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4 TIPS TO GROW YOUR 
CUSTOMER LIFETIME VALUE 

f-secure.com/operators

IDEA HUNTERS UNDERSTAND 
THE VALUE OF YOUR OFFERING 

IDEA HUNTERS HAVE THE HIGHEST
WILLINGNESS TO PAY FOR ONLINE SECURITY 

SUCCEED WITH THE F-SECURE 
"HIGH 5" MODEL

Executive buy-in: Get commitment to sales and marketing resources 

Product positioning: Complement your core offering with either a 
security bundle or VAS 

Training: Ensure your personnel in shops, customer service and 
telemarketing roles are able to sell security

Sales tools: Support your sales personnel with FAQs, objection handling 
sheets and elevator pitches

Incentives: Motivate your sales to offer security products 

Call started
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Welcome 

email

Day 1
Installation 
reminder 1

Day 3
Installation 
reminder 2

Day 7
Installation 
reminder 3

Successful 
security sales pitch

 Source: MBA Thesis by Hannu Peltonen, F-Secure  

Core product deal

F-SECURE 
PARTNER SERVICES 

SUPPORTS 
YOU WITH: 

JOIN OUR MADE SIMPLE WEBINAR 
TO LEARN MORE

Register now

Consumer segmentation data 

Lifecycle messaging service 

Customer journey data insights 

Sales tools and training

IDEA HUNTERS ARE THE MOST PROFITABLE 
SEGMENT FOR SECURITY SERVICES, 

FOLLOWED BY RELATIONSHIP BUILDERS 

LET’S MAXIMIZE 
YOUR CUSTOMER 
LIFETIME VALUE 

TOGETHER  

TIP 4:
UNDERSTAND YOUR 

CUSTOMER JOURNEY

TIP 3:
INCREASE YOUR 

ACTIVE USER BASE

TIP 2:
ENSURE YOUR 
SALES SUCCESS

TIP 1:
TARGET THE RIGHT 

CUSTOMERS

VALUE-BASED 
SALES 

ARGUMENTATION
+ =TIMING OF YOUR 

SECURITY 
PRODUCT PITCH 

SUCCESSFUL 
TELEMARKETING

UNDERSTAND YOUR ONBOARDING SUCCESS 
BY LICENSE SIZE TO OPTIMIZE EACH STEP  

Product usage

Installation right after purchase leads to higher customer lifetime value

THE COST OF ACQUIRING A NEW CUSTOMER 
VS. THE COST OF RETAINING ONE

IS 4 TO 8 TIMES HIGHER

Idea Hunters

   Early adopters of new technology 

   Appreciate visibility of the functionality 

   Appreciate all-in-one security 

   Pay for extra features 

   Likely to buy security and privacy from mobile or   

     broadband service provider 

Relationship Builders

   Early majority customers for technology

   Security and privacy are important

   Receptive to security related messages

   Protect devices proactively

   Some pay for security, some don’t

Experience Seekers

   Active online, but security and privacy are not relevant

   The risks are seen as minimal - there is nothing to lose

   Protect some devices, but not all

   The least likely segment to pay for security

Stability Seekers

   Followers of the security market

   Not security, privacy, or tech savvy – struggle to keep up

   Not active online, typically the last one to adopt new   

     technologies

   Likely to choose a free offering

   Only critical device(s) are protected

HIGH BUSINESS IMPORTANCE

HIGH ONLINE ENGAGEMENT

spend time reading about online security
solutions and security threats  44% 74%
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FOCUSING YOUR 
SALES AND 

MARKETING EFFORTS 
ON IDEA HUNTERS 

MAKES SENSE 

46%

Unsuccessful 
security sales pitch

MORE PRODUCT ACTIVATIONS 
WITH F-SECURE’S LIFECYCLE 
MESSAGING SERVICE 

ENCOURAGE 
QUICK INSTALLATION

FIND OUT THE 
RELATIONSHIP BETWEEN 
YOUR CUSTOMER BASE 
DEVELOPMENT AND 
SALES OR MARKETING 
CAMPAIGNS

INCREASE IN ATTACH RATES 
THROUGH TRAINING OF 
IN-SHOP SALES PERSONNEL 
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https://www.theseus.fi/bitstream/handle/10024/744954/Peltonen_Hannu.pdf?sequence=2&isAllowed=y
https://www.f-secure.com/en/partners/webinars/f-secure-made-simple
https://www.f-secure.com/en/partners/operators



