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#diversifi cation (main category) #people & 
competency

Benefi ts

► The projects pipeline increased from US$53m 
to US$400m by 2025, driven by broader sector 
exposure and improved contract stability.

► Yard-based staff expanded from 100 to 600 
and offi ce roles from 260 to 380, alongside 
improved internal promotion rates and 
workforce diversifi cation.

Key fi ndings

► Stay curious and versatile. Tackle challeng-
ing work and understand the wider business 
to thrive in a rapidly changing world.

► Increase engineer resilience during strong cy-
cles by diversifying exposure, building recurring 
revenue and maintaining fi nancial discipline.

► Work with industry to build internationally rec-
ognised manufacturing credentials that enhance 
the UAE’s credibility in global procurement.

Specialist Services at a glance:
 modular solutions.

► Offshore renewable energy – 40%
► Oil and gas – 35%
► Data centres – 10%
► Hydrogen – 5%
► Others (non-energy): defence – 10%

Dubai, UAE
1982

+2,400 (Group) 
+1,000 (UAE)

55%

Specialist Services

Founded in 1982, Dubai based Specialist Ser-
vices is a modular solutions business with more 
than 40 years of engineering heritage. However, 
despite such a formidable legacy, the company 
has undertaken a deliberate transformation in 
recent years, moving from a reactive, project 
dependent operator to a more diversifi ed, stable 
platform business. Through the redesign of its 
operating model, Specialist Services has reduced 
its exposure to short  cycle volatility, broadened 
its sector mix and built the organisational depth 
required to embrace and grow through change.

 For much of its recent history, 
Specialist Services has operated around a famil-
iar model defi ned by 8 to 12-week bidding cy-
cles, aggressive pricing and revenues that both 
arrives in peaks and disappears in troughs.  

While the business was successful, visibility 
rarely extended beyond the next contract, 
such is the reality of project-led work. Further, 
at the same time, the market was changing.  

EPC consolidation had begun to reshape buyer 
behaviour. Offshore renewables were accelerat-
ing. Defence demand was rising. And hydrogen 
and digital infrastructure were emerging from 
concept into reality. Industry opportunities were 
abundant, yet so were the risks of standing still. 

Internally, Specialist Services was also man-
aging operational issues.  Without structural 
alignment, the business risked fragmenta-
tion, duplicated effort and continued depen-
dence on short-cycle project work.  

That reliance on cyclicality was a concern, leav-
ing the business and its employees exposed 
to inherent instability. While the fi rm knew its 
margins would continue to be up and down, and 
it would have to navigate downturns, it was also 
conscious of the knock-on effects of this way of 
operating on internal careers, staff retention 
and the ability to preserve hard-won capability.

 The decision was subsequently 
taken to redesign the Specialist Services model 
rather than manage volatility. Ironically, this re-
alisation came during a period of strong perfor-
mance. Growth was increasing operational strain, 
but the fi rm’s structural stability was lagging. 

What followed was four years of deliberate, 
staged evolution that centred around four 

clear stages: Foundation, Expansion, Effi cien-
cy and Focus. Each phase built on the last, 
shifting the business from reactive delivery 
toward a more resilient, diversifi ed platform. 

Beginning in 2023, the Foundation phase involved 
leadership consolidation, cost discipline and facil-
ity expansion in tandem with the introduction of 
long-term framework contracts to provide base-
line revenue stability alongside project work.  

In 2024, the focus then moved to Expansion. 
The business diversifi ed decisively into offshore 
renewables, defence, hydrogen and digital in-
frastructure, while continuing to serve core oil 
and gas clients. Rental fl eet capacity increased, 
layered service offerings were added across 
all six solution areas, the fi rm’s manufacturing 
footprint was doubled, and signifi cant CAPEX 
investment was made in facilities, equipment 
and assets. An acquisition in Europe further ex-
tended capability and market access. 

In 2025, attention turned to Effi ciency. Operation-
al optimisation, stronger margin discipline and im-
proved fi nancial visibility were prioritised. Digital 
tools were integrated to enhance planning and ex-
ecution, supported by the implementation of a new 
ERP system that facilitated AI-enabled workfl ows. 

And most recently, this year, Focus phase has 
kicked in. Here, the business has been structured 
into six clearly defi ned verticals, with specialist 
skills being allocated and onboarded. Investment 
in people remains a priority, with the objective 
throughout each of these phases – to build a busi-
ness that does not depend on a single favourable 
market to perform – having remained consistent.  

It’s a shift in mindset that has delivered. At the 
start of the Foundation phase, Specialist Ser-
vices’ projects pipeline stood at approximately 
US$53m. By the end of 2025, this pipeline had 
increased to approximately US$400m, driven by 
broader sector exposure, improved contract sta-
bility and a deliberate reduction in dependence 
on short cycle project work.

Within this mix, defence and offshore renewables 
have grown from a standing start into meaningful 
contributors. Hydrogen packages are being pro-
duced for European markets, and early successes 
have been secured in offshore wind. Importantly, 
expansion into these additional verticals is com-
plementing rather than replacing the fi rm’s legacy 
strengths. Indeed, oil and gas remains a growing 
and important part of the business. 

Total headcount has also increased signifi cantly, 
with yard based staff expanding from approxi-
mately 100 to around 600, and offi ce based roles 
growing from 260 to approximately 380. Through 

this expansion, internal promotion rates have im-
proved, workforce diversifi cation has increased, 
and female representation across technical and 
professional roles has grown measurably.

Additionally, the fi rm’s rental fl eet capacity has 
expanded, and layered service offerings are in 
place across all six solution areas. 

Having set out to build a business capable of with-
standing cyclicality, Specialist Services has undoubt-
edly succeeded in its goals. The scale of its pipeline, 
diversifi ed sector mix and strong internal capabili-
ties is all clear evidence of a strategy that is deliv-
ering long-term stability and sustainable growth.

EIC Survive & Thrive 2026

How is Speedcast thriving?
In the face of signifi cant industry disrupti on, 

bit (LEO) satellite constellati ons, Speedcast 
has emerged stronger than ever before. By 

as Starlink and OneWeb early, rather than 
resisti ng them, the fi rm has strengthened its 
role as a trusted technology partner, and a 
global, hybrid network integrator capable of 
supporti ng the digitalisati on of some of the 
world’s most complex and remote operati ons.  

The challenge - For more than 25 years, Speed-
cast has been a key provider of criti cal com-
municati ons and IT services, connecti ng over 
10,000 vessels with market-leading positi ons in 
off shore energy and off shore support vessels.  

Operati ng across the mariti me, oil and gas, 
mining, media, government and enterprise 
sectors, the company has long positi oned it-
self as a trusted partner, responsible not only 
for connecti vity, but for supporti ng custom-
ers’ operati onal conti nuity and performance. 

However, the pace of technological change 
was accelerati ng. While communicati ons 

of roughly three years, the arrival of LEO 
satellite constellati ons – parti cularly Starlink 
– disrupted this patt ern enti rely.  

Connecti vity expectati ons changed almost 
overnight. Data consumpti on across energy, 
mariti me and industrial operati ons surged. 
Customers demanded real-ti me connecti vity 
to support automati on, remote operati ons, 
IoT integrati on and the early adopti on of AI.  

width alone. Operati onal technology (OT) 
networks required secure, private and pre-
dictable connecti vity, with guaranteed up-
ti me. Further, regional nuances also added 
complexity, with Saudi Arabia’s eff orts to ac-
celerate nati onal digitalisati on having created 

ture, operati onal licences and local delivery 
capability. Indeed, customers increasingly ex-
pected global providers to be locally present, 
compliant and operati onally embedded. 

Collecti vely, these changes left  Speedcast 
at a crossroads. Without transformati on, 

market share, with customers exploring new 
connecti vity opti ons.  

The soluti on -
disrupti on rather than fi ght it. The company 

gies, partnering directly with Starlink and 
OneWeb to understand their capabiliti es, 
limitati ons and long-term potenti al.  

Speed, readiness and fl exibility became central 
to Speedcast’s strategy, requiring proacti ve 
work around licensing, regulati on and logisti cs 
across multi ple geographies to ensure rapid de-

available. Here, the fi rm worked closely with 

operati onal realiti es. However, quickly it found 
that it would also need a more agile, technol-

networking, intelligent edge management and 

First, Speedcast strengthened its local pres-

became a fl agship example, where the com-
pany secured its ISP, operati ons and provi-
sioning licences, built an in-country teleport 
and invested in local management and fi eld 
service teams. This enabled fully compliant, 

Second, Speedcast accelerated LEO and 
hybrid-network integrati on. Between 2023 
and 2025, Starlink, Starlink HTS, Starlink PNI 

into Speedcast’s global service portf olio. 
Rather than off ering standalone connecti v-
ity, these technologies were combined into 
managed hybrid soluti ons, ensuring conti nu-
ous performance for mission-criti cal applica-
ti ons. Enterprise SD-WAN capabiliti es were 
layered on top, allowing customers to opti -
mise traffi  c across multi ple networks. 

by the rollout of SIGMA, Speedcast’s intelligent 
edge management platf orm. SIGMA allows 
customers to blend multi ple networks with full 
redundancy, unifi ed security and automated 
traffi  c orchestrati on, delivering guaranteed up-
ti me even in remote or hosti le environments. 
Through SIGMA, Speedcast moved decisively 
beyond connecti vity provision, off ering intelli-
gent, applicati on-aware network control. 

Through these changes, Speedcast has es-

prise-managed LEO connecti vity. It was the 
fi rst provider to deploy Starlink across an 
enti re cruise fl eet, and the fi rst to introduce 
OneWeb to the off shore mariti me sector. 

#collaborati on (main category) #innovati on 

Benefi ts
▸

hybrid connecti vity for mission-criti cal 
operati ons. 

▸
diversifi ed sectors and reduced dependence 

Key fi ndings

▸ Learn fast, stay curious, and don’t be 

▸
ency is the foundati on of progress, part-
nership, and long-term resilience. 

▸ I would ask for greater clarity, consistency, 

related to connecti vity, satellite communi-
cati ons, and digital infrastructure. 

Key products and services:
connecti vity, hybrid satellite networks, 
edge platf orm (SIGMA), mission-criti cal 
communicati ons.

Main industries served:
▸
▸ Conventi onal power
▸ Off shore renewable energy
▸

Texas, US

+50 (MENA)

Osama Oulabi
General Manager, Middle 

East at Speedcast

An established leader in enterprise-managed low-Earth-orbit 
satellite connecti vity 

Indeed, today, the fi rm is recognised as the 
number-one LEO connecti vity provider to 
the global mariti me market. Through SIGMA, 
customers achieve 100% upti me, improved 
operati onal effi  ciency, enhanced crew wel-

private interconnects. Growth in Saudi Arabia 

local infrastructure, driving increased project 

By embracing technological disrupti on early, 
the fi rm has reinforced its positi on as a trust-
ed partner helping customers navigate, adopt 
and maximise next-generati on connecti vity. 

Speedcast 

How is Speedcast thriving?

In the face of signifi cant industry disruption, 
brought about by the arrival of low-Earth-or-
bit (LEO) satellite constellations, Speedcast 
has emerged stronger than ever before. By 
embracing emerging LEO technologies such 
as Starlink and Eutelsat OneWeb early, rather 
than resisting them, the fi rm has strengthened 
its role as a trusted technology partner, and a 
global, hybrid network integrator capable of 
supporting the digitalisation of some of the 
world’s most complex and remote operations.  

The challenge - For more than 25 years, Speed-
cast has been a key provider of critical com-
munications and IT services, connecting over 
10,000 vessels with market-leading positions in 
offshore energy and offshore support vessels.  

Operating across the maritime, oil and gas, 
mining, media, government and enterprise 
sectors, the company has long positioned it-
self as a trusted partner, responsible not only 
for connectivity, but for supporting custom-
ers’ operational continuity and performance. 

However, the pace of technological change 
was accelerating. While communications 
technology had historically evolved in cycles 
of roughly three years, the arrival of LEO 
satellite constellations – particularly Starlink 
– disrupted this pattern entirely.  

Connectivity expectations changed almost 
overnight. Data consumption across energy, 
maritime and industrial operations surged. 
Customers demanded real-time connectivity 
to support automation, remote operations, 
IoT integration and the early adoption of AI.  

These demands were not limited to band-
width alone. Operational technology (OT) 
networks required secure, private and pre-
dictable connectivity, with guaranteed up-
time. Further, regional nuances also added 
complexity, with Saudi Arabia’s efforts to ac-
celerate national digitalisation having created 
immediate demand for in-country infrastruc-
ture, operational licences and local delivery 
capability. Indeed, customers increasingly ex-
pected global providers to be locally present, 
compliant and operationally embedded. 

Collectively, these changes left Speedcast 
at a crossroads. Without transformation, 
there was a real risk of losing relevance and 
market share, with customers exploring new 
connectivity options.  

The solution - Speedcast chose to embrace 
disruption rather than fi ght it. The company 
became an early adopter of LEO technolo-
gies, partnering directly with Starlink and 
OneWeb to understand their capabilities, 
limitations and long-term potential.  

Speed, readiness and fl exibility became central 
to Speedcast’s strategy, requiring proactive 
work around licensing, regulation and logistics 
across multiple geographies to ensure rapid de-
ployment when services became commercially 
available. Here, the fi rm worked closely with 
Starlink to share customer requirements and 
operational realities. However, quickly it found 
that it would also need a more agile, technol-
ogy-forward strategy centred around hybrid 
networking, intelligent edge management and 
stronger local presence in key regions. 

This strategy was implemented in phases 
over several years. 

First, Speedcast strengthened its local pres-
ence in high-growth regions. Saudi Arabia 
became a fl agship example, where the com-
pany secured its ISP, operations and provi-
sioning licences, built an in-country teleport 
and invested in local management and fi eld 
service teams. This enabled fully compliant, 
locally supported delivery for one of the 
world’s fastest-growing energy markets. 

Second, Speedcast accelerated LEO and hy-
brid-network integration. Between 2022 and 
2025, Starlink, Starlink Dedicated Service 
(formerly known as Starlink HTS), Starlink 
PNI and Eutelsat OneWeb were fully inte-
grated into Speedcast’s global service portfo-
lio. Rather than offering standalone connec-
tivity, these technologies were combined into 
managed hybrid solutions, ensuring continu-
ous performance for mission-critical applica-
tions. Enterprise SD-WAN capabilities were 
layered on top, allowing customers to opti-
mise traffi c across multiple networks. 

These developments were further anchored 
by the rollout of Speedcast SIGMA, which is 
Speedcast’s intelligent edge management 
platform. SIGMA allows customers to blend 
multiple networks with full redundancy, uni-
fi ed security and automated traffi c orches-
tration, delivering guaranteed uptime even 
in remote or hostile environments. Through 
SIGMA, Speedcast moved decisively beyond 
connectivity provision, offering intelligent, 
application-aware network control. 

Through these changes, Speedcast has es-
tablished itself as a global leader in enter-
prise-managed LEO connectivity. It was the 
fi rst provider to deploy Starlink across an 
entire cruise fl eet, and the fi rst to introduce 

Story type

#collaboration (main category) #innovation 

#scale up  

Benefi ts

▸ Expanded global leadership in LEO and hybrid 

connectivity for mission-critical operations. 

▸ Strong revenue resilience through 

diversifi ed sectors and reduced dependence 
on single markets or customers. 

Key fi ndings

For young people

▸ Learn fast, stay curious, and don’t be 
afraid to take on challenges that feel 
bigger than you. 

For industry

▸ Lead with honesty—because transpar-
ency is the foundation of progress, part-
nership, and long-term resilience.  

For government

▸ I would ask for greater clarity, consistency, 
and transparency in regulatory processes 
related to connectivity, satellite communi-

cations, and digital infrastructure. 

Speedcast at a glance:

Key products and services: fully managed 

connectivity, hybrid satellite networks, 

Speedcast’s proprietary network management 

platform solution - Speedcast (SIGMA), 

mission-critical communications.

Main industries served:

▸ Oil and gas

▸ Conventional power

▸ Offshore renewable energy

▸ Onshore renewable energy

Headquarters: Texas, US

Year established: 1999

Number of employees: +50 (MENA)

Osama Oulabi

Vice President of Sales, 

Middle East

An established leader in fully‑managed low‑Earth‑orbit and 

hybrid satellite connectivity 

OneWeb to the offshore maritime sector. 

Indeed, today, the fi rm is recognised as the 
number-one LEO connectivity provider to 
the global maritime market. Through SIGMA, 
customers achieve 100% uptime, improved 
operational effi ciency, enhanced crew wel-
fare and stronger network security through 
private interconnects. Growth in Saudi Arabia 
has also validated Speedcast’s investment in 
local infrastructure, driving increased project 
wins and deeper customer engagement. 

By embracing technological disruption early, 
the fi rm has reinforced its position as a trust-
ed partner helping customers navigate, adopt 
and maximise next-generation connectivity. 


