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IP Datacast for Euroland



Euroland Country Profile

• Total area 392 124 sqkm
• Water 5 230 sqkm
• Forest 86 096 sqkm
• Arable 136 088 sqkm

• 15 % of area mountains
• 55 % of area low lands
• 30 % of area hills
• Population 59 millions
• Urban population 80 %
• Number of cities

• over 1 Millions 5
• 500k – 1M 7
• 200k – 500k 19
• 100k – 200k 9

• Underground in 5 cities
• 255 km of tunnels
• 400 underground stations

• 1000 commuter trains



Euroland Country Profile
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Network Assumptions

• Network only to areas where exists 
sufficient population density

• Central Business District
• 20 sqkm

• Urban Area
• 1 210 sqkm

• Suburban
• 9 760 sqkm

• Regional
• 21 468 sqkm

• Rural
• 354 446 sqkm

• 20 small provincial towns

• Connecting main roads between the remote 
areas

•500 km



Hypothesis regarding the coverage

• Technical parameters
• Bit-rate and mode: 16-QAM ½ (7.5 Mbps with MPE-FEC)
• Indoor coverage: 90% 

• Three scenarios for the coverage
• Scenario 1: city coverage
• Scenario 2: full coverage slow
• Scenario 3: full coverge fast



Scenario 1: City Coverage



Scenario 2: « full coverage - slow »



Scenario 3: « full coverage »



Service description

• Package proposed to the customers: around 10 TV channels + 10 radios

� In terms of bandwidth: around 2,5 Mbit/s per package (3 packages per 
MUX)



Business models

To be up-dated according to the on-going 
discussions in each country

- « communication operator » model

- Other models?



IPDC business: « communication » operator 
model

• IPDC Service Operator: Build the offer, negotiate with the content providers, 
customer relationship, marketing, billing
• IPDC Network Operator Broadcasting: takes care of the signal from the 
encapsulator to the users
• IPDC Delivery Operator: runs a technical system that prepares an IPDC 
stream (video streams, ESG, encryption)
• Service/Content Provider: prepares a service or a content

Payment
For the service Payment for the

Broacasting

Payment
For the content

Payment for the
IPDC service

Payment

Content 

Data



Market penetration/price

• According to several market study (HPI and others), one can draw the 
following conclusions:

• The end-users are definitely interested in IPDC
• The end-users are ready to pay for the service and around � 6 to � 13 for 

per month a package of around 10 programs
• It is possible to assume the same kind of growth as GSM but with a 

maximum of 35% market penetratation

• Conclusion
• ARPU taken into account for the business case: � 7 per month
• Market growth:

1 2 3 4 5 6 7 8 9 10

2.5 6 8.5 13.5 20 28 35 35 35 35

Year

% of 
covered 
population



Network costs

We suggest that the technical group evaluate the cost of the network. We 
suggest that it is done this way:

• For each type of area define a cluster of cells, one big transmitter + x 
slave transmitters. A transmitter (or slave) is defined by the ERP and the 
Hight of the mast. We can define the CAPEX and OPEX of such a 
cluster. This cluster covers an area which radius is R.

• We take a transmission cost based on satellite  for more than y clusters 
and a cost reduction for less than y sites

• We take some assumptions regarding the existing sites and the sites 
that need to be built. Regarding the price for renting we take known 
prices (in Finland are public) and index these prices to the m2 price per 
area

• Based on this we can have an idea of the CAPEX and OPEX (related to 
the number of cluster)

Is this acceptable?



Other costs

• Rough evaluation of the cost for each part
• Receiver
• IPDC System
• Content
• Marketing/billing
• etc...

• For this we suggest that the players involved in these areas propose 
information on costs



Conclusion

• Conclusion on the case

• What’s in it for all the player



The case

• Summarize the case:
• Netsales
• Operating profit
• Cashflow


