
Business Continuity Solutions Overview: Keep your business backed 
up and connected with advanced satellite technology

A BusinessPhoneNews.com Whitepaper Interview, December 2012 

  Dan Baldwin:  Today we're speaking with Garrett Hill, CEO of X2nSat, a wireless data 
networking company based in California. We've invited Garrett to share with us a competitive 
self-assessment of their services and solutions so our clients know that through the vendors we 
partner with our customers are getting the best technology services and solutions available in 
the marketplace today, and tomorrow.  Garrett, thanks for speaking with us today. 

  

  Question #1. The elevator pitch. What's the quick but complete one or two sentence 
description that you use to describe what your 
services or solutions do for your customers? 

  GH:  Dan, X2nSat is a nationwide wireless 
carrier that uses satellite technology that's 
uniquely positioned to provide business 
continuity and backup services to small, medium 
and large businesses in North America.

  

   Question #2. Product sets, solution categories and market segments. What do you sell, 
who do you sell it to and are there any metro, vertical or other niches 
where you're especially competitive? 

  GH:  Yes. Our product sets are broken into four areas. We have full 
time broadband access. We have point of sale (POS) solutions that 
are good for retail outlets that need credit card processing and other 
lightweight but “always on” data connectivity.

 We offer some industrial SCADA (supervisory control and data 
acquisition) services which are for people who have sensors such as 
fire alarms or other sort of measurement devices. We call this 
machine to machine (M2M) traffic, low bit rate but one network 
anywhere in the US.

Then our flagship product is for business continuity. This provides the 
users an always on, always available link that is redundant to their 
primary connectivity which may be a fiber, or a T1, or DSL, and this gives them something that 
they can fail over to in the event that the primary connection stops working.

Most of our sales these days are into the enterprise market. Again, the multi-location, small and 
medium-sized businesses that have between 10 and 800 locations. We have some large clients 
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who have thousands of locations that we currently service today, and we're looking to sell these 
services through the channel programs and channel partners who already have relationships 
and may be selling services, may be selling the existing T1s to these customers. We think that 
this is a good add-on for those customers so that they can have some business continuity in the 
event of a failure.

  

  Question #3. Catalysts to action and Google inquiries. What are the primary pain points or 
initiating events that become the catalysts for your prospects first taking a look at your services 
and solutions, and what are the Google inquiries that prospects are typing into search engines 
that lead them to your solution sets? 

  GH:  The primary one would be disaster recovery or business continuity. People who are 
looking for protection against hurricanes, tornados, floods, ice storms, natural disasters. People 
who are looking for redundancy in a provider. They're looking for an out of market solution 
that can compete with 3G and 4G wireless but at much higher service levels and that can be 
more reliable in times of needs. People who are looking for national MPLS networks. Ours is a 
national MPLS network. Customers can pull out their own IP address in scheme. Their networks 
are private. These are not Internet connections, so they have a true private network that's based 
on satellite. Satellite access is a term that customers will look for. 

  DB:   Let me ask you this followup question to that. You said satellite access is one of the 
search terms. Your prospects who end up buying from you, are they specifically looking for 
satellite, or are they searching for wireless data and you share with them satellite is something 
you need to look at? 

  GH:    It's a little of both. I think satellite is a technology that's captured the imagination of 
many of our existing clients before they came to us. It seems like the obvious solution to many  
problems for customers, but in the other cases people are more focused on 3G and 4G and 
maybe they don't yet recognize that satellite is a cost competitive alternative to those with a 
national footprint and service everywhere in the 50 states and Canada. Its availability is well 
known and rollouts are very easy.

  

  Question #4. Competitive comparison and objection responses. Who are the other 
competitors that your prospects are looking at, and how is your service or solution better 
or different from them? What are all the objections that your competitors raise about your 
company, and what are your standard objection responses? 

  GH:  There are 4 primary competitors in our space. The 3 major wireless carriers Sprint, 
Verizon and AT&T. Their 3G and 4G products are competing for the same customer base that 
we are. 

In the satellite segment, we have Hughes Network Systems as well. Hughes is a consumer 
grade satellite solution. We compete very favorably with them being that we're a business only 
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solution, that we have MPLS technology. We allow IP addressing spaces and various qualities 
of service levels. 

I think we rate higher in customer satisfaction surveys and our response time. And, in 
competition with the 3 wireless carriers, I think again the business class of service, quality of 
service and guaranteed bandwidth SLA's that we can put together, we're much more geared 
towards the needs and support questions that might be generated from a business. Our support 
center is here based in California and can be reached 24 hours a day. 

If there is a speed issue we can diagnose that, something that you won't see with a traditional 
wireless carrier, and there's no competition from consumers, high schoolers, and other people 
that might be bandwidth generating, sending texts or photos around of an incident, eating up the 
precious bandwidth that a business needs during a moment of crisis.

 The objections that you get with satellite are things like latency, slow throughput. Those are 
the two that we hear most often. The latency really isn't much of a factor anymore. That's very 
1980s. The technology that's in the satellite called “acceleration” pretty much remedies that. 
Minor voice works fine over it. The delay is similar to the cellular phone network which many 
people don't recognize that there is a delay in the cellular phones. So, it's on par with that. 

In terms of data speeds, we're able to provide services that are 10 megs is not an issue on the 
downloads, and although most people will go for something like a 2 meg by 2 meg service. So, 
those are the big objections that we hear, and we think that we've got a good answer to those.

  

  Question #5. Case studies and showcase solutions. Can you share with us a couple of 
recent case studies where a business used your products, services or solutions to solve a 
problem? 

  GH:   Sure. This year in 2012 we just completed a rollout of a network for one of the 3 largest 
healthcare hospital operators. In their case they had 80 hospitals, these are large hospitals 
along the gulf coast, and they wanted some business continuity to protect them from the effects 
of hurricanes. 

When hurricane Katrina came in and hurricane Ike, there was widespread flooding, there were 
a lot of fiber outages, and with digital medical records it is very important that the hospital has 
voice access and access to their data centers. 

So, the satellite link is going to provide them a 2 meg by 2 meg service from each location, and 
if their primary fiber fails, they have 100 meg fiber to most all locations. If that fails, the critical 
services are rerouted automatically over the satellite link to California and then from there ride 
their national MPLS network back to their data centers, in their case redundant data centers. 

What this does is, this gives them a very high level of resiliency because essentially the hospital 
only needs electricity which they generally have generators. If they have those generators they 
will get access back to their corporate network. These people run emergency rooms, critical 
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care facilities, so it's very important that they have access again to medical records to make 
sure that someone doesn't have allergies to a medication they may be getting in the ER, as well 
as to normal patients who might be in the hospital during this event. So again, we provide both 
voice backup to their PBXs, as well as data backup for them to get to their data centers. 

Another good case study we have is we have another public company who is on the industrial 
side. They are one of the two largest pipeline operators in the US, and we provide them SCADA 
connectivity up and down their pipeline. What that is, is that's machine to machine traffic where 
they have sensors, safety sensors and flow sensors, to make sure that the pipeline is operating. 

This is always on, and the sensors send data over the satellite back to their data center in 
Houston, Texas, so they can constantly monitor that. They originally rolled out the network 
with some dial up lines, occasional DSL and some 3G, and later about 2 years ago started 
the conversion to satellite. Now satellite is the primary for the links, and they use analog and 
wireless 3G as the redundant link. 

So, it really says something that they would actually chose this as a primary method of 
communication. It is much, much more reliable than anything else that they have out in the field.

  

  Let me ask you a followup question about this case study. This reminds me of Qualcomm 
10 or 15 years ago when they first came out with the ability to track all of the trucks, truck 
tracking software. Now, did that go up to the satellite, and do you have applications where you 
provide the ability to track and monitor mobile assets like taxi cabs or contractor's trucks, that 
sort of thing? 

  GH:   Yes. We have two solutions for that. One is where they need a mobile always on-type 
service where they might be doing data to and from, and then in tracking we have a low orbit 
system called Orbcomm which allows telemetry. This is the system that you see in Walmart 
trucks, although Walmart is not a customer of ours I need to disclose, the technology is the 
same technology that they're using to track all of their trailers. 

  DB:  So if we have an audience that is listening and they say oh, well I've got all these mobile 
assets that I want to be able to track they need to talk to you about a potential solution. 

  GH:  Yes.

  

Question #6. Greenfield or migration.  Are your customers migrating to you from a 
competitor's similar solution, or are they more likely to be a greenfield opportunity where they 
have a problem that just simply hasn't been solved previously?

  

  GH:  85% of the sales that we've seen this year have been greenfield. Most of that's coming 
from the business continuity which we think is going to be our big product this year, and that's 
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because I think people have invested a lot of money in their terrestrial networks, their T1s, 
their DSL and their fiber, and as they've done that and things have opened up to the cloud so 
now they're using cloud-based storage, cloud-based phone systems, maybe they have a data 
center of their own, what they're realizing is that their businesses really can't function without 
connectivity to either the Internet, or their data center, or their providers. 

This is what's driving them to look for additional products that they can put on their network 
that kind of guarantee that they're going to have that connectivity. So, by far what we see is 
companies who have a national network, or they have a network amongst their sites, and 
they're looking to add something to that. 

We think that this is a big benefit to any of the channel partners or any sales agencies that may 
already have a large customer base, because this gives you something new that they can go 
to those customers with that really fits the need. We've gotten a lot of feedback from partners 
that their customers have been asking for options, and the typical option of getting a T1 from a 
different provider, customers are starting to see through that saying well, that that second T1 is 
going through the same central office, it's coming through the same cable pair into the building, 
and the only redundancy is really in the billing. The last thing they're worried about is getting 
both bills being accurate. 

What they really want is they really want redundancy in their services. So, when they look at 
what gives them true diversity satellite far and away beats on every metric that there is for that. 
And again, the relationship already exists and it's a trusted advisor. Someone can go in and be 
the first person to that customer and say you know, we've identified a solution. It has a good 
customer base, a good track record from a reputable company, and it's something that they 
should look at. 

We found the uptake to be very good. We found the adoption time by the customer to be very 
quick. And again, we kind of see this as a greenfield, and it's why we're putting so much energy 
into supporting the sales of this product.

  

  Question #7. How to buy. What are your different go to market channels? Direct, channel 
partners, wholesale. What are all the different ways an end-user can buy X2nSat solutions? 

  GH:   The overall majority of our sales for enterprise products are designed to go through the 
channel, so we're looking to build qualified and knowledgeable channel partners and support 
them in their efforts. We think that's where the growth is going to come from.

  

We do maintain a very small direct sales force. That sales force is strictly focused on some 
government and defense and some very specific organizations, but we are a very channel 
oriented company. We have very channel friendly policies and support in place. We think that's 
where the growth is, and we're making a very big commitment to that this year.
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  Question #8. About your company. Can you give us the history or background of the 
company? What led the company to be where it is today? Who's running the company? Where 
will the company be in five years, and are there any exit strategies? 

  X2nSat was founded in 1996. We started out by building satellite networks for the national 
PTTs of most countries. We did a lot of international work in Australia, New Zealand, Japan, 
Taiwan, Mexico, Canada and the US. We started out with the international sort of trunking of 
communications. Then as the broadband wave came, we moved more into that market.

What's really propelled us into the last five years is that there has been an absence of a high 
quality business grade product in the North American market in the enterprise space. The 
consumer products are there, but there are not really any strong providers who are focused 
on the channel, focused on business quality products. We do no consumer products in our 
portfolio. 

The company is well capitalized. We're privately held. We have no debt. We're really 
experiencing a very nice growth pattern. I think that the likely future for X2nSat is to grow with 
this market and these products. We're seeing year over year 30% increases at the moment, and 
we hope to maintain that for at least a few more years before that kind of probably comes down 
to a more 20% level. 

You know, we really have not identified any exit strategy. Like I said, we're profitable now. We 
have a strong team in place. We're hiring. We're growing. We just put about 7 million dollars in 
a new network operations facility, our primary flagship in Petaluma. We do also maintain a fully 
redundant facility in Duluth, Georgia, which can take over in the event that something happens 
to Petaluma.

So, we think that with our customer base, our Fortune 100 customers that we currently have, 
and some of the government stuff that has required very, very high levels that we think that 
we're well positioned to come into the business market because most of the things we've 
designed and put in place have been very conservative, very robust. 

Again, our market in the 2005 timeframe was the larger institutions which were the government 
and quasi-government agencies, telephone carriers themselves. We provide services to people 
like the National Guard and to a lot of First Responders. 

So again, a lot of the way that we're designed between our generators, our redundancies, and 
our staffing, they're all very, very high-end, and we think those will play well with the business 
continuity requirements of both small and large organizations.

  

  Question #9. Is there any other important stuff that we need to know about yourself or 
X2nSat?  
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  GH:  I think the message that we want to get out is I think that we've been behind the curtain of 
many big projects that are well known, and I think that we're going to see 2013, 2014 and 2015 
really become the year that we want to get our brand out there and that we think that the market 
is really ready.

We see strong uptake with the business continuity products. We see very high interest by the 
multi-location organizations. We're just winning an absurdly large percentage of the projects 
that we're involved with. What we really want to do is we really want to continue to get customer 
feedback. We want to get partner feedback. We want to know how to improve these programs. 

Again, we believe that the channel partner program that we have in place is really what is going 
to propel us, and we really want to solicit feedback, and we really want to bring on the best of 
the best and make sure they have the support they need and the information they need to bring 
these products to their customer base. 

22:03  We think it will make them preferred providers because they have knowledge about the 
options that other people don't have. We really think that our programs will really incentivize 
them to include our products in what they offer in their proposals to the customers. We think we 
are going to do very well together. 

  DB:  Great. This is Dan Baldwin, and today we've been speaking with Garrett Hill, CEO of 
X2nSat, a wireless data networking company based in California.

  

Contact X2nSat:

Audrey Arcuri, Executive Assistant

707.283.8013, audrey@x2nsat.com
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