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Introduction 
STONESOFT STRATEGY 2012 AND BEYOND 



Stonesoft CEO & Founder, Ilkka Hiidenheimo 
 
“Stonesoft has a clear goal – rapid growth. We are already 
leaders in advanced threats, adaptability, usability, customer 
responsiveness, and customer retention.  
 
In 2012 and beyond our challenge is to continue to listen to our 
customers; to gain recognition for our brand and achievements; 
to drive our industry forward; and to stay the most innovative 
network security company.  
 
We have tough tasks ahead in a constantly changing 
environment. But we are committed and focused – throughout 
our organization – to rapid growth. And we have the right 
strategy for success.” 
 
 



Executive 
summary 

STONESOFT STRATEGY 2012 AND BEYOND 



A blueprint for success 
 

 
Stonesoft is a rapid growth company in a rapid growth market, 
with an ambitious vision 
Stonesoft’s rapid growth strategy is proactive, deliberate and has 
multiple paths to growth 
Stonesoft has a clear vision, mission and thought leadership 
positioning 
Stonesoft’s customer strategy, channel strategy, product strategy 
and marketing strategy are planned to support rapid growth 
Stonesoft is committed to profit-funded growth, a fair share price 
market valuation and minimizing growth risk  

 
 



The Security 
Market 
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Security 
market 
overview  
A rapid 
growth 
market 



Security 
players’ 
global 
market 

share 



Stonesoft as a 
market player 

STONESOFT STRATEGY 2012 AND BEYOND 



Stonesoft & industry trends 



Market 
Sweet 

spot 



 Stonesoft is clearly differentiated… 

 …throughout the value chain 



Stonesoft vision, 
mission and story 

STONESOFT STRATEGY 2012 AND BEYOND 



The Stonesoft Vision 

The Best 
Protection 
For Cyber 
Security  



Stonesoft 
is the 
change 
agent 
 
As the “atomic world” rapidly merges with “bits” security 
must become first thought. We are evolving the discussion 
from features to Cyber Security. And security is our 
competitive advantage. The era of hard-coded and silo 
products is over. Products need to adapt to changing needs 
and threats. We are breaking the “illusion of security” to 
enable informed security decision-making 



The Stonesoft Mission 

“to protect 
and save 
lives and 
businesses 
in cyber 
space” 



This is story of who we are, what we believe in, 
and where we are heading 

This story is very real And it’s all about us 



The Stonesoft Values 

Values for real life 



Three words that define how we act.  
The true face of Stonesoft.  

Our personality traits.  
Our very DNA. 



Established 
security 
thinking 
needs to be 
rethought 



When you 
love your 

work, your 
customer 

isn’t “just 
another 

customer” 



Being 
honest in 
action will 
pay off in 
the end  



Cyber Security 
Strategy 
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Cyber 
Strategy= 
Way to Succeed and 
Survive in the digital 
world. 
 
 
Digital World has become a domain where strategic 
advantage (national, industrial or military) can be lost or won 
 
For Stonesoft, Cyber Security means: “the condition of the 
digital world, in which there is both the feeling of confidence 
produced by understanding, and concrete measures that 
achieve the ability to proactively manage and tolerate cyber-
threats and their effects.” 
 
Digital security – cyber-security – is not an end to itself; it is 
an obligation that governments, societies, companies – and 
individuals – must take on willingly as “first thought”.  
 



Customer 
strategy 
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Change! 

Committed to protect  
customers’... 

Datacenters and cloud Mission critical networks Classified data and IPR 

Financial transactions &  
Assets 

Business continuity &  
applications 

Multi location  
businesses & services 



Go-to-
market 
model 
 

MSSP 



 Market-by-market regional customer strategy 

…planned for growth  and new channels 



Channel strategy 
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 Improving Partner Quality and Focus... 

To enable profitable  …business together. 



Direct 
touch 
sales 
The Stonesoft direct touch sales model is aimed to 
create demand and drive business opportunities for 
our channel.  
Direct touch model keeps us close to customers and 
ensures that we hear the voice of the customer.   



Stonesoft Channel Partners 
Stonesoft channel partners are engaged in the sales process, build the offer, plus delivery, training, support and maintenance.  

This engagement is earned through every case, every day and every act. One by one. 



Product strategy 
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Unique 
product 
platform 
 
We have strengthened our platform capabilities with 
the Stonesoft Management Center that manages all 
our products. And by combining all our product 
source codes into one single code- Security Engine. 
 
That is the extreme level of integration and secures 
that our products work seamlessly together for better 
protection of our customers. 
 



We are leveraging our expansion on our  
 existing product platform, 

…core technologies …and unique skills 



Recent first thoughts. 
 

Stonesoft Management Center /  

 Unique UX, situation awareness, advanced evasion visibility and data visualizations 

Security Engine/  

First Security Product with ONE unified code proving all functionalities 

Advanced Evasion Protection/  

Unique technology to detect/block/report AET borne cyber attacks  

Mass Security/  

First security deployment model from the installation cloud  

Rugged NGFW/ 

First FW designed for the extreme conditions and military use 

  

  



Marketing 
strategy 
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Account-based marketing – targeted, mass 
customized, account-specific actions  

Major clients Major wins 



Spearhead thought leadership PR-based 
marketing efforts on select topics e.g. 

 AET+advanced threats  Strategic Cyber Security 



Co-marketing deep partnerships in new 
market entry situations 

Capable partners Joint achievements 



Let’s stand out from the crowd 

Using proofs... …from real life 



Win 
C-level 
hearts 
For a lesser-known brand, such as Stonesoft, it is 
strategically important to charm top C-level executives. A 
top-down approach ensures that operative management 
does not need to sell Stonesoft (because they will not do it) 
to their bosses. If we have won the hearts and minds at C-
level, choosing Stonesoft is much easier. The challenge is 
getting access to C-level. Once our story circulates and our 
value proposition starts to resonate, top executives will be 
inspired to be receptive. 



There’s a blue ocean to conquer 

Let’s talk business…  and your reality. 



Thought 
leadership 
We aim to be widely recognized as the global thought leader in 
key topics where we our unique knowledge separates us from the 
field. To achieve that position requires intelligence, ideas and 
insight, and a lot of active and generous sharing. Why do we 
want to do this? It will open doors, add brand credibility, 
differentiate us, shape the future more favorably for us – and it 
cannot be copied by competitors. 



 AETs. Cyber Security. Future or here already?  

We think dynamically  We think security 



From the 
customer’s 
mouth 
We will make the world hear the voices of our loyal customers. We 
will make them an essential part of all communications activities. 
Success in communicating Stonesoft’s strengths through our 
customers’ voices will increase interest from non-customers, build 
our credibility, and positively impact on analysts and the industry 
in general. 



 The “me too” marketing era is over! 

 We’re better  Our customers say so 



Set the 
tone 
Stonesoft is challenging the industry power story and status 
quo in communication. We must stay true to our own 
honesty and integrity. If the future of the network security is 
based on what current giants and the establishment are 
capable of developing and innovating then society is losing! 
That’s why we are needed. 



 Every vendor screams in their own jargon 

We can be closer... ...simpler and human! 



RISK MANAGEMENT 

PROFIT-
FUNDED 
GROWTH 
STRATEGY 
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