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KEY PERSONA
IT MANAGER / IT DIRECTOR

"There's no proof that we'd be more secure with your services."

"We've never had attacks so we have no RTO."

"This isn't in our business plan."

"We aren't a target for hackers."

"Our security is good - we have no vulnerabilties."

SERVICE DELIVERY / 
OPERATIONS MANAGER
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CUSTOMERS / PEERS
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COMPLIANCE / GOVERNANCE

DEGREE OF INFLUENCE
DURING BUYER’S JOURNEY

POWER TO BLOCK
PURCHASE DECISION

PRESENCE DURING SPECIFIC
PHASES OF THE BUYER’S JOURNEY
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TECH COMPANIES
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TECHNICAL ENGINEER

8

MEDIA TECH
ANALYST

MEMBERSHIP
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INFLUENCER MODEL

“We haven’t planned

for this expense.”

“I want to do a pilot - I 

don’t trust that it works.”

“We don’t want to use 

you, there’s cheaper 

providers / partners out 

there.”

“What about the GDPR and other

regulations. How do you comply?”

“How can you ensure quality

services in your contracts?”

“I can’t see how these

security solutions help

with business continuity.”

“Risks aren’t reduced 

enough when you think a

bout how much we are 

investing.”

“I’m well educated in this area - we

can do better ourselves.”

“I need to see your protocols.”

“We’ve got enough to optimise / 

manage already.”

“Our fences are good - we don’t have

any vulnerabilities.”

“I don’t think you have the right

certifications.”

“We need to think about processes

not technology.”

“We can’t use cloud services for this.”

“We can’t give access to our data.”

“We don’t want to be locked in to

a contract.”

“These aren’t the right tools to tackle security.”

“These security solutions aren’t cloud-ready.”

“We can’t out-task security - we need to keep

control of it.”

“This technology can’t tackle our security

challenges.”

“You can’t show us the cost of a 

terms of risk.”

“This shouldn’t just come under

the IT budget - 


