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IDC OPINION

The backup and recovery (B/R)/data protection market is undergoing fundamental transformation as IT 

organizations adopt virtual computing and endpoint computing (BYOD) and shift much of their data 

protection strategy to the cloud (see Data Protection 2015-2015: A Fundamental Strategic 

Transformation, IDC #253906, January 2015). Further:

 Traditionally, "pure-play" backup and recovery vendors, such as CommVault, must rapidly
adapt to this shift not only to retain customer relevance but also to drive growth and leadership 

in these emerging market segments.

 We believe that CommVault has correctly identified many of these issues and has articulated a 

viable vision and plan for meeting the changing needs of its customers.

IN THIS INSIGHT

This IDC Insight examines key initiatives recently detailed by CommVault management as the 

company begins its fiscal year 2016 on April 1, 2015. We highlight those technology focus areas, 

market segments, and product announcements that we feel are most impactful with their implications 

for both current and prospective customers.

SITUATION OVERVIEW

Historically, CommVault has evolved from an AT&T spin-off in the mid-1990s to a public company, with 

$583 million revenue in FY14. It has arguably been one of the leading B/R software vendors for the 

past decade or so, though it competes with much larger organizations (e.g., EMC, IBM, HP, 

Symantec).

More recently, CommVault has struggled to maintain its historical sales growth rates. Although 

CommVault's solution suite addresses more than just B/R, the company is largely viewed as a B/R 

software (SW) "pure-play" organization. CommVault is targeting several growth areas in the much 

broader data protection market to extend beyond B/R. Areas that we feel are particularly relevant 

include:

 Purpose-built backup appliances (PBBAs) is defined as hardware (HW) appliances (storage 
and server) designed specifically as a repository for data backup. The related software stack 
normally includes data movement (backup), deduplication, encryption, replication, and internal 

device management.
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 Cloud services includes solutions such as:

 Backup to the cloud (aka backup-as-a-service or BaaS) is defined as a (usually public)
cloud backup target used only as an offsite data repository.

 Recover to the cloud (aka recovery-as-a-service or RaaS) is defined as an offsite cloud 
infrastructure (compute, storage, communications), necessary to restore services to one 
or more applications.

 Disaster recovery to the cloud (aka DR-as-a-service or DRaaS) is defined as the ability to 
restore production workloads on an offsite cloud infrastructure, including runbooks, 

personnel plans, and test activities.

 Test/dev in the cloud is defined as the ability to establish transient (i.e., on-demand spin-

up/spin-down) compute, storage, and communications services in an (usually) offsite 
cloud infrastructure to develop and test application functionality or perform proof-of-
concepts.

 Information management insight is defined as software applications that have the functionality 
to classify, discover, and manage data in a repository.

 Endpoint control is defined as the ability to protect corporate data on mobile devices (e.g., 
smartphones, tablets, and laptops) including traditional data protection (backup) and data 

destruction.

FUTURE OUTLOOK

Although CommVault has yet not released all the details regarding its information management 

initiatives, the company has placed a clear stake in the ground that it intends to go beyond data 

protection into information management. Product solutions will target the needs of regulatory, legal,

and line-of-business users. The data backup process itself captures a great deal of information about 

the data in the backup set, and CommVault intends to leverage this data knowledge to deliver 

additional functionality. 

Purpose-Built Backup Appliances

IDC estimated the total PBBA market to be $3.1 billion in 2013, growing to be $4.4 billion by 2018 (a 

five-year CAGR of 7.5%). This market is dominated by EMC (Data Domain and Avamar) with robust 

competition from Symantec, HP, IBM, Dell, and others. Nevertheless, recent market entrants (e.g., 

Barracuda Networks) have enjoyed some success. While it is certainly not necessary to have an 

appliance to implement CommVault Simpana or other backup solutions, IT organizations like the 

convenience and simplicity of a hardware/software bundle. Moreover, even a modest near-term share 

gain (from a zero base) could have a very positive impact on CommVault's top-line revenue.

CommVault has chosen two partners for the storage hardware portion of the bundle: NetApp E series 

in North America and Fujitsu ETERNUS in Europe. The server "head" is based on the HP server 

platform. The basic specs of these systems follow their respective manufacturer's guidelines. By 

partnering for the storage hardware portion, CommVault is able to take full advantage of its partners'

hardware expertise, sales channel, and storage hardware mindshare. This will allow CommVault to 

enter into the appliance market ahead of the typical development curve and allow the company to 

focus on the software and integration instead of "recreating the wheel" with the storage hardware.

We believe that CommVault's PBBA success will depend upon the following factors:
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 The ability of traditional software partners to deliver hardware as well

 Simplicity of solution implementation, use, and service

 Having a compelling price point (see the Pricing section)

 Cohesive marketing message to educate potential customers and channel partners alike on 
the new appliance solutions

Information Management/Insight

CommVault rightly points out that data backup copies can simultaneously be used for data protection 

and analytics. Thus the company will be leveraging the copy of data created for backup for a variety of 

analytical purposes. Some of these are currently available in Simpana 10 with additional capabilities to 

be announced in the coming months. The company has placed a clear stake in the ground that it 

intends to go beyond data protection into information management. Product solutions will target the 

needs of regulatory, legal, and line-of-business users. The data backup process itself captures a great 

deal of information about the data in the backup set, and CommVault intends to leverage this data 

knowledge to deliver additional functionality. 

Although CommVault does not really talk about it, Simpana 10's ability to use a single copy of data for 

multiple purposes helps address the "copy data" problem. IDC identifies "copy data" as redundant 

copies of primary (source) data, which may include replication, snapshots, clones, and backup copies. 

We estimate that "copy data" will cost IT organizations more than $50 billion in 2018. To the extent that 

the use of Simpana can reduce unnecessary "copy data," it effectively puts money back into the IT 

budget.

We agree that CommVault must extend beyond its traditional markets to reignite growth, and 

leveraging its backup capabilities makes sense. To be successful, the company must:

 Gain the attention and mindshare of nontraditional users, such as line-of-business managers, 

legal teams, and regulators.

 Target specific use cases, as "information management" is too broad to target in general.

 Create an ecosystem of information management partners that can address use cases that 
CommVault cannot, by opening up the repository to qualified third parties.

Cloud Recovery, Provisioning, and IT operations

Beginning in FY 1Q 16, CommVault will be announcing solutions for cloud recovery, including BaaS, 

RaaS, DRaaS, and test/dev in the cloud. IDC estimates the market aggregate of RaaS and BaaS to be 

$673.2 million in 2015, growing to $1.02 billion in 2018; RaaS will grow at an estimated 21.44% CAGR 

during that time. From a functionality standpoint, this involves provisioning, resource optimization, and 

operation management. It is important to note that the company does not apparently intend to offer 

these services directly, but rather provide the solutions that will enable cloud providers to offer the 

services. On the positive side for CommVault, there seems to be a continual parade of new suppliers 

entering these markets, all of whom are prospects for CommVault and looking for ways to differentiate 

themselves in a crowded field.

Critical success factors for CommVault cloud solutions include:

 The ability to wrapper services directly to customers, even when working with resellers. 
CommVault has been successful in this with their traditional products, but scaling to cloud 
proportions with the reduced intimacy that cloud implies will be a challenge.
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 CommVault must also be prepared to go-to-market with complete solutions and rapidly iterate 
innovation. Simply offering software for the solutions will not be enough; resellers must be able 

to depend on CommVault to supply software, services, consulting, and support. Cloud is 
presently among the most dynamic and fragmented markets in storage. Accurate functionality 
selection and time-to-market execution will not be simple.

 By connecting the new PBBA to service providers in a hybrid environment, CommVault could 
stimulate demand that will attract service providers and reduce brand-switching incentives that 

otherwise exist in cloud deployments.

 In a crowded market where providers are looking for a differentiator, CommVault has a chance 

to add branding to the market, such as a riff on an old Intel theme, "Powered by CommVault 
Recovery" or the like.

Endpoint Control and Mobility

Earlier this year, CommVault announced the launch of Simpana for Endpoint Data Protection. This 

new feature allows for data backup and recovery of laptops, desktops, and mobile devices; secure file 

sharing, compliance, and eDiscovery; and self-service capabilities. With the increase of remote 

employees and BYOD, the integration of endpoint data protection is becoming a necessary feature in 

an enterprise's data protection plan. To provide a simplified, cost-effective option, the endpoint data 

protection suite is offered as a standalone option.

To fully solve the pain points of endpoint devices that plague IT administrators, CommVault must 

continue to focus on the following:

 Continued compliance, legal, and eDiscovery features, as the biggest risk associated with 
edge devices, specifically mobile, is the legal ramifications of lost or unprotected data.

 Enhance the secure file sharing to replicate a true file sync share.

 Keep the data protection/compliance features lightweight enough so as not to hinder end-user 
productivity on endpoint devices.

 Continue to offer improved data analytics associated with data that is backed up and stored.

Pricing

Over the past several years, CommVault has earned a reputation as a premium-priced supplier. 

However, as markets mature (i.e., B/R), and in the current land rush for cloud customers, price 

competition has intensified. Thus CommVault has revamped its pricing strategy to make its value 

proposition more compelling and easier for customers to ingest. Highlights include:

 Provide expanded licensing options for existing products, including by VM, socket, or 

mailbox/user

 PBBA appliance pricing simplicity:

 The PBBA is licensed only by back-end capacity (e.g., a 50TB configuration would be 
priced at the 50TB price, whether it is in a single array or spread across five 10TB arrays 

in five locations).

 Purchase options can include perpetual license, term license, or subscription.

 Archive, eDiscovery, and case manager solutions are all licensed per user.
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European Perspective

CommVault has been active in the European market for many years and has built a strong and loyal 

customer base. According to IDC's European software tracker, CommVault has been growing 11% in 

the first half of 2014 year on year and achieved a 6% market share in Europe. However, CommVault 

has been punching above its weight in the European region because of strong partnerships with 

Fujitsu, NetApp, Bull, and HDS in particular, which have taken the company into the enterprise market. 

CommVault has also built a strong reseller channel to cater to the European midmarket.

European customers have appreciated the platform message from CommVault, as they have been 

trying to consolidate multiple point products in the data protection space and drive operational 

efficiencies. However, many European organizations have invested in specific point products,

particularly for the protection of virtual environments, and IDC believes that CommVault's move to 

provide specific solutions for the virtual space will enable the company to compete more successfully 

against point product vendors.

CommVault has always been good at including adjacent technologies to data protection and recovery 

into the platform. Archiving was the first step; the extension to mobile endpoints and file sync 'n' share 

services are other important moves, which enable CommVault's customers to provide innovative 

services to their end users. 

However, according to IDC's European storage survey, backup and archive data continue to drive a 

large amount of storage spending, as European organizations do not implement stringent data 

management policies that include data classification and data deletion. IDC expects that with the 

passing of the EU Data Protection Regulation in 2015, European organizations will need to put greater 

focus on their data management policies to comply with the data privacy and data breach regulations.

Finally, CommVault's focus on information security through the company's single repository, role-

based access controls, and encryption options resonate well with European customers that are very 

concerned about information security, data leakage, and data privacy, especially when it comes to 

cloud solutions. CommVault's success in the European cloud market will depend on the company's 

ability to recruit European-based cloud providers that will offer CommVault's cloud service options, as 

data sovereignty is a key concern for European organizations.

Asia/Pacific Perspective

CommVault's operations in Asia/Pacific started in Australia in 2003. In 2013, the company moved its 

regional headquarters (HQ) to Singapore. The establishment of Singapore as CommVault's regional 

HQ was largely focused on expanding the company's operations further in ASEAN, a market that 

presents a strong opportunity. 

CommVault is still relatively small in this region compared with the more established players. However, 

it has gained a strong footprint in the Australia and New Zealand markets (ANZ) — more than 60% of 

its existing customer base — and it is also seeing good growth in ASEAN and North Asia. In fact, 

according to IDC's Asia/Pacific Storage Tracker, 2H13, CommVault had 5.3% market share of the 

storage software market in 2013 after experiencing 13.7% growth in that year.

CommVault Simpana's ability to deliver backup, recovery, archive, replication, reporting, and search 

capabilities built on a single, modular, common code platform has attracted various organizations,

particularly large organizations, facing numerous data management challenges. However, the 

increased customer demand for "entry points" into the end-to-end Simpana platform, as well as for 
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flexible pricing models, and for solutions bundles (HW + SW), has driven CommVault to reassess its 

solution packaging and licensing options. To address the requirement for solutions bundles that are 

easier to implement and consume, CommVault has added the PBBA to its portfolio. 

While CommVault did not share any details about its PBBA offering for the Asia/Pacific region, we are 

aware the company is working on a SW/HW bundle with Hitachi, as well as considering other partners. 

The product will be welcomed by customers looking for solutions that can help decrease the time spent 

installing, configuring, and maintaining its software assets, particularly organizations with limited IT 

skills or those with a preference for hardware-centric approaches (e.g., China). 

Also, despite CommVault's growth, increasing pressure from point solution vendors with simpler 

offerings — often at more competitive price points — is threatening CommVault's (and other larger 

players') ability to continue to grow at their current rates in this region. CommVault's launch of the 

solution sets (and the appliance) is a clear response to this, and it should help the company address 

the needs of various customer segments. 

However, CommVault needs to be careful in sending the right message to its customers, particularly in 

emerging markets where the vendor is still relatively unknown and its value proposition unclear. Data 

management is a top challenge and a priority for many organizations in this region, and data silos 

continue to grow at alarming rates posing greater challenges for collaboration and decision making. 

Organizations considering CommVault will find these entry point solutions more palatable, but the 

company needs to ensure customers understand how these fit into the integrated platform and the 

value that this can bring to their organizations — an approach that has been transformational for some 

of its customers' organizations. Undeniably, only the right execution will determine CommVault's future 

success with these initiatives, and partner enablement and training will be a critical component of this.

ESSENTIAL GUIDANCE

CommVault has a strong history of delivering solid products in the data protection market. Intensified 

competition in traditional product categories along with the rapid evolution of cloud data protection 

solutions has forced the company to rethink and revamp its product suite and go-to-market strategies.

We believe that CommVault has accurately identified key areas for competitive enhancement (i.e, data 

management, compliance, and access) as well as promising growth markets (i.e., PBBA, endpoint 

control, and cloud). Current CommVault users should feel comfortable deploying these additional 

capabilities with the current high expectations of service and support. These users should also conduct 

a license review to see if savings may be gained by switching to some of the newer schemes.

Prospective CommVault customers should also take full advantage of new pricing models to get the 

best value proposition possible. While there is significant differentiation in the markets where 

CommVault participates, and its products will not be appropriate for all situations, we can recommend 

CommVault as a shortlist candidate in applicable scenarios. Execution of strategic visions is always a 

critical success factor, but we have seen nothing to indicate that the company cannot do so at its 

historically high levels. Nevertheless, competitive forces and market speed give CommVault, and all of 

its competitors, little room for error.
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