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Stonesoft CEO & Founder, Ilkka Hiidenheimo

“Stonesoft has a clear godl — rapid growth. We are already
leaders in advanced thredts, adaptability, usability, customer
respensiveness, "aind customemgetention.

In 2012 and beyond our challenge 1s 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 compdany.

We have tough tasks ahead in a constantly chandging
environment. But we are committed and focused - throughout
our organization — to rapid growth. And we have the right
strategy for success.”
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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




40 000

35 000

30 000

25 000

20 000

15 000

10 000

5 000

Source

2010 - 2014
CAGR (%)

7.2

13.1

10.3

10.9

8.2

8.5

2010 2011 2012 2013 2014

Endpoint security Messaging security

- Web security

Identity and access management - Security and vulnerability

Metwork security

Other security

IDC 2011

STONESOFT

SECUTrItY
market
ovVerview




Unified Threat Intrusion Detection
Firewall Management and Prevention VPN
$2 243 MM $2 079 MM %1 852 MM $1 400 MM

Fortinet 14%

Checkpoint 9% Juniper 9%

; IBM 15%
Juniper 8% Checkpoint 9%
McAfee 11%
Checkpoint 20% F5 5%
Sonicwall 8% 2
Microsoft 4%
McAfee 5% HP 10% Citrix 3%
Alcatel-Lucent 3%
Watchguard 5%
Juniper 16% Checkpoint 7%

Sourcefire 6%

Microsoft 9%

Topsec 2% Other 47%
Other 43%

Other 32%

Other 22%

CAGR
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The security paradigm and
threat environment shift

Cyber security and defense

Cost consciousness

Consumerization

Cloud computing

Virtualization

Big Data

Compliancy requirements

vur Kesponse

More in-house research and testing of advanced attacks, such as AETs.

Stonesoft solutions are used in critical network environments (air traffic control, telecom networks etc.), where realtime
detection, situational awareness, troubleshooting and incident management are mandatory requirements

Focus on high-demand customers and thelr critical networks.

Stonesoft solutions are used in multiple military-grade oparational environments due to their strong performance against cyber
warfare.

Stonesoft solutions deliver a low total cost of ownership (In many cases 30-T0% lower than competitors’ products).

Low TCO, high manageabllity and effective workflow are core design principles.,

We secure information flow between people, systems and devices, and enable usage of a wide range of connection methods,
devices, apps and services. All in a very human, flexible but secure way.

High availability solutions, Including Stonesoft’s patented Multl-Link™ and clustering technologies, are one of Stonesoft's widely
recognized core competences. Together with virtualization capabilities, high throughput appliances and authentication solutions,
Stonesoft offers the optimal solution for cloud computing environments. Gartner has given warning that this area’s security
promise and reality are currently not in balance.

Stonesofll was one of the first companies to offer virtual Firewall/VPN, SSL VPN and IPS solutions. Stonesofl is the only vendar
that provides full situational awareness and manageability of entire networks (physical, virtual and third-party devices).

We are adaptive to physical, SW, virtual or hybrid Infrastructures,

Big data security, usability and access are clearly issues,

We provide secure high-bandwidth solutions with flexible authentication, both to private and public clouds.

Stonesoll solutions include a number of Teatures to help organizations meet increasing compliance requirements by providing
audit trail and compliance reporting.

We provide anti-evasion readiness testing through selected auditors and testing professionals.

>tonesoft & industry trends
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High

Basic

STONESOFT

Tailored Security

+ Industrial-strength
+ Single factories, industrial
installations, corporate locations

Point solutions

+ Basic, offthe-shelf appliances and
consumeriype security

+ Single locations only

Commercial High-End

Military-grade

« MNational interests, distributed

industrial production and R&D

Telecoms, media, finance, banking

Mass Security

« Basic, businessdevel security
+ Distributed company structures
« Remote offices & business locations

« Support for unattended / automated

locations

Business distribution ... hundreds/

thousands

Market
sweet
SOt



stonesoft is clearly differentiated...

Supply chain Operatinns Marketing Post-sales

R&D
management & Sales service

~.Throughout the value chadin
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The Stonesoft Vision
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Stonesoft
1S 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

1O Protect
L -* ANAd save
lives and
4 businesses
, in cyber
" space’




I’ I'his story 1s very real i. _And 1t's all about us
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The Stonesoft Values

Values for real life



DISRUPTION
LOVE
INTEGRITY

Three words that define how we act.
The true face of Stonesoft.
Our personality traits.
Our very DNA.

STONESOFT



Established
security
thinking
needs 1o be
rethought

STONESOFT

DISRUPTION

We are redesigning network security because
traditional network security is dead.

e We will simplify security despite an increasingly
complicated and networked world.

o We come up with dynamic security solutions to
match the world’s dynamic needs.
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LOVE

o We do not have just another customer.

o We're recommended by customers.

When you
love your
work, your
customer
Isn't just
another
customer




Being
honest In
action will
][oo[y off In

he end

STONESOFT

INTEGRITY

o Integrity is in our DNA.

o We provide genuine value for customers.
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Cvyber
Sirategy =

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”.
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/"f : Stonesoft and partner
sales activities

Stonesoft Direct
Touch Sales

Stonesoft and

partner demand and
lead generation Mid Market

activities

Small and SOHO
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Improving Partner @uahty omd Focus
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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.
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Stonesoit 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.
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Unique o
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.
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That is the extreme level of integration and secures
that our products work seamlessly together for better
protection of our customers.
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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

Recent first thoughts.






Account-based marketing — targeted, mass
customized, account-speciiic actions

IMO['QF clients
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spedarhead thought leadership PR-based
marketing efforts on select topics e.g.

AT

AET +advanced thredts Strategic Cyber Security

STONESOFT



Co-marketing deep partnerships in new
market entry situations

Joint achievements ’

Capable pqrmrs 5
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Win
C-level
heqarits

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.
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cand your reality.

Lets talk business...

STONESOFT



I'hougnt
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.
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STONESOFT

From the
customer s
moutn

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.
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We're better
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Our customers say so
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Set the
tone

Stonesoft is challenging the industry power story and status
guo 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.
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