
SD-WAN Toolkit



Page 2

The SD-WAN market will hit 
$4.5 Billion, a 40.4% CAGR 
from 2017 to 2022. 

– IDC SD-WAN Infrastructure Forecast

The Intelligent 
Network

Network World defines SD-WAN as “combining multiple physical 
WAN links into one logical network and providing traffic prioritization 
to accelerate application performance. Using network abstraction, 
SD-WAN improves the economics of branch connectivity by enabling 
organizations to leverage inexpensive circuits, such as the Internet, 
to address growing bandwidth requirements. SD-WAN is relatively 
easy to deploy and manage as it maps new services – application 
prioritization, security, management – on top of existing physical 
networks.”

Improved network performance for an improved customer experience.



Page 3

According to Frost & Sullivan’s 2018 state Global SD-WAN survey 
(sponsored by Silver Peak), almost 70% of US IT decision makers  
say they will replace branch routers with an SD-WAN appliance. 

IT Pro Portal says it best, “…today’s router-centric WAN approaches 
can’t keep up because over the past few years network traffic 
patterns have shifted, the fundamental nature of applications has 
changed, and security needs are different when everything is open 
and connected in the cloud.”  

The appeal of the change being both WAN optimization and 
better security options. Additionally, nearly three-quarters of US 
respondents report that they plan to include cloud-based security 
services with their SD-WAN solution. 

The main reason for SD-WAN adoption? Improved customer 
experiences. In a separate Frost & Sullivan report, the top three 
technology trends are hybrid cloud services, network and application 
security, and SD-WAN, which makes sense as they all contribute 
to a better overall experience. As part of their efforts to enhance 
customer experiences, companies are looking to integrate network 
functions at the WAN edge for better control over cloud-based 
network management. Customers can then choose to deploy a 
management tool in their own data centers or host one in the cloud. 
Analysts conclude SD-WAN appliance purchases will grow while 
customers wait until CPE-based solutions maintenance contracts 
expire. Subsequently, cloud-based security services will replace or 
enhance existing CPE-based firewalls.

Cloud has changed the network. 

The SD-WAN 
Trend
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As SD-WAN becomes more mainstream, with enterprises choosing 
it to aid in digital transformation, the channel benefits. While most 
companies have WANs that need updating, in the last few years, 
it’s become clear that many businesses are quite reluctant and 
largely unwilling to rip out existing MPLS and wholly replace it with 
broadband. This reluctance is a big opportunity for partners to help 
educate customers about the benefits of SD-WAN and deployments 
that fit their particular business needs.

 Typically, SD-WAN is deployed for the purpose of failover 
 and redundancy with the added benefit of improved 
 application performance. It has become the mainstay for remote  
 employees to access cloud-based apps and connect to  
 multi-cloud environments.

Organizations have the option to deploy SD-WAN as a virtual or 
physical appliance at branch locations, or in cloud environments like 
AWS, avoiding direct cloud connect charges, and manage from a 
central management console. It can be deployed by internal IT staff 
or as a managed service by vendors.

Benefits of SD-WAN include:

Allows for business-
first networking model: 
ensuring performance, 
security and routing 
are mandated from 
top down business 
policies and eliminating 
network configurations 
one device at a time.

WAN optimization

Improved network efficiency with 
intelligent routing, stabilization of 
cloud-connected resources, and 
the easy management of remote 
networks.  
(Versa has enhanced security)

Agility and better application 
performance

Network traffic segmentation 
across the WAN to limit and 
contain security threats; SD-
WAN edge allows for bundling 
cloud security services across 
various applications

Some SD-WAN platforms like VeloCloud enable streamlined and aligned multi-cloud environments: 
providing automation for new cloud instances and application additions

SD-WAN’s
Value
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Buying MPLS private connections is costly, they are difficult 
to configure and can take a long time to implement, too. 
Additionally, underperforming networks, with not enough 
bandwidth, latency issues, throughput, error rate and 
jitter, adds significant cost to the business. These network 
challenges reduce productivity, interrupt sales and create 
future problems due to a negative customer experience. 

Analysts predict a decline in new MPLS installations or 
price erosion on MPLS links as the number of SD-WAN 
implementations continue to grow as MPLS contracts come 
up for renewals. SD-WAN has the  ability to route traffic with 
application priority and additional benefits of augmenting 
the network with secondary and tertiary best effort 
connections. 

Traditional WANs were not built for cloud. Today’s enterprise 
has a mix of applications hosted in various environments 
-- enterprise data centers, on-prem, public or private clouds, 
and other SaaS solutions. Organizations of every size 
need to leverage their transport services be it MPLS, LTE, 
or broadband or dedicated internet in order to securely 
connect their users (remote or not) to applications. They 
need to ensure mission-critical applications are easily and 
intelligently routed, secure, and have priority accessibility 
versus applications using the Internet. SD-WAN improves 
options for security and helps reduce threats, it simplifies 
branch WAN architecture and while it can often increase 
costs, the customer gets more for their money. 

SD-WAN should be a consideration for multi-site, hybrid 
or multi-cloud organizations that house data on-prem or 
use applications in and productivity tools like Salesforce, 
Workday, Office365, Dropbox, etc.

What to look for 
in the field:

Why
SD-WAN?

 > Companies with branch/ 
  remote offices 

 > Organizations dealing with  
  acquisition and disconnected  
  networks

 > Organizations without a network  
  manager or adequate IT support 

 > Multi-cloud /Hybrid  
  environments

 > Many virtualized applications  
  deployed across the organization

 > Performance/latency issues with  
  mission-critical applications
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Considerations for 
SD-WAN deployment

IDENTIFY

 > Mission-critical applications and where are they hosted? 
 > Multi-cloud environments and level of support needed?
 > Where local internet breakouts occur?
 > Data center usage?
 > Bandwidth usage at each location?
 > Security. What are they doing today, expectations for how
  they plan to handle security in the future with SD-WAN?

ASSESS

 > Global or regional SD-WAN deployment 
 > Internet-based vs. private network
 > Sensitivity of data and security requirements
 > Budget 
 > Internal staff to support configuration and management or  
  outsource to vendor 



Page 7

SD-WANs are complex in nature and there is significant 
consideration needed surrounding network structure and 
architecture before an SD-WAN solution can be deployed. 
The fact that there is no nationwide or global cable provider 
makes for a lot of vendor contracts to manage. A good 
channel partner can prove to be a valuable resource in 
navigating these complexities. 

SD-WAN can be a great conversation starter into the 
customer’s ecosystem. When discussing the network, you 
must evaluate everything: security, applications and phone 
systems. 

Connect with TBI’s solution engineers to help assess the 
various SD-WAN providers and determine the best fit for your 
customer’s needs.

Things for to consider when choosing a provider:

Selling
SD-WAN

 > Are any additional solutions, such as security packaged with SD-WAN? 

 > What does the management console look and feel like? 
  What is the average time of implementation?

 > Application management: what network characteristics and metrics are you able to view—which  
  of these are available in real-time? Do management screens show multiple views of network  
  performance to see side-by-side comparisons or aggregations of data?

 > Can the SD-WAN product identify applications by protocols alone?  
  Does the vendor use deep packet inspection to distinguish network applications?

 > How does the SD WAN product exhibit application metrics?  
  Is there application layer visibility?

 > What security capabilities does a particular SD-WAN vendor have?  
  Are they available in the management platform?
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Channel partners have many vendors to choose from, 
stand-alone SD-WAN vendors, network providers as well 
as aggregators. While there are pros and cons to all, often, 
selling SD-WAN through an aggregator makes more sense 
when it comes to diversity options, implementation and 
increased emphasis on customer experience as they have to 
add value (because it’s not their network). 

The majority of SD-WAN products focus on site-to-site. 
But, platforms like VeloCloud, Aryaka, Bigleaf, and Kato 
can enhance and ease connectivity to low latency cloud 
environments

In selling SD-WAN it also makes sense to pitch network 
diversity with wireless and satellite vendors like Broad Sky 
and ViaSat.  

Many SD-WAN solutions rely on the unsecure public internet 
for connectivity. All SD-WAN traffic is encrypted using IPsec 
tunnels, AES 256. However, SD-WAN is not a firewall, and 
does not protect against malicious attacks. Forward-thinking, 
more vendors will integrate security features that customers 
have currently been purchasing separately. Channel partners 
will soon have SD-WAN vendors with added native security 
features in their platforms, albeit very basic security 
features. 

Attend SD-WAN focused events from TBI to stay apprised of 
new features and functionality.

Selling
SD-WAN continued...

Check out our 
SD-WAN 
Comparison Guide

Click to view >>

Considerations

https://info.tbicom.com/sd-wan-vendor-comparison-guide
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FINANCE & BANKING

 > Strict compliance and regulation on the industry
 > Lack of IT support at the branch
 > Standard operating procedures are bandwidth-heavy and occur at 
  regular, predictable intervals 
 > Performance can be streamlined down to the application layer, even URL, through packet  
  steering and application aware routing for all employee and customer activity on the network 

HEALTHCARE

 > HIPAA and other compliance and regulatory requirements on the industry
 > High uptime requirements to enable both caregivers and physicians’ access to important  
  patient medical records 
 > Large file transfers and high egress traffic is not cost effective on MPLS circuits 

MANUFACTURING

 > For peak performance, bandwidth-heavy machinery needs to be prioritized  
  on a secure network 
 > As the number of end points increase (IoT), SD-WAN can provide the network visibility to  
  effectively manage them

RETAIL

 > PCI and other compliance and regulatory requirements on the industry
 > E-Commerce business network needs
 > Centralize management and business network policies for all locations
 > Ability to quickly provision new remote sites with low-touch IT involvement

Target
Customers



Page 10

IT
 > If you have an existing MPLS today, what  
  applications are riding that connection? 

 > What challenges and/or limitations are you  
  experiencing with your current MPLS?

 > What sort of planned events do you have  
  on your network that affect  
  bandwidth usage?

 > How do you manage network and security  
  policies at your branch/remote sites?

 > What is your current WAN architecture? What  
  sort of QoS, if any, does your organization  
  currently have in place?

 > Have you experienced any outages or  
  surges? Do you have recovery or business  
  continuity protocols in place?

 > How many internet connections do you have  
  at each of your locations?

 > If no secondary/tertiary circuits, what has  
  prevented the organization from  
  purchasing additional circuits?

 > What is the current performance level of  
  business applications (ERP, CRM, etc.) and  
  cloud-based applications? What is your  
  desired level?

Discovery
Questions

SALES
 > How do remote users access  
  business applications?

 > What challenges are reps experiencing when  
  logging onto your site to get information?

 > Are your reps experiencing any failures  
  to access the site from your office? From a  
  client location?

MARKETING
 > Does your site buffer during live broadcasts  
  (ex. Webinars)?

 > Do you experience any site delays during  
  flash sales or any promotion where traffic  
  peaks for short periods? How do you prepare  
  for these peaks?

 > What technologies does your  
  department utilize?

 > What challenges are you facing in leveraging  
  historical customer records to personalize  
  future experiences?

?
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TBI SD-WAN SALES EXAMPLES

  Industrial customer, with 13 sites, globally. Their data center  
  resided in the US. We went with CloudGenix for their ability  
  to provide analytics around server response time, along with  
  allowing the customer to self-manage and not be tied to a  
  carrier. The customer appreciated the white-glove service for  
  design and support during deployment.

  Electrical contractor on the west coast. ~20 sites, looking  
  to roll-out hosted phones, leveraging cloud apps. Problems  
  with primary circuits at each site led to a secondary  
  circuit discussion for redundancy to ultimately improve  
  customer experience. With the move to hosted phones with  
  cloud apps, SD-WAN made the most sense. The customer  
  loved the additional visibility along with the resilience  
  SD-WAN afforded them.

  Regional Bank with multiple locations. Had the data center at  
  their main location housing their applications. Through  
  discovery, we found they were in need of a firewall refresh.  
  CenturyLink with Versa networks was the winner as Versa  
  security appliance rivals Palo Alto, Fortinet and other security  
  vendors. We looked at other solutions with on-prem firewalls  
  or cloud firewalls to complement, but the CenturyLink solution  
  with additional security license on the Versa SD-WAN  
  appliance made the most sense for the customer.

Providers
and Examples

Recommended TBI Providers that deploy and implement well:

(VeloCloud) (VeloCloud) (Versa Networks)

>

>

>
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UNIVERSITY TRAININGS
This carrier-curated portal houses valuable information including product slicks, promos and spiffs, and downloadable 
customer-facing content.

Resources

learn.tbicom.com >>

PARTNER MARKETING CENTER
TBI’s Partner Marketing Center (PMC) is a free TCMA (through channel marketing automation) tool for partners, designed to make it 
easy for non-marketers to create everything from co-branded collateral to entire drip marketing campaigns (both agnostic and vendor 
sponsored) in under 30 minutes.

tbi.partnermarketing.com >>

WHITE LABEL RESOURCES
TBI has a library of white label resources, where partners can add their logo to pre-written content to use for meetings and/or follow ups. 
Free to partners, TBI’s marketing department works to craft content partners can use to help sell into existing customers or for prospecting.

content.tbichannel.com >>

ENGAGE SOLUTION ENGINEERS
Our Solution Engineers are a priceless agnostic resource to leverage in a variety of ways, from discovery and design to testing and 
implementation. Engaging our engineers is simple, your TBI channel manager can facilitate or you can easily book a time through their 
calendar app. Utilize them to prepare for a customer call or bring them to a customer meeting, virtually or on-site.

calendly.com/tbi-sales-engineers >>

CHANNEL SALES ENABLEMENT
TBI’s Channel Sales Enablement (CSE) program is focused to help partners “close more deals.” An agnostic resource, the CSE team serves as a 
partner’s augmented sales team; utilize them as inside sales to outbound call a list, they can reengage and upsell into a customer base, they 
can handle more transactional accounts while partners focus on more complex, upmarket opportunities. Also, partners can utilize CSE for 
additional resources, services not in their portfolio and for technical solutions with customer opportunities.

Contact your TBI Channel Manager

https://learn.tbicom.com/
https://tbi.partnermarketing.com/login
https://content.tbichannel.com/
https://calendly.com/tbi-sales-engineers

