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•  Information in this presentation contains forward-looking statements based on current expectations that 

involve a number of risks and uncertainties. 

•  The content of the presentation is only a summary of the company's performance. 

•  The company makes no representation or warranty as to the continued accuracy, content or reliability of this 
data and states no obligation to update the data included in this presentation, as operational changes may 
occur over time. 

•  The content of this presentation is copyright of Stonesoft Corporation 2013. All rights reserved. Reproduction, 
transfer, distribution or storage of part or all of the contents in any form without prior written permission of the 
company is prohibited. 



 
 
 
 
 

saving lives and 
businesses in  
cyberspace 



Q4 / 2012 Highlights 

 
continued growth  

& 
turnaround in profitability 



October - December 2012 

­  Net sales of EUR 13.5 million, +41% compared to the 
corresponding period in 2011 (9.5). 

­  Product sales were EUR 9.6 million, +58% compared to 
the corresponding period in 2011 (6.1).  

­  Operating profit (EBIT) was EUR 1.4 million (0.3).  

­  Operational cash flow was EUR -0.0 million, compared 
to EUR 0.6 million in the corresponding period in 2011.  



January - December 2012 

­  Net sales of EUR 40.1 million, +31% compared to the 
corresponding period in 2011 (30.6). 

­  Product sales were EUR 25.6 million, +45% compared to 
the corresponding period in 2011 (17.7).  

­  Operating profit (EBIT) was EUR 0.5 million (-1.1).  

­  Operational cash flow was EUR -0.5 million, compared 
to EUR -0.3 million in the corresponding period in 2011.  



Conclusions 

The era of strong 
growth continues 



 
 
 
 
 

Q4 / 2012 

Financials 



 
 
 
 
 

Product sales by quarter 
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­  Strong 
demand 
continued  

­  All areas 
showed 
growth 

­  All-time high 
product sales 



 
 
 
 
 

Product sales by half year 

­  Visible change 
in advanced 
threat 
landscape: 
products with 
AET protection 
gaining more 
traction  

­  Security Engine 
sales starting to 
meet 
expectations 
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Post AET 



 
 
 
 
 

Sales split 

­  Even with 
strong growth 
we were able 
to maintain 
the industry’s 
highest 
retention rate 
and keep 
processes on 
track. 

0 

2000 

4000 

6000 

8000 

10000 

12000 

14000 

16000 

K
 e

u
ro

s 

Services Products 



 
 
 
 
 

Net sales by area 

­  Even, strong 
demand across 
all markets, 
except Asia 
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Operating costs by quarter 

­  Sales were 
globally 
accelerated by 
investments in 
sales and 
marketing 

­  New customer 
requirements 
targeted 
through added 
investments in 
R&D 
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R&D expenses 

­  Virtual FW 
development aimed at 
MSSPs, cloud service 
providers and large 
demanding 
organizations. 

­  User experience 
development to build 
on the key benefits of 
security management 
efficiency and 
effectiveness. 

­  Enhanced POC 
capabilities to 
facilitate sales process 
and enhanced 
demonstration of 
product benefits. 
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EBIT by quarter 

­  Growing EBIT % 
of net sales 
indicates that 
investments 
are boosting 
both sales and 
profitability. 
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Sales personnel at the end of quarter 

­  Investments 
into hiring new 
sales 
personnel 
continued in 
Europe, 
emerging 
markets and 
the US 

­  APAC planning 
in progress 
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Personnel at the end of quarter 

­  Steady growth 
in personnel 
numbers 
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Liquid funds 

­  Liquid funds 
have been 
neutral during 
previous years. 

­  Good 
capability to 
finance growth 
with current 
cash flow. 
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Highlights 
Q3 / 2012 



Recommended  

Cyber Security. 
Recommended by the 
world’s leading 
independent network 
security research and 
analysis organization, NSS 
Labs: 

­  IPS Group test >recommended 

­  FW Group test > recommended  

­  NGFW Group test > recommended 

­  Stonesoft is one of only two “NSS 
Labs all recommended” security 
vendors in the world. 

­  Stonesoft is the only European “NSS 
Labs all recommended” security 
vendor 

2012 
October 



Hack the Lab 
50 international journalists 
learned about hacking, 
and… 

…almost all of them 
wrote an article that 

drove Stonesoft’s 
cyber security thought 

leadership and 
increased brand 

visibility in trusted media 

 

 

 

  

2012 
October 



Stonesoft’s  
New Strategy 
for profitable and 
faster-than-market 
growth, as well as 
growing company 
value:  
 
“The company’s budgeted net sales 
for 2013 are EUR 60 million and the 
net sales target set in the strategy for 
the year 2014 is approximately EUR 
90 million. To support this, the 
company will enter several new 
markets during 2013 and actively 
develop partner business.” 

2012 
November 



Stonesoft and the 
Algerian Ministry 
of Post and 
Information & 
Communication 
Technologies 
enter a cooperation 
agreement to raise 
awareness and transfer 
knowledge about 
cybercrime 

2012 
November 



Stonesoft 
segregates 
part of its service 
business to its 
subsidiary 

2012 
December 



Go-anywhere 
cyber security 
Stonesoft launched the 
MIL-320, the world’s first 
rugged, go-anywhere 
NGFW for hostile, and 
demanding critical 
infrastructure and 
military environments. 

2012 
December 



Cyber security 
thought 
leadership  
 
During the 4th quarter Stonesoft 
gained wide global media 
visibility and comment 
opportunities in some of the most 
respected media in the world. 

The Finnish Association of 
Marketing Communication 
Agencies awarded Stonesoft for 
its excellent PR activities on cyber 
security in Finland.  

In 2012, every day there were, on 
average, 1.5 articles about 
Stonesoft in Finnish media. 

2012 
December 



Conclusions 

­  The era of strong organic growth 
continues  

­  Stonesoft is expecting rapid growth in 
the future 

­  Our technological and AET capabilities 
send a unique and strong message that 
resonates in many sectors of business 
and answers to market needs related to 
escalation in the advanced threat 
landscape 



Why do we do 
what we do? 
 
Today’s advanced 
threats are tomorrow’s 
basic threats. 

Conventional network 
security devices cannot 
protect against today’s 
advanced cyber 
threats. 

Stonesoft’s mission is to 
protect and save lives 
and businesses in 
cyberspace. 



“Something’s 
wrong in the 
world today…” 
 
Societies are more dependent of 
digital resources. 

Threats are getting more 
advanced. 

The number of attacks is 
increasing. 

Everyone is a potential target. 

All conventionally protected 
networks have been hacked 
during the last 3 years. 

Vendors selling conventional 
protection are still the market 
leaders. 



Why Cyber 
Security? 
Cyber security will continue 
to have the greatest impact 
on our understanding of 
overall security in coming 
years. 

Increased dependence on digital 
resources and an increasing 
number of vulnerabilities related 
to this. 

State-level players and resources. 

”Weapon – counter-weapon” arms 
race, investment in cyber 
deterrence and offensive 
capabilities. 

Demands for cost-efficiency and 
ease-of-use. 

 



2013 

ACTION PLAN 

brand awareness 
­  RSA conference, Infosec Europe, 

Black Hat US and C-level targeting 
events 

­  Cyber security strategy events 
globally 

­  Hack the Lab 

higher sales 
­  Opening new markets 

­  More sales people in existing offices 

­  Developing the channel partner 
portfolio towards better sales 
efficiency 

­  Lead generation activities, with 
attention also to enhanced 
conversion  

product development 
­  Virtual FW/Security Engine 

­  POC development 



Stonesoft in the Security Market 

The only vendor providing truly dynamic security solutions with AET protection 
that meet the challenges of the dynamic threat environment and advanced 
threats. 

The only vendor providing security solutions based on one unified software 
code (Security Engine) to enable more efficient security management and 
better updateability, rapid responsiveness, and resilience when the attack risk 
is high or realized.  

Stonesoft is Europe’s leading network security company. To meet the goals of 
rapid profitable growth, Stonesoft is expanding to new markets to protect and 
save more lives and businesses in cyberspace. 



Saving lives and businesses in cyberspace 


