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I. Bois Capital 
 

Bois Capital is an investment bank focused on the technology sector. The Managing Partners have 

extensive experience in the Networking, Cloud, and Telco Software. 

 

 
 

Peter Benedict previously served at Bell Labs and most recently as Vice President and head of 

Alcatel-Lucent’s Customer Experience Analytics business. He was responsible for strategy, 

product development, R&D and P&L for a suite of Big Data products that provide to insights 

fixed and wireless service providers. Previously Bell Labs Peter was with Xylan and Tachion 

Networks where he developed deep expertise in networking, applications, and virtualization. 

 
 

Ben Boissevain has extensive corporate finance experience in the Telco sector, closing 

numerous wireless M&A transactions. He held positions at White & Case, Erste Bank in 

Vienna and Barclays Capital. Ben has spoken at wireless industry conferences and led the 

negotiations on a recent Telco Big Data analytics transaction described below. 

 

 
 

Tarang Shah has extensive experience in technology. He was a Venture Capitalist at SoftBank 

Capital for mobile and software investments, SVP of Mobile, Payment, SaaS and Big Data 

Innovations at BofA, Lead Product Manager for Ericsson’s 3G product line and Marketing 

Manager at Qualcomm. He is author of “Venture Capitalists At Work”. 

 

 
The Managing Partners are supported by Associates Sal Bakhrani, Dheeraj Chinthalapelly and Felipe 

Osario. 
 

II. SDN/NFV M&A Sector Trends 
 

Network Function Virtualization (NFV) and Software Defined Networking (SDN) 

outside of the data center are still in infancy, but are projected to grow at a dynamic 

pace that will transform the Telecommunication Industry landscape. 

 
We are beginning to see a rise in M&A activity within this space as large Telecommunication Vendors, 

Data Analytics Companies, OSS/BSS and Performance Assurance Solution Providers shore up their 

portfolios to stay competitive in the market.  

 

Additionally we expect to see a sell-side driver in the coming 18 months as it will be a challenge for 

smaller SDN and NFV companies to gain critical mass and have a standalone business. A majority of 

these solutions are better suited as part of a larger product portfolio.  As such we expect interest in exits 

once solutions are market validated though customer traction and revenues. 

 

We expect the number of transactions to dramatically increase, driven by the following industry trends: 

 

 The rise of Cloud Computing and virtualization are breaking the barriers between the network as 

a whole and the individual hardware elements that comprise the network and ‘Orchestration’ 

becomes the word of the day. 
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 The dynamic nature of the todays applications running over data networks (e.g., Netflix 

streaming) need to be reflected in a more dynamic, agile network and application architecture 

 In order to achieve operational efficiencies and lower costs, Service Providers need to increase 

adoption of SDN technologies (lowering CAPEX) and NFV (lowering primarily OPEX). 

 With an increase in mobile usage and IoT, network data will have to be managed more smartly.  

 Flexible data networks will allow customers to pay for only the bandwidth they use. 

 CSPs desire to lower the time to market for new service rollouts and configuration changes will 
increase the need to adopt NFV technologies. 

 
Number of transactions in the past three years and into 2015 

 

 
 

 
According to www.researchandmarkets.com, the projected size of the SDN/NFV market offers attractive 
opportunities for players in this space to capitalize on. 

 NFV revenues will climb to $8.7 billion by the end of year 2020. 

 SDN will be a $11.3 billion market by year 2020 with a CAGR of 53%.  

o Telecom SDN will reach to $3 billion with a CAGR of 45.9%, while Enterprise SDN will 

reach to nearly $8 billion with a CAGR of 56.5%.  

 The global market for NFV will grow at a CAGR of 83.1% between 2015 and 2020. 

 

III. Significant Precedent Transactions 
 

As most service providers are looking for a flavor of virtualization from their solution vendors, many 

companies today message SDN and NFV as a key element of their product strategy. As such in 

reviewing precedent transactions (below) there are relatively few pure-play SDN and NFV transactions. 

We have captured those who heavily message SDN or NFV as a major part in acquisition rationale – 

either as stated by the acquirer (e.g., Ciena for Cyan) or in product messaging of the acquired (e.g., 

Procera). 
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IV. M&A Market and Process 
 

As seen in the above analytics and list of precedent transactions that is a huge pool of firms seeking to 

acquire in the SDN/NFV space across: 

 

 Large networking and telecom vendors 

 OSS/BSS solution providers 

 Service assurance firms 

 Carrier Ethernet and IP backhaul firms 

 Telco software firms 

 Private equity firms 
 

A typical process for one to explore the market, determine interest in a strategic sale and complete the 

transaction is around three months to LOI and six months to close. Bois Capital runs a very streamlined 

process to help secure the right strategic partner and valuation for its clients. Bois Capital has a deep 
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sector experience, senior level connections and execution expertise in the telecommunications sector. If 

you are interested in exploring your growth options including a strategic exit, Bois Capital will be happy 

to schedule a brainstorming session, discuss the dynamics of your business, the strategic fit with potential 

targets within the analytics ecosystem, provide valuation metrics, and confidentially discuss the next 

steps. 
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