
     March 2022

Satellite Satellite 
Ground Equipment MarketGround Equipment Market



2   MARKET BRIEFS   March 2022

TThe Satellite ground  equip-
ment market is projected to 
grow from US$ 22 billion in 

2021 to US$ 53.7 Billion by 2026, 
at a Compounded Annual Growth 
Rate (CAGR) of 19.6% according 
to Research and Markets. Satellite 
equipment is an integral part of the 
commu-
nicat ion 
in the 
commer-
cial and 
d e f e n s e 
i n d u s -
tries. The 
d e p l o y -
ment of 
low earth 
o r b i t 
( L E O ) 
satellites
and con-
s t e l l a -
tions of
satellites
for com-
munica-
tions ap-
plications
has increased their demand across
the globe. Other factors driving the
market growth include growing de-
mand for Ku- and Ka-band satellites,
and the growing fleet of autonomous
and connected vehicles used for var-
ious applications in the military and
commercial sectors, which require
customized Satcom-on-the-move 
(SOTM) antennas according to the

report.
Based on platform, the airborne 

Satcom segment is estimated to lead 
the SOTM from 2021 to 2026 and is 
projected to grow further due to the 
increasing need for high-definition 
intelligence, surveillance, and recon-
naissance (ISR) videos, and an in-

creasing number of connected com-
mercial aircraft, rising adoption of 
UAVs and rising number of private 
aviation companies worldwide sup-
porting market growth.

Based on verticals, the commercial 
segment is expected to lead the SOTM 
market. This is due to increasing need 
for uninterrupted mobile broadband 

coverage in remote and far-flung re-
gions, streaming information and 
entertainment, extensive use of small 
satellites for commercialization and 
data transferability, technological ad-
vancements in transport and logistics 
network, and increasing demand for 
broadband connections and VSAT 

connectivity.

Driving the 
growth for sat-
ellite ground 
equipment in 
the next few 
years accord-
ing to the re-
port include 
the following: 

I n c r e a s -
ing invest-
ments in High 
T h r o u g h -
put Satel-
lites (HTS). 
An HTS is a 
satellite that 
provides high 
t h r o u g h p u t 

compared with a fixed satellite sys-
tem for the same amount of allocated 
frequency on orbit. HTS reuses the 
frequency and multiple spot beams to 
increase throughput and reduce the 
cost per bit delivered. HTS is primari-
ly deployed to provide broadband In-
ternet access service to unserved re-
gions. The majority of HTS satellites 
are designed primarily for the enter-
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AMKOM Design Group

Ku-Band BUCs
Amkom’s Extended ( 13.75 – 14.5 GHz ) and Standard ( 14 - 14.5 GHz ) Ku-Band BUCs are the next generation of 
the world’s most compact and efficient feed-horn & boom-arm mount-
able BUCs in the industry. They come with the following available output 
powers: 16W 20W 25W 30W 40W 50W 60W 80W and 100W. 

Ka-Band BUCs
At the Satellite show in Washington D.C. from March 22-24, 2022,     
Amkom will be launching its new 20W & 40W Ka-Band BUCs.  Visit 
their booth at the show at booth # 1051 for more information.

DBS-BAND BUCs
The “MINI BRICK” series DBS (17.3 - 18.1 GHz & 18.1 to 18.4 GHz) 
DBS-Band BUCs are the next generation of the World’s Smallest feed-
horn & boom-arm mountable BUCs in the industry, weighing-in only at 
3.1lbs (1.4kg) and handling output power of 10-20W PSAT (min). 

Mil-Band BUCs
The “LIGHTWEIGHT” series Mil-Band Ku-Band BUCs are the 
next generation of the World’s Smallest feed-horn & boom-arm 
mountable BUCs in the industry, weighing-in only at 6lbs (2.70kg) 
and handling output power of 25W - 50W. 

X-Band BUCs
Amkom’s  X-band 7.9 -8.4 GHz BUCs are the next generation of
the world’s most compact and efficient feed-horn & boom-arm
mountable BUCs in the industry. They come with the following
available output powers: 20W 30W and 40W.

16W to 125W Redundancy System Kit
Advanced compact and reliable 16W to 125W Redundancy Sys-
tem Kit.

For more information on AMKOM’s products, visit their booth #1051 at the Satellite show in Washington D.C. 
from March 22-24, 2022 or go to www.amkominc.com 

Amkom Design Group Inc. is committed to designing and manufacturing world-class amplifiers 
of varying frequencies in a full portfolio of Commerical Off The Shelf (COTS) products and 
offering custom design services for the VSAT and satcom markets. All of Amkom’s products 
and services are developed to meet or exceed customer expectations while complying with 
applicable requirements. AMKOM has chosen the best of both worlds as it implements the most 
mature, proven efficient and reliable GaAs + GaN High Power Amplifiers with added internal 
overdrive protection. The company adheres to an absolute “No Corner Cutting” concept in 
their design. Its weatherproof and robust Hyper-Light package is constructed with the most 
advanced mechanical precision engineering in mind.  The company specializes in doing custom 
work as well as having a line of COTS products.  Among its product lines include:

         1:1 Redundant Military BUC

        Ku-Band BUC

http://www.amkominc.com/products
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prise, telecom, or maritime sectors. 
Space and satellite system providers 
are launching HTS satellites for high-
speed communication services. The 
increasing HTS launches increase the 
adoption of ground station equip-
ment as well as the replacement of 
ground station equipment, thereby 
driving the market.

Emergence of mobile ground 
stations. The ground station is de-
signed to track, communicate, and 
process the data received from the 
satellites. However, constructing a 
ground station requires high upfront 
investments. This has resulted in the 
adoption of small and portable mo-
bile ground stations that involve less 
upfront cost. The mobile ground sta-
tion allows the researchers in space 
and others to have easy access to sat-
ellite signals in the absence of a tradi-
tional ground station. The emergence 
of the mobile ground station will in-
crease the adoption of satellite ground 
equipment according to Research and 
Markets.

Components of  
Satellite Ground Equipment

Satellite ground equipment consists 
of earth station components includ-
ing the antennas, block upconvert-
ers (BUC), low noise block (LNBs), 
multiplexers and other uplink and 
downlink components. One of the 
key components are BUCs which are 
used in the transmission of a band of 
frequencies from a lower frequency 
to a higher frequency. Modern BUCs 
convert from the L band to Ku band, 
C band and Ka band. Older BUCs 
convert from a 70 MHz intermediate 
frequency (IF) to Ku band or C band. 
BUCs are integrated into satellite earth 
stations and terminals that are used 
for various applications such as VSAT 
networks, maritime, In-Flight Con-
nectivity, Satcom on the Move and 

military applications, among others.

Key Players

There are many BUC manufac-
turers in the market today which 
include ACORDE, Comtech, CPI, 
Mission Microwave, Revgo Global, 
Terrasat, to name a few.  It’s one of 
the most competitive segments of the 
satellite ground equipment market.  

One of the newest entrants to the 
BUC manufacturing sector is Vis-
ta, California-based Amkom De-
sign Group which was founded in 
2016 by tech entrepreneur Ernest 
Kasparov. In a relatively short span 
of time the company has produced 
over 4,500 BUCs that are currently 
in the field operating in every pos-
sible environment around the globe 
on the ground, in the air, or at sea.

“We’ve spent several years design-
ing the “Perfect BUC” after evaluating 
everyone else. We have achieved our 
goal, every unit’s weatherproof and 
robust Hyper-Light package is con-
structed with the most advanced me-
chanical, aerodynamic, and precision 
engineering in mind taking the MTBF 
to the next level of at least 15 years 
during normal operation. Vibration 
friendly implementation which equals 
to microphonic-less operation can 
withstand high winds, bumps on the 
road, or impact while still transmit-
ting a stable, clean, microphonic-free 
signal within its specified tempera-
ture range up to +70C,” said Amkom’s 
Founder and CEO Ernest Kasparov. 

“Amkom Design Group quickly 
grew due to our extensive engineer-
ing and design capabilities of RF am-
plifiers and BUCs featuring advanced 
functionalities with concentrations 
on compact form factor, complex 
filtering, extreme efficiency, and sta-
ble operation. Since our operations 
began, the reliable RF amplifier de-
signs have been known to survive 
harsh environmental conditions such 
as high-shock or vibration, and ex-
treme temperatures,” said Kasparov.

Amkom’s product lines include 
among others the Extended (13.75 
– 14.5GHz) frequency and Low
(12.75 – 13.25 GHz) Ku-Band BUCs.
They are also launching BUCs in
the Ka-band shortly. A new prod-
uct that they will be highlighting
at the Satellite show in Washing-
ton, D.C. is its advanced compact
and reliable 16W to 125W Redun-
dancy System Kit. The kit provides
1:1 redundancy in a compact size.

The company also specializes in 
making customized products for 
clients with no minimum orders re-
quired.  “We consider every order very 
important.  We will take on custom 
orders for as low as one unit as long as 
it’s in our area of expertise,” said Hen-
ry Belkin, Amkom’s Sales Director.  

Amkom’s ability to develop cus-
tomized solutions garnered inter-
est from large systems integrators 
who initially ordered just one unit 
which led to large orders from such 
key players such Kymeta, Cobham, 
Ovzon, Indra, among others. 

“...There is an increasing need for uninterrupted mobile 
broadband coverage in remote and far-flung regions, 
streaming information and entertainment, extensive use 
of small satellites for commercialization and data 
transferability, technological advancements in 
transport and logistics network, and increasing demand 
for broadband connections and VSAT connectivity...”
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Ernest Kasparov, Founder and CEO
Amkom Design Group, Inc.

What made you decide to start a company in a very 
competitive sector of the ground segment market which is 
saturated by established players?

Before I started the company, I worked for 13 years 
with an equipment distributor which made me familiar 
with most of the RF products in the market. Knowing that 
we are going into a very competitive segment of the indus-
try, I decided to test every single BUC that we could find 
out there--from the lowest cost one to the most expensive. 
We found some flaws in the design of these products and 
the claims that they make, so we took it upon ourselves 
to engineer what 
we call a “perfect 
BUC”—with no 
flaws. We started 
with a lower pow-
er  16w BUC and 
from there after 
years of rigorous 
Research and 
Development and  
testing, we now 
have  a whole line 
of products and 
grew the business 
so we can do high 
volume manufac-
turing.  

The challenge we faced in the beginning was to come 
up with a ‘manufacturable” product. By this I mean a 
product that can be consistently made in high volumes and 
perform consistently and reliably in extreme conditions.  
With nearly 5,000 units out there to date, I think we have 
achieved this at a very high level with virtually no returns. 

What differentiates your company from your competitors?

Our coming in later in the market doesn’t mean we’re 
behind. We actually benefit from having a wider perspec-
tive from all the lessons of the past and also being newer 
in the game, we use the latest and best components which 
should give us an edge in the next few years.    

We think of ourselves as a boutique manufacturer. We 
do the kind of work that not many others are willing to 
take.  We consider every order very important.  We will 
take on custom orders for as low as one unit. We provide 
every opportunity for potential customers to try our 
products. Because somebody with either little or exten-
sive experience who is looking at the specs and testing 
that product against that specs will not take too long to 
realize and see that our product is the superior choice. It 
doesn’t matter how big or small the company—we treat 
them all the same. 

Everything 
we do is built 
from scratch. 
Our engineers 
designed 
everything. We 
didn’t just pick 
stuff off the 
shelf and put 
them togeth-
er—that’s why 
it took so long 
to test and 
develop our 
products be-
fore we launch 

them in the market.  We ensure that every board is 
tested separately and has worked efficiently and reliably 
without causing any issues in operation at any tempera-
ture whether it’s on a moving vehicle, in the sea, or on 
a plane.  We put emphasis on using extreme internal 
filtering in our development, so that our customers don’t 
have any issues on their receive band end, so they can 
confidently deploy our products immediately.

We always strive to exceed  our customers’ expecta-
tions. We are never afraid of a challenge and are willing 
go the extra mile for them.  We are not an 8-5 shop. We 
are available 24/7 as we understand that our products are 
used in critical emergency situation, so we respond very 
quickly to any issues.
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Virgil Labrador is the Editor-in-Chief of Los Angeles, Cal-
ifornia-based Satellite Markets and Research which publishes 
a web portal on the satellite industry www.satellitemarkets.
com, the monthly Satellite Executive Briefing magazine and 
occasional industry reports called MarketBriefs.   Virgil is one 
of the few trade journalists who has a proven track record 
working in the commercial satellite industry. He worked as a 
senior executive for a teleport in Singapore, the Asia Broadcast 

Center, then-owned by the US broadcasting company CBS.  He has co-authored two 
books on the history of satellite communications and satellite technology. He holds a 
Master’s in Communications Management from the University of Southern California 
(USC). He can be reached at virgil@satellitemarkets.com 

Jake Talbot, Kymeta’s Senior Di-
rector of Supply Chain said ”Amkom  
supplies the BUC for our Kymeta 
u8 terminals, and the relationship 
since inception is one of collabo-
ration and partnership.  Amkom 
really stood above the others with 
their technical capability, unit eco-
nomics and commercial agility. The 
strong sense “win-win” for the rela-
tionship really differentiates them.”

When Cobham needed a BUC 
that could operate at 70oC for its ra-
dome-covered antennas, they turned 
to Amkom who were able to provide 
test data that their 16W Ku-Band 
BUC can operate at that tempera-
ture. “That was a big deal for us as 
most BUC providers can only cer-
tify up to 60oC,” said Wes Schenk,  
Technical Service Sales Manag-
er of Cobham’s SeaTel products. 

“Another thing that they were able 
to do for us was to customize the soft-
ware so we can select local oscillators. 
Their form factor was important but 

also their flexibility in providing spe-
cial features. They are agile--some 
companies are not so willing to go 
beyond their standard portfolio--they 
were willing to work with us and 
they were flexible,” added Schenk. 

“It was a good fit for us. Our 
motto is ‘if you want something 
unique, we’ll built for you’ and Am-
kom’s flexibility and agility help 
us meet our specific customer re-
quirements,” said Cobham’s Schenk.

Amkom Design Group’s products are designed, assembled and vigorously tested at their Califor-
nia facility according to their rigorous ATP (Acceptance Testing Procedure).

Conclusion

With key vertical markets like the 
maritime, aeronautical and enterprise, 
among others, poised for recovery 
and growth post-pandemic, coupled 
with the coming online of thousands 
of non-Geostationary satellites the 
prospects for the satellite ground 
equipment market in the next few 
years are very promising indeed.    



http://www.amkominc.com



