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WHO SHOULD READ THIS REPORTKEY QUESTIONS ANSWERED IN THIS REPORT

CASE STUDIESThis report outlines the approach that 12 different operators are 

taking to secure-access service edge (SASE) or the combination 

of SD-WAN and various security services. 

The report also provides recommendations for operators that 

have either launched SASE or are considering doing so.

It is based on several sources: 

▪ interviews with the operators profiled in this report

▪ interviews with vendors1

▪ secondary sources, such as operator analyst day 

presentations.
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About this report

This document is for Analysys Mason’s subscription service customers only. Usage is subject to the terms and conditions in our 

copyright notice.
1 We will publish a separate report on vendor activities in SASE. 2 DACH region = Austria, Germany and Switzerland.

▪ Which strategies are operators taking to SASE?

▪ Which approaches are operators taking to vendor solutions – reselling 

complete solutions from a single vendor or creating a platform to 

aggregate multiple vendors?

▪ Which vendors are operators using for SASE products?

▪ This report will be of interest to anyone involved in business services 

within an operator (for example, strategy teams, and sales and 

marketing teams). 

▪ It will also be of interest to SD-WAN and SASE vendors, systems 

integrators, managed service providers and IT vendors that are looking 

to understand how they can partner with operators.

▪ Bell Canada

▪ BT

▪ Colt

▪ Deutsche Telekom (DACH 

region2)

▪ Deutsche Telekom (rest of 

Europe)

▪ Lumen Technologies

▪ Orange Business Services

▪ Telefónica Tech

▪ Telstra

▪ T-Mobile USA

▪ Verizon

▪ Vodafone
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Colt’s strategy for SASE is described as ‘customer-driven’. It 

launched its first SASE solution, based on Versa, in April 2022, 

and will gradually add additional capabilities and vendors in 

future. 

Colt’s line-up of SASE vendors is currently more limited than that 

of some other operators. It is offering a full set of capabilities 

from Versa, Zscaler’s ZIA (SWG) and ZPA (ZTNA) and VMware’s 

SD-WAN products. 

SASE components are made available to customers through 

Colt’s own platform (rather than through a vendor platform). Colt 

is looking at adding other vendors and will make components 

available, through the platform, on a modular basis. 

Colt can offer on-premises or cloud-based versions of the 

different aspects of SASE, and as such it can help customer that 

are in different stages of migrating to cloud-based solutions. It 

currently deploys Versa SD-WAN gateways on its own network but 

relies on vendor cloud-gateways for SASE services.
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Colt: strategy overview

Figure 11: Key data

Company 

details

▪ Colt is a privately owned business and wholesale 

communications service provider that specialises in 

high-bandwidth services. 

▪ Owned by Fidelity Investments. 

Revenue in 

2021
▪ Not publicly available.

Key measures
▪ 1000 data centres connected

▪ 29 000 buildings connected on-net

Key SASE 

vendors

▪ Versa (for a full set of SASE solutions)

▪ VMware (SD-WAN only for now, but other SASE and 

security elements will follow)

▪ Zscaler (for SWG and ZTNA)

Other vendors will be added in time

Figure 12: Colt’s approach

Resell single-vendor SASE solutions No

Develop multi-vendor SASE platform Yes

Source: Analysys Mason
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Verizon is open about the challenges facing any SASE 

proposition. Market understanding is often low, pricing is 

confusing, solutions are often incomplete and definitions 

conflicting. It is taking a pragmatic approach to resolve these 

issues, which we believe to be a sound strategy. 

Verizon is also further advanced in its thinking and 

implementation of SASE than most other operators. There are 

some potential challenges for Verizon longer term. It will need to 

maintain support for a range of different vendors and models to 

satisfy its wide range of different customers. However, given its 

scale it should be well-placed to manage these challenges (its 

business revenue of USD28 billion1 is more than the total revenue 

for most incumbents).

Verizon could also do more to show its differentiators for SASE. 

Offering SASE plus connectivity should be relatively easy for 

others to replicate, especially where the SASE solution is from a 

single vendor. Verizon does have other differentiators, such as the 

integration of SASE and edge, or with UC products, or with a wider 

range of IoT devices. These potential differentiations are not 

prominent yet. 

Figure 37: Key strengths and weaknesses

Strength Description

Variety of 

vendors

Verizon is already working with most of the largest and 

best security/networking vendors

Size Verizon has the resources to invest in its own capabilities

Pragmatic 

approach

Verizon does not appear to be dogmatic in its approach. 

It will work with solutions from a single vendor or bring 

together elements from multiple vendors

Timing
Verizon is further advanced than many of other 

operators.

Marketing
Verizon is actively marketing its SASE solutions, unlike 

many other operators.
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Verizon: analysis

1 Excludes wholesale revenue.

Weakness Description

Integration 

with other 

products

Verizon could do more to show how its SASE offering 

integrates with other services, such as UC and IoT.

Differentiation

Selling a SASE solution with multiple vendors may be 

sufficient differentiation in the short term, but longer 

term, as customers use packaged solutions from one 

vendor, Verizon will need to be clear on its differentiators

Source: Analysys Mason
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Tom Rebbeck (Partner) leads Analysys Mason’s Operator Business Services and IoT research practice drawing on more than 20 years of 

experience in the telecoms sector. He is based in our London office, but works for clients worldwide. Tom is a specialist on the Internet of 

Things (IoT) and other enterprise services and has written widely on the role for operators as telecoms markets develop. As well as published 
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We are experts in the telecoms, media and technology sector
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