Pres. Joseph V. Charyk (center) of new Communications Satellite Corp. holds conference with top aides

Headquarters for company is in a former Washington mansion
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Launching
a satellite
company

Space communications
monopoly assembles its staff,
grapples with basic problems

On a stately 26-acre estate in Wash-
ington, officers of the new Com-
munications Satellite Corp. are rac-
ing to put together a billion-dollar
corporation to handle a satellite sys-
tem of international communications.
They’re hoping to have the system,
which may cost $500-million, ready
for commercial operation by 1967.
But right now, the corporation has
nothing but a $5-million line of
credit. And a lot of basic decisions
still lie ahead for the company,
which was created by Congress as a
government-sanctioned private mo-
nopoly. These decisions will be made
by CSC Chmn. Leo D. Welch,
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“WITH
BLUE CROSS
WE CAN GIVE
OUR PEOPLE
PROTECTION
THAT’S FAR ABOVE
THE AVERAGE.”

HUGH ROBERTSON, Chairman of the Board, Zenith Radio Corp.,
world-famous electronics manufacturer for home, industry, defense.

“For the Zenith employee who faces a stay in the hospital, Biue Cross has special advan
tages. There are two in particular. First, the benefits provided. The employee gets actual
hospital care based on his illness, rather than a fixed, daily allowance based on average
needs. Second, there's the simplicity of obtaining benefits merely by showing the Blue Cross
membership card on entering the hospital. Blue Cross pleases people here, and has for
16 years.” (93¢ out of every dollar Blue Cross Plans took in last year went to pay benefits
to members. For the full story on value, see your local Blue Cross Plan.)

BLUE CROSS,

® Blue Cross and symbol reg. by
American Hospital Association

BLUE CROSS ASSOCIATION, INC., 840 NORTH LAKE SHORE DRIVE, CHICAGO 11, ILLINOIS
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formerly chairman of Standard Oil
Co. (N.].), and Pres. Joseph V.
Charyk, former Under Secretary of
the Air Force.

The problems. The new corpora-
tion’s problems are: getting the
necessary manpower, making tech-
nical decisions on what type of sys-
tem to install, completing negotia-
tions with foreign countries that will
be served by the system.

But tackling them is complicated
by the corporation’s quasi-govern-
mental status. In addition to coming
up with an economical system that
will turn a profit, the corporation
must keep these considerations and
aims in mind:

= The Administration wants the
communications system to be a
showpiece for democracy, with early
service to underdeveloped countries.

= Congress wants wide public
ownership, and wants to make sure
no one of the communications com-
panies participating in the new cor-
poration will dominate its operations.

= The Federal Communications
Commission, with power over rates,
will also regulate the corporation on
how to contract for materials and
services. Already, FCC is annoyed
because the corporation has not yet
issued a stock offering to the public.

Will it be economical? It’s pretty
well agreed that a satellite communi-
cations system eventually will be a
sound economic venture. Assess-
ments vary, however, on just when
such a system will become profitable.
CSC officials hope that they can get
the system to operate in the black
within three or four years after it
goes into service. That would be
about 1970-71 if the initial system
begins operating by 1967 as hoped.
Others are less optimistic on this
point. “It depends on whose crystal
ball you are looking into,” says one
government official who follows the
matter closely.

The economics of the system will
depend directly on how much it
costs to install and maintain and how
much use is made of it. As a working
goal, the corporation looks to a three-
year lifetime of its satellites as the
economical benchmark. Anything
less than this would make the going
rough for CSC; anything longer
would make it easier.

The systems services will be sold
to existing international communica-
tions companies such as AT&T and
RCA. In turn, these carriers will
make the service available to the
public. While most of the interna-
tional carriers have said that they
plan to use the new satellite system,
obviously they won’t junk their pres-
ent communications networks the
minute the satellite system goes into
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service. It must be fitted into their
operations. Rates charged to the
public are expected to be compara-
ble to those now in effect for cable
calls.

The FCC, too, will control the
rates that the satellite corperation
charges to the communications car-
riers for use of the satellites. These
have not been determined yet, but
rates are obviously a key element in
the economics of the system.

Growth expectations. The satellite
corporation builds its hopes for a
profitable system on the expectation
that the growth in cable communica-
tions between the U.S. and Europe
will continue to increase about 20%
a year.

Even with plans for a satellite
communications system under way,
private companies are still planning
to install new cables between the
U. S. and Europe. So the question is
whether the growth in communica-
tions usage will outpace the commu-
nications equipment being planned
to handle it. The satellite corpora-
tion, and many others in the field,
believe that it will. Historically, they
point out, whenever a new service is
provided in the communications
field, usage demands grow geometri-
cally.

Watchdog committee. So CSC is
moving ahead optimistically with its
plans. And to make sure there are no
slips in getting the new corporation
off on the right foot, the White
House recently set up an ad hoc
committee under the joint chairman-
ship of Dr. Jerome B. Wiesner, sci-
entific adviser to the President, and
Nicholas deB. Katzenbach, Deputy
Attorney General, to tie together the
various government agencies whose
work affects the communications
system. Members come from the
State and Defense Depts., National
Aeronautics & Space Administration,
Bureau of the Budget, and National
Space Council.

The corporation already is begin-
ning to get its manpower problem
solved. Since the corporation’s two
top officers took over the reins five
months ago, a staff of 40 has been
assembled. This is expected to grow
to about 100 a year from now. Be-
fore 1967, it will climb to 200 to 300.

Top aides selected. Some of the
key men have come from industry,
others from government ageneies.

For manager for components de-
velopment and systems research,
CSC brought in Sidney Metzger,
formerly RCA’s man in charge of
radio communication, engineering,
and equipment for Projects Score,
Tiros, and Relay.

CSC’s systems analysis manager
is S.H. Reiger, until recently a
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HUGH ROBERTSON, Chairman of the Board, Zenith Radio Corp.

“WE’RE PROUD OF OUR BLUE SHIELD PROGRAM
AND THE VALUE IT GIVES ZENITH EMPLOYEES.

Before changing to Blue Shield, we studied a number of programs for surgical and
medical expense coverage. We have found that Blue Shield is exceptional in the benefits it
offers our people. And all of us particularly like the way Blue Shield handles each case
privately between the individual and his doctor. Blue Shield provides the type of program
we want—one that is of real help to every employee.” (Learn the advantages of this
protection that now safeguards 50 million people. Contact your local Blue Shield Plan.)

BLUE SHIELD,

@® Service marks reg. by
Natipnal Assn. of Blue Shield Plans

NATIONAL ASSOCIATION OF BLUE SHIELD PLANS, 425 NORTH MICHIGAN, CHICAGO 11, ILLINOIS
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IDEAL HANDLING CONTAINER

cuts costs 3 ways

THE POWELL PRESSED

All-purpose box

COSTS LESS
FROM THE START

All-purpose materials handling
box that costs less than a con-
ventional box platform, that’s
Powell Pressed Steel’s new 213.
Designed with a sloping front
contents are easily visible and
more accessible both as a pro-
duction line box, and a working
inventory bin. Inturned corru-
gations without protrusions
plus Powell’s easy-stacking lugs
give the 213 all the benefits of
the finest storage box. The 213
is available with all standard
accessories such as four-way en-
try, roll over and sling attach-
ments. It’s the sensible way to
get a modern handling system
inexpensively. Talk with the
Powell representative nearest
you or write direct

STEEL COMPANY
HUBBARD, OHIO
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senior staff member of RAND Corp.,
where he headed studies on the eco-
nomics of satellite systems.

Financial coordination for the cor-
poration will be handled by Lewis C.
Meyer, formerly a top financial
analyst for the Air Force.

Cramped headquarters. Housing
its new staff has been more diffi-
cult for the corporation. At present,
it’s headquartered in a palatial man-
sion, Tregaron. But already the cor-
poration needs more room. Latest
additions to the staff have to be put
in the attic.

A new corporate home undoubt-
edly will be found in the Washington
area in the next year or so. Mean-
while, additional space will be ob-
tained piecemeal.

The big decision. Now that the
corporation has gotten together a
basic staff, it can move on to the de-
cision that will be the key to virtu-
ally every other major question it
faces—what kind of satellite system
should it install. The answer will
determine how much initial capitali-
zation the company must raise
through stock sales, what kind of
international service can be offered,
who will be able to use it, and what
it will cost foreign countries to
participate.

This is the timetable the corpora-
tion has set for itself:

By the end of this year, it wants
to have analyzed the various satellite
systems.

By next summer, it wants to freeze
on a design for its satellites.

By early 1966, it wants to have
prototypes in orbit,

By 1967, it hopes to have much of
the system in commercial opera-
tion.

The alternatives. The three tech-
nical systems under consideration
are:

* Thirty or so satellites in low
orbits at altitudes of approximately
3,000 mi,

* Fifteen to 20 satellites in me-
dium-altitude orbits of about 6,000
mi.

= Three satellites in 22,300-mi.-
high synchronous orbits where they
would appear to remain in a sta-
tionary position.

The guessing at this time is that
the corporation will install a me-
dium-altitude system, at least at the
outset. It virtually has ruled out the
low-altitude system because of the
large number of satellites involved.
The synchronous satellite, too, has a
low priority. In spite of Syncom II's
success, little experience has been
obtained with this type of satellite.
Messages, too, are hampered by an
echo when transmitted over such
great distances.

Technical considerations. But even
if the medium-altitude system is
adopted, many other technical mat-
ters remain to be solved. Metzger
divides the problem into four parts:
ground stations, communications
equipment carried in the satellite,
the satellites themselves, and the
booster needed to loft the satellites
into orbit.

It’'s expected that at least three
ground stations will be built in the
U.S. Overseas, most major coun-
tries are expected to have their own
stations. Regional stations probably
will be used to serve groups of
smaller nations.

The corporation has pretty much
settled on the Atlas-Agena booster
to put its satellites into orbit. It will
use a multiple-launch technique in
which some half dozen satellites
can be placed into orbit by a single
shot.

The major share of CSC’s work
will go into the spacecraft and the
equipment it will carry. Equipment
has to be made that will make it pos-
sible for several ground stations to
communicate simultaneously with
the satellites. The Telstar and Re-
lay satellites can accommodate only
two ground stations, either talking
with each other or both beaming
messages in the same direction.

So the corporation must develop
a multiple-access satellite to allow
several countries to use the system
at the same time. Toward that end,
CSC has split a $150,000 three-
month contract among AT&T, RCA,
and Hughes Aircraft for studies of
three different approaches to solving
the problem.

Foreign participation. The work
of getting some of the foreign par-
ticipants into line has started. CSC
had its first talks early this year with
Canada, Britain, Germany, France,
and Italy. New conferences will be
started this fall. The corporation re-
portedly is ready to tell these coun-
tries that if they invest in the com-
munications system, they will be eli-
gible to compete along with U.S.
companies for CSC hardware and
research and development pur-
chases.

Cost. With so many loose ends, it
is still too early to set forth the ac-
tual cost of getting a satellite sys-
tem into service, but the corporation
believes a medium-altitude system
with capacity for 600 voice channels
would cost from $400-million to
$600-million.

The corporation’s $5-million line
of credit, spread among 10 banks,
will get things started. But it’s likely
to be completely used up by the time
CSC finally issues stock, a move it.
may make early next year. End
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