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The SD-WAN Opportu

Gartner predicts that by 2024, to enhance agility and support for cloud applications, 60% of enterprises will have
implemented SD-WAN, compared with about 30% in 2020.

Benefits for Partners
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Increased revenue Comprehensive solution Consolidated solution Native SD-WAN Improved sales cycle
Makes displacement easier Makes management easier  Simplifies the sales cycle with  Using CTAP accelerates the
an all-in-one solution purchase decision

Benefits for Customers
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Increased revenue Comprehensive solution Consolidated solution Native SD-WAN Improved sales cycle
Makes displacement easier Makes management easier  Simplifies the sales cycle with  Using CTAP accelerates the
an all-in-one solution purchase decision
Why Now?

IDC reports that SD-WAN is one of the fastest-growing segments of the network infrastructure market and is expected to reach $5.25 billion by 2023.
By 2023, more than 50% of the existing installed base of branch office routers will have been replaced by modern WAN edge solutions.
SD-WAN revenue will grow by capturing funds that would have been spent on WAN optimisation controllers, firewalls and MPLS services.

Partners can provide high-demand SD-WAN solutions and deploy them quickly, increasing revenue streams as well as improving customer satisfaction.

Campaign Playbook

Downloads
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Fortinet Secure SD-WAN
Channel Sales Playbook

Gartner Magic Quadrant
2020 WAN Report

SD-WAN Case Study
User experience

SD-WAN Calculator
ROI Calculator

SD-WAN Video
SD-Branch | SD-WAN

SD-WAN Buying Guide

Qualifying Questions
Conversation Openers
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https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7bd8d229cd-ada2-4143-b319-7857b4b32c12%7d_SD-WAN_Channel_Sales_Playbook_2021.pdf
https://www.fortinet.com/solutions/gartner-wan-edge
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b4adc3fcd-3f3f-4cc0-900a-ac616014d718%7d_SD-WAN_Case_Study.pdf
https://www.fortinet.com/products/sd-wan#secure-sdwan-roi-calculator
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b8117c312-3bba-4ad8-a264-a1f0b7afb1d5%7d_eb-network-leaders-guide-to-SD-WAN.pdf
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b4fa18a8f-dd3a-4080-97ed-4eaeda913b75%7d_SD-WAN_Qualifying_Questions.pdf
https://www.youtube.com/watch?v=ALnqvcLfY8s
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CTAP for SD-W

CTAP for SD-WAN will help you understand your prospect’s router usage and identify potential security risks. You deploy
a FortiGate inside your prospect’s network, monitor traffic and then generate a report with findings covering 3 sections:
Security, Productivity and Utilisation, along with a set of actionable recommendations specific to their network. You can
use this report to highlight the need to invest in a branch network infrastructure to key decision makers.

Why run a CTAP for SD-WAN?

SD-WAN assessments provide a pathway to establishing a strong foothold within greenfield accounts. Many organisations are evaluating their enterprise
branch architecture for cost effectiveness. Fortinet’'s SD-WAN provides a compelling solution with integrated security, advanced SD-WAN core routing
protocols and exceptional management capabilities. Other advantages of these assessments include:

demonstrating immediate value incumbent routers/firewalls lengthy proof of concepts.

0/\/\[' Accelerate a purchase decision by lllustrates ineffectiveness of the ﬂ_}‘ﬂ_ Avoids pitfalls associated with
L1

Customer Challenges

The number one concern for cloud
initiatives is WAN availability and
reliability. Without consistent

The number one challenge to
deploying enterprise WAN
infrastructures is security. Many

The drastic expansion of remote
working puts pressure on
cloud-based applications,

C connectivity, cloud-based projects vendors offer networking first, performance and security.
are on hold. security second. Fortinet is adept
at both.
Who to Target?

SD-WAN assessments are most effective with key networking decision makers such as ClOs/VPs of Networking, Network Architects or IT Managers. In addition,
they can be effective with purchasing stakeholders since they communicate the value of FortiGates in an easily consumable report.

Campaign Playbook
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Downloads

CTAP for SD-WAN
A Guide to the Process

CTAP for SD-WAN
Eligibility Checker

CTAP for SD-WAN
Loan Application Form

CTAP for SD-WAN
Getting Started Guide

CTAP for SD-WAN
Pre Visit Worksheet

CTAP for SD-WAN
Customer Presentation

CTAP for SD-WAN
Data Privacy

CTAP for SD-WAN
Sample Report

=:RTINET



https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b952b24fc-53dd-41e1-b84e-fa4c9fc1f2a8%7d_A_Guide_to_the_CTAP_for_SD-WAN_Process.pdf
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b51b3d779-1d4b-4adf-b924-2c82142cc325%7d_SD-WAN_Elegibility_Questionnaire.xlsx
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b10b11b56-760e-4109-9155-432f5732386a%7d_CTAP_for_SD-WAN_Evaluation_Application_Form.pdf
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b28abee62-de5f-4866-826c-35a89a83dfe3%7d_CTAP_for_SDWAN_Getting_Started_Guide.pdf
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7bdf945efe-2418-4f2b-81ca-6482c53c6c38%7d_CTAP_for_SDWAN_Pre-Visit_Worksheet_Cobrandable_Version.pdf
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7bc4b11e76-65c6-4d58-8223-5ae0d4b60af6%7d_Secure_SD-WAN_EBC_Deck_-_Q1_2021.pptx
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b190a3a0a-1c52-4506-afb5-a7709fcdc152%7d_CTAP_for_SDWAN_Data_Privacy.pdf
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b108ec3e3-64e3-4ec7-a7cd-ca702c9199fc%7d_CTAP_for_SDWAN_Sample_Report.pdf
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SD-WAN Assessment Marke

Target Audience
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Characteristics Key Drivers Pain Points

Distributed organisations (mergers/acquisitions) Increased application demands Manual operation

« Concerned about escalating cyber threats Improved user experience High WAN Costs

Need to adapt rapidly to changing business needs, turn on new services,
bring branch offices up to speed

Integrated security Poor user experience

Remote workforce expansion Limited security

«  Want to simplify setting up and running remote locations

Must stay compliant to PCI, DSS, HIPAA, SOX and other regulations

Who to Target?

A regional WAN that is typical in many midsize or larger enterprises with a smaller number of WAN locations
(fewer than 50 sites)

A global WAN requirement for larger multinational organisations with over 200 sites that spans at least two continents

A large scale retail WAN typified by small footprint locations (gas stations, convenience stores) that scale from hundreds
to thousands of near identical locations either domestically or across multiple countries and regions

A security sensitive WAN typical in some mid-large scale organisations from 25 sites+, focused on securing branch offices
as the main priority where network and security procurements are increasingly converging

A cloud-first WAN with varying amounts of sites where customer workloads are mainly in the cloud

Downloads
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SD-WAN Campaign
Campaign at a glance

Campaign in a Box
Co-brandable emails

Copy Blocks
& Elevator Pitch

Displacement
Cisco Take Out Campaign

Secure SD-WAN
Sales Sheet

Secure SD-WAN
Customer Flyer

Secure SD-WAN
Solution Briefs
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https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7bb27a6b26-a2bd-4817-9ed3-d97023962ea1%7d_SD-WAN_Campaign_at_a_Glance.pdf
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7beecfbfac-85d8-48c6-967d-57b39108ee36%7d_New_SD-WAN_Campaigns_in_a_Box.zip
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b41a976ae-c00d-4a3a-98ad-73d2caeeab7c%7d_cb-secure-sdwan-3242021.pdf
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b9afc5418-71d7-4d1a-8195-fa548436ea08%7d_NSE_Competitive_Insider_Cisco_Takeout_CTAP_SD-WAN.pptx
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b422e5fe6-d70b-4188-b650-681edf2c940d%7d_Sales_Sheet_and_Data_Sheet.zip
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7bd1dea91a-b1bc-4f12-9da3-de7ace7b6757%7d_CTAP_for_SDWAN_Flyer_Cobrandable_Version.pdf
https://images.info.exclusive-networks.com/Web/EXCLUSIVEGROUP/%7b42db051e-f37b-42db-82fd-e30dc943e616%7d_Solution_Briefs.zip
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Alresford House, Mill Lane, Alton, Haompshire, GU34 2QJ
0845 5217217
fortinetsalesuk@exclusive-networks.com

https:/ /www.exclusivelyfortinet.com/




