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Background and Company Performance
Industry Challenges
The dynamics of the enterprise session border controller (E-SBC) market is creating a
unique set of challenges for its participants. While the market as a whole continues to
experience solid growth, broader adoption within businesses remains stymied. Many
businesses still consider deploying E-SBCs only when facing a particular challenge, be it
Session Initiation Protocol (SIP) normalization, security concerns, or quality of service
issues. Additionally, carriers and providers of Voice over Internet Protocol (VoIP) services
rarely recommend E-SBC solutions to their customers, forcing businesses to either seek
their own solutions or simply go without.
The E-SBC market is also primed for a compelling disruption. Software defined networks
(SDN), Network Function Virtualization (NFV) and software defined wide area networks
(SD-WAN) solutions are poised to significantly alter how business wide area networks
(WANs) are architected and configured. The predominance of the existing hardware
appliance model has already begun a transition to virtualized and software-focused
session border controllers, but SDN/NFV and SD-WAN solutions will propel the E-SBC as a
key architectural component of a secure communications solutions. This will fundamentally
change how E-SBCs are sold and deployed. Over the long term, the enterprise network
edge will likely be less of a rack of single-purpose hardware appliances, but instead will be
small footprint hardware hosting an automated stack of virtualized services, including
session border controllers.
Visionary leaders in the E-SBC market are seeing beyond their current predicaments, and
setting up a path that builds intelligence into the wide and local area networks. Such a
vision positions a company well to not only endure near term challenges but to thri ve in
the future.

Visionary Innovation & Performance and Customer Impact
Financial Performance
Sonus Networks is a strong contender in the enterprise session border controller market,
repeatedly ranking among the top five in terms of market share. In our most recent
research on the E-SBC market, Frost & Sullivan estimates that Sonus garnered around 13
percent of enterprise market, based on revenue, and the company reported $249.0 million
total revenue in 2015.
Sonus’ notable presence in the enterprise sector is additive to the company’s strong
competitive position in the service provider session border controller market, where it
claims several large, influential carriers as clients. Financial stability at the corporate level
combined with a strong presence in both the enterprise and provider markets offers Sonus
Networks a solid position to invest in research and development, leverage a well-rounded
partner ecosystem, as well as acquire technology assets to enhance its portfolio.
© Frost & Sullivan 2017
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Brand Equity
Sonus Networks is a well-established and recognized partner whose session border
controllers are key to components that help service providers deliver next-generation
Internet Protocol (IP) based voice services. Following the company’s 2012 acquisition of
Network Equipment Technologies (NET), Sonus consolidated the enterprise-focused NET
products and carrier-grade session border controllers under the Sonus Networks brand. As
a result, Sonus has extended its already established brand equity deeper into the E-SBC
market and reinforced a high level of trust among service providers to support their
services and position Sonus products to business customers.
Addressing Unmet Needs
Unlike many of its competitors, Sonus Networks maintains a near-exclusive focus on the
real-time communications security market, catering to both the service provider and
enterprise sectors. As such, it is deeply committed to meeting the current and future
needs of a diverse range of customers, including sectors unaddressed by other
competitors.
On the hardware side, Sonus has consistently introduced new models and refined its
product lines to ensure customers will find an E-SBC that closely matches their network,
performance and scalability needs. For example, the most recent addition to the Sonu s
portfolio is the SBC 5400. Targeting customers that need between 250 and 75,000
sessions, the SBC 5400 ships preinstalled hardware to support up to a 10 Gigabit network
link, which is enabled through a software license. The SBC 5400 design provides
customers with a lower upfront price today and the ability to efficiently upgrade to faster
network speeds as needed in the future.
On the virtual side, Sonus continually demonstrates a concentration on evolving customer
requirements. As businesses moved to incorporate application and server virtualization
into their data centers, Sonus was an early adopter by offering one of the first softwarebased virtualized SBCs to the market – the SBC SWe.
For large enterprises and service providers, the Session Border Controller Software Edition
(SBC SWe) is the industry’s leading software-based, cloud native SBC. The SBC SWe
features the same code base, resiliency, media transcoding, and security technology found
in Sonus’ hardware-based SBC 5000 Series and SBC 7000. The only difference is how
customers choose to deploy it: as a Virtual Network Function (VNF) on industry-standard
servers in a data center environment using a hypervisor, as a VNF in an OpenStack cloud
infrastructure, or as a VNF on public cloud or hosted services including Amazon Web
Services (AWS).
The Session Border Controller Software Edition Lite (SBC SWe Lite), on the other hand, is
an SBC optimized for small and mid-sized business (SMB) virtualized networking
environments. The Sonus SBC SWe Lite derives its feature set from a common code base
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with the Sonus SBC 1000 and SBC 2000 products and delivers a virtualized customer
premises equipment (vCPE) option for interworking, security and survivability for Unified
Communications (UC) and SIP trunking.
While some Sonus competitors have reduced the number of solutions they offer and
require customers to over-provision for their requirements, Sonus not only offers rightsized solutions, but is also building investment protection into its products.
Blue Ocean Strategy
Frost & Sullivan defines Blue Ocean Strategy as a strategic focus in creating a leadership
position in a potentially “uncontested” market space, manifested by stiff barriers to entry
for competitors.
Sonus blue ocean strategy is securing real-time communications in the cloud. As voice,
video and collaboration move from legacy TDM to IP-based networks in the cloud, the
enterprise attack surface grows. Sonus is collaborating with leading firewall vendors, such
as Palo Alto Networks, to share security intelligence between SBCs and Next-Generation
Firewalls. This functionality not only raises the trust level of Unified Communications, but
also the security posture of the entire enterprise. Sonus stongly believes integrating
security intelligence across SBCs, firewalls and other devices, and brokering it between
applications to disseminate it in real-time will be a key component of cloud security in the
future. This strategy creates a new set of growing opportunities for Sonus that few
competitors are proactively addressing.
Customer Ownership Experience
The Sonus E-SBC product family is well positioned to support today’s customer needs, as
well as ease the customer transition to virtualized services down the road. Sonus offers a
full line of optimized hardware appliances built to support as few as ten to as many as
150,000 concurrent media sessions, allowing customers and service providers of nearly
any size to find their right fit.
Additionally, Sonus’ newest virtualized E-SBC, the SBC SWe Lite, enables customers to
deploy session border control applications within their virtualization infrastructure or
embed SBC functionality in virtualized customer premises equipment (vCPE). Under this
scenario, service providers can deploy a single physical appliance, often a generic server,
on the customer site while enabling a mix of network and voice services at the customer
location.
The power of Sonus’ offerings is that no matter whether session border controllers are
deployed in physical or virtual form factors, the tools to deploy, configure, and maintain
them remains consistent. This enables customers to maximize their training and
knowledge of working with Sonus products, even as they transition to software-only
environment.
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Conclusion
Sonus Networks’ success in the enterprise session border controller market is the direct
result of understanding customers’ present and future needs, identifying future technology
trends that can disrupt their business, and developing a strategic approach for both. As an
active, rather than reactive, participant in market disruptions Sonus is well positioned to
help reshape the enterprise session border controller market.
With its strong overall performance, Sonus has earned Frost & Sullivan’s 2017 Company of
the Year Award.
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Significance of Company of the Year
To win the Company of the Year Award (i.e., to be recognized as a leader not only in your
industry, but among your non-industry peers as well) requires a company to demonstrate
excellence in growth, innovation, and leadership. This kind of excellence typically
translates into superior performance in three key areas: demand generation, brand
development, and competitive positioning. These areas serve as the foundation of a
company’s future success and prepare it to deliver on the two criteria that define the
Company of the Year Award (Visionary Innovation & Performance and Customer Impact).

Understanding Company of the Year
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 Visionary Innovation &
Performance to enhance Customer Impact.
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Key Benchmarking Criteria
For the Company of the Year Award, Frost & Sullivan analysts independently evaluated
two key factors—Visionary Innovation & Performance and Customer Impact—according to
the criteria identified below.
Visionary Innovation & Performance
Criterion 1: Addressing Unmet Needs
Criterion 2: Visionary Scenarios through Mega Trends
Criterion 3: Implementation Best Practices
Criterion 4: Blue Ocean Strategy
Criterion 5: Financial Performance
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 Sonus
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 Visionary Innovation & Performance 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.
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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 2 and Competitor 3.
Measurement of 1–10 (1 = poor; 10 = excellent)

Visionary
Innovation &
Performance

Company of the Year

Customer
Impact

Average Rating

Sonus Networks

9

9

9

Competitor 2

8

9

8.5

Competitor 3

7

7

8

Visionary Innovation & Performance
Criterion 1: Addressing Unmet Needs
Requirement: Implementing a robust process to continuously unearth customers’ unmet
or under-served needs, and creating the products or solutions to address them effectively
Criterion 2: Visionary Scenarios through Mega Trends
Requirement: Incorporating long-range, macro-level scenarios into
strategy, thereby enabling “first-to-market” growth opportunity solutions

the

innovation

Criterion 3: Implementation of Best Practices
Requirement: Best-in-class strategy implementation characterized by processes, tools, or
activities that generate a consistent and repeatable level of success.
Criterion 4: Blue Ocean Strategy
Requirement:

Strategic

focus

on

creating

a

leadership

position

in

a

potentially

“uncontested” market space, manifested by stiff barriers to entry for competitors
Criterion 5: Financial Performance
Requirement: Strong overall business performance in terms of revenues, revenue growth,
operating margin, and other key financial metrics

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

Sonus Networks

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 of all
candidates’ performance
relative to one another

1

Monitor,
target, and
screen

2

Perform
360-degree
research

3

Invite
thought
leadership in
best
practices

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

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 winner

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
able to 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

© Frost & Sullivan 2017

11

“We Accelerate Growth”

BEST PRACTICES RESEARCH

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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