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Sales Transformation Journey
Modern, World-class

• Shift to outcome-driven 

GTM motion

• GTM motion aligned to 

market opportunities

• Sales force increase & 

modernization
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• Routing (Automated WAN) use cases are mission critical, we continue to 
expand use cases, very sticky technology with a control point in Junos

• Diversify to new names in Cloud Majors; 2020 5 new franchise wins in 
Cloud Major companies in addition to big 5

• Data Center (Cloud-Ready Data Center) is all upside for Juniper in big 5. 

400G transition will mean new revenue

• Campus (AI-Driven Enterprise) and Connected Security uses cases 

growing within all Cloud providers

• Solid growth in existing customers Routing (Automated WAN) use cases

• Success in Service Provider Data Center (Cloud-Ready Data Center) 

with 5 new wins in 2020

• Continue success in high end FW (Connected Security) in SP, 
competition is weak in this use case

• Fresh Metro portfolio great initial traction and booking, new TAM 

for next 5 years

CLOUD
SERVICE PROVIDER

• Continued momentum and double-digit growth (all technologies)

• Recognized as new market leader in multiple use cases (AI-Driven 

Enterprise)

• Focused on verticals that are not impacted by COVID

• Recent M&A provides even more differentiation (AI-Driven Enterprise)

ENTERPRISE

• Fatigued with incumbent suppliers

• Next-gen MSP attracted to cloud-delivered and ARR solutions in our 

portfolio such as Mist and 128T

• 3 new Global Partners to replace existing vendors

CHANNEL

Juniper Addressable Market Opportunity
Consistency, Clarity and Judgement
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Q4 & FY 2020 Global Channels Summary

Europe, Middle East and Africa
December 2020

Partner-centric Focus

• Partners noticing that Juniper Channel is getting increased attention, 

focus and funding internally

• Partnering DNA – Partners see Juniper as a best-in-class

• Partners appreciate the profitable nature of the relationship, and often 

cite Juniper as outpacing competitors

• Partners like the increased earning opportunities in JPA + the simplicity

Technology Themes

• Partners appreciate us bringing in new technologies very fast and are 

eager to get their hands on it

• Mist continues to open new routes to market, with high accolades for 

product and programs

• There is buzz around new technologies and Juniper is VERY present in 

social media

Canalys EMEA Channel Leadership Matrix

Partner Feedback
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Worldwide Sales Average Headcount

2016 2017 2018 2019 FCT 2020 Plan 2021

Avg HC 2006 1992 1884 1981 2225 2326

Avg CpH 323 316 326 288 259 265

2,006 1,992
1,884 1,981

2,225 2,326
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GTM Native Sales Headcount & Avg Cost per Head

4%, 20
8%, 44

12% , 724%, 22 9%, 51
15%, 81

2019 2020 2021

VSE

SDR

AM

Note: Headcount is ending HC for 2019 and 2020; forecasted ending HC 2021

$234k
$218k $212k

2019 2020 2021

GTM Native Sales Headcount
Year-on-Year Growth

GTM Native Sales Avg. Cost Per Head
Avg. Cost is Based on OTE Salary & Fringe

VSE – Virtual Sales Executive; SDR – Sales Development Rep.; AM = Account Manager
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Why We Are Winning

Outcome

Differentiated 

• Customer Outcomes

• Time to Value 

• Consistency

Customer 
Experience

Experience-First Growth

Sales 
Digitalization

• Formalize cross sell opportunity
identification & growth motion

• Consistent customer engagement

• Automation

• Driving towards 2x more internal sales 
bookings over the next 3 years

Segmentation • Customer diversification

• Focused on critical 
infrastructure

• Upside in Cloud

• Limited exposure to COVID 
impacted verticals
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Thank you


