
Challenge:
Tufin Technologies, a privately held technology soft-
ware start-up specializing in Security Lifecycle
Management, a category of software solutions that
enable organizations to effectively implement their
security objectives. Tufin has significant market
presence, serving hundreds of customers around
the world including leading financial institutions,
telecom service providers, energy, technology and
pharmaceutical companies. Headquartered in Israel
with offices in the U.S., U.K., Central Europe and
Italy, the company has aggressive goals for growth,
including wider U.S. expansion and increasing its
penetration in the Fortune 1000.

Since 2003 the company had delivered its flagship
software solution Tufin SecureTrack™, the leading
Firewall Operations Management solution, via a tra-
ditional software model. Customers had to purchase
a software license from Tufin and then source a serv-
er and a Linux operating system. Often, they had to
secure the support of an integration team and the
server group before they could install SecureTrack
and begin to see results. If support issues arose,
customers had to contact the three different vendors
to determine the source of the problem and the right
avenue for support—the server provider, the operat-
ing system provider or Tufin.

As Tufin looked to expand into other regions, partic-
ularly the U.S., and target larger customers, the
company realized that to grow the business, be
successful with big accounts and create a competi-
tive gap, it needed to enhance its go-to-market
strategy by delivering its software via appliances.

Solution:
In early 2007, Tufin began to evaluate security
appliance manufacturers. The company embarked
on an extensive review process that included three
aspects:

• Technical—to ensure the selected appliance
manufacturer could meet product and compli-
ance requirements. Performance and system
redundancy were prime concerns as well as a
long shelf life.
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“We’ve found that an appliance-based
model is a critical business enabler for
small vendors seeking to do business

in the U.S. and worldwide with Fortune
1000 companies. Our sales cycles

are much shorter now because we can
install an appliance at a customer site and
demonstrate that the solution works and

delivers value right away.”
– Shaul Efraim, VP, Products, Marketing,

Business Development at Tufin
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To learn more about how Patriot’s security appliance manufacturing can meet your

requirements, call 301-695-7500 or visit www.patriot-tech.com.

• Logistical—to confirm that the selected appliance
vendor could adapt to Tufin’s go-to-market appli-
ances business model, could guarantee reasonable
lead times and provide all the logistical support,
including export fulfillment expertise, to deliver the
appliances worldwide

• Support—to validate that the vendor had the ability
to provide onsite end user customer support which
was a must

After thoroughly evaluating various vendors, Tufin
selected Patriot Technologies due to its worldwide and
world-class operations. Not only did Patriot have the
technical, logistical and support superiority, but the
company also offered a comprehensive suite of prod-
uct development services to help Tufin every step of
the way. In addition, Patriot brought a level of respon-
siveness and efficiency that was unmatched and
demonstrated that it understood and could adapt to
Tufin’s unique business requirements.

The companies kicked off Patriot’s proven product
development process in March 2007 focusing on every
step of the security appliance manufacturing lifecycle
including discovery, design, delivery, assembly,
deployment and support. In August, Tufin received its
first prototype and, in December, Tufin was ready to
ship its first appliance unit—just in time for the compa-
ny’s opening of the U.S. office.

Bottom line:
Tufin closed its first U.S. customer in record time—10
days from proof of concept to purchase order. And
that was only the beginning. Since January 2008, sales
cycles for the Tufin SecureTrack T-series of appliances

are much shorter—in many instances going from
months to weeks. With the appliances, Tufin and its
channel partners can place an appliance unit at cus-
tomer site and be up and running within minutes.

Not only can customers now see the value of the Tufin
security solutions quickly, but they are also realizing a
lower Total Cost of Ownership. Having a single vendor
deliver the entire solution—the hardware, the operating
system and the software license—reduces the time
and resources they need to invest in the initial procure-
ment and ongoing maintenance and support.

The appliance strategy has fulfilled Tufin’s expectations
for business growth. The security solutions provider
believes that a significant portion of the sales growth it
will achieve this year will be a direct result of the ability
to offer customers an appliance alternative.

And Patriot is helping Tufin increase its presence in
other ways. As a proven security solutions reseller in
the U.S., Patriot was so impressed with Tufin
SecureTrack that it has signed on as a Tufin reseller to
help the company further penetrate both the enterprise
and federal market.

As Tufin continues to expand its framework of solu-
tions to encompass the entire IT organization, not just
security and networking, the companies are looking
forward to a long and profitable relationship.

“We selected Patriot as our appliance
manufacturer because they are skillful,

professional, offer a comprehensive
solution and are extremely responsive.

The support we’ve received through the
entire cycle, from our first introductory

call until the first appliance was delivered
and installed at customer production
environment, has been critical to the

success of our appliance launch.”
– Shaul Efraim, VP, Products, Marketing,

Business Development at Tufin

About Tufin Technologies

Tufin Technologies is the leading provider of Security
Lifecycle Management solutions that enable large organi-
zations to enhance security, ensure business continuity
and increase operational efficiency. Tufin’s products
SecureTrack™ and SecureChange™ Workflow help
security operations teams to manage change, minimize
risks and dramatically reduce manual, repetitive tasks
through automation. With a combination of accuracy and
simplicity, Tufin empowers security officers to perform
reliable audits and demonstrate compliance with corpo-
rate and government standards. For more information
visit www.tufin.com.


