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ABSTRACT 
#1  Consumer and SOHO NAS products shipped over 2.4 million units in 2009, growing 27% year over year, with 
estimated user spending of $891 million. 
#2 
While the name CNA is not a name that is part of any standard, all manufacturers have opted to offer their product under 
this naming convention or it’s variation. The closest standard defining the CNA and it’s features are in T11.FC-BB-5 under 
N-Node for FCOE.The goal of offering a 10 gigabit Ethernet adapter simultaneously running TCP/IP, iSCSI and Fibre 
Channel over Ethernet traffic on a single port is most desirable, since the user at that point can select one CNA to meet all 
his current and future needs. The primary benefits of CNAs are simplifying management and saving on hardware by 
consolidating multiple adapters into one, meanwhile many different implementation and business models have been 
brought forth by different vendors. While some of the vendors offer support of all protocols right of the shoot others have 
opted to initially offer NIC features with the option for user in future enable iSCSI and FCOE. Also further more while the 
FC HBA vendors see the FC stack as a premium feature which the user would pay for the vendors approaching this 
market from the NIC side see the FC enablement to be the same as the historical iSCSI open standard adoption with out 
any premium for this feature. There are 3 main areas here which may cause deviation from initial goal of a CNA being the 
one and only HBA ever needed 
1) CNAs used as Ethernet NICs, 
2) CNAs used as iSCSI HBAs 
3) CNAs used as Fibre Channel Over Ethernet (FCOE) HBAs 
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