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RAMTelecom Is Reaching Beyond The Last Mile Into Remote Locations For Their Oil And Gas, Mining 

And Government Customers With Fully Managed Broadband Service And Providing A Solution For 

Retailers For Point Of Sales Transactions And In-Store Digital Signage Advertising 
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BIO: 

Ralph Misener has more than 37 years 

experience in the telecommunications 

field, gained through a military technol-

ogy and management background as an 

Intelligence Specialist and Communica-

tions and Electronics Engineering Offi-

cer. After leaving military service in 

1995, Ralph was employed in sales with 

Bell Canada for a year, TD Communica-

tions Ltd., a satellite engineering com-

pany, from 1996 to 1998 and with Infosat 

Telecommunications Inc., a satellite tele-

communications company, from 1998 to 

1999. In 1999, Ralph founded Misener 

Telecom. 

 

Company Profile: 

RAMTelecom Inc. is a publicly traded 

corporation, shares of which are listed for 

trading on the TSX Venture Exchange 

under symbol RTC. The Corporation is a 

satellite service provider delivering flexi-

ble, scalable solutions for broadband data 

and voice business communications. Its 

fixed and mobile satellite-based commu-

nication services and value-add solutions 

are designed for medium and large enter-

prises in oil and gas, mining, and forestry 

and government agencies. With complete 

coverage of the North American market, 

the Corporation's satellite broadband ser-

vices help organizations achieve greater 

operational efficiency by providing con-

tinuous real-time communications be-

tween central offices and remote locations 

anywhere in North America. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Misener, what was your 

vision when you started as CEO and 

where are you today? 

Mr. Misener: “My original vision was to 

run a small company dealing in satellite 

telecommunications, mostly mobile hand-

held phones. That started back in 1999. 

The vision grew over the years with re-

quests from remote areas for broadband 

internet. We went through a number of 

years providing service into remote com-

munities, and then we started providing 

commercial service to small, medium and 

large enterprise customers. Through these 

customers, we learned what they actually 

required for broadband services to operate 

in remote areas. In 2004, we invested in 

our own satellite technology in order to 

serve the enterprise marketplace with 

fully managed broadband services.” 

 

CEOCFO: There are specific industries 

you focus on; will you tell us more? 

Mr. Misener: “We cover a large variety 

of market verticals with emphasis on oil 

and gas and mining, as things are going 

gang busters out in western Canada. We 

hold a seven-year satellite broadband 

contract with the federal government to 

provide satellite services into any of the 

122 federal government apartments. We 

also serve the retail market for point-of-

sale transactions, inventory control and 

digital signage, providing advertising to 

retail store chains.” 

 

CEOCFO: Please tell us about the com-

petitive landscape and why people are 

choosing RAMTelecom? 

Mr. Misener: “In Canada there are three 

companies considered to be Canada’s 

leading national satellite service provid-

ers. Telesat Canada, the Canadian satel-

lite authority; Infosat Communications, 

which is a subsidiary of Telesat and oper-

ate a hub out of western Canada provid-

ing services across the country, with a 

focus on oil and gas and mining. We are 

the third satellite provider and take more 

of a full national approach to cover off a 

large number of market verticals. There 

are also a few other companies in western 

Canada that concentrate solely on oil and 

gas. Our reputation is growing as RAM-

Telecom provides an extremely high 

quality managed service, specifically our 

Voice over IP, which is a huge require-

ment with all of our customers to support 

their operations in the field.” 

 

CEOCFO: Do you provide some services 

that the others do not? 



Mr. Misener: “I believe that we are all 

providing the same type of services with 

our service proving to be a much higher 

quality as attested to by our customers. 

Our reputation is also increasing, based 

on our strong customer service. We fully 

meet our customers’ demands due to the 

flexibility we show. We view each cus-

tomer as an individual and we look at 

their specific needs prior to offering any 

type of solution. We provide the customer 

exactly what they are asking for. I know 

the combination of those things set us 

ahead of everyone else.” 

 

CEOCFO: What is it that enables you to 

provide a higher quality service; is it bet-

ter equipment, technology, responsive-

ness or all of the above? 

Mr. Misener: “It is all of the above. At 

the end of the day, the technology that we 

chose is the Linkstar® platform, manu-

factured by Viasat. We con-

ducted in-depth technical re-

search into the different types 

of platforms that were available 

to allow us to offer our man-

aged service. We chose Link-

star over all the other technolo-

gies. Our people are experts in 

the management of the service 

from end-to-end. RAMTelecom 

has gone through stringent due 

diligence with some of the ma-

jor terrestrial carriers in Can-

ada and have been successful in 

proving we can meet their ser-

vice level agreements. Overall, we feel we 

offer a “carrier grade” satellite service 

that is on a higher level than any other 

satellite service provider in Canada.” 

 

CEOCFO: How is business? 

Mr. Misener: “Business is absolutely 

fantastic. One of the things we face in the 

satellite business is an extremely long 

sales cycle. Those sales cycles have been 

longer than normal due to our company 

being the new guy on the block. We have 

had to continually prove ourselves; and 

we have succeeded. Over the last month, 

business has been phenomenal with many 

deals coming to closure. We should finish 

fiscal year 2007 on a profitable note 

which will carry on into 2008. We have 

forecasted revenues for 2007 to be $5 

million, and finally hit profitability. We 

feel we will hit both goals. We see mov-

ing into 2008 in a very healthy position.” 

 

CEOCFO: How do you keep up with 

technology; are there concerns that some-

thing different will come along and sup-

plant what you are doing? 

Mr. Misener: “The obvious competition 

comes from terrestrial carriers providing 

fiberoptics or wireless networks. Our 

market is one step beyond where those 

resources are available. We always keep a 

constant eye on technology. The satellite 

industry itself does not move as fast in 

technology advancements as terrestrial 

carriers do. Our relationship with our 

supplier Viasat is excellent and we re-

main in touch on a regular basis on tech-

nology advancements within the satellite 

industry itself. One of the types of offer-

ings that has grown in the past couple of 

years is provision of hybrid networks. 

This is integrating a satellite and terres-

trial network together seamlessly for an 

end user. This allows for an operation to 

utilize their Corporate network to the 

fullest amongst all their locations, and is 

transparent whether it is a satellite or 

terrestrial location. We worked extremely 

hard over the past year to upgrade our 

network to be able to do provide this type 

of integration.   

 

CEOCFO: What do you see two or three 

years down the line? 

Mr. Misener: “Our vision is to be a pre-

mier telecom solutions provider which 

goes beyond the satellite services we offer 

today. I alluded to the nature and provi-

sion of hybrid networks; that type of net-

work will grow in popularity. The satel-

lite industry itself is really growing on a 

global basis. I foresee a lot of consolida-

tion over the next few years. It has al-

ready started with the major satellite 

owner/operators beginning to merge. The 

consolidation will eventually filter down 

to the national and regional operators; I 

view the satellite industry to be very simi-

lar to the launch of the internet fifteen 

years ago. In the beginning there were 

thousands of Internet Service Providers; 

however, over the course of a few years, 

consolidation began to take place where 

the larger providers acquired the smaller 

ones. We view ourselves as either a good 

acquisition target or we may take the ap-

propriate steps to grow ourselves by add-

ing the right companies to meet our over-

all vision.” 

 

CEOCFO: Why should poten-

tial investors be interested and 

what might they overlook at 

first glance that should jump 

out? 

Mr. Misener: “Investors need 

to be educated about the satel-

lite industry and realize how it 

is growing on a Canadian, 

North American, and global 

basis. I am spending a great 

deal of time traveling across 

Canada providing briefings to 

try to bring awareness to us. There is a 

bright future for this industry and we are 

rising within it. The major satellite own-

ers are already stating that there is a 

shortage of bandwidth on a worldwide 

basis. They cannot build the satellites fast 

enough. That clearly shows that the in-

dustry is growing. Investors need to real-

ize the potential. RAMTelecom is a dif-

ferent type of investment than the mining 

and oil and gas companies. We are a 

long-term revenue growth company. Our 

record to date shows that we are on the 

right track and the Corporation will con-

tinue to grow. That is the word I am get-

ting out to the investment community. 

We are an extremely viable investment.” 

 

 

“We cover a large variety of market verticals 

with emphasis on oil and gas and mining, as 

things are going gang busters out in western 

Canada. We hold a seven-year satellite broad-

band contract with the federal government to 

provide satellite services into any of the 122 fed-

eral government apartments. We also serve the 

retail market for point-of-sale transactions, in-

ventory control and digital signage, providing 

advertising to retail store chains.” 

                                                - Ralph A. Misener 


