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PRESENTATION 
 
Operator 
Hello and welcome to the Hewlett Packard Investor Event Conference Call.  My name is Cole and I will 
be your conference moderator for today’s call.  At this time, all participants will be in listen-only mode. 
We will be facilitating a question and answer session towards the end of the conference.  Should you 
need assistance during the call, please signal a conference specialist by pressing the star key followed 
by zero.  As a reminder, this conference is being recorded for replay purposes.   
 
I would now like to now turn the presentation over to your host for today’s call, Ms. Sonalee Parekh, 
Senior Vice President of Corporate Development and Investor Relations.  Please proceed. 
 
Sonalee Parekh 
Thank you, operator.  Good morning, everyone.  This is Sonalee Parekh, SVP of Corporate 
Development and Investor Relations at Hewlett Packard Enterprise.  I’d like to thank you for joining us 
today to discuss the announcement of HPE’s intent to acquire Silver Peak.   
 
Joining me on today’s call are Antonio Neri, HPE’s President and Chief Executive Officer; Tarek 
Robbiati, HPE’s Executive Vice President and Chief Financial Officer; Keerti Melkote, President of 
HPE’s Intelligent Edge Business and Founder of Aruba Networks; and David Hughes, Founder and 
CEO of Silver Peak.  Antonio, Tarek and Keerti will make some opening remarks and then we will open 
up the line for questions.  
 
Before handing the call over to Antonio, let me remind you that this call is being webcast. A replay of 
the webcast will be made available shortly after the call for approximately one year.  We posted the 
press release and slide presentation accompanying today’s announcement on our HPE Investor 
Relations webpage at investors.hpe.com.   
 
As always, elements of this presentation are forward-looking and are based on our best view of the 
world and our businesses as we see them today.  For more detailed information, please see the 
disclaimers on the acquisition materials related to forward-looking statements that involve risks, 
uncertainties and assumptions.  For a discussion of some of these risks, uncertainties and 
assumptions, please refer to HPE’s findings with the SEC, including its most recent Form 10-K and 
subsequent quarter reports on Form 10-Q.  HPE assumes no obligation and does not intend to update 
any such forward-looking statements.   
 
For financial information that is expressed on a non-GAAP basis, we have provided reconciliations to 
the comparable GAAP information on our website.  Antonio, Tarek and Keerti will be referring to the 
slide presentation accompanying this announcement throughout the prepared remarks.  As mentioned, 
the investor presentation can be found on our website and is embedded within the webcast player for 
this call.   
 
With that, let me turn it over to Antonio.  
 
Antonio Neri 
Thanks, Sonalee.  Good morning, everyone.  Thank you for joining us.  I know this is early in the 
morning, but we appreciate you making the time to listen to us today to talk about this very exciting 
announcement, which, let me start by saying I’m extremely excited about the announcement that we 
intend to acquire Silver Peak.  HPE has signed a definitive agreement.  Silver Peak will be combined 
with HP Aruba Business, which is led by Keerti Melkote, and will extend Aruba’s technology leadership 
in the large and fastest growing SD-WAN segment of the market.  The combination of Aruba and Silver 
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Peak will create an industry leader for the edge-to-cloud area, with a comprehensive end-to-end 
network and solution.   
 
This acquisition is an important step in our evolution to connect all edges and all clouds, and 
accelerates our edge-to-cloud strategy to provide a truly distributed cloud model and cloud experience 
for all applications and data, wherever they live.  Silver Peak’s innovative team and technology brings 
critical capabilities in connectivity, security, and artificial intelligence as well as capabilities that will help 
our customers modernize and transform their network to securely connect any edge to any cloud.  
 
HPE was an early mover in identifying the opportunity of the edge, and that trend is accelerating in a 
post-COVID world.  Intelligent Edge is central to HPE’s strategy and is one where we have a clear 
differentiation, as we have seen with the recent pandemic it has not only fast tracked the need for the 
Edge architectures because now we live in a much more distributed model.   
 
I am excited about David Hughes, the CEO and Founder of Silver Peak, joining our team once we close 
the transaction.  David is an industry luminary in the SD-WAN space, and has built a fantastic team and 
business over the last few years.  We look forward to him and the extended Silver Peak team joining 
the HPE family.   
 
If we now move to slide 5, let me provide a little more insight before I hand it to Keerti.  With this 
transaction, we are combining two industry leaders.  Aruba is an established leader in the Edge and 
Silver Peak will accelerate cloud transformation.  Together we can provide enterprises with a 
comprehensive edge-to-cloud network and solution covering all aspects of wire, wireless LAN and wide 
area networking with Silver Peak, for campus, data center branch and remote working locations 
connecting enterprises to multiple clouds.  Not only will we be able to significantly expand Aruba’s 
addressable market, Silver Peak is highly synergistic with Aruba’s customer base, technology 
leadership and sales channel, and will be significantly accretive to Aruba’s revenue growth.  The real 
value of this combination is what we can create together to help our customers embrace the cloud and 
drive the next generation of edge-to-cloud transformation.   
 
So in summary, I am extremely excited about this transaction.  As we have always done, we look for 
complementary assets that accelerate our strategy through the acquisition of intellectual property and 
talent, and this is the example with Silver Peak where we bring intellectual property.  This team has 
done a remarkable job in building unique IP as well as a very high end caliber of team that will be truly 
synergistic to our Aruba Intelligent Edge strategy to deliver this edge-to-cloud experience that can be 
delivered as a service, because eventually, a major component of this transaction is the IP that comes 
with it.  So again, reaffirm our strategy that the world will evolve to this edge-to-cloud architectures and 
will be consumed as a service.   
 
So with that, I’ll pass it on to Keerti, who will provide even more details, particularly how we’re going to 
drive the business going forward. Keerti? 
 
Keerti Melkote 
Thank you very much, Antonio.  I am super excited this morning to discuss this announcement and the 
opportunity to welcome David, in particular, to the Aruba leadership team.  As Antonio suggested, we 
are combining two market leaders, as you can see from this slide here on the Magic Quadrants.  Aruba 
has been a part of the leadership quadrant for 14 years running in the wired and wireless Magic 
Quadrant from Gartner and Silver Peak has been a leader for the last couple of years, ever since 
Gartner started publishing the WAN Edge Magic Quadrant.  They are a leader in that category, so it is 
very clear that we are combining two leaders and will become, as a combined entity, the leader for 
wired, wireless and wide area networking for enterprises.   



3 

Hewlett Packard Enterprise 
July 13, 2020 at 8:30 a.m. Eastern 

The primary reason for my excitement is that this acquisition was put out squarely at the heart of cloud 
transformations for enterprises.  SD-WAN as a category really enables customers to embrace the cloud 
much faster and at far better cost profiles, and especially in this post-COVID world cost savings is going 
to a massive priority for all enterprises.  SD-WAN and Silver Peak’s technology goes at the very heart 
of transforming WAN and really helping enterprises save money and connect to the cloud faster.   
 
Let’s go to slide 7, please.  The main competitive differentiation of Silver Peak comes in four areas, and 
I’ll describe each one in a little bit of detail, but based on these differentiating factors, they have now 
amassed over 1,500 enterprise customers that are operating their wide area networks using Silver 
Peak technology at scale.  One of the primary benefits is that it allows a business driven approach to 
wide area networking, and as in the first case here, a national retailer auto services chain deployed 
Silver Peak throughout their branch offices and retail stores, and in doing so experienced ten times 
reduced time in terms of planning of new branches.  This is obviously where business agility becomes a 
very important priority for customers as they embrace the cloud.   
 
Another big question that comes up often is because in connecting to the cloud and SD-WANs, 
customers embrace broadband technologies, and typically legacy architecture uses MPLS, and the big 
concern that comes up is will my applications perform well over the internet?  And using, again, Silver 
Peak’s highly patented technology, our customers, in this case a national title company, experienced a 
100x improvement in the bandwidth delivered to the applications, and especially for applications like 
voice and video that require a very high quality of service.   
 
Another example is continuous adaptation where a national/international food manufacturer was able to 
reduce downtime by 95%, and that’s because typically most enterprises, as they embrace SD-WAN, go 
from a single wide area network connection to their branch office location to multiple broadband 
circuits.  And by doing so, they’re able to load balance their traffic across the internet and really reduce 
dramatically any downtimes that might come up as a result of line errors and WAN errors on the 
network.   
 
And the final area is cost reduction.  As I said, this is going to be a very critical aspect of the value 
proposition going forward for Silver Peak, and in this case a global commercial real estate company 
was able to reduce costs by over 75% by replacing their branch routers and firewalls using Silver 
Peak’s technology.  So these are just examples of how customers are leveraging Silver Peak today.   
 
If you go to the next slide, I want to talk a little bit about how it combines with Aruba’s technology.  
Aruba has been focused on the wired and the wireless LAN markets for the last several years, and 
most recently we announced our Edge Services Platform, which combines our leadership in wired and 
wireless and creates a cloud-native and AI driven approach to delivering campus, branch and work 
from home infrastructures for our customers.  What Silver Peak does is it complements the Edge 
Services Platform and adds the SD-WAN functionality, in addition to the wired and the wireless 
functionality, to the picture.   
 
So with this, we now have the opportunity to present a completely unified and a comprehensive end-to-
end solution to our customers all the way from the edge, be it in a campus location or a branch office, a 
home office, or any other edge locations such as a retail store, a hospital, a factory floor, a stadium and 
take this edge location and connect that directly to the cloud and to the data centers in a secure 
manner.  This combination really will be the first of its kind in the industry when we come out, that 
allows customers to really truly embrace a cloud-native approach and really accelerate their digital 
transformation from the edge to the cloud.  
 
If you go to the next slide, please. Silver Peak’s SD-WAN will add to some already existing capabilities 
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that exist as part of Aruba Edge Services Platform.  We were a pioneer when we introduced the 
capability that we call Remote Access Point.  This was introduced back in 2009, and we have obviously 
enhanced and improved that to make it more cloud-native in the context of Aruba Edge Services 
Platform.  What Remote Access Points do is allow you to embrace WAN transformation and extend 
securely the corporate network environment to the home office.  And obviously in a post-COVID world, 
the relevance of this capability is more important than ever.   
 
In addition to this capability, we also introduced in 2018 our SD-Branch functionality which allows 
customers to take their LAN environment which constitutes a wireless LAN and wired switching, and 
combine that with organically home-grown SD-WAN functionality that is part of Aruba Central platform 
and deliver an integrated wired, wireless and SD-WAN capability to our customers.  This capability is 
primarily in the retail segment that many of our customers enjoy, and what Silver Peak adds is band 
transformation capability to the cloud and allows customers to directly plug into SaaS applications and 
cloud applications, and as I mentioned earlier, dramatically improve application performance, 
availability and agility for businesses.  So with these three capabilities, and these three will come 
together as we combine the entities going forward, to form a complete WAN portfolio for every need of 
our customers, all the way from home offices to branch offices to campus edge locations.   
 
Let me talk a little bit now—can we go to the next slide, please, slide 10—about the total available 
market for this opportunity.  Aruba’s total addressable market is today defined primarily by the wired 
switching market which is roughly $24.7 billion, and the wireless LAN market, which is $5.7 billion.  SD- 
WAN today is a $2.3 billion market, and in total the 2020 TAM, along with the SD-WAN market, 
represents $32.7 billion.  Now, the most exciting part here is the growth for the TAMs.  The wired and 
the wireless TAMs are growing at roughly 3% year-over-year, while the SD-WAN TAM is projected to 
grow at greater than 20% year-over-year.  That is the most exciting part.   
 
And behind that, obviously, our goal is to be able to sell our total solution to our customers along with 
SD-WAN combining wired and wireless.  The predictions here, as you can tell, are for the TAM in 
aggregate to grow at a CAGR of 5% to close to $40 billion by 2024.  Today, less than 20% enterprises 
have an SD-WAN capability, and the expectation is by 2024 over 60% of the enterprises will have 
adopted SD-WAN.  So the growth is ahead of us, and I am excited that we are bringing this capability 
into the HPE Aruba family and really target that growth going forward.   
 
In terms of the specific growth vectors here, obviously the first one is the value proposition of combining 
Aruba Edge Services Platform and Silver Peak Edge Connect technology together into a common 
platform that we can take to market and offer really a better value proposition than any of our 
competitors, helping customers truly accelerate their WAN transformation and connecting directly and 
embracing the cloud natively.  Obviously, we will have the opportunity to cross-sell Silver Peak 
Technology into the Aruba installed base and vice versa as well as Silver Peak today represents 
primarily a US-centric business, and given the international footprint of Aruba and HPE, we have the 
opportunity to use our global sales channels to expand Silver Peak’s business into Europe, Middle East 
and Africa as well as Asia Pacific and Japan.   
 
Obviously, we are going to be targeting this in a joint way across the SD-Branch capability that is part of 
Aruba Central, along with SD-WAN capabilities from Silver Peak, so that expands our TAM to target 
both integrated branch office solutions as well as pure play wide area network transformations, of which 
there are many going on right now.  Again, obviously in total we expect this to be one of the best 
solutions in the marketplace in allowing us to gain market share in the core wired and wireless LAN 
businesses that we are already in.   
 
So again, I am super excited about the combination.  I think this creates one of the industry leaders for 
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combining wired, wireless and wide area network technology in a cloud-native way.  And with that, let 
me turn the call over to Tarek. 
 
Tarek Robbiati 
Thank you, Keerti.  And I certainly share your enthusiasm for this transaction, that was really inspiring 
to listen to your presentation and Antonio’s as well, and I look forward to the benefits of bringing the two 
companies together.   
 
Turning to slide 11, let me provide you all with some details regarding the transaction.  Under the terms 
of the definitive agreements, we will acquire Silver Peak for $925 million in an all cash transaction, 
which will be financed through available cash on our balance sheet.  We remain committed to 
maintaining our investment grade credit rating, and we do not expect this transaction to impact our 
rating.  Bringing together Aruba and Silver Peak will result, in our view, in an enhanced financial profile 
for our Intelligent Edge business.  We expect the combination to drive significant revenue opportunities 
and to be accretive to our Intelligent Edge revenue growth and gross margins, thanks to Silver Peak’s 
software-like margins.   
 
Silver Peak’s last 12 months’ revenue of $132 million represents a 50% plus year over year SD-WAN 
revenue growth, faster than the overall SD-WAN market growth.  Moreover, Silver Peak’s revenue is 
recurring in nature, with extremely high 90% plus renewal rates.  We expect this transaction to be 
neutral to non-GAAP EPS in FY22, including stock based compensation.  Finally, we expect the 
transaction to close by the fourth quarter of HPE’s fiscal year 2020, as it is subject to regulatory 
approval and other customary closing conditions.   
 
Now with that, let me hand the call back to Antonio for closing comments. 
 
Antonio Neri 
Thanks, Tarek and Keerti.  I hope you get the sense of the transaction importance here because what 
we said two years ago that the Edge is the new frontier, and at the time we said we’re going to invest 
$4 billion over the next four years, so we are at the midpoint.  And as I always said, innovation comes in 
three forms, organic, inorganic and through partnership, and we have been incredibly disciplined in 
every transaction we have done for the last five years which started with Aruba in 2015.  This is another 
example of that, where again we bring complementary IP and talent that accelerates our strategy.  And 
what we see today in this very interesting world is that the transformation to become a more edge-
centric enterprise is accelerating because of COVID-19, but ultimately, the way the workforce will 
evolve going forward, and we are incredibly well positioned to take advantage of that opportunity.   
 
A couple of weeks ago when I was at the HPE Discovery Event, I said the future is now, and this is the 
opportunity to act fast to capture, again, a significant part of the market that’s growing quite rapidly and 
create a more addressable opportunity for us.  So very excited about this transaction today, very 
excited about David and the team joining us, and ultimately this is a winning combination that will 
benefit all of our shareholders, including customers, partners, employees and other stakeholders.   
 
So with that, let’s open it for Q&A, Sonalee.  
 
QUESTIONS AND ANSWERS 
 
Operator 
We will now begin the question and answer session.  To ask a question, you may press star then one 
on your touchtone phone.  If you are using a speakerphone, please pick up your headset before 
pressing the keys.  To withdraw your question, please press star then two.  We also request that you 
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only ask one question and one follow up question. 
 
Our first question today comes from Wamsi Mohan with Bank of America Merrill Lynch.  Please go 
ahead. 
 
Wamsi Mohan 
Yes, thank you, good morning.  Antonio, congrats on the deal.  Can you please talk about why this deal 
makes sense now, especially when there is so much uncertainty in the macro backdrop?  And I have a 
follow up for Tarek. 
 
Antonio Neri 
Sure.  I mean, there are a few learnings here, and I think I made this comment earlier in one of my 
other remarks, maybe in the conference I had with you a few weeks ago.  When we are going through 
this uncertainty, the most important thing you can do is to stay focused on the customers and their 
needs, and we believe accelerating innovation is essential.  This is what we’re doing here.  It is 
basically accelerating our innovation with the acquisition of Silver Peak and our capabilities through our 
strategy with Aruba and Aruba Central, which is essential to our portfolio, and takes advantage of a 
very unfortunate event, obviously, that we are seeing today, and what we see the world evolving into.  I 
mean if you think about it, the campus of the future will be very different, and look at us, our offices will 
change dramatically and more and more people will be working from home.   
 
So now what we are seeing is that your home is becoming a micro branch and in order to connect all of 
these micro branches to your network in a cloud-oriented experience, you need different capabilities.  
And we see that demand growing incredibly rapidly.  But ultimately, you need the rest of the portfolio to 
deliver, and that’s why this combination is very unique.  So we felt time is of the essence, the 
opportunity presented itself, and we acted accordingly because we believe this is the right strategy for 
the company.  
 
Wamsi Mohan 
Okay thanks, Antonio.  Tarek, can you talk a little bit about how to think about the revenue contribution 
as we go through fiscal ’21-’22 and the potential revenue synergies that exist here, and if you can offer 
any guideposts on what the impact that top and bottom line will be for fiscal ’21 that would be helpful.  
Thank you. 
 
Tarek Robbiati 
Okay.  Thank you, Wamsi.  So echoing what Antonio said, this technology is very much the technology 
that people look at in the current circumstances.  It is disruptive to the cost base that companies incur 
to connect all their campuses with all their branches and to all their clouds.  And so from our standpoint, 
there is a tremendous revenue opportunity here with Silver Peak and Aruba to deliver the end-to-end 
solutions that our customers truly want.  We provided color to the historic revenue performance of 
Silver Peak by highlighting the last 12 month revenue and the growth of their SD-WAN portion of their 
business, so as you can imagine, we do expect this growth to continue for the foreseeable future 
because the opportunity is very, very large as you replace legacy infrastructures such as MPLS 
connectivity with a more modern, more intelligent and more cost effective performing solution like Silver 
Peak.   
 
In terms of bottom line impact, we do flag that this acquisition will reach EPS contribution in FY22, 
which means that in FY21 it will be marginally dilutive to our EPS.  But it’s too early at this stage to 
guide on any EPS for the total of HPE in fiscal year ’21 we have yet to finish fiscal year ’20, and we will 
provide you more color on our guidance at SAM, our Securities Analyst Meeting in October 2020.   
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Operator 
Our next question comes from Toni Sacconaghi with Bernstein.  Please go ahead. 
 
Toni Sacconaghi 
Yes, thank you.  And congratulations on the deal.  I was wondering if you can comment on the amount 
of technical integration you foresee and go to market integration, including what David’s role is going to 
be.  Then I have a follow up, please. 
 
Antonio Neri 
I think that’s a perfect question for Keerti.  Maybe Keerti, you want to take that? 
 
Keerti Melkote 
Yes, happy to, Antonio.  Thanks, Toni, for the question.  Initially, this business unit will be operating as 
an independent business unit under David reporting directly to me, so we don’t see any immediate 
changes there.  Obviously, there are huge synergies, both in go to market initially which we will want to 
capture, and that will come in the form of obviously having an international presence which is significant 
with Aruba and taking this product to market internationally.  Domestically, Silver Peak has a very 
robust go to market presence in the field and we anticipate continuing with that going forward.   
 
As far as R&D is concerned, the primary goal is to combine Silver Peak’s technology with the Aruba 
Edge Services Platform in a cloud-native experience, and that would be the focus for the technical 
integration of the product line.  And we anticipate that to be fairly straightforward and achievable within 
the first few months of us coming together. Again, I’m super excited to have David join the team and 
become part of the leadership team here.  
 
Antonio Neri 
So, Toni, just to make it much more tactical in the near term, so we will integrate this natively, as Keerti 
said, in our Aruba Central Platform, which is our cloud control plane which today has 65,000 customers 
and almost a million devices under management.  There, we already have the SD-Branch and we have 
customers that we have spoken in the past, a large scale, and obviously wireless and LAN fully 
integrated with security, analytics and a mobile-first, cloud-first approach.  But think about this 
technology at Silver Peak being fully integrated cloud-natively into that control plane. 
 
And then from the go to market perspective, this is the opportunity for us, obviously, because in the rest 
of the world it will be easily and rapidly integrated in our go to market motions whether it’s direct or 
indirect, indirect through the channel, obviously.  And then in North America they already have a large 
presence, so we’re going to find cross-synergies in the form of cross-selling.  Cross-selling is an important 
aspect.  And in fact some of the deals we won, we actually won the wireless and the LAN and then Silver 
Peak has already a presence in the SD-WAN. 
 
Toni Sacconaghi 
Thank you.  If I could just follow up.  This is probably for you, Antonio and Tarek, but could you just 
comment on how you’re thinking about acquisitions versus capital return versus continued investment in 
the current business.  You talked about re-aligning resources on your last earnings call and that you 
would really double down on growth, and this is clearly a focus, but there was an implication also that 
there would be retrenchment.  So, maybe you could talk about balancing the priorities of acquisition 
capital return and then investing a retrenching in existing businesses and how investors should think 
about those priorities.  
 
Antonio Neri 
Why don’t we start with you, Tarek, and then I will make a comment at the end.   
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Tarek Robbiati 
Yes, thank you Antonio and Toni.  So look, our capital management policy is always weighing with it very 
rigorous return base framework where to best put capital to use, either through inorganic acquisitions or 
returns to shareholders by way of dividends and share buybacks.  As you know, we suspended share 
buybacks given the volatility in the market and we suspended them until further notice.  Having said that, 
we do recognize the importance of dividends for our shareholders.  We want to take the opportunity to 
confirm that our dividends are always paid in arrears and at the discretion of the board and determined 
on a quarterly basis.  We did already announce our regular Q3 dividends.  It was paid on July 1st and as 
foreshadowed, we will announce a decision on our Q4 dividend towards the end of Q3.  
 
So moving forward, I don’t know where this notion of retrenchment is coming from.  I think what’s 
important for us to truly do is to continue to invest in the areas of growth that are accretive to our bottom 
line in the future and finding the capital to do so.  And, this is one of the areas where we decided to make 
the investment because it’s the right type of investment at this point in time in the economy, and to the 
extent that opportunities to make such investments exist, either by organic or inorganic means, it is 
important for us to continue to pursue those to create value for our shareholders moving forward.  
Antonio? 
 
Antonio Neri 
Yes, I mean, I just want to end where you ended, which is basically we look at this in a very 
comprehensive way, Toni.  Dividend is super important, but also it’s important to invest in the future of 
the company, and for me, it’s critical that we have a portfolio that allows us to compete and win in the 
areas we believe customers are moving into it.  And, we need to do it in a balanced way.  This is a great 
example, you know we have been incredibly disciplined with all our acquisitions and that’s where we’ll 
do it today.  But, it is important we continue to invest in the company in the areas where we feel we can 
compete it with, and this is a great example of it.  
 
Thank you Toni.  Alright, and our next question? 
 
Operator 
Our next question comes from Katy Huberty with Morgan Stanley. Please go ahead.  
 
Katy Huberty 
Yes, thank you.  With past acquisitions like Nimble and Cray, that were technologies that you could 
leverage in other parts of the portfolio like with Infosight and some of Cray’s storage IP, I wonder if there 
is anything at Silver Peak that you feel like you can leverage across the portfolio.  That’s question number 
one.  And then my second question is whether we should think about this acquisition as representative 
of the M&A strategy going forward in terms of looking at sort of billion dollar plus or minus acquisitions 
that can help build out the portfolio rather than looking at one or two larger deals that might be more 
transformative to the portfolio.  Thank you.  
 
Antonio Neri 
Yes, thanks, Katy.  I’m going to start with the second question and then I’m going to give the first question 
to Keerti.  So, we always talk about the Aruba-like acquisitions, which to date is still the largest acquisition 
we have ever done in the last five years, if you think about it.  And so we think about it that way, but 
obviously it depends of the assets, if it is strategic, it is accretive obviously, it is boosting our portfolio, 
those considerations all come in play.  But we like this type of approach because it makes us more nimble 
in many ways.  But we always talked about Aruba-like type of acquisitions and those have been the 15 
that we have done so far in the past five years in those ranges.   
 
And in term of leverage in portfolio across the other areas, definitely it would be in terms of cloud native 
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approaches but maybe I’ll give it to you, Keerti, so you can make other comments on that.  
 
Keerti Melkote 
Yes, happy to Antonio.  Katy, that’s a good question. If you think of SD-WAN, it’s going to be 
fundamentally the backbone for most enterprises going forward as they transform from being a legacy 
MPLS architecture to something that is embracing more fully of the internet and connect, as Tarek said, 
all their edges to all their clouds.  And it really will form the fabric of enterprise connectivity.  And so in 
that sense it’s going to be the tip of the spear for us, for most cloud transformation type opportunities out 
there, and we anticipate that this specific project will pull through the rest of our wireless and wired 
infrastructure initially in 10% branch locations.   
 
But, as we also hinted in the past, the digital transformation ahead for our customers really is about 
embracing a lot of IoT technologies and Edge computing in particular.  And, as we expand the Edge 
capabilities to go beyond connectivity to now also include things like IoT and Edge computing, our 
anticipation is that the Silver Peak technology will help us connect all our assets in a flexible cloud native 
kind of environment.  So, in that sense, it is quite a foundational asset that we will add to the portfolio 
here.   
 
Katy Huberty 
That’s great, thank you.  Congrats on the deal.  
 
Antonio Neri 
Thanks, Katy.  
 
Operator 
And our next question comes from Aaron Rakers with Wells Fargo.  Please go ahead. Mr. Rakers, your 
line is open.  
 
Aaron Rakers 
Sorry about that.  Yes, a couple of questions, and congratulations on the acquisition.  First of all, on $132 
million revenue, just so I understand this correctly, so that’s $132 million of trailing 12 month revenue in 
which the SD-WAN contribution grew over 50% or is that total revenue grew over 50%?  And then how 
much customer overlap is there?  Can you give us any kind framework of the 6,500 Aruba central 
customers that you just referenced, how many of those are existing Silver Peak customers or vice versa 
between the two companies?  Thank you.  
 
Antonio Neri 
Yes, go ahead Tarek.  Go ahead on the revenue itself.  
 
Tarek Robbiati 
Yes.  No, that’s a good question.  So look, it’s fairly simple, SD-WAN represents 90% of the revenue of 
Silver Peak and so it’s the vast majority of the revenue of Silver Peak, and that’s why we accentuated 
this in the presentation.  That should give you a good idea of where the opportunity is, where the growth 
profile is.  I think the second part of your question relates to customers, and maybe Antonio or Keerti 
would want to take that one.   
 
Antonio Neri 
Yes, Keerti.  Go ahead.  
 
Keerti Melkote 
Yes, this is about customer leverage, and we have, as Antonio said, 65,000 customers already on Aruba 
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Central of varying sizes and Silver Peak has 15,000 enterprise customers, primarily US based.  As you 
can imagine, there is going to be quite a few common customers in the common pool, but overall we 
expect a much broader expansion of Silver Peak technology into the Aruba customer base and the HP 
customer base.  And, in fact, if you remember that was the play for Aruba when Aruba become a part of 
HP family, is to leverage the global presence of HP and truly expand into the HP installed base.   
 
And this will be the same play here again with Silver Peak, is to expand beyond that 15,000 initial 
customers, which are fantastic and they are doing this in production.  And they’re across multiple verticals, 
it’s not unique to any specific vertical.  There’s no specific vertical that Silver Peak is concentrated in.  
That is appealing news so which means this technology is broadly applicable.  Having said that, obviously 
financial services, manufacturing, retail, hospitality and many other verticals that are taking advantage of 
this technology, and our intent would be to expand and broaden the installed base for Silver Peak 
technology going forward.  
 
Aaron Rakers 
Perfect.  Thank you.   
 
Operator 
And our next question comes from Jeriel Ong with Deutsche Bank.  Please go ahead.  
 
Jerry Owen 
Yes, thanks for letting me ask a question.  I just want to understand how this fits into, I want to take a 
step back and look at a broader Intelligent Edge strategy.  In 2018 you guys announced the plan to invest 
$4 billion in the business over four years.  Assuming this all closes, I’d like to understand where you are 
in that plan and what else could be on the horizon. 
 
Antonio Neri 
Sure.  I will start, then give it to Keerti to give specific examples of what we have done from the technology 
and go to market standpoint.  Yes, in 2018 I made an announcement that we will invest over the next 
four years $4 billion to take advantage of this new frontier, what we call Intelligent Edge.  We live in a 
hyper connected world, so the first step is to provide secure connectivity, and we have done that through 
the portfolio of Aruba and the combination with the HPE switching portfolio.  And the result of that is that 
today we have probably the most competitive portfolio we ever had across wired and wireless and under 
one common experience, which is the Aruba OS common experience.   
 
The second part of this was the analytics side and the ability to provide customers new experiences.  An 
example of that is what we have done across a series of offerings with Meridian and Nova that allows us 
to take advantage of these new technologies to bring proven experience and monetize those experiences 
of the edge.  And then the third is obviously to make it all cloud native.  And this is where the introduction 
of Aruba Central has been essential.    
 
And then going forward is the integration of 5G and edge computing because obviously we see the cloud 
moving closer and closer to where the action is, the edge.  And obviously, in this post COVID-19 world 
we’d see that even more, and so this is where we said Aruba Central becomes that essential element of 
our strategy and integrating now the SD-WAN, the pure play side to connect all your clouds and all your 
edges becomes super critical.  And that’s what we’re doing here today.   
So Keerti, maybe you want to add some other specific examples of what we have done.  
 
Keerti Melkote 
Absolutely, Antonio.  I think you did a good job outlining most of our core capabilities.  A couple of points 
I want to touch on.  We introduced earlier, late last year, the beginning of this fiscal year for HPE, our CX 
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portfolio of switches, which really now makes us one of the only vendors to offer an end to end switching 
portfolio with a common experience about our CX experience from the wiring closet all the way to the 
data center.  So that was a significant investment, organic investment, that we had made to explicitly 
come out with that unified strategy for our customers, and we believe we are highly differentiated in that 
area and seeing some really great traction.   
 
The other big area of investment was in Aruba Central, which is a cloud native experience for large 
enterprise customers combining wired and wireless and software-defined branch architectures, and that’s 
been an ongoing investment in R&D.   
 
And finally, the third major area for us was to tune our go to market to really allow us to take these 
resolutions out to market more effectively.  And we’ve invested in go to market incrementally over the 
last couple of years and this year we tuned it to go after a very segment based architecture so we now 
have better coverage for large global enterprises, to midsize enterprises, to small/medium businesses in 
a unique way.  That has been the focus historically going forward, especially in a post-COVID world we 
have pivoted our attention to obviously the work from home opportunity which is blossoming in a big way.  
That is, we are taking advantage of some of the early innovations we’ve already done there and 
transforming that into again a cloud native architecture, in order for customers to find that out from what 
today could be hundreds of home offices to potentially thousands or even tens of thousands of home 
offices that bring the corporate network into your homes.   
 
The fourth piece that Antonio touched on was location services.  As businesses start to discuss business 
recovery and reconstitution in a post COVID world, one of the biggest priorities is how do we ensure that 
everybody that enters the premises is safe and knowing physical location relative to others and ensuring 
that that data that comes out of location understanding to cleanse the environment better, more frequently 
to ensure there are social distance triggers that an app can generate for you on your mobile device.  And 
also potentially help with contact tracing type work in a COVID world.  These are applications directly off 
our location service capabilities and that’s an area that we’re investing in.   
 
Going forward over the next further out, in addition to embracing obviously Silver Peak, we anticipate 
looking at 5G and IoT much more closely and making that a part of the overall Edge.  And fundamentally 
back to your original question, the strategy for Intelligent Edge, it is to A) deliver superior experiences for 
customers wherever they are, whether it be in stores or in warehouses, factory floors etc.; and B) to really 
deliver dramatic business efficiencies through automation.  And that is leveraging IoT technologies and 
the like, but fundamentally we are looking for an infrastructure platform that brings all of that together.  
And that we see as the next decade, really connecting this set of edge locations to clouds, and everything 
we have done so far from a platform perspective is furthering that cause.   
 
Thanks.  Antonio, back to you.  
 
Antonio Neri 
Yes, thank you.  And obviously, this is a step in that edge-to-cloud architecture I think for us, obviously.  
The other part of the question is to connect these edges to the cloud and in there is a component about 
data because we have entered what we call the age of insight.  So there is more there that we can talk 
at a later date.   
 
Jeriel Ong 
Got it, thanks so much.  As a quick follow up, I’d like to better understand the growth rate of this asset 
going forward.  I think in your press release you note that the SD-WAN market could grow a 20% CAGR 
historically.  It seems like the asset has grown in a 50% rate and then the US-centric approach would 
suggest that the asset could take advantage of your more global reach.  So, I guess going forward do 
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you have a sense, at least maybe over the next one may be three years, where investors should be 
thinking that this asset could grow revenue-wise.  That would be great if we had a nicer band or some 
context.  Thanks.  
 
Antonio Neri 
So, maybe we could start with you, Tarek.  And I would like to give the opportunity to David to speak and 
provide an insight about how he thinks about growth, because obviously it comes from this space in term 
of the synergies with HPE and Aruba, but also what we see in the market to give you a little bit more 
insight.  So maybe start with you, Tarek, and then we’ll pass it to David and Keerti.  
 
Tarek Robbiati 
Sure.  So I think your question captures the vast majority of the element sector true to the growth, but let 
me underscore two of them.  First of all, SD-WAN as a technology and particularly in the way Silver Peak 
has built it, and you’ll hear from David in a second, is reducing the total cost of ownership of customers 
around their WAN infrastructure, and that’s a very important vector of the growth.  One other colleague 
of yours has asked a question, is there overlap with customers.  There is, as Keerti answered, but it’s 
good news because now we have the opportunity to sell the entire end to end solution again at the lower 
cost of ownership in those customer accounts, so that’s promising very, very well.   
 
And finally, you commented on the go to market complementarity between us with our global reach and 
Silver Peak, and that’s also something that will very much contribute to the overall growth of the asset.  
Now, it is too early to tell whether this will continue to grow at 50% for the foreseeable future, but the 
foundation of the market opportunity is there and this is a prime leading asset that fits extremely well with 
Aruba moving forward.  And, we believe, that there could be significant accretion to the overall growth of 
our Intelligent Edge assets with Silver Peak moving forward.   
 
I don’t know if Antonio or Keerti or now maybe David want to add to that.   
 
Antonio Neri 
Now, I would like to give the opportunity to David to speak about it from the market perspective, what he 
has seen in the last few months and obviously where he has split up the business to give it more sense 
of the growth opportunity.   
 
David Hughes 
Yes, hello everyone.  This is David, the CEO of Silver Peak.  So, I’m really excited about this opportunity 
to combine with HPE.  Obviously, one of the big things about it from our perspective is that it provides us 
with a much broader go to market, both from kind of international point of view but also in terms of the 
kinds of channels.  And so, in some ways our historic growth has been gated by the amount of investment 
a company the size of an independent company like Silver Peak can make in the go to market.  So, we 
see combining with HPE as being a huge advantage relative to providing us with a broader scale go to 
market.   
 
Relative to growth, the SD-WAN market or what I think of as a broader WAN transformation market, is 
from an S-curve of adoption point of view in going into the early mainstream.  So we’re past the early 
adopter phase and beginning to enter the mainstream phase.   But there is still many years of growth and 
opportunity ahead of us for us to help customers transform from kind of a legacy based networking 
infrastructure based on individual devices that are configured, and if you configure them just right your 
network does what you want, to more like a self-driving, automated wide area network, where you 
describe what it is you want your network to achieve, how you want your edges connecting to your clouds 
and have everything just happen.  And so we’re really at the beginning of this journey.  It’s moving into 
mainstream, but it’s early mainstream, so there is a lot of growth left and opportunity left looking out over 
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the coming years.   
 
Antonio Neri 
Thanks, David.  And as we show, our business this is a $5 billion market opportunity that’s growing.  And 
just in the last 18 months, the market itself, the size, has changed quite dramatically and growing quite 
rapidly.   
 
Okay. So I’m not sure there’s any more questions.  We’re getting to the bottom of the hour.  Is there any 
other questions?  
 
Operator 
Our final question today comes from Shannon Cross with Cross Research.  Please go ahead.   
 
Shannon Cross 
Thank you.  Just two questions.  One, I didn’t hear much about GreenLake during this call, so I’m curious 
how Silver Peak’s subscription revenue will sort of fit into the GreenLake infrastructure or pricing 
parameters.  And then also I’m curious, maybe Tarek can you talk about what the key valuation 
parameters were you looked at.  It’s over seven times revenue and I’m assuming a pretty high EBITDA 
multiple, so I’m curious as to what you considered when you looked at valuation.  Thank you.  
 
Antonio Neri 
Sure.  
 
Tarek Robbiati 
Antonio, please, go ahead, and I’ll pick it up.  
 
Antonio Neri 
No, I was going to answer the first part of the question.  Obviously, when we think about it as a service 
there are two components, right?  There is the subscription base, which is we already have as a part of 
Aruba and so Silver Peak.  So that obviously now will be integrated as a part of the plans to join the 
subscription model to Aruba Central.  And then there is the utility base model, which is connectivity as a 
service, which by the way, we just introduced a new series of offerings which is part of GreenLake.  And 
obviously these components of the SD-WAN, another type of connectivity, will be added to the same 
offering.  So it is very synergistic and obviously it comes with it, also because David and team have done 
a lot of work around metering and consumption with a very sophisticated type of solution.   
 
Tarek? 
 
Tarek Robbiati 
Thank you, Antonio.  So let me add, Shannon, to your question, which is actually a very important one.  
So, when you look at the revenue of Silver Peak, the revenue composition is extremely important in the 
evaluation of the asset.  So, 90% of the revenue of the Silver Peak is recurrence, and that is very 
important, and the renewal rates of their customers are also extremely high.  So you have a momentum 
engine underneath the revenue which is very solid.  Now that revenue that is recurrent is pretty much 
license based but there is a portion of it that is purely SaaS based, and that portion is also growing off a 
lower revenue base, growing extremely fast, and that’s very important to us.   
 
So, when you look at the quality of the revenue stream and you look also at the gross margin, and we 
did flag it in our presentation that it is accretive to Aruba’s revenue growth and gross margins, we feel 
very comfortable about the acquisition, and on our own internal numbers it is a high IRR type of deal.  
The price we paid is reasonable relative to recent growth deals in that space, and there are quite a few 
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there, but this is also a recognized leader in the space.  That’s important to keep in mind.  And when you 
take into account the revenue composition, like I said a moment ago, and the growth rate, then your 
revenue multiple comes down pretty fast and significantly relative to the 7x market that you referred to.   
 
So we feel pretty good about this, particularly when you also add on top of it the revenue synergies that 
we can extract out of that knowing the complementarity of the go to market and the great fit that this asset 
has within our overall portfolio.   
 
Shannon Cross 
Thank you.  
 
Antonio Neri 
Thank you, Shannon.   
 
CONCLUSION 
 
Antonio Neri 
Okay, once again I think we are at the bottom of the hour.  I want to thank everyone for attending this call 
this early in the morning on Monday morning.  I will end where I started.  Very excited about this 
announcement today that continues to validate our strategy to become the edge-to-cloud platform as a 
service company.  These assets will accelerate our growth of the edge with complementary technology 
and talent in a market that are growing very rapidly.  And obviously, unfortunately through the series of 
events we have experienced for the last three months, it has been validated by our customers, the need 
to provide a capability to connect all the edges and all the clouds.  And Silver Peak gives us that 
incremental service capabilities on a platform that’s already the market leader with Aruba and Aruba 
Central.   
 
So, with that, thank you very much for joining.  And hope to chat with you soon.    
 
Operator 
Ladies and gentlemen, this concludes our call for today.  Thank you.  You may now disconnect.  
 
 
 
 


