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Abstract: The fast commercialization and development of aerospace
technologies have changed completely the global space sector economy,
especially with the development of devices such as nanosatellites. These
nanosatellites are effective and precise when it comes to forecasting
hurricane activity and other extreme weather events which represent a great
impact area that provides safety for the society and a viable way to
commercialize these services. This article aims to analyze different business
models in this field in the space area and realistic strategies which can be
used to commercialize the use of such nanosatellites for specifically
forecasting services with the goal of preventing bigger disasters such as the
loss of lives and damage of infrastructure.
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BU3HEC-MOJEJIb 1 CTPATEI'IHN
KOMMEPHHUAJIM3ALIIMUA YCJIYT 11O ITIPOTHO3UPOBAHUIO
CTUXUMHBIX BEACTBUI HA OCHOBE HAHOCITYTHUKOB

I'adpuaab Xoce Byenpocrpo I'pockon
Coeaunennsle Mekcukanckue LtaTel, AKamybko.
Martseesa 10.B.
Poccuiickas ®enepanus, r. Camapa, CaMapCKuil YHUBEPCUTET.

AnHoTanusi:  beicTpas  komMMepnmanuzanps M Pa3BHUTHE
a3POKOCMHUUYECKUX TEXHOJIOTUH MOJHOCTHIO U3MEHUIH MHUPOBYIO 3KOHOMUKY
KOCMHYECKOTO CEKTOpa, OCOOCHHO C MOSBICHHEM TaKHUX YCTPOHCTB, Kak
HAaHOCHYTHUKH. OTH  HAHOCHYTHUKH OS((EKTUBHBI W  TOYHBI B
MIPOTHO3UPOBAHNN YParaHOB U JIPYTHX SKCTPEMAIBHBIX IMOTOAHBIX SIBICHHMH,

!Crynent 2 kypca MarucTpatypsl MHCTHTYTa S5KOHOMUKH U yrpasieHus CaMapckoro
YHHBEpCHTETA.
2Kanmumar SKOHOMHYECKMX HAyK, JOLEHT, JOUEHT Kadeapbl MEHeIKMEHTA |
opraHu3anuy npon3BoacTsa CaMapcKoTo yHHBEPCHTETA.

415



MPEJCTABIIOMIUX  COOOM  CEephe3HYI mpoOiieMy, 0O0CCIEUYHBAIONIYIO
0e30macHOCTh O0ILIeCTBA M MEPCHEKTUBHBI CHOCO0 KOMMEpIHAIN3AUU
aTHX ycuyr. Llens naHHOW cTaThbu, MpOaHAM3UPOBATh Pa3iIMYHbIE OW3HEC-
MOJIETIH B 3TOH 00JaCTH KOCMHYECKOW OTPaciy M peaHCTHYHbIE CTPATErHy,
KOTOpBIE MOYKHO MCIIOJIb30BaTh Ul KOMMEPIUATU3aUU IPUMEHEHUS TaKHX
HAHOCITyTHHKOB, B  YacTHOCTH, [UII IPOTHO3SHPOBAHUS C  LEJbBIO
MIpeJOTBpaNIeHNsT Ooyiee MacTaOHBIX KaTacTpod, TAKUX Kak THOETh JIroaen
U MIOBPEXACHHE HHOPACTPYKTYPEL

KioueBble c¢jI0Ba: TIPOTHO3MPOBAaHHWE CTUXUUHBIX OeACTBUH,
KOMMepLHUaIn3aLus, HaHOCITyTHHKH, KOCMHYECKast IKOHOMHUKA,
CTpaTEerH4ecKoe ynpaBieHHe, OM3HEC-MOIEIH.

Introduction

The space sector has been transformed and developed a lot over the
last 2 decades. Before this was an area completely dominated by
governments, it is now being rapidly growing by private organizations which
focus on providing specific services for each country. Thanks to
nanosatellites, there are now new applications for the observation of Earth's
atmosphere which can come in very handy for forecasting hurricane
movements and being able to predict their future behaviors so that people
could be prepared better and beforehand for such events.

For a country such as Mexico that faces threats constantly by
hurricanes, the ability of being able to predict such events is not only a matter
of public safety but also a new way for business opportunities and a new way
to grow technologically.

Research progress

This articles is combines strategic ideas with practical experiences
from the current space sector in the commercial area. The methodology is
based on a few important elements:

1. The analysis of a business model that includes the value of the
project, the suitable clients or partners, new and current revenue streams, the
needed resources, and a projection of realistic alliances.

2. A detailed comparison between current commercial services in
the space sector and existing public warning systems.

3. A detailed market study to select potential clients not only in the
public sector but in the private sector too, an understanding of their needs and
goals to create a solution.

Once all these elements are in place, the study seeks to find a path
for a nanosatellite-based forecasting system in Mexico which can be accurate
and commercially viable.
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Commercialization Strategies.

The better approach is the usage a marketing strategy in phases so
there can be minimal risks and being able to build trust in the market:

Phase 1: It is important to choose the correct partners to conduct
such projects in the public or private sector, verify all information. This will
provide a strong foundation for the project's development.

Phase 2: Being able to close deals such as long-term contracts with
the public sector or a private organization. These clients will be able to
provide financial stability to the project and will send a strong signal of
confidence to the market.

Phase 3: Once we have established the service, it can be scaled to a
bigger degree. The next step would be to design the nanosatellites, test them,
and launch them with the correct geographical coverage and orbit. Publish
risk reports for hurricane seasons would come in handy when using this
nanosatellites.

Table 1 — Comparison of business model options for nanosatellite-
based disaster forecasting services [1]

Business Main Value Revenue
Model Customers Proposition Characteristics
Data service Research groups | Raw data access | Low margins, high
and tech volume of
companies costumers
Information Governments, Forecasts and | Moderate margins,
service insurers, utilities alerts repeat income
Results based | Large companies, | Loss reduction High profit,
services insurers and complex deals
performance
outcomes

Scaling and Sustainability Challenges.

In order to scale a project like this, it is very important that the
technology is of a high quality, the data is precise, and the financial model is
effective. Several obstacles might be encountered in the way such as:

- The chance of a satellite failure would create gaps in critical
information, but it won’t shut down the service.

- The idea of having a public interest service without making it
inaccessible to those who need it most, especially in remote areas.

The most efficient solution to these problems is generally to
combine the public and private sectors. In this way, we can leverage
government funding along with the innovative capacity of businesses.
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The results and conclusions (Conclusion)

Nanosatellite forecasting services represent a very promising section
of the space economy. When supported by the right partners and business
models, these services can shine in their areas by delivering significant
economic and social benefits.

For hurricane-prone countries such as Mexico, such systems help
with disaster resilience, data based early decision making and create
opportunities for sustainable commercial development. Future research
should focus on quantitative impact assessment, cross-border service
integration, and long-term governance models.
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