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Introduction

Founded in 1996, Juniper Networks designs, develops, and sells products and services for high-performance networks to enable customers to build scalable, reliable, secure and cost-effective networks for their businesses while achieving agility and improved operating efficiency through automation. Juniper Networks is headquartered in Sunnyvale, California and incorporated in Delaware. Company common stock is traded on the New York Stock Exchange under the abbreviation JNPR. Juniper Networks currently employs over 10,000 employees in 109 offices across 47 countries. Annual revenue as of 2019 was $4.45 billion.


Current Vision Statement

We exist to solve the world’s most difficult problems in networking technology. We bring simplicity to networking with products, solutions, and services that connect the world.

Proposed Vision Statement

We exist to make the technology needed to power communications simply through innovative engineering, meeting the needs of today and the future.


Current Mission Statement

A company of innovators, we believe that creating simplicity through engineering is the highest form of innovation. From our first release, the ground-breaking M40 router, to today’s end-to-end advancements in network security, automation, performance, and scale, our drive to move beyond the constraints of complexity has expanded the reach of networks everywhere. We’ve enabled our customers to connect to everything and empower everyone in ways that have literally changed the world.
In the profusion of new technologies such as IoT, big data, and multi-cloud, complexity is the new hard problem. And complexity is on the wrong side of progress.
With the strength of our resolve, we’ll champion the evolution of the cloud and once again change the world.
Simple is our obsession.
Simple is powerful.
And simple always starts with engineering.

Proposed Mission Statement

Our employees continue to build on a legacy of innovation (9) centered on meeting the ever-changing needs of our customers (1). We seek to provide the flexible, automated, and secure solutions (2) necessary to connect devices of all types to one another (4) with simplicity through innovative engineering (7). We have been the first to deliver needed products and advancements since our founding,  and we will continue to ethically deliver products (6) for the future that ensure our continued work (5) of enabling our customers to connect to everything and empower everyone (3) in ways that will continue to literally change the world. (8) [94 words]

(1) Customers 
(2) Products or services
(3) Markets 
(4) Technology
(5) Survival, growth and profitability
(6) Philosophy
(7) Distinctive competence
(8) Public Image
(9) Employees


Current Status of Industries

Juniper Networks is primarily involved in the Telecommunication Networking Equipment Industry. This industry manufactures wired (voice and data) telecommunications equipment, including telephone switching systems, telephones and answering machines, data bridges, routers, modems and gateways. In addition, over the past 10 years, the industry has increasingly focused on manufacturing internet protocol-based telecommunications and networking equipment. (IBISWorld report 33421). The forecast for this U.S. industry is future decline as other countries continue to build capacity to deliver the same products at a lower price.

The Telecommunication Networking Equipment Industry is found in the “Decline” section of the Indicative Industry Life Cycle indicating shrinking economic importance:
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Juniper Networks is also involved in the Software Publishing industry, primarily through their creation, distribution, and service of the Junos Operating System which powers their hardware offerings. Software publishers disseminate licenses to customers for the right to execute software on their own computers. Operators in this industry market and distribute software products and may also design the software, produce support materials and provide support services. Rising private investment in computers and software stimulated demand from businesses, while rising disposable income levels encouraged consumers to spend on software as well. Moreover, new internet-based solutions and the increasing popularity of mobile devices have triggered an explosion of mobile software applications. From 2020 to 2025, industry revenue is estimated to rise at an annualized rate of 6.4% to $293.1 billion. In 2020, the industry is anticipated to endure subdued revenue growth of only 1.9%, as the COVID-19 (coronavirus) outbreak reduces consumer spending and private investment levels.

Software publishers are often highly profitable despite the prevalence of software piracy, ongoing litigation and an expensive workforce. Over the past five years, publishers have focused on strategic acquisitions and product development, with large software publishers regularly acquiring smaller operators with specialties in high-growth, niche markets. Additionally, most operators have switched to the software-as-a-service (SaaS) model to stabilize cash flows. This model makes it more affordable to buy software products, enticing smaller and cash-strapped companies to make purchases while also facilitating easy scalability and frequent software updates.

Projections of the industry from 2020 to 2025 suggest the growing ubiquity of software in daily activities and the rise of predictive analytics and artificial intelligence software will benefit the industry by expanding software publishers' product offerings and potential markets. For example, connected cars, smart appliances and automated logistics services are all expected to continue integrating with the daily activities of US consumers and businesses. Mobile computing devices are also providing new platforms on which operators can compete, while cloud computing is opening a wider array of software possibilities for mobile phones and tablets that are no longer hampered by low storage capacities. Additionally, demand for security software to protect data is expected to rise, especially after high-profile cybercrimes gripped the nation in recent years. Altogether, revenue is expected to rise at an annualized rate of 2.4% to $329.9 billion over the five years to 2025.

The Software Publishing Industry is firmly in the “Quantity Growth” quadrant of the Indicative Industry Life Cycle indicating smaller growth of economic importance spread across many new companies:
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Overview of the Firm

Juniper Networks is at a pivotal point in its history. Many investments that have been years in the making are ready to begin seeing returns such as completing a stock buyback program, paying down debt, all while expanding its portfolio of offerings. However, key metrics such as Net Revenue and Net Income have continued to decline, and Juniper Networks faces competitors with significantly more resources in a difficult and competitive environment. The following pages will detail the position of Juniper Networks and formulate strategies for the future.

Competitive Profile Matrix (CPM)

Below is a Competitive Profile Matrix for Juniper Networks comparing the firm to two of its primary rival firms: Arista Networks and Cisco.
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Juniper Networks is not performing poorly in the market overall, but it’s composite 2.07 CPM Matrix compared to Cisco’s 3.82 and Arista Networks’ 3.05 indicates that its rivals are performing better on the variables critical to the telecommunication manufacturing industry. Finding a distinct, competitive advantage that separates it from the companies in the upper echelon of the industry has thus far alluded the firm. With its two primary competitors consistently delivering on critical success factors more successfully, Juniper Networks must evaluate its strategic plan to adjust its current trajectory.


Financial Statements and Historical Ratios
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What quickly stands out from an analysis of the financial statements is the downturn in revenue and net income. The firm has made recent strategic decisions to expand its product portfolio, reduce debt, and increase its dividend payout in the past three years. This is an ambitious set of goals, but those investments have yet to yield the necessary results to Total Revenue and Net Income. The primary issue facing the firm at this time is a trend of shrinking revenue in its largest division: Product. Juniper Networks needs these recently acquired assets to quickly begin yielding appropriate returns.

On the positive side, the firm enjoys above average standings on debt ratios related to the industry, as well as an operating margin three times above the industry average. They facilitate this by primarily outsourcing the manufacturing of the equipment, allowing them to hold down costs. This strategy is not without its drawbacks, as those manufacturers may shift to other vendors with no long term contracts and are subject to supply chain issues that Juniper can do little to resolve. Tariffs and other foreign policy decisions made by the leaders of the countries in which these manufacturers exist can also cause the price per unit to increase, leading to ambiguity in the margins and harming financial planning.
The next three years will be critical for Juniper Networks. The strategy of deep investment in the product portfolio along with a reputation as a shareholder centric firm necessitate the market respond to their offerings quickly if they are to be successful. Finding capital from other sources is possible, but less desirable as the risk of this firm is currently higher than its primary competitors due to the revenue trends and equity positions of the firms.

Internal Factor Evaluation (IFE) and External Factor Evaluation (EFE) Matrices

The Internal Factor Evaluation (IFE) Strengths for Juniper Networks are as follows:
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The Internal Factor Evaluation (IFE) Weaknesses for Juniper Networks are as follows:
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The External Factor Evaluation (EFE) Opportunities for Juniper Networks are as follows:
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The External Factor Evaluation (EFE) Threats for Juniper Networks are as follows:
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Some key points to note: A key weakness of Juniper Networks relates to a 2015 FBI investigation around an international and embarrassing security breach that was never publicly resolved. This weakness is directly related to a key opportunity of consumer expectations of privacy and security combined with a key threat of the increasing annual corporate security breaches. 

Long term, the U.S. Telecommunications industry is in decline and Juniper Networks does not have the resources to continue to attempt to do so many things for so many types of customers. A distinctive competence must be identified, pursued, and achieved. The Software Publishing Industry is growing and represents a set of intriguing opportunities that will be discussed in the strategic plans listed below.

Proposed Strategies Developed From SWOT Matrix

Strength-Opportunity (SO) Strategies
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Weakness-Opportunity (WO) Strategies
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Strength-Threat (ST) Strategies
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Weakness-Threat (WT) Strategies
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The best strategies for continued growth of Juniper Networks will be discussed in the Recommendations section below. But one strategy listed above should occur regardless of any other decision that will be made. That strategy is the Weakness-Opportunity Strategy of achieving a 3rd party certification for outstanding security practices and auditing. With security breaches increasing every year and security being the top concern of consumers per industry surveys, Juniper Networks must publicly address the 2015 security breach and subsequent FBI investigation. This certification would position them to positively communicate their proficiencies in this area, with validation from an external, unbiased party. This will address a key weakness, capitalize on an emerging opportunity, and ensure a growing threat is mitigated.


Strategic Position and Action Evaluation (SPACE) Matrix
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The SPACE Matrix further illustrates Juniper Network’s need to solidify a sound strategy moving forward. Juniper Networks does have the resources to use its internal strengths to take advantage of external opportunities, overcome internal weaknesses, and avoid external threats. However, Juniper Networks is also very close to the very center of the matrix, indicating that near future events could quickly remove that flexibility and force them into more undesirable choices. That could quickly cause Juniper shift strategies out of necessity rather than careful and measured planning.

BCG Matrix
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The BCG Matrix continues the theme of an inflection point for Juniper Networks. The Product division is just below the industry average in sales growth rate, and is toward the bottom of market share. Coupled with an overall declining industry, this is a concerning position. 

Both the Product and Service Divisions need to focus on increasing Market Share, but Juniper Networks may lack the resources to do that in both divisions without significant costs due to restructuring or debt. Market share increase will only be seen by achieving a competitive advantage above other firms in the space. The trajectory of the Software Publishing Industry likely makes the Service Division the better choice for future development.
Internal-External (IE) Matrix
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Juniper Networks’ two divisions are primarily positioned to suggest the firm’s focus should be on Market Penetration and Product Development. But the placement of these divisions are very close to requiring an alternative strategy, and these underlying stories will be discussed in the following paragraphs.

Product: The placement of this division illustrates the difficult choices facing Juniper Networks in the near future. Current positioning suggests that Juniper Networks must choose between one of two paths. The first would primarily be concerned with increasing market share via market penetration and developing the product to either dominate in cost or differentiation. In considering the results of the SWOT analysis and industry trends, Juniper Networks would be best serviced to focus on product differentiation of connecting all devices through a centralized solution if this strategy is chosen.

The second strategy would suggest the firm refocus this division’s core business and become less diversified. This would cause Juniper Networks to divest from less profitable portions of the product division, such as routing, and focus on the growing industry trend of cloud computing.

Service: The placement of this division illustrates its relative strength in the market. With the proper internal focus, this could be shifted into an intensive growth strategy including a focus on market penetration, market development, or product development. Doing this would mean that even if external forces outside of the firm’s control were to impact the division it would still remain in a favorable position with similar goals for long-term success. This would primarily be done through leveraging the Junos Operating System similarly to a company like Redhat, making the Linux distribution of JunosOS available to other vendors. The strength of the software would be turned to delivering an integrated solution for wearables and connected homes through 5g and cloud compatible software and infrastructure.


Grand Strategy Matrix

The Grand Strategy Matrix shows the divisional positions of the firm relative to two evaluative dimensions: 1) Competitive Position and 2) Market (Industry) Growth. It is helpful to understanding the attractiveness of available strategies available to the firm.
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Juniper Networks Product Division represents the primary industry of the firm, and its placement on the Grand Strategy Matrix speaks to a need for bold action. Unfortunately, Juniper Networks does not have the high cash flow levels characteristically present with a strongly positioned firm with a favorable competitive position in a growing market, meaning a new and correct strategy is paramount to their continued success.

In contrast, the Service firm is in a more favorable position of a rapidly growing market, but an evaluation of their present approach to the market is needed to increase Juniper’s competitive position. Juniper Networks must determine why they are ineffective and how they can change to improve competitiveness.

A consistent theme has appeared in all matrices and analyses of Juniper Networks relative to their markets. The Product Division is responsible for the majority of the revenue, but it represents a declining industry and Juniper Networks has thus far been unable to create a clear, distinctive product related advantage to separate itself in the market. The revenue for this division has declined for three years in a row. By contrast, the Service Division has a growing share of the revenue having increased for three years in a row. It is also in a growing industry, less dependent on manufacturers and supply chains that are either outside of the firm’s control or raise the operating costs of production. All of the analyses done have resulted in two distinct strategies for Juniper Networks that will be discussed in the section below.


Quantitative Strategic Planning Matrix (QSPM)

Two proposed strategies stood out as potentially beneficial for the long-term success of Juniper Networks:

1. A shift away from being primarily involved in the Telecommunications Industry into the Software Publishing Industry over the next 5 years. 

This would be accomplished by refocusing the core of the product division away from routing and switching technologies. Those resources would be redeployed to:

a. Grow the service division’s offering of the Junos OS, making it available to all vendors instead of a proprietary offering only available on Juniper’s hardware.
b. Focus on the Cloud product line across all customer verticals and divisions.
c. Development and domination of the Product Division’s security technologies to be embedded into all offerings.

2. A focus on Cloud solutions and technologies, divesting from other portions of the portfolio to fund and power this effort.

This strategy would move away from routing technologies in the product division which have shown a steady decline for the firm and focus on growing industrial trends. Those resources would be redeployed to:

a. Focus on the Switching and Cloud product lines across all customer verticals and divisions.
b. Development and domination of the Product Division’s security technologies to be embedded into all offerings.
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Long-term success is best found in the decision to shift Juniper Networks primarily into the Software Publishing Industry with a composite score of 4.25. The shift to Software Publishing, with a focus on licensing and servicing the Junos OS on other platforms with a focus on Cloud and 5g technologies, wearables, and connected homes would place the firm in a strategic position to capitalize on long-term industry trends and growth while removing it from long-term risks and declines. An alternative strategy would involve a narrowed focus on specific products and services, particularly Cloud solutions, with a composite score of 2.80. 

Juniper Networks is in a desirable position to perform this transition by properly employing a series of strategic initiatives that will be discussed in detail in the Recommendations section to follow.

Recommendations
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Explanations for Recommendations

1. Estimation for an initial certification provided from FedRAMP (Federal Risk and Authorization Management Program) certification costs. For Juniper Networks, this is the desired accreditation to pursue. Verification costs range between $250,000 and $750,000 depending on the compliance deficiencies encountered. An allocated $750,000 is used to yield a conservative cost structure. Subsequent allotments gathered from the cost of similar 3rd party verification programs such as PCI-1 or SOC-2 Compliance.
2. Revenue for routing related products decreased 25.5%, or $566.3 million from 2017 to 2019. With the U.S. telecommunications industry in decline, divesting from this product line to reinvest in the more profitable sections. Routing products represent 36% of total revenue, or $1,623.2 million in 2019. Corporate revenue totaled $4,445.4 million overall. Following the pattern of a former divestiture of the firm from a product in 2014, a planned three year transaction will be pursued with $500 million due in the years 1 and 2, with the remainder $800 million due for year 3.
3. Rebranding a company is projected to cost 10-20% of a company’s marketing budget, on average. As this would be a shift to a new industry, a 20% cost, or $435 million of total operating expenses (totaling $2,174.6 million in 2019) will be allocated for this purpose assuming that all departments will require resources to make this change. The majority of this will be allocated for the first year with residual money budgeted for the two years following.
4. Service Provider revenue suffered a 12% decline from 2018 to 2019 for the firm. Industry projections include a downturn in demand from Service Providers for the next 5 years. This customer vertical currently comprises 41.1% of net revenues, or $1,827.8 million in 2019. This means that it cannot be simply abandoned but must be strategically transitioned and focused to meet specific needs in the Service Provider Market. Operating expenses dedicated to this vertical are estimated at the amount of revenue applied to the Total Operating Expenses, or $891.5 million in 2019. Expenses dedicated to this vertical would be redirected to fund Cloud development efforts over time. Expected transition of Service Provider related Operating Expenses result in 10%, 15%, and 20% for the next three years, respectively. Those resources are expected to yield growth of the Cloud vertical of 10%, 20%, and 25% in the next three years, respectively. 

For Service Providers that need more than Juniper Networks offerings will provide, Finding a strategic partner who can deliver quality products for this vertical and receiving a referral fee would result in offsetting revenue to the decline. 
5. Sales and Marketing Operating Expenses totaled $939.3 million in 2019. Using estimates of marketing rebranding, 20% of the total marketing budget should be allocated to launch such a campaign, totaling $187.9 million.
6. A CSO, or Chief Strategy Officer, would be an additional member of the executive leadership team, and would serve two primary purposes. The first is to strategically facilitate the transition from a primary telecommunications firm to a primary software publishing firm. The second would be to ensure an overall strategic approach to success the firm is lacking today. Cost is based on the estimated salary of this position in California.
7. Public Relations Firms can cost up to $20,000 per month through retainer fees. This budget would assume that the firm would contract the best PR firm available on retainer for three years. (12 months x 20,000, per year)
8. Payment of Dividends for 2019 totaled $260.1 million. Estimates for this recommendation were reached by increasing that amount and subsequent years by 2% annually.
9. Average salary for software engineers in California is $123,000 annually. This is an assumed team of 20 people, with a 25% assumption per person of benefits. ((123,000 x 20) x 1.025)
10. By extending the time to bill to the industry average, Juniper Networks would make its product more desirable to Enterprise clients who may be facing a downturn in revenue due to COVID-19 impacts. Juniper Networks had a Days of Receivables that was one-third of the industry average. Extending this would let the billing cycle for Juniper Networks match the industry average and avoid a competitive disadvantage.

Organizational Chart

Below is the current organizational chart for Juniper Networks:
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The individuals in the organizational chart are as follows:

1) Rami Rahim - Chief Executive Officer and Director
2) Anand Atherya - Executive Vice President and Chief Development Officer
3) Manoj Leelanivas - Executive Vice President and Chief Product Officer
4) Brian Martin - Senior Vice President, General Counsel and Secretary
5) Kenneth Miller - Executive Vice President and Chief Financial Officer
6) Thomas Austin - Vice President, Corporate Controller and Chief Accounting Officer

It is helpful to recall that one of the weaknesses for Juniper Networks was the internal rating of its leadership team. This stems in part from a structure that promotes ambiguity in separating product strategy, under the control of the Chief Product Officer (CPO) from engineering strategy, under the control of the Chief Development Officer (CDO). Juniper Networks lacks a Chief Operating Officer to centralize these strategies in an integrative approach.

This organizational chart suffers from dual, and in some cases, triple titles for executives. Juniper Networks should seek to clarify the roles associated with the executives by having clear titles that convey the scope of that executive’s responsibility. 

Yet another critique of this group would also recognize a lack of gender diversity with none of the chief officers being female. In considering a reorganization of the leadership team, this should be addressed.

Proposed Organizational Chart

The following chart is proposed to facilitate the transitions listed in the recommendations as well as continued success.
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The transition from a primary focus on the Telecommunications Manufacturing Industry into a primary focus on the Software Publishing Industry will take a concerted approach among all product teams. To facilitate this, the heads of the Engineering and Product Teams have been moved underneath a Chief Operating Officer. The titles Chief Product Officer and Chief Development Officer have also been retitled as Presidents of the two clarified divisions of the company. An excellent candidate for the COO role is Anna Johnston, a Principal Engineer for Juniper Networks and Adjunct Professor of Cryptography at Johns Hopkins University. This will ensure that both divisional presidents report to a well credentialed, security minded individual, while also bringing gender diversity to the executive leadership team. 

Furthermore, there should be a continued effort of strategic alignment between all branches of the company based on strategic planning and market understanding. The Chief Strategy Officer will fulfill that role, presenting pertinent information to the Executive Leadership Team and ensuring each part of the company is delivering on the chosen strategy. It is highly recommended that highly qualified female candidates be considered for this role as well, further introducing gender diversity into Juniper Network’s Leadership Team.

In addition to the above changes, the General Counsel and Secretary has been serving as an interim CHRO (Chief Human Resources Officer) for more than two years. Given his job description as listed in the financial statements, this is a fitting title and interim positions should not last for several years. Other positions were clarified and dual titles removed. The proposed C-level executives are as follows:


Chief Executive Officer (CEO)
Chief Financial Officer (CFO)
Chief Human Resources Officer (CHRO)
Chief Operating Officer (COO)
Chief Accounting Officer (CAO)
Chief Strategy Officer (CSO)


Perceptual Map

The following perceptual map is based on an analysis of a firm’s flexibility to respond to industry changes and product revenue growth. 
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The ability to respond to technological changes is a critical component of the Telecommunications Manufacturing Industry. At this time, Juniper simply does not have the resources to respond to these changes in a timely manner compared to other firms in the market. Furthermore, when reviewing product revenue growth, Juniper Networks has one of the lowest positions in the competitive market for the last three years. This perceptual map continues to illustrate that Juniper Networks’ next strategic plan is critical to its long-term success. It cannot continue to remain in this competitive position with positive expectations. 
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A second perceptual map illustrates the same companies in the industry on a different set of axes. Each company has cast a vision in the public marketplace that it wishes to achieve. Independent firms that judge and rate such companies have stated where these companies fall on the completion of that vision, and how likely they are to execute that vision given the strengths and weaknesses of the companies themselves. A company with fewer resources and poor management would be less likely to execute on the stated vision of the company. Juniper Networks remains firmly entrenched as a question mark in the minds of the industry as can be seen by the positioning in the middle of the matrix. While it is possible Juniper Networks can accomplish its stated goals, it is just as likely that they could fail to achieve those goals. 


Firm Valuation

The closest competitor to Juniper Networks is Arista Networks. Many other competitors are much larger corporations with varied business units, but Arista’s portfolio closely resembles that of Juniper Networks and the two firms have also been listed as leaders in the industry by independent rating companies.
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The true difference in the evaluations begins to take place with the metrics involving the share price. Juniper Networks stock price of $22.61 per share is less than one-tenth of Arista Networks $283.16 per share.  Juniper Networks needs to take a strategic approach to raising its share price. Recommendations 5 and 8 listed above directly deal with this need to raise the valuation of the firm.


EPS-EBIT Analysis

The strategy for Juniper Networks relies on reducing the firm’s product diversification. This includes divesting the routing products and using those funds to grow the Software and Services division. No additional capital will be needed, given current projections, resulting in no difference between the choices of equity and debt financing.
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Furthermore, the strategy of the firm also includes increasing the price of the stock through an aggressive marketing campaign. Equity Financing would align with that goal much better than Debt Financing. Juniper Networks is in a place where it could use debt leverage to grow, but the preference with the current strategy would be to grow equity through releasing treasury stock into the market at a premium from the purchase price. This makes Equity Financing the best choice for funding the future endeavors of the firm.

As noted previously, the recommendations include divesting from the routing products to fund the transition from Telecommunications Manufacturing to Software Publishing and Service. Should the board not approve the divestment yet desire to pursue the industry change and implement the other recommendations the cost of all other recommendations would be $1.45 billion. As it is possible that an alternative strategy could be requested, that figure was used with the EPS/EBIT analysis with the following results:
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Equity Financing remains the preferable option under this scenario as well, with improved Earnings Per Share for years one and two. Debt financing would become as preferable as Equity in year three, given no other changes. This would suggest that the firm is at an appropriate level of debt leverage and would be better suited to explore Equity Financing through Common Stock. As this strategically aligns with other goals and projected outcomes, Equity Financing is the clear choice for Juniper Networks at this time.



Projected Financial Statements

Should the firm follow the given recommendations it will be divesting itself of a product associated with a shrinking industry to more fully invest in products related to a growing industry. This will also capitalize on the strengths of the firm while minimizing the weaknesses. The below tables represent the projected results of these recommendations:
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Treasury Stock will continue to decline as the shares are released to sell at premium. The Retained Earnings (Accumulated Deficit) balance will continue to improve due to the increased revenue stream. 

Projected Financial Ratios
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Among the weaknesses listed for Juniper Networks was the ROA and ROE % ratios. These were well below the industry average for the firm in the historical ratios, and had trended to severe declines in recent years. These have now risen to match the industry leaders for these ratios. As planned, the Average Collection Period did rise as the firm promotes a longer pay cycle for Enterprise clients as a strategic advantage.

Retained Earnings Table
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A significant weakness of Juniper Networks is the size of its Accumulated Deficit (Negative Retained Earnings). The recommendations given, as planned, have increased dividend payouts while simultaneously reducing the accumulated deficit. These figures are exactly what the firm needs to see to experience long-term growth and success. The increased dividends, plus a stronger financial position of the firm, should cause the stock price to rise and the valuation of the firm to approach that of its closest competitors.


Epilogue

The recommendations given in this report can be broken down into a two-pronged strategy for Juniper Networks:

	1. Simplify organizational structure and product offerings

Juniper Networks needs to simplify its organizational structure and product offerings. While Juniper Networks is known for making quality products it struggles to capture market share necessary to achieve sustainable growth. It has a diverse portfolio of options, but this diversification has not yielded the expected return. Juniper Networks’ product portfolio currently reflects a reality of doing many things well, but nothing they produce is considered the best in class.

2. Transition primary industries

The U.S. Telecommunication Manufacturing Industry continues to decline as international firms with lower operating costs enter the market. This industry is ever-changing and fast paced. New technologies and advancements can appear quickly, and many firms have significant cash reserves on hand to either be a “fast-follower” or simply purchase new companies or patents and incorporate their technological advancements into the firm’s portfolio. The ability to adjust quickly is critical to success in this space, and Juniper Networks lacks this ability compared to its principle competitors. 

Juniper Networks also produces and distributes the JUNOS Operating System, a distribution of Linux that they only provide on equipment they also manufacture. The Software Publishing Industry is growing, and numerous opportunities on the horizon for the market play to Juniper’s strengths as a service organization. The Service Division of Juniper outperforms the Service Division of many of its principal rivals relative to growth and total percentage of company revenue. There is no reason that Juniper could not offer this software distribution to any manufacturer, and build it with the engineering and skill necessary to connect devices of all kinds to one another simply through innovation as the company states it wishes to do.

These plans are complementary, and the firm has what it needs to accommodate these plans and successfully change itself into a company with promising growth. It need not completely abandon hardware production to achieve this, and in fact it cannot hope to do that and continue funding its business. A transition to another primary industry takes time and expertise, and they must begin that journey as quickly as possible to ensure success. Juniper Networks reveals itself to be a question mark through multiple analyses, squarely stuck between potential growth and potential failure with too many uncertainties for investors to trust. As long as this remains true, Juniper Networks continue to underperform in relation to investor related metrics compared to the others in this industry. These recommendations align the growth of the marketplace with Juniper’s strengths to give the best opportunities for success. With its solid foundation to build on, Juniper Networks can become the leader of software solutions that power the future.
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Income Statement 12/31/2018 12/31/2019 Percent Change

Revenues $4,647,500,000 $4,445.,400,000 <% -4%
Cost of Goods Sold 1,906,300,000 1,828.600,000 <% -4%
Gross Profit 2,741,200,000 2,616,800,000 <% -5%
Operating Expenses 2.169,000,000 2,174,600,000 4@ 0%
EBIT 572,200,000 442.200,000 <L -23%
Interest Expense 103,200,000 88,700,000 JL -14%
EBT 469,000,000 353,500,000 Jb -25%
Tax (34,200,000) 69,400,000 & -303%
Non-Recurring Events 0 0 NA NA
Net Income 503,200,000 284,100,000 Jb -44%
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Balance Sheet 12/31/2018 12/31/2019 Percent Change
Assets

Cash and Short Term Investments  $3,559,100,000 $1,953,800,000 <} -45%
Accounts Receivable 754,600,000 879,700,000 4¢ 17%
Inventory 82,000,000 94,200,000 @ 15%
Other Current Assets 186,100,000 282,100,000 4r 52%
Total Current Assets 4,581,800,000 3,209.800,000 b -30%
Property Plant & Equipment 951,700,000 830,900,000 <L -13%
Goodwill 3,108,800,000 3.337,100,000 4* 7%
Intangibles 118,500,000 185,800,000 ¢ 57%
Other Long-Term Assets 602,500,000 1,274,100,000 4 111%
Total Assets 9,363,300,000 8.837,700,000 <L -6%
Liabilities

Accounts Payable 208,800,000 219,500,000 4 5%
Other Current Liabilities 1,633,700,000 1,324.400,000 <% -19%
Total Current Liabilities 1,842,500,000 1,543.900,000 b -16%
Long-Term Debt 1,789,100,000 1,683.900,000 <% -6%
Other Long-Term Liabilities 908,500,000 999,300,000 4+ 10%
Total Liabilities 4,540,100,000 4,227,100,000 <% -7%
Equity

Common Stock 56,900,000 55,600,000 ~ 2%
Retained Earnings (2,831,400,000) (2,741,400,000) <> -3%
Treasury Stock (395,100,000)  (264,600,000) <% -33%
Paid in Capital & Other 7,992.800,000 7,561,000,000 <> -5%
Total Equity 4,823,200,000 4,610,600,000 b -4%
Total Liabilities and Equity 9,363,300,000 8,837,700,000 <} -6%
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Historical Ratios

12/31/2018 12/31/2019

Current Ratio 2.49 2.08
Quick Ratio 2.44 2.02
Total Debt-to-Total-Assets Ratio 0.48 0.48
Total Debt-to-Equity Ratio 0.94 0.92
Times-Interest-Earned Ratio 6 5
Inventory Turnover 23.25 19.41
Fixed Assets Turnover 4.88 5.35
Total Assets Turnover 0.50 0.50
Accounts Receivable Turnover 6 5
Average Collection Period 59.26 72.23
Gross Profit Margin % 59% 59%
Operating Profit Margin % 12% 10%
ROA % 5% 3%
ROE % 10% 6%
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Strengths

Gartner's 2020 Magic Quadrant lists Juniper Networks, along with only 2
other companies, as a Leader for Data Center and Cloud Networking for
the 3rd consecutive year due to a 91% recommendation score with a 4.7 of]
5 star overall review .

Enterprise Customer Segment has posted an average annual record growth
of 7% from 2017 to 2019.

Service Division Revenues relative to total revenue have increased over the
past 3 years, comprising 31% in 2017, 33% in 2018, and 35% in 2019.
This is primarily due to the Junos Operating System service and support.
Strategic partnership with Ericsson to deliver 5G network coverage, with
Ericsson projecting a 12-14% growth in profitability from 2019 to 2022
with a 2 year average 14% market share.

Juniper Networks Operating Margin of 12% in 2018 and 10% in 2019 far
outpace the industry average of 5.1% for 2018 and 5.3% for 2019.

Sales of switching technologies rose 17% from 2018 to 2019.

Seen as a shareholder centric firm, Juniper's dividend yield has increased
from 1.4% to 2.8% from 2017 to 2019.

Interest Expense reduction of 14% from 2018 to 2019 is a result of
reduction of $600 million in total debt over that same time period.

Juniper Networks Receivables Turnover decreased from 6 days in 2018 to
5 days in 2019 compared to the industry average of 17 days in 2019.
Juniper ranks 36th in Newsweek's 2015 Green Rankings of the top 500
U.S. Companies, a distinction that could yield results with government

contracts during an environmentally focused administration.
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‘Weaknesses

FBI investigation of security breach impacting Juniper Networks
NetScreen Firewall has never publicly been resolved, negatively impacting
the product division and market reputation requiring a strategic response
from the firm. A 2013 data breach of Target reportedly cost the firm $248
million by 2014, including an 8.8% decrease in stock price and 6.6%
decrease in total sales.

R&D expenses consume 21.6% and 21.5% of total revenues in 2018 and
2019 respectively compared to the industry average of 16.4%, but the
product division's percentage of net revenues has declined over that same
time period by 2.4%.

6.59% total 5 yr. stock price growth vs. 249.33% stock growth for three
primary competitors over same period.

Revenue has declined 4%, Gross Profit has declined 5%, and Net Income
has declined 44% from 2019 to 2020.

The Enterprise Customer Vertical is Juniper Network's sole vertical with
growth since 2016 ($1.3 billion to $1.6 billion in 2019) compared to losses
in the Service Provider vertical ($2.4 billion in 2015 to $1.8 billion in
2019) and the Cloud customer vertical. ($1.3 billion in 2016 to $1.1 billion
in 2019)

Goodwill, an intangible asset, comprises 33.2% and 37.76% of total assets
in 2018 and 2019 respectively compared to an industry average of 11%.
The financial management division may find it increasingly difficult to raise
capital with that large of a percentage dedicated to intangible assets.

In 4 years, Juniper Networks has only improved its accumulated deficit
(negative RE) by 16.5%

Return on Assets declined from 5% in 2018 to 3% in 2019, below the
2019 industry average of 5.8% which was an increase over the previous
year's 3.1%.

Return on Equity declined from 10% in 2018 to 6% in 2019, below the
2019 industry average of 7.2% which was an increase over the previous
year's 4.6%.

Supply of qualified personnel is limited, and competition for such
individuals intense, an issue with 33% of employees surveyed being net
detractors in the companies latest eNPS Score. The primary areas of
concern by employees were the perception of the Executive Team with a
61% approval rating, Professional Development with a 53% approval
rating, and Diversity with a 67% approval rating.
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Opportunities

Through increasing the need for remote access, the Global Pandemic has
accelerated the transition to cloud computing by 37% from Q4 2019 to
Q1 2020 indicating the firm would benefit from shifting resources to its
Cloud Customer vertical in Product and Service divisions.

Cloud computing industry and technologies are expected to continue to
grow 17.5% from 2020 to 2025, potentially reinforcing the shift of
resources away from Enterprise and Service Provider customer verticals
into the Cloud Customer vertical in both the Product and Service divisions
as both a long term and short term strategy.

Life cycle stage of Software Industry = Growth, due to an expected 5.8%
annualized increase compared to 1.9% expected growth of US GDP over
that same time period. This might indicate a possible strategic shift away
from primarily being involved in the Telecommunications Networking
Equipment industry.

Security topped the list of concerns for cloud consumers with 42% per
industry survey, favoring firms with security focused products.

Linux based Operating Systems comprise 90% of cloud based workload
as of 2017. Linux Operating System Market is set to reach $15.64 billion
by 2027, a projected growth of 500% since 2019.

5G infrastructure and phone launches project a 6% rebound for
Smartphones in 2021, requiring an increase in the need of 5G network
support infrastructure.

In 2020, more than 96% of US adults have a cell phone while 81% have
a smart phone. Smartphone penetration represented just 55% of the
market in 2014, a 26% growth in that time.

Wearables, and the communication platforms that power them, constitute
a rapidly growing market with a projected 25% average increase over the
next three years.

Connected Home technologies, and the communication platforms that
power them, expect an annual growth of 14% for the next five years as
work from home trends and technological advancements converge.
Intent Based Networking exceeded $900 million in 2019 and is projected
to grow 30% annually between 2020 and 2026 exceeding $4 billion,
allowing Juniper to leverage new acquisition Apstra Networks in product
division.
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Threats

Revenue for the Telecommunication Networking Equipment
Manufacturing industry is projected to decline 10.48% in the year 2020.
Life cycle stage of Communication Equipment Manufacturing = Decline
as US manufacturers have found it difficult to compete on price with
manufacturers in low labor-cost countries. Growth will continue but be
limited, with an annualized revenue increase of .6% to the year 2025
compared to the expected US GDP growth of 1.9%.

A projected 6.18% of all Enterprise clients will close operations in 2020.
Enterprise customers were the Juniper Network's sole vertical with
revenue growth increase from 2018 to 2019.

Covid-19 impact of the supply of key components from sole source or
limited source suppliers, increasing the average shipping prices 150%
from 2019 levels.

IT Spending is usually reduced during a time of shrinking profit, and
corporate profit fell a combined 22.3% in Q1 and Q2 of 2020 due to the
economic environment surrounding COVID-19.

Security breaches have increased 11% since 2018 and 67% since 2014.
Demand from Internet Service Providers, the main users of the industry's
high-end products, is projected to decrease 2.78% in 2020.

Investor uncertainty is set to increase 15.81% in 2020, reducing
opportunities for capital.

25% tariffs first enacted in 2018 continued to be levied on products
manufactured in China increasing costs and reducing the amount of viable
manufacturers. This has continued in spite of a new presidential
administration.

The Trade-Weighted Index reflect the value of the dollar against the
currencies of its trading partners, with a higher TWI meaning domestically
produced goods are more expensive relative to foreign goods. The TWI
rose 10% in Q1 for 2020 and is projected to be a total increase across the
year.
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Internal Analysis:

Financial Position (FP)

External Analysis:
Stability Position (SP
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Gartner's 2020 Magic Quadrant lists Juniper Networks, along with only 2 other
companies, as a Leader for Data Center and Cloud Networking for the 3rd consecutive
year due to a 91% recommendation score with a 4.7 of 5 star overall review .

Enterprise Customer Segment has posted an average annual record growth of 7% from
2017 to 2019.

Service Division Revenues relative to total revenue have increased over the past 3 years,
comprising 31% in 2017, 33% in 2018, and 35% in 2019. This is primarily due to the
Junos Operating System service and support.

Strategic partnership with Ericsson to deliver 5G network coverage, with Ericsson
projecting a 12-14% growth in profitability from 2019 to 2022 with a 2 year average 14%
market share.

Juniper Networks Operating Margin of 12% in 2018 and 10% in 2019 far outpace the
industry average of 5.1% for 2018 and 5.3% for 2019.

Sales of switching technologies rose 17% from 2018 to 2019.

Seen as a shareholder centric firm, Juniper's dividend yield has increased from 1.4% to
2.8% from 2017 to 2019.

Interest Expense reduction of 14% from 2018 to 2019 is a result of reduction of $600
million in total debt over that same time period.

Juniper Networks Receivables Turnover decreased from 6 days in 2018 to 5 days in 2019
compared to the industry average of 17 days in 2019.

Juniper ranks 36th in Newsweek's 2015 Green Rankings of the top 500 U.S. Companies,
a distinction that could yield results with government contracts during an environmentally
focused administration.
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Weaknesses Weight

1 FBI investigation of security breach impacting Juniper Networks NetScreen Firewall has
never publicly been resolved, negatively impacting the product division and market
reputation requiring a strategic response from the firm. A 2013 data breach of Target 0.08 4 0.32 1 0.08
reportedly cost the firm $248 million by 2014, including an 8.8% decrease in stock price
and 6.6% decrease in total sales.

2 R&D expenses consume 21.6% and 21.5% of total revenues in 2018 and 2019
respectively compared to the industry average of 16.4%, but the product division's 0.08 3 0.24 1 0.08
percentage of net revenues has declined over that same time period by 2.4%.

3 6.59% total 5 yr. stock price growth vs. 249.33% stock growth for three primary
competitors over same period.

4 Revenue has declined 4%, Gross Profit has declined 5%, and Net Income has declined
44% from 2019 to 2020.

5 The Enterprise Customer Vertical is Juniper Network's sole vertical with growth since
2016 ($1.3 billion to $1.6 billion in 2019) compared to losses in the Service Provider
vertical ($2.4 billion in 2015 to $1.8 billion in 2019) and the Cloud customer vertical.
($1.3 billion in 2016 to $1.1 billion in 2019)

6 Goodwill, an intangible asset, comprises 33.2% and 37.76% of total assets in 2018 and
2019 respectively compared to an industry average of 11%. The financial management
division may find it increasingly difficult to raise capital with that large of a percentage
dedicated to intangible assets.

7  In 4 years, Juniper Networks has only improved its accumulated deficit (negative RE) by
16.5%

8 Return on Assets declined from 5% in 2018 to 3% in 2019, below the 2019 industry
average of 5.8% which was an increase over the previous year's 3.1%.

9  Return on Equity declined from 10% in 2018 to 6% in 2019, below the 2019 industry
average of 7.2% which was an increase over the previous year's 4.6%.

10  Supply of qualified personnel is limited, and competition for such individuals intense, an
issue with 33% of employees surveyed being net detractors in the companies latest eNPS
Score. The primary areas of concern by employees were the perception of the Executive 0.01 0 0.00 0 0.00
Team with a 61% approval rating, Professional Development with a 53% approval rating,
and Diversity with a 67% approval rating.
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Opportunities Weight

1 Through increasing the need for remote access, the Global Pandemic has accelerated the
transition to cloud computing by 37% from Q4 2019 to Q1 2020 indicating the firm
would benefit from shifting resources to its Cloud Customer vertical in Product and
Service divisions.

2 Cloud computing industry and technologies are expected to continue to grow 17.5% from
2020 to 2025, potentially reinforcing the shift of resources away from Enterprise and
Service Provider customer verticals into the Cloud Customer vertical in both the Product
and Service divisions as both a long term and short term strategy.

3 Life cycle stage of Software Industry = Growth, due to an expected 5.8% annualized
increase compared to 1.9% expected growth of US GDP over that same time period. This
might indicate a possible strategic shift away from primarily being involved in the
Telecommunications Networking Equipment industry.

4 Security topped the list of concerns for cloud consumers with 42% per industry survey,
favoring firms with security focused products.

5 Linux based Operating Systems comprise 90% of cloud based workload as of 2017.
Linux Operating System Market is set to reach $15.64 billion by 2027, a projected growth 0.05 4 0.20 2 0.10
of 500% since 2019.

6 5G infrastructure and phone launches project a 6% rebound for Smartphones in 2021,
requiring an increase in the need of 5G network support infrastructure.

7 In 2020, more than 96% of US adults have a cell phone while 81% have a smart phone.
Smartphone penetration represented just 55% of the market in 2014, a 26% growth in 0.03 0 0.00 0 0.00
that time.

8 Wearables, and the communication platforms that power them, constitute a rapidly
growing market with a projected 25% average increase over the next three years.

9 Connected Home technologies, and the communication platforms that power them,
expect an annual growth of 14% for the next five years as work from home trends and 0.02 0 0.00 0 0.00
technological advancements converge.

10 Intent Based Networking exceeded $900 million in 2019 and is projected to grow 30%
annually between 2020 and 2026 exceeding $4 billion, allowing Juniper to leverage new 0.01 3 0.03 4 0.04
acquisition Apstra Networks in product division.
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Threats ‘Weight

1 Revenue for the Telecommunication Networking Equipment Manufacturing industry is
projected to decline 10.48% in the year 2020.

2 Life cycle stage of Communication Equipment Manufacturing = Decline as US
manufacturers have found it difficult to compete on price with manufacturers in low labor-
cost countries. Growth will continue but be limited, with an annualized revenue increase
of .6% to the year 2025 compared to the expected US GDP growth of 1.9%.

3 A projected 6.18% of all Enterprise clients will close operations in 2020. Enterprise
customers were the Juniper Network's sole vertical with revenue growth increase from 0.07 0 0.00 0 0.00
2018 to 2019.

4 Covid-19 impact of the supply of key components from sole source or limited source
suppliers, increasing the average shipping prices 150% from 2019 levels.

5 IT Spending is usually reduced during a time of shrinking profit, and corporate profit fell
a combined 22.3% in Q1 and Q2 of 2020 due to the economic environment surrounding 0.05 0 0.00 0 0.00
COVID-19.

6 Security breaches have increased 11% since 2018 and 67% since 2014. 0.05 0 0.00 0 0.00

7  Demand from Internet Service Providers, the main users of the industry's high-end
products, is projected to decrease 2.78% in 2020.

8 Investor uncertainty is set to increase 15.81% in 2020, reducing opportunities for capital. 0.03 0 0.00 0 0.00
25% tariffs first enacted in 2018 continued to be levied on products manufactured in
China increasing costs and reducing the amount of viable manufacturers. This has 0.02 3 0.06 1 0.02
continued in spite of a new presidential administration.

10  The Trade-Weighted Index reflect the value of the dollar against the currencies of its
trading partners, with a higher TWI meaning domestically produced goods are more
expensive relative to foreign goods. The TWI rose 10% in Q1 for 2020 and is projected
to be a total increase across the year.
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# Recommendations Year 1

1 3rd party verification and certification of security practices, including

annual audits. S 750,000.00
2 Divest from Routing solutions to the full degree possible within our

Products Division. Routing products represent 36% of total revenue, or

$1,623.2 million in 2019. Corporate revenue totaled $4,445.4 million

overall. $ (500,000,000.00)
3 Shift primary industry to Software Publishing. Promote 3rd party sales

and support of Junos OS through other hardware manufacturers,

increasing service revenue by 25%. S 400,000,000.00
4 Transition expenses related to Service Provider Customer Vertical to

Cloud Customer Vertical over the next three years, lincreasing revenue in

the Cloud vertical by 10%, 20%, and 25% for the next 3 years,

respectively. S -
5 Launch campaign promoting Juniper as a shareholder centric company

with generous and growing goals for dividend yields. S 187,900,000.00
6 Hire new CSO to ensure long term success for the firm and repair

perception of Executive Team. S 200,000.00
7 Release comprehensive response to FBI investigation, citing measures

taken to prevent reoccurrence. S 240,000.00
8 Increase Dividend Payout by 2% annually for the next 3 years to entice

new investors. S 265,302,000.00
9 Recruit software engineers for new wearables and connected home

technologies focus. S 3,000,000.00

10 Increase time to bill for receivables by 250% for Enterprise clients who
may require more flexibility in the next 5 years. S -

|4
S 89,090,000.00

Year 2

S 50,000.00
$ (500,000,000.00)
S 18,000,000.00
S -
S -
S 210,000.00
S 240,000.00
S 270,608,040.00
S 3,000,000.00
S -
S (481,500,000.00)

Year 3

S 50,000.00
S (800,000,000.00)
S 17,000,000.00
S -
S -
S 220,000.00
S 240,000.00
S 276,020,200.80
S 3,000,000.00
S -
S (782,490,000.00)

Total Cost

S 850,000.00
$(1,800,000,000.00)
S 435,000,000.00

S _

S 187,900,000.00

S 630,000.00
S 720,000.00
S 811,930,240.80

S 9,000,000.00

S _

$  (353,969,759.20)
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Juniper Networks, Inc.

Stockholders' Equity - (Goodwill + Intangibles) $1,087,700,000
Net Income x 5 $1,420,500,000
(Share Price/EPS) x Net Income $7,473,219,992
Number of Shares Outstanding x Share Price $7,473,219,992
Method Average $4,363,659,996

Arista Networks, Inc.

Stockholders' Equity - (Goodwill + Intangibles) $2,839,831,000
Net Income x 5 $4,299,335,000
(Share Price/EPS) x Net Income $21,623,440,472
Number of Shares Outstanding x Share Price $21,655,857,917
Method Average $12,604,616,097
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Common Stock Financing

Debt Financing

Pessimistic Realistic Optimistic Pessimistic Realistic Optimistic
EBIT $375,000,000 $415,000,000  $455,000,000 $375,000,000 $415,000,000  $455,000,000
Interest 0 0 0 0 0 0
EBT 375,000,000 415,000,000 455,000,000 375,000,000 415,000,000 455,000,000
Taxes 78,750,000 87,150,000 95,550,000 78,750,000 87,150,000 95,550,000
EAT 296,250,000 327,850,000 359,450,000 296,250,000 327,850,000 359,450,000
# Shares 330,527,200 330,527,200 330,527,200 330,527,200 330,527,200 330,527,200
EPS $0.90 $0.99 $1.09 $0.90 $0.99 $1.09
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Stock 52% Debt 48%
Pessimistic Realistic Optimistic

EBIT $375,000,000 $415,000,000  $455,000,000
Interest 0 0 0
EBT 375,000,000 415,000,000 455,000,000
Taxes 78,750,000 87,150,000 95,550,000
EAT 296,250,000 327,850,000 359,450,000
# Shares 330,527,200 330,527,200 330,527,200
EPS $0.90 $0.99 $1.09
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@ Common Stock Financing

= Debt Financing

$375,000,000 $415,000,000 $455,000,000
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Amount Needed

Interest Rate

Tax Rate

# Shares Outstanding

Additional Shares Outstanding Needed
Stock Price

$1,450,000,000
5%

21%
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Common Stock Financing Debt Financing

Pessimistic Realistic Optimistic Pessimistic Realistic Optimistic
EBIT $375,000,000 $415,000,000  $455,000,000 $375,000,000 $415,000,000  $455,000,000
Interest 0 0 0 72,500,000 72,500,000 72,500,000
EBT 375,000,000 415,000,000 455,000,000 302,500,000 342,500,000 382,500,000
Taxes 78,750,000 87,150,000 95,550,000 63,525,000 71,925,000 80,325,000
EAT 296,250,000 327,850,000 359,450,000 238,975,000 270,575,000 302,175,000
# Shares 394,658,116 394,658,116 394,658,116 330,527,200 330,527,200 330,527,200
EPS $0.75 $0.83 $0.91 $0.72 $0.82 $0.91
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Stock 52% Debt 48%
Pessimistic Realistic Optimistic

EBIT $375,000,000 $415,000,000  $455,000,000
Interest 34,800,000 34,800,000 34,800,000
EBT 340,200,000 380,200,000 420,200,000
Taxes 71,442,000 79,842,000 88,242,000
EAT 268,758,000 300,358,000 331,958,000
# Shares 363,875,276 363,875,276 363,875,276
EPS $0.74 $0.83 $0.91
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@ Common Stock Financing

= Debt Financing

$375,000,000 $415,000,000 $455,000,000
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Projected Income Statement 12/31/2020 12/31/2021 12/31/2022

Revenues $4,534,308,000 $4,715,680,320 $4,998,621,139
Cost of Goods Sold 1,859,066,280 1,839,115,325 1,749,517,399
Gross Profit 2,675,241,720 2,876,564,995 3,249,103,740
Operating Expenses 2,176,467,840 2,169,212,947 2,199,393,301
EBIT 498,773,880 707,352,048 1,049,710,439
Interest Expense 85,700,000 83,700,000 82,700,000
EBT 413,073,880 623,652,048 967,010,439
Tax 82,614,776 124,730,410 193,402,088
Non-Recurring Events 0 0 0

Net Income 330,459,104 498,921,638 773,608,351
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Projected Balance Sheet

12/31/2020

12/31/2021

12/31/2022

Assets

Cash and Equivalents $2,050,170,944 $2,428,386,686 $3,011,882,950
Accounts Receivable 1,042,890,840 1,131,763,277 1,249,655,285
Inventory 90,686,160 94,313,606 99,972,423
Other Current Assets 272,058,480 282,940,819 299,917,268
Total Current Assets 3,455,806,424 3,937,404,389 4,661,427,926
Property Plant & Equipment 825,900,000 820,900,000 820,900,000
Goodwill 3,332,100,000 3,327,100,000 3,322,100,000
Intangibles 195,800,000 205,800,000 215,800,000
Other Long-Term Assets 1,269,606,240 1,273,233,686 1,349,627,708
Total Assets 9,079,212,664 9,564,438,075 10,369,855,634
Liabilities

Accounts Payable 226,715,400 235,784,016 249,931,057
Other Current Liabilities 1,360,292,400 1,367,547,293 1,399,613,919
Total Current Liabilities 1,587,007,800 1,603,331,309 1,649,544,976
Long-Term Debt 1,583,900,000 1,483,900,000 1,383,900,000
Other Long-Term Liabilities 997,547,760 943,136,064 899,751,805
Total Liabilities 4,168,455,560 4,030,367,373 3,933,196,781
Equity

Common Stock 60,600,000 75,600,000 100,600,000
Retained Earnings (2,676,242,896) (2,447,929,298) (1,950,341,147)
Treasury Stock (234,600,000) (204,600,000) (174,600,000)
Paid in Capital & Other 7,761,000,000 8,111,000,000 8,461,000,000
Total Equity 4,910,757,104 5,534,070,702 6,436,658,853
Total Liabilities and Equity 9,079,212,664  9,564,438,075 10,369,855,634
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Projected Ratios

12/31/2020 12/31/2021 12/31/2022

Current Ratio 2.18 2.46 2.83
Quick Ratio 2.12 2.40 2.77
Debt-to-Total-Assets Ratio 0.46 0.42 0.38
Debt-to-Equity Ratio 0.85 0.73 0.61
Times-Interest-Earned Ratio 6 8 13
Inventory Turnover 20.50 19.50 17.50
Fixed Assets Turnover 5.49 5.74 6.09
Total Assets Turnover 0.50 0.49 0.48
Accounts Receivable Turnover 4 4 4
Average Collection Period 83.95 87.60 91.25
Gross Profit Margin % 59% 61% 65%
Operating Profit Margin % 11% 15% 21%
ROA % 4% 5% 7%
ROE % 7% 9% 12%
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12/31/2020 | $330,459,104 $265,302,000 $65,157,104 —$2,741,400,000_ -$2,676,242,896

12/31/2021 | $498,921,638 $270,608,040 $228,313,598 | -$2,676,242,896 -$2,447,929,298

12/31/2022 | $773,608,351 $276,020,201 $497,588,150 | -52,447,929,298 -$1,950,341,147
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Juniper Networks Cisco Arista Networks

Critical Success Factors Weight Rating Score Rating Score Rating Score
Market Reputation 0.15 2 0.30 4 0.60 3 0.45
Superior Financial and Debt 012 2 024 3 036 4 0.43
Management

Ability to Raise Capital 0.12 2 0.24 4 0.48 3 0.36
Product Quality 0.12 2 0.24 4 0.48 3 0.36
Effective Quality Control 0.12 2 0.24 4 0.48 3 0.36
Technology Sharing

Arrangements with Major Players 0.07 3 0.21 4 0-28 2 014
Ability to Accommodate Future 0.07 2 014 4 028 3 021
Developments

Financial Profit 0.07 2 0.14 4 0.28 3 0.21
Effective Marketing 0.05 2 0.10 4 0.20 3 0.15
Customer Service 0.05 2 0.10 4 0.20 3 0.15
5 year growth trend on stock 0.03 1 0.03 5 0.06 4 0.12
prices

Price Competitiveness 0.03 3 0.09 4 0.12 2 0.06
Totals 1.00 2.07 3.82 3.05





