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Broadband Solutions for Established and Emerging Enterprise Applications

About Microspace Communications Corporation
Founded in 1988, Microspace Communications is a pioneer in innovative broadband 
solutions for established and emerging enterprise applications, including digital signage, 
digital cinema, multimedia entertainment, corporate communications, radio 
broadcasting, wireless messaging and private data networks.

Fortune 500 organizations and small companies alike rely on Microspace to deliver their 
business critical video, audio and data content.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine

CEOCFO: Mr. Amor, what is Microspace Communications?
Mr. Amor: Microspace Communications is a telecommunications company that has 
specialized in satellite broadcasting for over 26 years now, and most recently is 
providing other kinds of enterprise communication services, including Internet and 
cellular.

CEOCFO: Why is this the time to branch out?
Mr. Amor: The market has changed and the market is changing. Things that you and I 
used to do on our desktop, we now do at home and in the parking lot. We do business 
other places than just the desktop. Satellite communications and telecommunications 
services need to reach the users, even when the staff is not in the office. These newer 
services promote company’s staff to remain productive while utilizing smartphones, 
tablets and home offices.

CEOCFO: How do you reach users? What do you understand, particularly given experience in the industry, that 
perhaps other companies do not understand about the market in general and how to approach the actual 
providing of service?
Mr. Amor: The market that we aim at is the enterprise or business marketplace. It is a different level of service 
expectations than perhaps the average consumer’s expectations. We work with corporate decision makers and we 
become part of the fabric of their network infrastructure. That is part of how we differentiate ourselves.

CEOCFO: In what way does your service compare with others?
Mr. Amor: Let me give you an example. We are working with a financial information company that is a major Wall Street 
company, and they have been a customer for over a decade. They are accustomed to getting business television on 
televisions in common meeting places, and that content is the essence of how they communicate what is going on in the 
worldwide financial markets to their employee base.

What they have done and what we have worked with them on over the last year now is not only delivering that video on 
the television in the common places, but now also on their staffs’ desktops. To accomplish this transition, Microspace’s 
staff is working with their IP infrastructure, the IT department and their firewalls so video will play in their corporate offices 
across North America.

CEOCFO: Why is it so complicated? What are the elements that you have to put together?
Mr. Amor: The Internet Protocol structure, in it its basic form, is very easy to use, but it is a whole new layer of 
sophistication than the communications world used 10 to 20 years ago. The core difference is that everything was 
hardware based. You bought a box, you plugged it into the wall, got electricity to it, and the hardware box did its thing. 
Today, it is a hardware, software and even firmware world. To make it look easy to the user and to make a point a click 
work well on a desktop, iPad or whatever device, there is a great deal of work that goes into it. The content gets 
processed by the hardware, it gets processed by the software and it gets processed by the firewalls and the security level, 
and then it plays right.
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CEOCFO: Tell us about the transition to a new satellite; why that is needed and how you do it smoothly?
Mr. Amor: On our website, we have been talking about a satellite transition that was scheduled to happen next weekend. 
We found out in mid-August that the satellite transition has been postponed. 

At the same time, we are looking forward to the new satellite SES-3. We are looking forward to SES-3’s higher power 
levels and larger coverage area. 

CEOCFO: Would you explain satellite communications?
Mr. Amor: When a satellite is built, it is different than an automobile. It is different than an automobile in that once you fill 
up a satellite with fuel; you cannot go to the gas station and refill it like you can with an automobile. The way a satellite is 
designed, it has about 15 years of fuel so that the satellite can stay where it is supposed to stay over the equator for 15 
years. Once the satellite runs out of fuel, it needs to be replaced with a new satellite, and that will happen when SES-3 
replaces AMC-1.

If you think back to AMC-1, that satellite’s construction started in 1993. Here we are in 2014. Twenty-one years later, the 
technology has changed. There are improvements in the satellite technology. The new satellite has stronger power, a 
larger geographic reach, and it can carry more payloads. 

We build neighborhoods on satellites. We have built a community of businesses and enterprises on satellite platforms, 
and those businesses and enterprises want to keep on doing their business. When the new satellites come on, we go 
through the transitionary processes. In simple layman’s terms, often times and typically what happens in the satellite 
transition is you turn the old satellite off, you turn the new satellite on, that takes about 30 seconds for that transition and 
away you go. 

CEOCFO: Do you still find that some people are a little concerned about the concept?
Mr. Amor: We are constantly doing customer education. There are people who believe it is easier on the Internet and it is 
easier to build infrastructure on the Internet. They also believe that the internet protocol does not work well on satellite, 
and we have shown over and over again, dating back to 1997, that just is not the case. The answer is yes, it is a constant 
education process, and to a certain extent, confidence education. Satellite broadcasting works well when you are 
delivering the same content or mostly the same content to hundreds of sites. 

CEOCFO: Is there a typical aha moment in the education process when people understand?
Mr. Amor: Usually when they do the financial math. Let us say somebody wants to deliver a megabit of data and they are 
delivering the same kind of data over and over. When you have a megabit of 24 hour service on satellite, you can deliver 
324 gigabytes in a month. That is a huge amount of content for most business applications. A megabit of service is about 
$10,000 per month. People say that sounds like a lot, but let us say you have 250 offices. That just became $40 per site, 
per month. That is cheaper than Internet. That is when people say they get why satellite is so cost effective and efficient. 
The reliability and service level of satellite is actually better than the Internet. When the Internet goes down, it goes down 
for hours at a time, and if a satellite service goes down it is usually for minutes. Service levels are very good with satellite.

CEOCFO: What is your geographic reach?
Mr. Amor: We are throughout the western hemisphere at this time. We have been in and out of Europe, the Middle East 
and Northern Africa over our 26 years of services. At this moment, we do not have any full-time services in Europe, but if 
we had a client that wanted to go there we could turn it up in about 24 to 48 hours. From where we are on the Eastern 
seaboard of North America, we can reach 14 time zones constantly, 24 hours a day and seven days a week.

CEOCFO: Do you see the international arena as an area of growth?
Mr. Amor: Because we have been doing this so long, one of the things that we found even in a global world is that people 
still like to buy services from people they are comfortable with. They still like to buy services that quite frankly often times 
are sold in their region. Subsequently, almost all of the services we have delivered international are for content that 
originates in North America. The answer to your question is that most of our content is North America generated, and 
those services typically originate in North America and reach out to the world. 

CEOCFO: What is the strategy for the next year or so?
Mr. Amor: The strategy for the next year or so is to expand the newer services that we have introduced literally within the 
last year, and that is our HostCast and CellCast. CellCast is the two-way service that operates through cellular 

“We are focused on our customers and our customer service levels. Most of our customers’ 
revenue streams depend on Microspace’s reliability. We understand that, we appreciate that 
and that is what we think about day and night. That is how we operate, that is our culture 
and that is what we bring to our customer base.” - Joe Amor
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infrastructure and has been adopted well in the past few months. The other service that we developed and have been 
offering to the market is HostCast. HostCast takes the same video that we are broadcasting out on the satellite and 
broadcasts it on the Internet. It is a service that works with Microsoft operating systems, Apple and Android operating 
systems, and works with whether the end user that wants to see that video at a desktop, in a corporate office, on their 
iPhone or iPad, wireless, or anywhere that the Internet reaches. Those are the two new services that we are delivering.

CEOCFO: Put it together for our readers. There are many companies to choose from, why Microspace 
Communications?
Mr. Amor: Microspace Communications differentiates ourselves for business communication services. That is what we 
do. We are focused on our customers and our customer service levels. Most of our customers’ revenue streams depend 
on Microspace’s reliability. We understand that, we appreciate that and that is what we think about day and night. That is 
how we operate, that is our culture and that is what we bring to our customer base. 

BIO: Mr. Amor has served as Vice President and General Manager for Microspace since 1995. In the early 90s, he began 
his career with Microspace as a customer and works today to maintain the high level of service and support that the 
company has become known for. Mr. Amor has also been a driving force behind Microspace’s innovation and 
commitment to the industries it services. He is frequently quoted in leading trade publications and speaks regularly at 
industry events.

Mr. Amor holds a Bachelor of Science/Electrical Engineering from the University of Missouri (Kansas City) and a Masters 
of Business Administration in Finance from Rockhurst College.
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