be moved, a very time consuming
operalion reguiring the aid of an on-station
supply ship to bring in its set of huge anchors
Hence the kind of early warning afforded by
satellite communications is essential to safe
operations

This past fall, William J. Megna, Chief
Phatographer of Comsat Magazine. had an
opportunity 1o spend three full days on a drill
ing rig operaling cn the Grand Banks—the
John Shaw. Built in Chiba, Japan, in 1982, the
100-person John Shaw, measuring 212 by 281
feet on deck, is owned by Sonat Offshore
Drilling, Inc., of Houston, Texas, and is work
ing under lease to Mobil Oil Canada, Ltd.
Megna was able to make the 180 mile
helicopter ride southeast from St. John's New-
foundland, to the rig. For three days, he
photographed many aspects of life on board a
drilling rig and, using a tape recorder, inter-
viewed people directly concerned with com-
munications activities. It is the excerpts of
their words which follow,

Once back on land, Megna drove to
Marystown on the southeastern coast of New-
foundland to witness maintenance activities
being performed on two drilling rigs owned by
Husky-Bow Valley, the Bow Drill | and the
Bow Drill Il. While in Marystown, Megna was
invited to board the Bow Drill | and to talk
with two people there. Their words on the
value of the Inmarsat system to drilling rigs
working on the Grand Banks are also included
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Stephen A. Saft

very large portion of Inmarsat traffic via
U.S. coast earth stations is associated
with the offshore exploration and drilling indus
try operating along the continential shelves
Telecommunications via the Inmarsat
system has become a key operational tool in
the routine activities of most exploration and
drilling operations. In the short period since
the activation of the first Marisat satellite in
1976, every major oil exploration company in
the world has at one time or other used
maritime satellite services for meeting its
everyday communications needs.
The article that follows illustrates

dramatically the value that the drilling rig crew

member places on the services provided by
Comsat Maritime Services

Use of maritime satellites in conjunction
with offshore operations was pioneered by
Total-Eastcan in 1977 and Mobii Oil Canada.,
Ltd., in 1978 in the waters off of New-
foundland and Labrador. It was prompted by
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Al Rhindress, Senior Drilling Foreman,
Mobil, interviewed on the drilling rig John
Shaw

Does the presence of satellite com-
munications on board the rig help you
with your job?

RHINDRESS. We use it for all our fax reports

as well as for conversations
in St. Joehn's. If | have to

with our [.-;;-.-_..EA

rrange for some

parts or equipment from different service con-

tractors that are located in St. John's, | can
have a direct conversation with them without
any radio interference or phone patch pro-
blems, which do occur, Also, if we have any
problems with any equipment on board, we
can contact the manufacturers at their loc:
tions for heip

Can you give us an example o
tions that are improved becau

< | 5§
presence of satellite communications?
RHINDRESS. It gives us the capability of
Darting (a Schlumberger VICE) our
Schlumberger logs to Calgary. That helps
reduce the waiting process for us before we

Sc r| umbe rqw' makes a tape and then sent jt It
through a Dart system, which Is connected 1o
the Marisat. They Dart It to Calgary, and it is
looked at by our geoclogists and engineers
there. The major decisions are m

there as to whether we are in

de from
that

and whether we ¢

nd the well

Jack Wilson, Assistant Drilling Superinten-
dent, Sonat, interviewed on board the
drilling rig John Shaw

What value is satellite communic

for the morale of the crew on board a

aIril "-’J ."J."17'

WILSON One thing
the people that work on mu-r-* the 5 nse that
they can be in quch .w.h their people

home if something happens. They know f.” at
they can walk into the office and pick that
thing up if something happens at home and
talk to their people and find out what's geing

rashes well logging prabe

a from well or "hole




The drill stem enters water and penetrates the bot
cterior conductor
1@ and drifl ,cu,oc' leading

tom of the sea fioor. Inside the
pipe is the surface cas
down to the drill bit nsel
rock

on. Unless you have a Marisat, when you're
working overseas or in a remote area like this,
you are out of touch. You've got to apprec mrv
that if you are working on a 21-day-on, 21-day-
off, or on a 28-day-on, ?8-day-off basis. These
guys out here are away from home a long
time. There's a lot that can happen in 28

days

Rene G. Anobis, Radio Operator 1, inter-
viewed on the drilling rig John Shaw

n you give us some idea of the

beneffrc of satellite communications
for the crew working on a drilling rig on the
Grand Banks?
ANOBIS. The Marisat sy ays an impor-
tant part. Pr 3;:1‘,:.!::' conditions sometimes
make it gquite hard to get telex traffic and
voice communications over the -air waves.
Satellite communications eases that problem
It's very good

What are the #
tions that a

"
L}
r v
satellite communications on the John Sha

ANOBIS. The reguirements of the rig, some
data from the hole, POB (people on board)
lists, status of the rig, and ice repaorts. lce
reports are very important especially during
the spring season when we get great numbers
of icebergs and pack ic ming down from

"'F‘"J"" n
average abou T 3 ) to 4(

ing to ice

Is the presence of satellite com
munications a benefit to the morale of

the drilling rig crew?

ANOBIS. It happens a lot that you try to talk
to a family member aver the radio, and she
really can’'t hear you and you really can't hear
ner because of atmospheric conditions. You
call her on the Marisat phone and you get a
clear response. |I'd say you have more
sense of closeness than you do over the
radio. You can see the change in the
crewman's face after he's talked on the
Marigat more so than you do after he's talked
on the radio. Marisat is so clear. It's like talk-
ing on the home phone.

When you place a call for a crewman us-
ing the radic

telephone through a coas! sta-
tion—say, to save money—you may have
walit to get proper reception or for a clear line
and then there are the land line charges. A
call through the radio telephone can be ex-
pensive, You have coast station charges and
land line charges. Say you wanted o call
England. It would actually be cheaper to
Marisat to call England or anywhere ¢
is far away. It would be cheaper, and you

use

e thal

s by William J. Megna,

would get a much better line. | feel very hap-
py when | get a crewman through. Everybody &
wants to talk 1o home. When a persen walks 2

B

d='a room H'ith a satistied look on
reat sense of

out of the ra
his face, i

algli

e

11 nappen J."'.""u Marisa

ns to call home with
CE"Q\JT‘d| business. Say you ,<-_i|| through the
St. John's Coast Guard, The whole Atlantic is
listening to you. Call through ordinary radio
communications, and everybody is listening
a crewman has some p-arsc'\ 1| problems that
e wants to look after, with the Marisat i
els a private ine and a much clearer line

If

o

Do you have any complaints about
the system?

ANOBIS. No. | find Marisat very helpful. If, for
example, you had 1o sit down and take down

ice information, it would take forever. With fax
off the Marisat, it's efficient. You get a clear |
picture; and it's just beautiful

[i

William Olsen, Rig Safety Training Techni- :
cian (medic), interviewed on the drilling rig 5
John Shaw. '

Does the presence of a satellite com-
5 on board the John

[gall

ncatio
§

Rava any aractin: valiio T ’
nave any praciical vaiue K you ¢

Shaw

OLSEN. | have a Marisat terminal in the rig’s

hospitai ..’\J. at 1 does for me is give me a

direct hook-up via satellite to our physicians in |
St. John's. It's really good to have it. Through |
i, | can get instantanecus response to any

particular medical proeblem | might have or
board. | can get expert advice right away

1%



Mare

neralor

Below, Geral

QJ

Q You were *cn.'f)g me about one drilling
rig on the Grand Banks that Is able
transmit

es from the rig ho

about it?

OLSEN Thu meclcc on the rig use a video
ctures in
he Health Science
Newfoundland. They ap
5 of lines on the TV monitor

about 20 seconds, a complete
ed on the monitor. Tt

IV screen

seeing :
decides wh&.. er or not the victim should be
trealed on board or evacuated by helicopter

from the rig to the Health Science Center or

Dave Nuth, Schiumberger (well logging
service contractor), interviewed on the drill-
ing rig John Shaw.

vou make use of ,fm: Inmarsa

1 on board the r_,_-_ ?

NUTH. Yes, definitely. In fact, Schlumberger
is pubddlv one of the bigger users on the rig

time (')l; computer

data then "P-'H.-dv’"".ir 1|l at 1o the
base. At the base, the ( q[’i is pu‘ back into a

computer. You get exactly what 've dc

or in I nappen 10
have th

Q Do you think this technique saves

NUTH. suld e flying
logs to St. John's and from there putting them
on a plane to Calgary or Toronto. You're sav

ing a lot of time using satellite communica-

tions, and that could mean money savings as

well when you consider what a drilling rig
o If 3 ,A_,,np.;,.\. ha "

f. ran |r‘rr—" retation of we {
h&)m E ICI uf morev

Ed Brown, Exploration Logging Canada
(Exlog, a service contractor), interviewed
on board the drilling rig John Shaw.

O What is Exlog doing on board the John

Shaw?
BROWN. We monitor all drilling parameters
as they occur through various $ensors posik-
tioned around the rig. These sensors .Jed to

on-line computer. This information is
T screens around the rig

t on our teletype unit, We
prepare this Lj:tt;a in a graphical form for the
client, Also we ¢ |IE this

end of the .'.-ea'l provide a

15 sateiiite .“’J"""'. m ’,;] ions a benefit
for your ope

BROWN. At present
with an autorr
that we have st

aata s sent via satellite

e to the ofhca in H
John's where It is prir‘.t':d on their teletype

Gerald Walker, Radio Operator, interviewed
on the drilling rig John Shaw.

'Af'ha.' are the benefits of ’au'“a"'.r com-
munications, as you see it?

WALKER. It provides us with a quick secure
line of communications. By secure | mean
airly difficult t

that It would be fa




Can you give us an example of opera-
tions that are improved because of the
presence of satellite communications?

WALKER. Because of the clarity of the
system, there is absclutely no room for confu-
sion. The spoken word is not necessarily
always accurate. And the clearer the line of
communications—which you certainly do get
with satellite communications—the less room
there is for error. It's a completely understood
conversation on both sides

Can you think of any examples where

the presence of satellite communica-
tions would be useful in an emergency?
WALKER. We have a direct line of com-
munication with Memorial Hospital in St.
John's, Newfoundland, through the data link
to get any medical information that we might
reguire. To us satl is a telephone. We
treat it as a telepghone. It is nice to know that
there 1s a satellite flying around up there tak-
ing in and smitting information for us. But
we treat it very much a would any land-
nased telephone

To know that we have the capability of is-

suing a distress signal over the satellite simply
by lifting a flap and pushing a button and that
our position is instantly transmitted to search
and rescue is a real confidence builder

It would be helpful to have some idea
Q about the usage of satellite com-
munications on board the rig with time
breakdowns during a typical day
WALKER. On a day to day basis, I'd say that
we probably spend anywhere up to an hour
and a half on data transmissions. Telephone
voice traffic probably adds up to two and a
half hours a day at least. We have a number
of service companies that perform tasks out
here during the drlll operation. On an average
day, they might spend anywhere between 45
minutes and an hour collectively on the
Marisat

Above Right, Two senior people on board the John
Shaw during our stay were, from feft, Al Rhindress,
Senior Drilling Foreman, Mobil, and Jack Wilson,

Assistant Drilling Superintendent, Scnat. Below, On
John Shaw. rig maintenance receives constant
attention

Q Do you have any complaints about
the system?

WALKER. No, none, Really, how can you
complain about something that works so well?
| know we'd be lost without it. That's it in a

nutshell. We wouldn't be anywhere near as ef-

Continued next page

ficient without i1
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When you work a 12-hour shift, there's little time for

re activities, but these two roommates lind
time to make decorative ship's wheels On the John

Shaw, there are two 1o 8 cabin,
its own head or bathroom

leisu

18.

a each cabin has

an

Terrence Hughes, Radio Operator, inter-

viewed on the drilling rig Bow Drill I.

Q It would be helpful to have some idea
about the usage of satellite com-

munications on board the Bow Drill I

HUGHES. On this rig, every morning we send
all the PCR reports over the fax, which is
transmitted via Marisat. Then we send two
drilling reports, one to St. John's, one to
Halifax for Husky-Bow Valley. Then, the
Petrocan company man calls the office. Then
the rig super and the captain call the office,
and that's all over the Marisat. If our ARQ
system goes down, we send all the telexes
over the Marisat. That's our usual breakdown,
unless there is facsimile traffic to go. like
geological reports or somebody from ashore
calls and says, "Contact the office via

Marisat."
Do you have any complaints about

Q the system?

HUGHES. No, none at all. It's really goed. It's
a good system. It makes my job a lol easier

Brian Garner, BG Electronics (electronics
service company), interviewed on the drill-
ing rig Bow Drill 1.

How js satellite communications used
by rigs on the Grand Banks?

GARNER. Currently, all the drilling reports are
sent via the satellite link. They can be sent
either in the computer form as Husky-Bow
Valley does or in the fax form, which Mobil
and Petro Canada do. Basically these reports
are the status of operations for the last 24
hours and the forecast for the next four to six
hours. Other types of transmissions are used
for the logging operation

When the well is being evaluated, certain
companies do what we call logging. This Is in-
terfaced directly to the Marisat. The logging
computer on board handshakes with another
computer on shore, and the information is
transferred directly to the computer for
analysis. Schlumberger does this when they
are doing their tests. They have direct access
10 the Marisat on the four-wire system. It's
computer to computer transfer of data.

Can you think of any examples where
the presence of satellite communica-
tions saves money?

GARNER. Logging. It's direct data transfer. It
allows us to transmit data directly ashore, in-
stead of having 1o record the data on tape
and then flying tapes across the country. We
can transfer the data via the Marisat system
and evaluate them much more quickly. The
reason we need the data evaluated guickly is
because until the logging is evaluated and
completed, the next step in the drilling opera-

tion cannot be initiated. Therefore, it's crit
that the logs be evaluated as quickly
ble 50 that t drilling program can
Remember, these operations are cost
tween $175,000 and $225.000 a day.

Garry Stephens, Bos'n, interviewed on the
drilling rig John Shaw.

Does the presence of satellite com-
muntcations on board this rig have any

effect on vou?

STEPHENS. Well, it most certainly does. It's
pretty damn good to be able to pick up a
telephone and dial home the same as dialing
across the street, |'ve been on ships for
enough years now and used the old ship-to-
shore telephone and the old ham sets trying
to talk home. All you get Is static or you're in
the wrong time of day or you're on the wrong
side of the world, or the wrong this or the
wrong that, or somebody is between you and
home and he has a more powerful set and
he's blocking you out because you're both try-
ing to get on the same freguency. It's just
unbelievable. The medical factor Is the big
deal with Marisal, because now we know that
if we get badly injured out here, a doctor—a
fully certified surgeon—is only a telephone
call away. We have very highly regarded
medical facilities on board. | think | speak for




most of the crew when | say that both medics

1
e

they can, a at they ¢
follow instructions. And the Marisal runs al
the way to the hospital. If you're very sick
you know that the medic is talking to

me getting read

help you

right then and there, until they can get a
helicopter coming out to you. We know that if

there's a helicopter coming out that there wil
be a doctor on it. We know that the doctor
will be prepared for what we have

We know that we c %

about the

weather, as long the A at is coming
through. That's the clear call. That's our
lifeline right now. We know that if we have to
send a mayday, we don't have to just depend
on Mobil pic S. from an

emerqge

L

things e t
concerned. It's just a "'dynamite’ utensi
safety, Now we hear that we're going to get
ship to shore television via Marisat. If you're
injured and in our hospital, the doctor can

1 then te

ol room, crewrman on

he rig’s stability and
cessary. Below, The
ipply ship. At lgast on
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Curtis Mathes salesman Chris Mann explains the components of the Curtis Mathes
home satellite television system. Mann has a hand on the re
remote control

ceiver and holds the

Nationwide home entertainment
retailer enters the home satellite televi-
sion business. Supplying its home sat-
ellite television product is Amplica, Inc.,
a Comsat Technology Products
company.

Recently, Curtis Mathes, one of the nation's
leading home entertainment retailers, produced
a pleasant surprise in the fledgling ho
satellite television industry. It signed an agre
ment with Amplica, Inc., of Newbury Park
Califormia, naming the southern Cali

manufacturer of defense. commercial and
consumer microwave electronic equipment as
its exclusive supplier of home satellite televi-

L

slon systems. The agreement marked the first
entry of a nationally recognized retail brand
name into the home satellite television
business. The pleasantness of the surprise
Was in parl prompt ed by the standing of the

has a reputati Jr* fﬂr excelience unparalle
the home entertainment industry
What brought Curtis Mathes into the home
satellite television business and. spec hc,rju._
ta Amplica, a part of Comsat Technology
Products, Inc. (CTP), Comsat's products
vith C

ring group? In an interview with C

Vi .«e p,ac dent

ual retalling 3\,-3rem a Sys.e—“‘ |||d'.

uses the principles of customer service
"'-lgh quality products and reliability and makes
them the core of a highly appealing franchised
program

@ cE W

the fam
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omsat Magazine.
Photography by William J. Megna,

by Stephen A. Saft, Editor,
Chief Photogr:
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a man named—nol coincidentally—Curtis
Mathes. ""You can frace the roots of the com-
pany back to Amarillo, Texas. It was a Philco
radio distributor. At one point, it was in air
conditicning—in the very early days of arr
conditioning. That business was sold, and the
company entered the furniture retailing
business in Fort Waorth, A manufacturing facility
was purchased in Athens, Texas. The com-
pany began building console steregs with very
fine furniture cabinets. The television boom
had started in the 1950s, and in the 1960s
color television came along, Curtis Mathes
took color television, combined it with console
stereo and large, beautiful, all-wood cabinets
and crealed something that no one else in the
industry haa

“In the early 1970s we came up with the
concept of extended warranty protection, and
we communicated that through teievision
advertising,” Carler continues. "We found
that our kind of extended warranty protection
appealed to a wide variety of people. We call
it ‘our confidence strategy,’ In effect, we
promise the customer that he's not going to
have any problems with our product. We say,
‘If a customer has a problem, he doesn't have
a problem, He has a Curtis Mathes." We take
care of that customer, and that's the concept
the business was built on: Offering a product
that has a high level of reliability, offering a
product that we stand behind with a four-year
warranty. Behind that warranty is a total
system that supports the customers, that
trains the franchisee—the retailer—by giving
him or her the tools necessary to take care of
the customer properly and profitably.

“The whole program was a vision of
Curtis Mathes, Jr., who died, unfortunately,
an aircraft accident about a year and a h
ago,"" Carter adas, "This vision can be sum:-
marized quite easily: ‘serving customers bet-
ter." His whole commitment was to developing
ways to take care of customers better. A Iot
of people say that they do that. At Curtis
Mathes, we practice a whole program that Is
committed to doing that.

"To support that program, Curtis Mathes,
Jr., developed a distribution system unigue in
our industry,” Carler notes, ""one that paid
attention not just to the product that is being
sold, but to the system for delivering the prod
uct as well, And so there is focus on products
with a high level of reliability. There is a focus
on training—training in service, training in
sales, training in business management.

In

Home sateliite television anlenna next to a house
the suburbs outside of Los Angeles, California

n




Above, Curtis Mathes home satellite television installer prepares to
mount actuator arm as he steadies antenna dish, Acluator assembly
automatically positions dish to correct sateliite

Below, Curtis Mathes's Carter

Now the successiul Curtis Mathes approach
is being applied to a whole new praduct
category, home satellite television. Having
already achieved so much success with its
existing product lines—color television,
videocassette recorde srea sound
systems, projection televisions, and video
cameras—why did Curlis Mathes feel
motivated to take on this new product type?
we asked A lot of our franchisees had been
prompting us for over a year to look at the
market because they had seen an opportunity,”
Carter responds. "When we locked at what
was already going on, we saw a u::;[‘aqc-
industry made up of garage shops in which
systems were receiving a host of custom
fabrication, some of it shoddy. We saw an
industry in which misintormation was running
rampant. | was reminded of lhe early days of
audio when people who thought they knew
what they were talking about were referring

400 norsepower amplifiers.’

“We looked at the business, and we said,
'Curtis Mathes can perform a vital service
here.' Curtis Mathes has a distinct advantage
whenever a product requires good product
knowledge—that is, careful explanations of
how something works along with demonstra:
tions—and when the product requires delivery
and set up, all functions that the mass mer-
chant typically can't do. We said, ""We really
have an advantage with this product, We have
the people who know how to deal with custom-
ers, who have the proauct knowledge, and
who have the kind of service that this preduct
reguires.” We said, "This product ideally fits
he Curtis Mathes system.’

"In this business, instead of talking about
high-power amplifiers,” C;-.rlr— nates, "we're
talking about LNAs (low-noise amplifiers) with
85, 100 and 120 degrees I« Thr re’'s a huge
potential for the con rto be mISIn:‘t:a'r‘r.ed.
and we felt—and we '~;h'| ‘-ef‘l—a [remendous
opportunity o e mer, 1o
provide a real se 'vu:e, to ex-a;-r_n.-ila some of
the myths in the business.”

A business crying out for the kind o
service that Curtis Mathes can give we
the only mative, Carter reveals. The company

23.
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Friends enjoy home satellite television on a ranch near Santa
Barbara, California. Note three principal elements of Curtis Mathes
system: The antenna, through window, right: receiver, on top of TV,
and hand-held remote control,

g —

looked at the market potential and also liked
what it saw. "Home satellite television is at
about 1 percent of market saturation, with
over a million units sold,"" Carter says, “and
we believe that retailers are going to sell
another million units this year, But the
business is like the audio business in that |
don't think anyone has any kind of a handle
on just how big the market is. What we can
say is that it is very, very big. Let's just take a
look at the situation for color television sets.
In a market that already has 98 percent market
saturation, retaillers sold 16 million sets in the
United Siates last year, and we think that we're
going to sell another 16 million sets this year
The excitement of an item like home satellite
television in a marketplace like this is that it is
so new. It's in the position that the video-
cassetle recorder was in 1977, That year
retailers sold about 100,000 VCRs. This year
we'll sell over 7 million VCRs

“"Nor da | think that the market for home
satellite television is just limited to people who
can't receive normal television broadcast
signals,’' Carter is guick to add. "Qur
experience right here in the Dallas area
shows that that is not true, At the moment, it
is samewhat of an upscale market, unless
you're not receiving an adeguate signal, in
which case you're going to tend to look upon
the product as a necessity regardiess of
where you are financially, Right now, we're
selling systems to pecple whose motives
seem to run the gamut: Some are dissatisfied
with their over-the-air reception. Some are
digsatisfied with the service or the reception
they're receiving from their local cable com:
pany. Some are excited about the whole idea
of receiving television signals from space
Some are sold because of the great variety of
programming available. Some are excited by
t simply because it's new.

24,

“The only restriction | see on market
growth is the size of the dish antenna,’’ Carter
adds, ''As we can make that dish come down
in size, we should see a very substantial
increase in the market."

Convinced that the market for home satellite
television had considerable promise, Curtis
Mathes then set forth to find a supplier. What
led Curtis Mathes to select Amplica? we
wanted to know, "Comsat, 1o be quite frank,"
Carter responds. "l first came across Amplica
at a consumer electronics show a2 year ago,
and | noticed the subhead under the company
name—'a Comsat subsidiary,” Carter states.
“We said to ourselves, 'If anybody cught io
know about this business, Comsat should." |
picked up a phone one day and called
Amplica and asked them if they'd be
interested in discussing this business and the
opportunities in that business. That's how 1t all
started."

As Carter sees it, the arrangement with
Amplica is really a two-way street. Amplica
proviges Curtis Mathes with a camplete home
satellite television system including dish
antenna, antenna mount, actuator arm for
automatic dish aiming, microwave electronics
consisting of low noise amplifier and down
converter, and the inside componhents con-
sisting of receiver and hand-held remote con-
trol. "Amplica provides us the guidance as to
where the technology is going, and through
Comsat it is In a position to lead and direct
that technology. Curtis Mathes, on the other
hand, understands the dynamics of the
marketplace, We know what the consumer
wants. We're In a position to know what 15
acceplable or appealing to the consumer and
what is not. We can provide that kind of feed-
back to Amplica.”

In the near-term, the singie greatest need
that the Curtis Mathes arganization has from
Amplica is rniot any particular piece of hard-
ware but knowledge. Indeed, Carter
acknowledges that home satellite television,
as a product line, has shown itself to be far
more complicated than any of the organiza-
tion's other lines. Thus, an organization like
Curtis Mathes that puts such an emphasis on
the importance of training finds itself especially
challenged

“In the satellite business, you |ust don't
make a product available and ship it out with
an instruction manual to your stores and
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AMPLICA

AND HOME SATELLITE TELEVISION

On the same trip in which we visited Curtis
Mathes headquarters and some of its stores
in the Dallas area, we also went to the head-
guarters of Amplica, Inc., about 40 miles
north of Las Angeles in a community called
Newbury Park. Al Amplica. we loured the
facilities where low noise amplifiers and
down converters are manufactured and
where these two and all the other com-
ponents that make up the Amplica satellite
home television system are rigorausly
checked and iested, both individually and
together as whole systems, and boxed ready
for shipment

While at Amplica, we had an cpportunity
talk with several pecple wha are playing a
crucial role in the company's ressive
development of its home satellite ielevision
business. We are pleased (o present the
views of three people at Amplica involved
with this business: William E. Wilson, Presi-
dent: David Lee, Vice President. Telecom-
munication Products Division, and Asa Baird,
Director, Marketing & Sales, Telecommunica
tion Producls Division

north of

Los Angeles.

o

located in Newbury Park

William E. Wilson 15 President of

Amplica, Inc
California, about 40 miles

Two of the principal pecple at Amplica, Inc.,
Newbury Park, Califorria, responsible for the suc-
cess of Amplica s home satellite television product

26.



William E. Wilson:

The satellite television In

o lically over the past s
an installed b }
proximately one million sy
more than half a million systems 10 be h(;l{!
in 1‘—I>“- with a retail value ot well over one
The co ﬂ"““‘“

ds

1984 whi
05, W

Ly i ¥ Ol UNSCre
g 2 signals, add further impetus. to the
nﬁuftrv 5 expansion.

As the industry has grown, Amplica has
/ed from a leading manufacturer of the
em's : :
low noise amplitier—ic
of satellite television s
provides an excellent example of what |
mean by full service. Here we cont
the-art consumer product, but
rable training and lechnical sup-

Iine' from left, Asa Baird, Director, Telecommurnica

-~ 1
aJuction

s Division; and Robert Pizzi,

pori at both the corporate and dealer level,
which we believe both differentiates us from

our compet

Capitalizing on ou
Amplica-Comsat
ourselves—Is ideally p
Corporate technology ¢
the-line electronics

our previous

'uP:.L51"'P"':‘."'. n this business

David Lee:

Since Its establishment in 1
Telecommunication Products Divi
perienced tremendous growth, primarily due
to participation in the TVRO industry.
Revenue has increased twe

sannel inc gighttoid

the

While system price
$35,000 to 'lf'Jf“ n 'I|u

INstruments 1o scmethi
sable part of home audio-video eguipment
Today, the user can simply call up the
satellite |r||j rcm ponder from a handhel
remote ¢ - the antenna automati
ammed di ‘fii;' =]
C’ the ]u 5C
mmeu 188 even accompanied

matrix stereo!

WE‘. began in 1983 to establish re

Yy D" oy

tremendous
swave and system d
NMorking with these low ¢
can profitably provide the

gn capabilities
t producers, we
end users with

Asa Baird:

One point that has 1o be !J'r ssed is that

lure of the home
s belangs

(]
3 NO1 QO 1o one sup
ther for a
a third for the
wit the parls

S1oN Nas ex-

lvefold, while per-
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Curtis Mathes home sateliite television antenna on a ranch near Santa Barbara, California
Hills in the background are part of President Ronald Reagan's Santa Barbara ranch

28.

together himself in his own home. You see
another example of what | mean in the audio
industry, The audio industry did not start 1o
achieve peak sales until companies offering
complete systems such as Fisher and Sanyo
got into the business

Tne advantage that Amplica-Comsat
has is that we've taken the steps to make
ourselves a total systems supplier. The other
advantage that we have is that we under-
stand that the home satellite televisicn
business—because of its complexity—will
always reguire personal service, The in-
dividual components in a system have 1o be
highty reliable. The whole system has to be
user friendly. The whale system has to look
like, act like and be like any other version of
consumer electronics. Because of the com-
plexity of these systems, however, making
them one hundred percent friendly 1s not an
easy task

A lot of companies can make dish anten-
nas. A lot of companies can make feeds, A
lot of companies can make receivers. Putting
all of these things together in a manner that
results in a system that is easy to install,
easy to operate and makes sense to the user
is the difficult procedure. That's where the
art comes In. Doing things the way they were
done in the early days of audio—say, one
company makes the low noise amplifier
another company, the down converter
won't wash in this industry because lhe
tolerances are so tight from one component
to the other, The consumer can spend
another 550 or $100 supposedly upgrading
the low noise amplifier in his system from a
noise temperature of 100 degrees K to 70
degrees K, only to find out that there Is no
improvement because his feed may no
longer match his low noise amplifier. Or you
can have a dish that doesn't guite match the
feed

just
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Has the presence of a Comsat-built
earth station been good for this beau-
tiful collection of islands in the South

- Pacific? The people say “yes.”

#batt 2,600 miles southwe:

Hawall, Isa ! f llec
owhieh:since 18
L AS terntory. Calle

territory is ¢ '

which o

st of Honolulu.

of Comsat Maqamne m\nf*r‘vnd 0 L\rr..—n-::.-ap.
Sam ga o find out how the earth station

Visw of Ralnmaker Mountain, most prominent _
natiiral lanomatk in American Samoa, and & lesser
peak. Inset Left, One of the twin gaughters of High
_ Chiel AU Fuimaomo. Inset Right, Woman maxes)
Tongan broom in falie—Samoan house without
Wallg—jn. Wﬁage of Vailoatal : :

~ Photograpty by William J. Megfra,
Chisf Photographer, ;
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‘tions Services Division, has been afi

which i operated by the Cemsal Communica
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Every Saturday night a teleph
Helena, Montana, and 2/young seniorat
Carroll College scrambles 1o answer. Sne
picks up the receiver, and, as:if by'magic, she
is surrounded by loving, lyrical voices A con-
tinuous path of electromagnetic activity has
refurnied her 16 her family, a family with bonds
so powerful that the strain of the modern
world cannot begin te break them.

Continued next page
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n the other end of the connection I8

the family of High Chief AL, Fuimaomo

of American Samoa. Fifteen family

members are gathered around two

telephenes. They chat happily with
AU, Fuimaomo's daughter. who is attending
college "on the mainland,”" as the continental
United States is termed by Samoans. They ex:
change the latest news, listen to problems
offer advice and share the warmth of family
with someone nearly 6,000 miles away

One facility is most notable for making this
scene possible, along with hundreds like it:
the Comsat Earth Station at Tafuna, American
Samoa, which officially cpened for business
on October 27, 1979. When the 13-meter
antenna began receiving and transmitting
telephone signals via an Intelsat satellite, it
was a major step toward removing the eerie
sense of isolation that was felt by many
American Samoans. It was an isolation that
not only inhibited economic growth in the ter-
ritory, but played havoc with the centuries-old
tradition of aiga (pronounced ah-een-ga), the
Samoan word for “family.”

“We believe in family life,” Fuimaomo ex-
plains, ""That doesn't stop at just the husband
and wife and children. It's the extended
family—uncles, aunts, brothers, sisters; sec-
ond, third, fourth, fifth cousins; in-laws—it's all
family. At the last reunion of my extended
family there were 3,842 of us."”

The head of each family is the matai, or
chief, a designation that is passed down from
generation to generation. Fuimaomo is the
High Chief, the liaison between the govern-
ment of American Samoa and the people, He
seltles disputes over land or other matters
and meets with all parties involved to see if a
problem can be resolved without going to
court, Fuimaomo like other chiefs is responsi-
ble for the well-being of his aiga and provides
spiritual guidance.

Fuimaomo sees the advent of satellite
communications as a chance to maintain the
bonds of family even during physical separa-
tion. This has become of even greater impor-
tance in recent years since there are now
68,000 American Samoans on the mainland,
more than twice the 33,000 individuals who
populate the collection of Pacific islands thal
comprise American Samoa.

"It takes three weeks to gel a letter to my
children in Montana,” Fuimaomeo says. ''Three
weeks! What we have now is the absolute
best for our extended families, The telephone
gives me a chance to listen to their voices
and for them to listen to my voice.”

Samoans encourage their youth to finish
high school in American Samoa and then go
off to the U.S. mainiand for college. Many of
these students return to Samoa with the
strains of Pomp and Circumsiance still echo-
ing in their ears. They return as doctors, phar-
macists, lawyers and business peaople, ready
to use their education to assist in the
economic development of American Samoa.

To appreciate the opportunities created by
Comsat's services at Tafuna, a comparison
to the days of antiquated radio communica-
tions is in order. Before the antenna was
placed on a 100-square-foot plot on this
Pacific oasis, the only way to communicate
with the mainland or other islands was high
frequency (HF) radio. Three HF circuits were
available, but they created more problems
than they solved, HF frequencies vary
depending on the atmospheric condition and
the time of day. Freguencies must be changed
continually to maintain contact. If a rain storm
hit during the communication, conversation
was almost impossible. Considering that
American Samoa receives an average yearly
rainfall of 200 inches, the chance of
something going wrong was considerable

Telex communication was possible on a
clear day when the circuits were behaving
Voice communication was a mixture of
shouting back and forth and wailing for the
echoes 1o subside.

Mark Reid is Night Operations Manager
for Samoa Packing Company, a division of
Ralston-Purina. He states the value of pre-
Comsat telephone communicalions in a
smoath New Zealand accent.

“You didn't bother 1o make a phone call
before,”" he says. "It wasn't worth it."

Continued on page 35
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Top, Tuna seining in South Pacific has been boommng activity
of late, and periodically harbor at Pago Pago is filled

with seiners. Note: Inmarsal radome, center, s on ship in
background. Bottom, Loto Mauga, techinician at Comsat
earth station at Tafuna, with house he (s building near

village of Vaftogi



ut the communications gap clesed in

1979, when the earth station began

receiving the whispers from space and

instantaneously transforming them into

everyday conversation. A telephone
system was installed, connecting the tuna
canneries in Pago Pago (pronounced Pahn-go
Pahn-go) harbor with their division head-
guarters on the mainland. It also linked the
government in Fagatogo with other govern-
ments in the Pacific Region, as well as with
the federal government in Washington. D.C.,
nearly 8,000 miles away.

One of the people primarily responsible for
bringing American Samoa into the world of
modern communications 1s Aleki Sene, Direc-
tor of the Office of Communications. Sene
and Peter Tali Coleman, the first elected
governor of American Samoa, traveled to
Washington 1o lobby persanally for bringing
satellite service to the islands. Sene knew that
for Samoa to participate in the modern werld,
communications was essential.

“If you don’t communicate with people.
how can you develop and improve relation-
ships?" Sene asks

Sene has been in charge of Samoan com-
munications for more than 20 years. He has
suffered through the high-frequency radio
days when there would be outages of up to
eight hours at a time on the three circuits.
Now he presides over a communications
system with 192 telephone circuits, a system
that can provide instant voice and data com-
munications to almost anywhere in the world.

"Before the earth station, | couldn't sleep
at night,”” Sene recalls. "'People were always
bothering me to place their phone calls, That
was my biggest problem, Now, no one calls
me at night."”

Although allowing the aiga system to con-
tinue unabated over distances of thousands of
miles is a major benefit, satellite communica-
tions also plays a dominant role in the
economic and political development of the
Pacific region. The vast expanses of the
Pacific made communication and travel prob-
lematic in the past. American Samoa s over
two thousand miles away from Hawaii and
about the same distance from New Zealand
to the southwest and the Marshall Islands to
the northwest. Many Islands make up the
Pacific region, including Western Samoa,
Tahiti, New Caledonia, the Cock Islands,
Micronesia and Guam, Each has a major
stake in the future of the Pacific, but the
distance and sense of isolation made com-
munication and cooperation difficult,

“"Satellite communications is pulling the
islands together,”' says former-Governor
Coleman. "It is also removing from us the
feeling that we're way out in the left field of
the planet and that nobody knows where we
are or thinks of us."

Much of the development will come about
by making the most of American Samoa's
assets, The natural harbor of Pago Pago is
considered one of the finest in the Pacific
Two tuna canneries have already sprouted
along the sides of the harbor, just beneath the
stern presence of Rainmaker Mountain. At the
canneries, Samoan workers unload tuna from
the fleet vessels. The fish is then frozen, packed
in cans and shipped oul, ready for the super-
markets on the mainland. Currently, about 30
percent of the tuna purchased in the United
States is packed in Samoa, and the Ralston-
Purina packing plant is undergoing expansion.

Ralston-Purina's divisional neadquarters 1s
n San Diego, with corporate offices in 5L

Lauis. Now, Mark Reid and others can caon-
tact the home offices by telephone, telex or
facsimile

"It there's a question from here or there
that needs an answer straightaway, then
fine." says Reid. "They get it. The limitations

that used to be here just don't exist anymore.”

Continued nex! page
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Samoa. Below, The waves at Shark and Turtle Bay,

Above, Comsat earth station at Tafuna, American
near the village of Vaitog, American Samoa.

ocal merchanis have benefitted from
the advent of instant communications
as well, Bill Larsen is part-owner of
The Tool Shop, a hardware store in
Pago Pago.

“Two or three times a week we call our
suppliers in the States," says Larson, "One
supplier even put in a service for us so we
can call collect. The satellite system is the
best thing that ever happened to us, We're
able to conduct a lot more business, maore
efficiently and cheaply.”

Even banking has prospered since the in-
staliation of the Comsat earth station. Now
sophisticated computer services can be used
to accelerate transactions. At the American
Samoa Branch of the Bank of Hawail, raw
data is transmitted to the main office in
Honolulu by satellite. By the next day, printed
reports are in the hands of bank personnel.

"“We used to use telex for most of our
nigh-priority transactions,”’ says John R.
Marsh, Assistant Vice President and Manages
of the bank. "It was more reliable than the
telephone. We used to get disconnected in
the middle of a conversation. It would have
been easier to write a letter. Now we have in-
stant direct dial. We can transfer funds with a
telephaone call.”

For all the benefits provided by satellite
communications, a dissenting argument Is
sometimes aired. Some suggest that bringing
places like American Samoa info the modern
world will corrupt the ancient culture and ex-
ploit the people. Former-Governor Coleman
dismisses this notion.

"“In the past, this island has been so
isolated from the main stream of warld
events,”” he says. ""Now people are receiving
more information. This does not spoil ocur peo-

ple. It has given us a greater understanding of

different cultures and more appreciation of
our own. We are now able to cope with others
without hurting our own culture.”

Coleman believes that satellite com
munications can be the greatest contributor to
the Success of development in the Pacific,
while also contributing to the self-reliance of
the American Samoans.

“We're very proud of our satellite system
because we had a hand in it from the begin-
ning,” Coleman says. "'We feel just as much
a part of it as Comsat does. | think it's the
best working relationship on the island.”

Satellite communications has brought a
new way of life to American Samoa, while
enhancing the one that already existed. It has
brought the prospect of an expanded
economy, the creation of new jobs and a bet-
ter relationship with the governments of other
Pacific islands. Most importantly, it has eased
the pain of separation for the aiga

There was a time when Montana was
three weeks away from American Samoa.
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Corporate Locations

Comsat

Headqguarters,

Executive Offices
Communications Satellite
Corporation

950 L'Enfant Plaza, SW.
Washington, D.C. 20024.2198
Telephone: 202.863.6000

Comsat Technology
Products Division

Comsat Technology Products
22300 Comsat Drive
Clarksburg, Maryland 20871
Telephone: 301.428 5000

Amplica, Inc.

950 Lawrence Drive

Newbury Park, California 91320
Telephone: 805 498.9671

Network Products Division
22300 Comsat Drive
Clarksburg, Maryland 20871
Telephone: 301.428.5000

Comsat TeleSystems. Inc.
2700 Prosperity Avenue
Fairfax, Virginia 22031
Telephone: 703.876.3000

Space Communications
Division

Intelsat Satellite Services
950 L'Enfant Plaza, SW,
Washington, D.C. 20024.2198
Telephone: 202 863 6000

Maritime Services

950 L'Enfant Plaza, S.W.
Washington, D.C. 20024.2198
Telephone: 202 863 6203

Comsat Laboratories
22300 Comsat Drive
Clarksburg, Maryland 20871
Telephone: 301.428.4000

Comsat Technical Services
950 L'Enfant Plaza, SW.
Washington, D.C. 20024.2198
Telephone: 202.863.6000

Compact Software, Inc.
1131 San Antonio Road
Palo Alto, California 94303
Telephone: 415.966.8440

Maintenance and Supply Center
22250 Comsat Drive
Clarksburg, Maryland 20871
Telephone: 301.428.4286

Communications
Services Division

Comsat General Corporation
950 L'Enfant Plaza, SW.
Washington, D.C. 200242198
Telephone: 202 863-6010

Earth Stations

Santa Paula, California
Southbury, Connecticut
Fuecino, Italy (Marisat TTC)

Comsat International
Communications, Inc.

950 L'Enfant Plaza, S.W.

Washington, D.C. 20024.2198

Telephone: 202.863.6000

Earth Stations

Andover. Maine

Brewster, Washington

Ebeye, Rep. of Marshall Islands
Etam, West Virginia

Jamesburg, California

Kosrae, Fed. States of Micronesia
Majuro, Rep. of Marshall Islands
Pago Pago, American Samoa
Palau, Rep. of Palau

Paumalu, Hawaii

Ponape, Fed. States of Micronesia
Roaring Creek. Pennsylvania
Pulantat, Guam :
Susupe, Northern Mariana Isiands
Truk, Fed. States of Micronesia
Yap. Fed. States of Micronesia

Satellite Television Corporation
950 L'Enfant Plaza. S'W.
Washington, D.C. 20024.2198
Telephone: 202 8636110

Environmental Research &
Technology. Inc.

696 Virginia Road

Concord, Massachusetts 01742
Telephone: 617.369.8910 :




Office of Corporate Affairs
Communications Department
Communications Satellite Corporation
950 L'Enfant Plaza, S\W.
Washington, D.C. 20024.2198
Telephone: 202.863.6102

The Communications Satellite Corpora-
tion is a shareholder-owned corporation
based in Washington, D.C. Comsat pro-
vides satellite-based communications
services and products to international,
maritime and domestic markets, con-
sulting services, computer-aided
engineering tools, and information and
environmental services. Comsat has
been designated by the U.S. Government
as the U.S. participant in the Interna-
tional Telecommunications Satellite
Organization (Intelsat) and the Inter-
national Maritime Satellite Organization
(Inmarsat).

Stephen Day, Vice President of Corporate
Development, addresses the importance
of marketing to Comsat’s future

Comsat Magazine's Chief Photographer
spends three days on an oil rig on the
Grand Banks to find out first-hand about
the importance of satellite communica-
tions to man's search for oil offshore.

Curtis Mathes, nationwide home enter-
tainment retailer, enters the home
satellite television business. Supplying its
home satellite television product is
Amplica, Inc., a Comsat Technology
Products company.

American Samoa, Five Years Later: Has
the presence of a Comsat-built and
operated earth station been good for this
beautiful collection of islands in the
South Pacific? The people say "'yes."
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