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Background and Company Performance
Industry Overview
The SD-WAN market has emerged out of the early adopter stage and entered the growth
stage of the product lifecycle. Key factors driving market adoption include cost savings from
efficient usage of private and public networks, ability to optimize hybrid cloud connectivity,
and application-aware routing.
2017 revenues for the SD-WAN market exceeded $300 million globally, and are expected to
grow at a CAGR of 38% to reach $1.5 billion in 2022. As SD-WAN gains traction and the
sales pipeline builds, vendors are focusing their efforts on mobilizing their sales channels.
North America, specifically U.S., represents 82% of global SD-WAN sales today, with
European and APAC markets expected to gain traction throughout the forecast period.
Most vendors sold their solutions directly to enterprises in the early years. However, the
Frost & Sullivan 2016 end-user survey indicates that enterprises are showing a preference
toward managed SD-WAN services versus the self-managed approach. This preference is
driving SD-WAN vendors to build strong partner channels consisting of network service
providers (NSPs), managed service providers (MSPs), cloud service providers (CSPs),
system integrators, application service providers (ASPs), and value added resellers (VARs).
Partnerships with NSPs, in particular, have attracted the most attention from vendors, as
NSPs offer services that combine their networks with the managed SD-WAN services.
In 2017, a number of SD-WAN vendors introduced integrated solutions with added
functionalities, such as routing interoperability, integrated WAN optimization, and integrated
security with the ability to service chain with leading security vendors.

Strategy Innovation and Customer Impact
Strategy Effectiveness
Silver Peak was founded in 2004, with a focus on WAN optimization solutions targeted at
enterprise data centers and WANs. Since 2015, the company has successfully pivoted to
offer a software-defined WAN (SD-WAN) solution that has garnered significant adoption
among businesses in the global SD-WAN market. WAN optimization and SD-WAN are
complementary technologies that offer synergistic value when combined: SD-WAN
provides secure and reliable virtual overlays that effectively bond any combination of WAN
service underlay to connect users to applications, wherever they reside, without
compromising network or application performance and availability. Integrated WAN
optimization ensures that all available bandwidth is utilized efficiently using a suite of
optimization techniques, which facilitates performance of latency sensitive applications.
The Silver Peak Unity EdgeConnect SD-WAN solution (a zero-touch virtual or physical
appliance for branch and data center locations) includes Unity Orchestrator (for
centralized visibility, control and management of the network and applications) and Unity
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Boost (an optional performance pack that provides application acceleration capability).
The EdgeConnect SD-WAN solution uniquely integrates SD-WAN, WAN optimization,
routing and security network functions into a single composite software image that can be
deployed on a physical or a virtual appliance.
Silver Peak is ranked #3 based on revenues in Frost & Sullivan’s 2017 SD-WAN market
share analysis, which is a result of the company’s effective strategy to establish itself as
leading SD-WAN vendor in the market.
Strategy Execution
As the SD-WAN market evolves from early adopter to growth phase of the product
lifecycle, Silver Peak understands the need to continuously evolve its solutions and go-tomarket strategy. While 100% of the company’s sales are through its global partner
network, specifically, value added resellers, Silver Peak has strongly focused on
strengthening its partnerships with global service providers (both network service
providers and managed services providers) in the last 15 months. SD-WAN is simply a
mechanism to simplify hybrid WAN deployments, making the underlays or physical
network infrastructure highly critical in SD-WAN deployments. Partnerships with service
providers that can utilize vendor SD-WAN solutions to offer managed SD-WAN services
along with network services and other enterprise solutions increases stickiness of SD-WAN
solutions. Key Silver Peak partners include KDDI Europe, Hyundai HCN, Interoute, China
Telecom, Masergy, NTT, and Fujitsu.
Competitive Differentiation
Cloud connectivity is one of the key reasons enterprises are evaluating SD-WAN solutions
and services. Direct Internet breakout of SaaS-based applications, even while ensuring
the underlay link delivers the required QoS is of value to businesses that are increasingly
embracing

SaaS.

Leading

SD-WAN

solutions

can

recognize

1000s

of

enterprise

applications that enables the edge device to steer trusted applications to cloud, and others
to a firewall for further inspection. The Silver Peak UnityEdgeConnect solution comes with
the First-packet iQ feature, which is unique as it intelligently identifies 10000s of
applications and hundreds of million web domains on the first packet of each flow (in
contrast, deep packet inspection that could take up to 4 to 10 packets before recognizing
the application). First-packet iQ dynamically steers application traffic directly to its
intended destination (IaaS, SaaS, data center, etc) on an app-by-app basis for optimized
cloud connectivity. EdgeConnect is centrally managed, enabling network managers to
define, orchestrate and manage defined security policies across all sites in accordance
with business intent.
As described in the earlier section the Silver Peaks UnityEdgeConnect solution integrates
SD-WAN, routing, WAN optimization and firewall functions into one composite software
image. The Silver Peak SD-WAN solution currently supports BGP routing stack with plans
to support OSPF routing protocol in the future. As businesses embrace SD-WAN for
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multisite deployments, the SD-WAN appliance can essentially replace conventional routers
at branch locations. SD-WAN solutions that support widely used routing protocols make it
possible for businesses to seamlessly integrate SD-WAN sites into their existing WANs.
Additionally, acknowledging that security is on top of mind for IT decision makers while
choosing a SD-WAN solution, Silver Peak has expanded technology alliances to include
Check Point Software, Palo Alto Networks, Fortinet, and Zscaler to provide customers
choice while choosing security solutions with SD-WAN.
In late 2017, the company also announced an active-active, high availability cluster
configuration,

which

provides

full

hardware

redundancy,

to

maximize

application

availability and minimize downtime across branch deployments.
Customer Purchase Experience
The completeness of the Silver Peak Unity EdgeConnect SD-WAN solution ensures that
customers have a positive purchase experience, as it delivers the SD-WAN solution in a
more holistic manner. Through the integrated network functions and the high availability
cluster configuration that delivers superior SLAs, the Silver Peak solution addresses the
evolving demands of branch network architecture. The company’s global customer base
crossed 700+ production deployments, which further validates the acceptance Silver Peak
is gaining in the market.
Brand Equity
The SD-WAN vendor market has witnessed significant merger and acquisition activity
since its inception, with Viptela being acquired by Cisco, and VeloCloud acquired by
VMware. However, Silver Peak has managed to stay independent and grow its customer
base and revenues through product innovation and strategy excellence. The company has
built a strong brand equity through its product leadership and strategic partnerships,
which ensures a high level of loyalty among its customers.

Conclusion
Silver Peak is the largest privately held SD-WAN vendor in the market (based on
revenues) and continues to depict strong overall performance due to a combination of
product and strategy innovation. This has resulted in the company garnering the #3 place
in Frost & Sullivan’s global SD-WAN market share rankings. Furthermore, the company’s
Q1 2018 wins shows no loss in momentum signifying the company can potentially further
move up the competitive rankings in 2018. Frost & Sullivan bestows its 2018 Competitive
Strategy Innovation and Leadership Award in recognition of these efforts.
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Significance of Competitive Strategy Innovation and
Leadership
Any successful approach to achieving top-line growth must (1) take into account what
competitors are, and are not, doing; (2) meet customer demand with a comprehensive,
value-driven product or service portfolio; and (3) establish a brand that resonates deeply
with customers and stands apart from other providers. Companies must succeed in these
three

areas—brand,

demand,

and

positioning—to

achieve

best-practice

levels

in

competitive strategy.

Understanding Competitive Strategy Innovation and
Leadership
As discussed above, driving demand, brand strength, and competitive differentiation all
play a critical role in delivering unique value to customers. This three-fold focus, however,
must ideally be complemented by an equally rigorous focus on Strategy Innovation and
Customer Impact.
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Key Benchmarking Criteria
For the Competitive Strategy Innovation and Leadership Award, Frost & Sullivan analysts
independently evaluated two key factors—Strategy Innovation and Customer Impact—
according to the criteria identified below.
Strategy Innovation
Criterion 1: Strategy Effectiveness
Criterion 2: Strategy Execution
Criterion 3: Competitive Differentiation
Criterion 4: Executive Team Alignment
Criterion 5: Stakeholder Integration
Customer Impact
Criterion 1: Price/Performance Value
Criterion 2: Customer Purchase Experience
Criterion 3: Customer Ownership Experience
Criterion 4: Customer Service Experience
Criterion 5: Brand Equity

Best Practices Award Analysis for Silver Peak
Decision Support Scorecard
To support its evaluation of best practices across multiple business performance
categories, Frost & Sullivan employs a customized Decision Support Scorecard. This tool
allows our research and consulting teams to objectively analyze performance, according to
the key benchmarking criteria listed in the previous section, and to assign ratings on that
basis. The tool follows a 10-point scale that allows for nuances in performance evaluation.
Ratings guidelines are illustrated below.
RATINGS GUIDELINES

The Decision Support Scorecard is organized by Strategy Innovation and Customer Impact
(i.e., these are the overarching categories for all 10 benchmarking criteria; the definitions
for each criterion are provided beneath the scorecard.). The research team confirms the
veracity of this weighted scorecard through sensitivity analysis, which confirms that small
changes to the ratings for a specific criterion do not lead to a significant change in the
overall relative rankings of the companies.
© Frost & Sullivan 2018

7

“We Accelerate Growth”

BEST PRACTICES RESEARCH

The results of this analysis are shown below. To remain unbiased and to protect the
interests of all organizations reviewed, we have chosen to refer to the other key
participants as Competitor 1 and Competitor 2.
Measurement of 1–10 (1 = poor; 10 = excellent)

Competitive Strategy Innovation and Strategy
Leadership
Innovation

Customer
Impact

Average Rating

Silver Peak

9

9

9.0

Competitor 2

8

8

8.0

Competitor 3

7

6

6.5

Strategy Innovation
Criterion 1: Strategy Effectiveness
Requirement: Strategy effectively balances short-term performance needs with long-term
aspirations and vision for the company.
Criterion 2: Strategy Execution
Requirement: Adoption of best-in-class processes supports the efficient and consistent
implementation of business strategy.
Criterion 3: Competitive Differentiation
Requirement: Unique competitive advantages with regard to solution or product are
clearly articulated and well accepted within the industry.
Criterion 4: Executive Team Alignment
Requirement: The executive team is aligned along the organization’s mission, vision,
strategy, and execution.
Criterion 5: Stakeholder Integration
Requirement: Strategy reflects the needs or circumstances of all industry stakeholders,
including competitors, customers, investors, and employees.

Customer Impact
Criterion 1: Price/Performance Value
Requirement: Products or services offer the best value for the price, compared to similar
offerings in the market.
Criterion 2: Customer Purchase Experience
Requirement: Customers feel they are buying the most optimal solution that addresses
both their unique needs and their unique constraints.
Criterion 3: Customer Ownership Experience
Requirement: Customers are proud to own the company’s product or service and have a
positive experience throughout the life of the product or service.
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Criterion 4: Customer Service Experience
Requirement: Customer service is accessible, fast, stress-free, and of high quality.
Criterion 5: Brand Equity
Requirement: Customers have a positive view of the brand and exhibit high brand loyalty.

Decision Support Matrix
Once all companies have been evaluated according to the Decision Support Scorecard,
analysts then position the candidates on the matrix shown below, enabling them to
visualize which companies are truly breakthrough and which ones are not yet operating at
best-in-class levels.
High

Silver
Peak

Customer Impact

Competitor 2

Competitor 3

Low
Low
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Best Practices Recognition: 10 Steps to Researching,
Identifying, and Recognizing Best Practices
Frost & Sullivan analysts follow a 10-step process to evaluate Award candidates and
assess their fit with select best practice criteria. The reputation and integrity of the
Awards are based on close adherence to this process.
STEP

OBJECTIVE

KEY ACTIVITIES

OUTPUT

Identify Award recipient
candidates from around the
globe

• Conduct in-depth industry
research
• Identify emerging sectors
• Scan multiple geographies

Pipeline of candidates who
potentially meet all bestpractice criteria

Perform comprehensive,
360-degree research on all
candidates in the pipeline

• Interview thought leaders
and industry practitioners
• Assess candidates’ fit with
best-practice criteria
• Rank all candidates

Matrix positioning all
candidates’ performance
relative to one another

1

Monitor,
target, and
screen

2

Perform
360-degree
research

Perform in-depth
examination of all candidates

• Confirm best-practice criteria
• Examine eligibility of all
candidates
• Identify any information gaps

Detailed profiles of all
ranked candidates

3

Invite
thought
leadership in
best
practices

4

Initiate
research
director
review

Conduct an unbiased
evaluation of all candidate
profiles

• Brainstorm ranking options
• Invite multiple perspectives
on candidates’ performance
• Update candidate profiles

Final prioritization of all
eligible candidates and
companion best-practice
positioning paper

5

Assemble
panel of
industry
experts

Present findings to an expert
panel of industry thought
leaders

• Share findings
• Strengthen cases for
candidate eligibility
• Prioritize candidates

Refined list of prioritized
Award candidates

6

Conduct
global
industry
review

Build consensus on Award
candidates’ eligibility

• Hold global team meeting to
review all candidates
• Pressure-test fit with criteria
• Confirm inclusion of all
eligible candidates

Final list of eligible Award
candidates, representing
success stories worldwide

7

Perform
quality check

Develop official Award
consideration materials

• Perform final performance
benchmarking activities
• Write nominations
• Perform quality review

High-quality, accurate, and
creative presentation of
nominees’ successes

8

Reconnect
with panel of
industry
experts

Finalize the selection of the
best-practice Award recipient

• Review analysis with panel
• Build consensus
• Select recipient

Decision on which company
performs best against all
best-practice criteria

9

Communicate
recognition

Inform Award recipient of
Award recognition

• Present Award to the CEO
• Inspire the organization for
continued success
• Celebrate the recipient’s
performance

Announcement of Award
and plan for how recipient
can use the Award to
enhance the brand

Upon licensing, company
may share Award news with
stakeholders and customers

• Coordinate media outreach
• Design a marketing plan
• Assess Award’s role in future
strategic planning

Widespread awareness of
recipient’s Award status
among investors, media
personnel, and employees

Take

10 strategic
action
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The Intersection between 360-Degree Research and Best
Practices Awards
Research Methodology
Frost & Sullivan’s 360-degree research
methodology

represents

the

analytical

360-DEGREE RESEARCH: SEEING ORDER IN
THE CHAOS

rigor of our research process. It offers a
360-degree-view of industry challenges,
trends, and issues by integrating all 7 of
Frost & Sullivan's research methodologies.
Too

often,

growth

companies

decisions

understanding

of

make

based

on

their

important
a

narrow

environment,

leading to errors of both omission and
commission. Successful growth strategies
are founded on a thorough understanding
of market, technical, economic, financial,
customer, best practices, and demographic
analyses. The integration of these research
disciplines into the 360-degree research
methodology
platform

provides

for

an

evaluation

benchmarking

industry

participants and for identifying those performing at best-in-class levels.

About Frost & Sullivan
Frost & Sullivan, the Growth Partnership Company, enables clients to accelerate growth
and achieve best in class positions in growth, innovation and leadership. The company's
Growth Partnership Service provides the CEO and the CEO's Growth Team with disciplined
research and best practice models to drive the generation, evaluation and implementation
of powerful growth strategies. Frost & Sullivan leverages more than 50 years of
experience in partnering with Global 1000 companies, emerging businesses and the
investment community from 45 offices on six continents. To join our Growth Partnership,
please visit http://www.frost.com.
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