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About this report
This report assesses the approach that 11 different vendors are
taking to secure-access service edge (SASE) or the combination
of SD-WAN and various security services.
The report also provides recommendations for networking and
security vendors that have either launched SASE or are
considering doing so.
It is based on several sources:
▪ interviews with the vendors profiled in this report
▪ interviews with telecoms

CASE STUDIES
▪ Cato Networks

▪ Perimeter 81

▪ Check Point

▪ Sophos

▪ Cisco

▪ Versa Networks

▪ Fortinet

▪ VMware

▪ Netskope

▪ Zscaler

▪ Palo Alto Networks

operators1

▪ secondary sources, such as analyst day presentations.
KEY QUESTIONS ANSWERED IN THIS REPORT
▪ Which approaches are vendors taking to SASE?
▪ How have SASE solutions been developed (for example, acquisition)?
▪ What are the strengths and weaknesses of different SASE solutions?
▪ What are the key differentiators of each SASE vendor?

WHO SHOULD READ THIS REPORT
▪ This report will be of interest to strategy, product and market teams
within vendors, or potential vendors, of SD-WAN and SASE solutions.
▪ It will also be of interest to anyone involved in SD-WAN and SASE in
telecoms operators, systems integrators, managed service providers
and other IT or security vendors

▪ Which routes to market are the SASE vendors using and which
telecoms operators have they partnered with?

This document is for Analysys Mason’s subscription service customers only. Usage is subject to the terms and conditions in our
copyright notice.
1 For more information, see Analysys Mason’s Approaches to SASE: 12 operator case studies.
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Fortinet: analysis
Fortinet has built up a strong reputation for its SD-WAN
offering. It has a large base of mostly small firms and a wide
range of channel partners. Its SASE offering is relatively new,
but should help Fortinet to further improve its reputation.

The strategy of developing solutions in-house means that it does
not have the problems associated with integrating multiple
solutions that affect its competitors and reduce the userfriendliness of their products. Fortinet has a reputation for
products that are easy to use and for being easy to do business
with. This can also be seen with the flexible deployment options
offered by Fortinet for SASE (for example, in relation to the
hosting of gateways).
This flexible approach has helped it to win a large selection of
channel partners, many outside North America. It is notable that
Fortinet is less dependent on North America for revenue than
most other security vendors.

There are downsides to its approach. It has been slower to launch
SASE features than its more acquisitive competitors, and its
global network of gateways is small, although rapidly growing.
Larger firms may not look to Fortinet or will only use Fortinet for
its well-established components (such as firewalls) and may rely
on other vendors for newer components (ZTNA, CASB).

1

Figure 14: Key strengths and weaknesses
Strength

Description

Reputation

Fortinet is very well liked by channel partners, especially
as a solution for small and medium-sized firms.1

Single OS

Fortinet’s solution was largely built in-house with
different elements created on top of the same OS; it
does not suffer from the integration issues of some
competitors.

Channel
partners

Fortinet has a large and growing base of channel
partners.

Weakness

Description

Global
network

Its global network presence is still relatively weak, with
14–15 PoPs (compared to 80+ for some competitors).

Relatively new
solution

Fortinet has only recently launched some of the key
SASE components, such as ZTNA. These do not yet have
the same level of market traction as its more established
SD-WAN products.

Reach in
mid/large
enterprises

Fortinet’s main market is smaller firms. It does not have
the same position with medium-sized to large firms.

For more information, see Analysys Mason’s Telecoms operators rated Fortinet as the best security vendor for the SMB market.

Source: Analysys Mason
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About the author
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
research, he has worked on projects for a range of clients – including operators, regulators, industry bodies and vendors. Many of these
projects have been supported by original research, such as expert interviews and customer surveys.
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Global leaders in TMT management consulting

Analysys Mason is the world’s leading management
consultancy focused on TMT, a critical enabler of
economic, environmental and social transformation.
We bring together unparalleled commercial and
technical understanding to deliver bespoke consultancy
on strategy, transaction support, transformation,
regulation and policy, further strengthened by globally
respected research.
Our clients value our advice which combines deep
domain knowledge with global reach and local insight
into markets to help them achieve meaningful business
results.
We are committed to our clients, employees and
communities – contributing to a world where technology
delivers for all.
analysysmason.com/what-we-do
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