
  

In the mid 1980s I worked for Digital Equipment 
Corporation, or DEC. DEC had a reputation as a quiet 
giant. That characterization seems to fit the ProCurve 
Networking by HP group in the networking industry. 
They have quietly gained the number-two spot in 
Ethernet switching and increased their product portfolio 
in the areas of mobility, security and convergence. The 
adoption of the ProCurve Networking by HP’s increased 
product portfolio is catapulting it to the second largest 
enterprise network infrastructure company; second only 

to Cisco. Yes that’s right, ProCurve Networking by HP has long surpassed 
Foundry, Extreme and many others while it will soon be larger then Nortel and 
3Com, if it isn’t already. 

I had a chance to interview John McHugh, the VP and GM for ProCurve 
Networking by HP. John discusses ProCurve Networking by HP’s product 
strategy, investments, partners, key industry dynamics and the role and 
influence that Ms. Carly Fiorina, ex-CEO of HP, had on ProCurve Networking 
by HP. It’s a fascinating read and a view inside executive management that is 
seldom available. Enjoy.
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John McHugh is the Vice President and General Manager for ProCurve 
Networking by HP. He is responsible for worldwide operations, strategic 
and tactical planning and business development. McHugh is the primary 
driver of ProCurve’s dramatic growth and market leadership. Under his 
direction, ProCurve secured the number-two position in the Ethernet 
switch market, based on worldwide port shipments.

As Vice President and General Manager with additional Research and 
Development responsibilities, McHugh oversees the development and 
introduction of a continuous stream of enterprise networking products 
worldwide. In 2003, he introduced the ProCurve Adaptive EDGE ™ 
Architecture , an advanced, cost-effective, easy-to-manage framework 
that moves intelligence and functionality to the network edge for a 
secure, mobile, converged infrastructure.

McHugh joined HP in 1982 in a manufacturing support role for data communication products and has 
spent the last 20 years focused on the networking business. He worked on the development team that 
created HP's first LAN interface card; helped pioneer the 10Base-T standard, the industry's first 
stackable hub; and led the development program for HP's Jetdirect JetDirect print server business from 
its inception to market leadership.
 

Q: Nick Lippis: I made the assertion in Lippis Report Volume 45 |ProCurve Networking by HP Enters 
Trusted Networks and WAN Routing Markets that Carly Fiorina had restricted the 
ProCurve Networking by HP business because of HP’s relationship with Cisco. The 
last time we met you disagreed with me on that assertion. How does ProCurve 
Networking by HP balance a tricky relationship with its corporate parent, HP, who has 
a deep and successful business relationship with one of your largest competitors? 

A: John McHugh: Truly, there’s no “balancing” to be done. HP is committed to ProCurve, investing in the 
business to ensure that we continue meeting customer needs. As a result of this 
commitment, ProCurve continues to execute on our robust and comprehensive business 
model. We have secured the number-two market position worldwide and are now viewed by 
leading industry analysts as the premier challenger to Cisco.
To meet the needs of a wide range of customers in the commercial networking area, HP 
invests directly in the ProCurve Networking business and also partners with Cisco. HP’s 
Cisco alliance allows HP to provide services and consulting to address complex, proprietary, 
end-to-end solutions in the most challenging of business environments. For our part, 
ProCurve partners with both the HP Services organization and the channel to deliver a wide 
range of service and support offerings. 

While one can speculate on the potential of other business models being adopted by HP, 
the fact is that since Ms. Fiorina structured ProCurve to focus on open market 
competitiveness, the business unit has taken more market share, grown larger and become 
more profitable than it did during the previous 15 years of HP investment in enterprise 
networking. 

 

Q: Nick Lippis: How will convergence change the networking industry and the ProCurve Networking 
by HP group over the next several years?

A: John McHugh: ProCurve has long understood that the industry is headed toward convergence, and as part 
of our focus we have been working to help drive it and shape it. It’s a fundamental part of 
the Adaptive EDGE Architecture and we already have products and solutions that address 
convergence and are convergence-ready. 

As for how convergence will change the networking industry, there’s a way to go before the 
industry at large is ready for convergence. A big part of that readiness revolves around 
industry standards. Through key roles in industry standards communities, ProCurve is 
helping to lead and drive the key standards that will be important for convergence over the 
next several years.

Our strategy is to have an infrastructure that supports customer demands. For instance, 
Voice over Internet Protocol (VoIP) is a big part of the convergence boom, and our Adaptive 
EDGE Architecture infrastructure can be used with any phone product and VoIP service.

In addition to standards leadership, ProCurve also invests in software and management 
tools that support convergence. The intelligent edge strategy takes the approach that a 
network needs to understand what kind of device is connecting to it and behave accordingly. 
For example, if it’s a phone for VoIP, the network needs to automatically provide QoS. 
Through our ProCurve Manager and Identity Driven Management software, we provide easy-
to-use management tools to make it simple to manage and ultimately get the most from 
converged networks. 

 

Q: Nick Lippis: What are the two largest change agents you see altering the network infrastructure 
market place?

A: John McHugh: We actually see three major change agents that are equally important and that are 
inseparable from one another.

The first one is openness driven by the Internet, and the need to make resources available 
to more people. This point immediately gives rise to serious security issues that must be 
addressed. 

The second is mobility, making the network available whenever and wherever people want 
to connect. Mobility also leads to the need for new security solutions.

Finally, as we have discussed, is convergence. Organizations and network administrators 
don’t want the hassle and expense of running multiple networks for voice, data, video, etc. 
They want the efficiency that comes with converged, multi-service networks.

These three factors – security, mobility and convergence – necessitate a new set of 
capabilities for enterprise networking customers. Ubiquitous access implies that the network 
infrastructure must be inherently secure and able to be cost-effectively managed in this 
secure mode. Security must be assured at traditional points such as WAN access and 
WLAN access, and it also must be consistently deployed at wired points throughout the 
network. Similarly, mobility must be an easily accommodated overlay to the network so that 
everything from convenience mobility to mission-critical comprehensive mobility is equally 
easy to deploy. Finally, all of these constructs must support the diversity of traffic that IP 
networks will be dealing with, including voice, video, storage, bulk data and industrial 
automation. The only way yet introduced to achieve these lofty objectives in a cost-effective 
manner is ProCurve’s Adaptive EDGE Architecture.

ProCurve offers an unparalleled value proposition, providing advanced technology at 
affordable prices and delivering industry standards-based solutions, reduced complexity and 
industry-leading warranties. The ProCurve Networking Adaptive EDGE Architecture delivers 
comprehensive solutions to deliver secure, mobile, converged networks.

We believe that our approach enables customers to create a single secure, mobile and 
converged network rather than a “network of networks.”

 

Q: Nick Lippis: Where do you see market growth for ProCurve Networking by HP?

A: John McHugh: I think it’s important to start with a perspective of where we’ve come from. First, let’s look at 
ProCurve’s recent market growth. According to estimates from Dell’Oro Group, ProCurve’s 
business has grown 25% year over year for the past three years. ProCurve is number two in 
port market share, based on Q2 2005 numbers from Dell’Oro. Dell’Oro also reports that we 
are number three in revenue share and that we were 40% ahead of 3Com and more than 
50% ahead of Extreme in the second quarter of 2005. So we are capturing solid market 
share from our competitors. 

This growth points to tremendous opportunities for ProCurve. Our value proposition 
resonates well with customers. Clearly, customers want open standards-based, more 
manageable solutions that offer proven reliability, trusted security and price/performance 
leadership.

Our market growth will come from our continued focus and execution. Our growth will also 
come from our continued innovations, reinvestments and our passion to compete and grow 
our customer base. Specifically, we plan to expand up in the market, into larger enterprise 
accounts and a more complete solutions-oriented space. Geographically, we will continue 
our domestic growth while increasing our presence internationally, especially in fast-growing 
Asian markets, notably China and Japan.

 

Q: Nick Lippis: Is there enough growth in Ethernet switching for the 10 major players or will this 
consolidate to 3 in short order?

A: John McHugh: Of course, there has already been some consolidation in the marketplace, and that will 
continue. Customers’ focus on stability, vision and high-quality support from their networking 
suppliers has made it difficult for some of our competitors to maintain their market share 
over the past several years. Customers buying networking infrastructure are thinking about 
the long term and don’t want to make a decision they will regret in three to five years. The 
companies that are succeeding today and that will continue to succeed in the future are 
those creating meaningful contributions, painting compelling visions of the future and giving 
customers predictable and cost-effective solutions. ProCurve is established as a strong 
number two in this market. 

One thing I’d like to address here is the implication some people are making about the 
limited potential of the Ethernet switching market. We’ve heard talk recently that the 
Ethernet switch market is commoditizing. In fact, we strongly dispute that contention. This 
market is still changing and evolving, and a prime example is our own success at pushing 
intelligence to the edge of the network.

This move of intelligence to the edge proves that Ethernet switching is not a commodity. 
ProCurve understands this evolution and we’re ahead of it. The vendors who currently 
attack the market with commodity offerings will continue to remain niche players because 
they are not in a position to give customers the kind of network solutions that will be needed 
in the future.

 

Q: Nick Lippis: The ProCurve Networking by HP group has been systematically increasing its 
product portfolio to address the mid to large enterprise market. The 9408sl routing 
switch for the core enterprise LAN market just became available this Aug 1st, while 
the 7000sl branch router marked ProCurve Networking by HP’s re-entry into the 
router market. What is your large enterprise entry strategy?

A: John McHugh: We have been in the enterprise market for some time, with large-enterprise customers 
including General Mills, Allied Tube & Conduit and Frontier Airlines to name a few. And we 
introduced our first ProCurve Networking Routing Switch 9300m series more than five years 
ago. So instead of speaking about our “entry” strategy, let me talk for a minute about our 
overall strategy for large enterprises. 

ProCurve’s charter is to deliver solutions that address CIOs’ hot buttons, with a strong 
sensitivity to investment protection. As you know, our core strategy is a mainstream 
strategy: to deliver the products and services that meet the mainstream requirements (as 
opposed to niche requirements) of our customers. What this means is that we will not try to 
sell our customers on end-to-end proprietary solutions that lock them into a networking 
operating system, limit their ability to choose best-in-class solutions and force them to pay 
premium prices because of single-vendor limitations.

As part of that strategy, we continue to invest heavily in R&D and round out our product 
portfolio, including new and improved routing switches, interconnect fabrics, management 
software (notably the ProCurve Identity Driven Manager [IDM]) and routers, which help 
deliver the edge-to-edge solution that many of our customers, particularly large enterprises, 
want and need.

 

Q: Nick Lippis: The ProCurve Network by HP group and Foundry Networks have increased their 
relationship over the past six months. How might we see ProCurve and Foundry 
working together over the next business cycle?

A: John McHugh: Foundry Networks continues to be an important development partner for ProCurve. Foundry 
is one of a number of companies with whom ProCurve has a relationship, and we continue 
to leverage their expertise in the routing switch area to enable us to deliver products that our 
customers demand. 

It’s important to note that if a Foundry box goes out the door from ProCurve it goes out as a 
ProCurve product, with proven reliability backed by the industry-leading warranties and 
exceptional service and support that all our products receive. From our customers’ 
perspective, these are ProCurve products through and through. We see it as a wise use of 
our resources to take advantage of specific expertise from partners, which enables us to 
focus our own R&D on our core technology strengths.

 

Q: Nick Lippis: When will the Riverstone Networks' enterprise assets materialize in the form of 
ProCurve networking products?

A: John McHugh: I’m delighted to report that the technologies we acquired from Riverstone Networks were 
used to develop our ProCurve Interconnect Fabric Switch 8100fl family, which is the first 
step in delivering an InterConnect Fabric (ICF) solution. The ICF will be announced on 
September 26 (and will start shipping October 1) as part of the continued expansion of our 
Adaptive EDGE Architecture. 

The ICF focuses on high availability and resiliency, featuring a simpler auto-configurable 
design that takes advantage of the decision-making power of the intelligent edge. As a 
result, ProCurve is able to help reduce the overall cost of ownership of a secure, mobile, 
converged network.

To develop the Interconnect Fabric Switch 8100fl family, ProCurve partnered with a 
customer, the College of Oceanic and Atmospheric Sciences (COAS) at Oregon State 
University in Corvallis, Oregon. COAS, a leading graduate institution of oceanography, is 
using our new family of Interconnect Fabric switches in its network to enhance its ability to 
intelligently understand, collect, synthesize and route real-time data flows from a wide 
variety of computational models, networked sensors, satellites and scientific instrumentation.

In fact, this is a great example of how ProCurve can acquire new technology – in this case, 
technologies from Riverstone Networks – incorporate it into our own R&D process, work 
directly with customers and ultimately deliver a unique ProCurve family of products that has 
widespread advantages for customers of all kinds worldwide.

 

Q: Nick Lippis: Is Foundry Networks a short-term relationship that will give way to ProCurve 
products based upon the Riverstone technology?

A: John McHugh: Again, these are two completely different kinds of relationships: Foundry is a development 
partner, while Riverstone was a straight technology acquisition. Both product areas are 
important to us, and they illustrate the wide range of resources that ProCurve is able to 
marshal as we deliver to customers the network products they want. 

A basic ProCurve philosophy is to build an intelligent, flexible network infrastructure, and 
from there to provide customers with choices. We continue to invest heavily in R&D and to 
hire new engineers. In fact, while HP is trimming jobs, ProCurve is hiring. ProCurve has its 
own labs and test facilities, and we continue to focus on innovation.

Customers aren’t as interested in the pedigree of a product, how it came into being and who 
handled what piece of the development process. They care who they purchase from, how it 
fits into their overall solution and who’s backing it. So while we certainly value contributions 
made by our partners, by the time we introduce any product or service, history gives way to 
the fact that it’s now a 100% ProCurve product, with all the quality and support backing that 
the ProCurve name implies.

 

Q: Nick Lippis: With IP telephony driving infrastructure sales, can ProCurve Networking by HP 
compete without having IP telephony products?

A: John McHugh: We’ve noticed an interesting trend in VoIP recently: More customers are choosing to 
purchase IP telephony products from telephone companies than from networking vendors. 
As a result, one could argue that expending resources to develop our own IP telephony 
products might not be a wise business decision on our part. 

This trend plays really well to our strategy, which has always been to build a standards-
based infrastructure that’s voice- and convergence-ready – and then let customers choose 
the voice products they prefer.

Earlier in the evolution of IP telephony, it was true that networking vendors such as Cisco 
and Nortel made the argument that customers would gain certain efficiencies from using a 
single vendor for their network infrastructure and voice solution. But the problem with that 
approach is that it locked customers into a single vendor’s proprietary scheme. So while 
some customers might have gained some short-term efficiency, many of them also realized 
they had sacrificed longer-term flexibility and options.

ProCurve believes that by offering an open standards-based infrastructure that works with 
essentially any IP telephony solution out there – and sometimes even does a better job of 
supporting other networking vendors’ voice solutions than their own proprietary 
infrastructures – we are offering customers the best of all worlds.

 

Q: Nick Lippis: With Mitel being a ProCurve Networking by HP partner and focused on the small to 
mid sized IP telephony market, how does ProCurve Networking by HP address large 
enterprise IP telephony opportunities? 

A: John McHugh: Mitel is only one of ProCurve’s partners for delivering IP telephony solutions to our 
customers. As I previously explained, ProCurve’s approach is to focus on the underlying 
infrastructure and making sure it provides the best possible support for whatever specific 
voice product a customer chooses. Part of that process is the extensive testing that we do to 
ensure that our network infrastructure works great with everything. 

By being agnostic with regard to IP telephony products and vendors, ProCurve offers 
customers unparalleled choice and flexibility. And it’s important to remember that ProCurve 
is not in the device and peripherals business; we are network experts.

IP telephony is all about mobility. Customers want a single device that they can use 
wherever they are. Because mobility is one of the fundamental tenets of our Adaptive EDGE 
Architecture, ProCurve is in an ideal position to support the IP telephony needs of 
customers, whether they purchase that voice solution from Mitel or anyone else.

As an example, Webcor Builders, a leader in commercial construction that is consistently 
ranked among the Forbes 500 largest privately owned companies, has deployed a ProCurve-
based VoIP solution for its largely mobile workforce of more than 800 employees. Both 
Webcor’s administrative staff and its field workers, who are dispersed over multiple sites that 
change with the changing construction job sites, are using the ProCurve-based VoIP 
solution to improve their communications capabilities, which are crucial to the commercial 
contractor’s project success and customer satisfaction.

 

Q: Nick Lippis: Network security continues to be of high concern to CIOs and their direct staff and 
consequentially is driving new network infrastructure sales too. What is the ProCurve 
Networking by HP group’s trusted networks product strategy and what areas of 
investment might we see over the next several quarters?

A: John McHugh: I agree wholeheartedly that security is a huge concern for customers, and it’s a major focus 
for ProCurve. Our overall approach to security is to work toward open, standards-based 
security solutions and to provide robust security solutions that are built into our software and 
hardware rather than bolted on as an afterthought. 

In the area of trusted networks specifically, ProCurve is involved heavily in the Trusted 
Network Connect (TNC) subgroup of the Trusted Computing Group (TCG), which is creating 
an open, non-proprietary framework for establishing host integrity (i.e., validating end points 
before granting access to the network). Unlike proprietary methods for establishing host 
integrity, the TNC architecture works in heterogeneous, multivendor networks and therefore 
offers network managers much more flexibility and control over their network security.

ProCurve is one of seven TCG “promoters,” and ProCurve representatives are playing key 
roles in the development and release of TCG and TNC specifications. ProCurve is 
spearheading HP’s representation in the TNC subgroup as leader in the specification of IF-
PEP – the interface standardizing the network layer component, such as LAN, WLAN or 
WAN devices – as well as assisting in the definition of other layers in the TNC architecture.

One of the new products we’re launching on September 26 is ProCurve Identity Driven 
Manager (IDM) 2.0, which reinforces our approach of moving more intelligence and security 
to the edge of the network, to provide a first line of defense where users connect. IDM 2.0 
expands on the capabilities of IDM 1.0, allowing secure, automated access control of both 
wired and wireless networks and enabling network managers to dynamically set parameters 
in ProCurve edge devices to enforce access rights, priority and bandwidth.

The IDM 2.0 upgrade includes an innovative client integrity solution based on the TCG’s 
TNC specifications that allows customers to select their antivirus and personal firewall client 
software from a range of providers who support the TNC architecture. IDM 2.0 also supports 
per-user dynamic Access Control List (ACL) configuration, providing adaptive control to 
critical IT applications and information assets.

 

Q: Nick Lippis: ProCurve Networking by HP has a few WLAN products in its portfolio while HP 
professional services has a relationship with Aruba Networks. What is ProCurve 
Networking by HP’s mobility and wireless strategy?

A: John McHugh: The recently announced relationship between Aruba Wireless Networks and HP’s Services 
business (HPS) to deliver solutions for enterprise WLAN has no impact on ProCurve’s 
strategy or go-to-market plans. 

HP’s Services business relies on a diverse set of hardware providers – including ProCurve, 
Cisco, Bluesocket and others – to help deliver solutions to the marketplace. ProCurve 
continues to invest in bringing to market robust end-to-end enterprise networking 
infrastructure products and solutions that meet the needs of customers worldwide, including 
comprehensive offerings in the application areas of security, mobility and convergence.

ProCurve’s mobility infrastructure solution delivers many of the same features and 
functionality as an Aruba-based solution, including centralized security management with 
distributed enforcement and Layer 3 subnet-to-subnet roaming.

The ProCurve mobility framework combines ProCurve products, services and support to 
enable reliable, secure wireless connectivity. Not only do we supply all the necessary 
hardware (wireless clients, access points, switches), software (network management tools), 
wireless services (seamless roaming, access to network services) and support (site 
assessment and deployment partners, lifetime warranty) to implement and maintain a robust 
WLAN, but we also support third-party authentication systems, clients, switches and access 
points for maximum flexibility and cost savings.

Based on our Adaptive EDGE Architecture, the ProCurve mobility framework addresses 
customer requirements and provides peace of mind for customers, with enterprise-class 
security including user authentication, intrusion detection, data encryption for data privacy 
and data integrity through non-repudiation techniques.

The new ProCurve Mobility Manager 1.0, a plug-in module for ProCurve Manager Plus that 
will also be introduced officially on September 26, further enhances our “command from the 
center” approach by delivering efficient, affordable, powerful management tools to centrally 
configure, update, monitor and troubleshoot ProCurve wireless LAN components.

 

Your comments and questions are always welcome; please send them to info@lippis.com and I’ll see you 
in either September or December at the Trusted Networks and Enterprise IP Communications 
conferences in San Jose or Boston respectively www.lippismedia.com 

The Lippis Report is written by Nick Lippis, a world-renowned network architect and authority on 
corporate IP Communications. He consults to CIOs of Global 2000 companies and their direct reports on 
network architecture development and its funding. 

Special thanks to Barbara Thomsen barbara17@optonline.net for copy editing this Lippis Report.

Please feel free to forward The Lippis Report to your peers. If you received The Lippis Report by it being 
forwarding to you, you are welcome to a free subscription at the www.lippis.com site. To be removed from 
this list please reply with "remove" in the subject field.

Reporters are free to quote The Lippis Report with acknowledgement.
 
Lippis Media values your privacy and patronage, and will not share your personal information. See Lippis 
Media's Privacy Statement below.

Your right to privacy is valued and appreciated by Lippis Meida. When you register to access information 
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other information. This data will not be sold to or shared with outside organizations or third-party 
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If you would like more information or clarification regarding Lippis Media’s Privacy Policy or to be 
removed from a particular mail list, please contact the privacy@lippismedia.com .
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