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LifeLock Business Solutions
CASE STUDY

Elevation Marketing helps identity theft 
protection company LifeLock accelerate B2B 
leads with custom inbound sales funnel.



LifeLock Inc. is an identity-theft 
protection company founded in April 
2005. The company went public 
in October 2012  and is publicly 
traded on the NYSE (LOCK). 

In addition to providing branded 
identity theft protection, LifeLock 
also offers fraud mitigation 
tools (ID analytics) direct to 
consumers. The company uses a 
mix of proprietary and third-party 
monitoring tools against which they 
map member information in order to 
identify potential instances of fraud.

If LifeLock detects a new application 
being opened or other ‘alertable 
event’ (depending on the service in 
question), the company alters the 
member with the known details and 
intervenes on behalf of the member  
if appropriate.

LifeLock has created what is 
arguably the most loyal following 
in their industry. On average, the 
company yields 100 million in 
quarterly sales attributable to 
unparalleled customer retention 
rates. Since its inception, the 
identity-theft prevention company 
has experienced 36 consecutive 
quarters of growth.

When LifeLock decided to expand 
operations beyond its core 
business of consumer identity-theft 
protection and into the enterprise 
sector, the company turned to 
Elevation Marketing to grow its 
Business Solutions division. The goal 
was to drive enterprise channel sales 
and strategic partnerships (B2B2C) 
through online lead generation. 

The company aimed to encourage 
more businesses to supply LifeLock 
as part of their value and service 
offerings. Target verticals included: 
Employee Benefits, Affinity Programs, 
Data Breach Solutions, Financial 
Solutions, Insurance Providers 
and Subscription Services.

As LifeLock’s partner in B2B 
marketing since 2011 — and  
coming off the huge success 
of LifeLock’s latest “Anywhere, 
Everywhere” campaign — 
Elevation Marketing was tasked 
with optimizing online content and 
visitor pathways to the company’s 
business solutions offerings.

BACKGROUND 

Expanding 
From a B2C 
to a B2B2CB 
Business Model

 

As LifeLock sought to expand 

its offerings in the B2B arena, they 

needed a solution in place for 

managing volumes of business 

inquiries and B2B leads



One key challenge was the 
existing LifeLock.com website was 
structured for a predominantly 
B2C target. Although the site 
contained a business section 
(LifeLock.com/business), the 
section was not as visually 
effective compared to its B2C 
counterparts. This created a lead 
workflow that wasn’t as efficient 
as the company desired. 

Furthermore, purchase motivation 
differed between LifeLock’s B2C and 
 B2B audiences, thus requiring a shift 
in existing B2C-oriented messaging.  
The site needed messaging that 
catered directly to the needs and 
lifecycle stage of B2B decision 
makers. Mapping the appropriate 
content to each stage of the B2B 

buying cycle was necessary to 
drive prospects further down 
the conversion funnel. 

Overall, LifeLock.com required a 
somewhat complicated workflow to 
move leads through the sales funnel. 
Including stand-alone partner and 
marketing portals that required 
separate logins, which created a 
less than ideal user experience. 
And having multiple dispersed 
data sources required manual 
employee input along the way. 

LifeLock wanted to accelerate 
the conversion process of 
its enterprise offerings, and 
needed a more streamlined, 
B2B online  sales funnel in order 
to accomplish that goal.

ACCESSIBILITY 
To provide a centralized platform to browse 
enterprise offerings.

INTEGRATION 
To allow seamless synchronization with Partner  
and Marketing portals. 

CONTENT PLACEMENT  
To ensure a readable website and facilitate scanning.  
Enable easy navigation through the website for quick 
content accessibility. 

USER EXPERIENCE  
To serve content via a simplified conversion workflow 
aka user flow that matches user’s needs. 

NO CLOSED-LOOP REPORTING 
To effectively identify referring traffic source, track 
visitor activity, convert visitors and credit traffic 
source.
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CHALLENGE 

Optimizing the 
Buyer’s Journey 
for Both B2C 
and B2B Target 
Audiences

FIVE BIGGEST 
LIMITATIONS 
OF PREVIOUS 

WEBSITE DESIGN

LifeLock Business Solutions 
Website Landing Page



Elevation Marketing Developed 
Lifelockbusinesssolutions.com — A 
Responsive Website Design That 
Augments Salesforce With The 
Muscle Of Marketo. The Inbound-
Marketing Automation Solution 
Transformed Sales Performance 
By Offering Integrated Crm, Email 
Marketing, Lead Nurturing, Lead 
Scoring And Grading, As Well As 
Social Prospecting Capabilities. 

In Addition, A Redesign Of Both The 
Self-Service Enrollment Portal 
And Partner Marketing Portals 
Was Developed For Integration Into 
Salesforce. All Of Lifelock’s Business 
Solutions Are Now Accessible 
From A Single Point Of Entry. 

Marketo Integration Allows Lifelock 
To Track And Promote Leads. After 
Integrating Marketo With Salesforce, 
Elevation Marketing Implemented 

The Automated Routing Of 
Prospects And Leads, Ensuring 
Potential Partners Are Properly 
Guided Through The Sales Funnel. 
Automating Lead Generation 
Activities Also Means Less  
Employee Intervention. 

Dividing B2c And B2b Offerings 
Into Separate Marketing Sites 
Provides Navigation Best Suited To 
Accommodate Each Unique Vertical, 
Including Employee Benefits, Affinity 
Programs, Data Breach Solutions, 
Financial Solutions, Insurance 
Providers And Subscription Services. 

Using Unique Buyer Personas 
And The Traits Of Lifelock’s 
Targeted Verticals As A Guide, 
Elevation Marketing Created An 
Engaging, Relevant Content Strategy 
To Help Guide Potential Partners 
Into And Through The Sales Funnel.

STRATEGY

Optimizing the 
B2B Customer 
Acquisition 
Funnel With 
Inbound Website 
Development

ORGANIC TRAFFIC 
SURGED BY

391%



On average, readers must encounter anywhere from 6 to 14 touch points 
with a brand before they convert to leads. With the help of Elevation 
Marketing, LifeLock developed personalized company messaging 
across multiple touch points for each of the target audiences. 
Content is tailored to match each buyer persona, industry and pain 
points. For example, the Data Breach vertical receives customized 
messaging related to education on the devastating effects of data breach 
and how to retain customers’ trust by offering identity protection.

 In so doing, LifeLock creates personalized content journeys  
that ensure each user receives information that is most relevant to 
each stage of his or her unique decision-making process. 

Once web programming and development of the Business Solutions 
website was finalized and launched, a link was added to the top 
navigation bar of LifeLock.com to help redirect business users to 
the B2B website. This modification gave the business solutions offerings 
more visibility compared to its previous placement at the bottom of the 
site, where visitors were required to do a lot of scrolling in order to find it. 

A LifeLock Business Solutions banner callout was also added 
to the LifeLock.com Investor page, which had historically driven 
at least 50 percent of referral traffic. Combined, these elements 
accelerate user micro-actions, maintain momentum through the 
sales path and simplify B2B lead generation complexity. 

With Marketo, Salesforce and Google Analytics integration, LifeLock 
is better able to monitor content reach, engagement and conversions in a 
closed-loop reporting environment. Using this approach allows LifeLock sales 
teams to better understand where the company’s successes and challenges lay.

STRATEGY

“Elevation Marketing built us a remarkable 
platform for disseminating marketing information 

and resources to both leads and partners. The 
integration of Marketo and Salesforce really helped us 
with gathering data throughout the customer life cycle; 
moreover, it ensured that lead data is immediately 
available for action by both sales and marketing,”

 — Stephanie Zembal, 

LifeLock Sr. Director of Marketing

DIRECT TRAFFIC 
CLIMBED BY

1,762%

REFERRAL TRAFFIC 
CLIMBED BY

1,502%



DELIVERABLES

• Sitemap

• Wireframes

•  Lead Flow Chart 

• Functional Specifications Document and Use Cases 

• Technical Specifications Document 

• Content Strategy Worksheet  

• Business Solutions Website with Salesforce  
and Marketo Integration  

• Redesign of Self-Service Enrollment Portal with 
Salesforce Integration 

•  Redesign of Partner Marketing Portals with  
Salesforce Integration

LifeLock Business Solutions Website Landing Page
(Tablet View)

INCREASE IN 
OVERALL PAGE VIEWS

400%



LifeLock Business Solutions Website 
Landing Page (Desktop view)

Mobile Banner ad Landing Page (Tablet View)

INCREASE IN 
UNIQUE PAGE VIEWS

475%



Just as importantly, the 
focus on integration of 
lead generation, tracking, 
and direction into the 
proper sales funnel has 
created a pleasant user 
experience that helps 
visitors find what they 
need, faster. Because 
users are able to find the 
right information in just 
a few clicks, on average 
users are staying on the 
site longer and decreasing 
the site’s bounce rate. 

All of these wins predict a 
bright future for LifeLock’s 
Business Solutions 
division. And, thanks to 
Elevation Marketing’s 
ongoing suggestions for 
continued improvement 

(such as more rich content 
like videos “above the 
fold” and adding more 
non-gated content to 
boost the company’s 
expert status), the 
enterprise side of LifeLock 
should continue to grow. 

The LifeLock 
Business Solutions 
website has 
enjoyed several 
successes thanks to 
an inbound ready, 
user centric web 
design enhanced 
with Salesforce 
integration.

BUSINESS WINS 

Since The 
New Website 
Launched, 
LifeLock Has 
Seen An 
Outstanding 
54% Increase In 
Enterprise Leads

With more optimized content and visitor 
paths, the site generated a more than 

700% INCREASE IN SESSIONS, with 

a 600% CLIMB IN UNIQUE USERS. 

LifeLock Business Solutions 
Website Landing Page

INCREASE IN 
SESSIONS

700%



Scott Miraglia, President 
Sales@ElevationB2B.com 
275 East Rivulon Blvd., Suite 411 
Gilbert, Arizona 85297 

480.775.8880
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Elevation Marketing is a full-service B2B marketing agency, 
providing exceptional client experiences that result in more 
business wins. We go beyond tactics to inspire experiences 
that build brand believers. From a holistic perspective, we 
focus on all aspects of operations and strategy to ensure 
alignment between marketing and sales.

We have a strong command of inbound marketing, and 
know how to effectively manage, deliver and retain buyers. 
We offer full-cycle web development services for the 
enterprise. We build bridges of communication, streamlining 
the dissemination of information to targeted entities.

Whether its partner portals, online stores, web apps or 
microsites, our custom digital solutions help you govern 
personal data through its entire lifecycle for superior lead 
generation and nurturing.

If you have a B2B product or service that solves real-world 
problems, then you’ve done your job. We’ll do ours by 
connecting you to the B2B decision makers that will  
benefit from what you have to offer.

Top 20 
Interactive Marketing Firm

ABOUT ELEVATION


