
cybersecurity sales process checklist

Create a product that sells itself:
 Create Onboarding / Initiation process that is quick  

 and can be completed within less than 10 days.

	 Define	product	requirements	that	are	simple	 
 and easy to maintain.

 Document product onboarding process.

 Automate product onboarding process.

 Train team on how to provide the product and services. 

 Document protocol for handling defects with  
 product or service.

 Create location to store and maintain list of system defects. 

 Train team on protocol for responding and  
 documenting system defects.

 Create review process for addressing system defects.

Understand your target market:
 Identify your target market.  

 (Bruce suggests TMT Rapid Implementation, if you haven’t completed one in the past 18 months.)

 Document lists of high value data your target market is responsible for protecting. 

 Document security concerns your target market has, including: recent ransomware attacks,  
 recent security news, changes in threat landscape.

 Document your target market’s compliance concerns and / or regulatory pressure. 

 Identify and document any audit intervals required by regulatory standards. 

cybersecurity sales  
process checklist

Questions to consider:
• Can the target market run 

their operation for 24-48 
hours without access to  
their computers?

• Does the target market see 
computers and technology  
as a competitive advantage  
or a cost of doing business? 

• Are you prepared to work 
within the regulatory  
controls in this target market?

• How price sensitive  
is this target market? 

• Do you have clients in this 
target market? If so, do you 
like working with them?  

I love using the presentation format you taught us. 
I’ve been pretty successful with it. The assessment turned a prospect we’d been trying to  
get for a long time. We did a full-blown assessment last year and still couldn’t get them to 
buy. I got them to run Galactic Scan and they signed up for our biggest package with a 
three-year term!!	This	process	made	the	difference.

—Keith VanWynaarden 
    Sales Engineer, The Computer Warriors
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getting to a pen test (or assessment):
	 Identify	your	irresistible	offer,	 

 free pen test or cyber security assessment:

• Document features, answer the question:  
“why this valuable?”

• Document	benefits	related	to	the	 
above features.

• Identify the value of the assessment.  
(Easiest way to show examples online of the  
typical cost and that you are doing a smaller 
version for them to identify their risks)

 Create a list of pain points. (Ask someone in  
 your target market what they are concerned about.)

 Create a non-disclosure document.

 Create a process to determine who the  
 right people are (identify 3-5 key people)  
 for the assessment:

• LinkedIn

• Website

 Create talk track for getting the right people 
 in the room. (Explain that they are at risk)

 Create 10 minute phone call process.

 Make sure your 10 minute phone call  
 includes scheduling your readout.

 Make sure your 10 minute phone call includes  
 questions that start the sales process.  
 (Making them think about how confident  
 they are in their security)

	 Include	confirmation	that	the	individuals	 
 running the assessment will be present  
 during the readout of the results.

 Create talking points to overcome objections  
 with the assessment or pen test:

• They don’t know you/  
don’t know your company:
• Talk about others you’ve  

performed similar tests for.

• Provide testimonials about  
your assessment results.

• They don’t want to get IT involved:

• Assure them you do not need  
administrative access or passwords.

• They aren’t the experts on this  
matter—send you to the IT team:

• Make sure they understand cybersecurity  
is a boardroom discussion at this point,  
not an IT discussion.

• Ownership provides critical feedback when it  
comes to cybersecurity risk and risk mitigation.

• They don’t have time right now for this:

• This assessment will take less than 20 minutes  
of their time.

getting through the pen test (or assessment) process:
 Create simple email that can be shared  

 with other team members outlining the  
 evaluation process.

 Evaluate no less than 3 decisionmakers  
 (target 10% of the computers).

 Follow up every few days to get them to  
 complete their analysis (clicking the link).

Evaluations should:

 Identify administrative issues

 Identify technical issues

 Highlight their current pains

 Reinforce their concerns 

keep your sales process short
we suggest one week.
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Communicating Problems To Prospects  
(Readout Process):

 Include and explain score card.

 Keep presentation to less than an hour.  
 Suggested agenda:

• 10 minutes – Scabs: How is everything currently 
going? They called you for a reason, what is it? 

• 20 minutes – Report: Here’s were you go through 
all those issues and use the stories to illustrate risk.

• 10 minutes – Options: Here’s where you explain 
your plan. What you recommend and why. 

• 10 minutes – Agreement: This is the agreement. 
Overcome all the objections here, before they 
bring them up.

 Use Stories that illustrate risk associated  
	 with	findings.	

 Practice your readout by recording  
 yourself and listening to the recording. 

 Ask for the signature.

 Schedule the next meeting  
 (even if you got the signature).

At the end of the meeting:

 Ask for a referral: “Is there someone  
	 else	that	you	know	who	would	benefit	 
 from an assessment like this?”  
 (especially if this was a free offer). 

 Get a commitment to at least one  
 introduction, if not more, at the end  
 of the meeting.

Common Objections To Confront:
 Cybersecurity is too expensive

 Not right now

 We need to think about it

 We’ve been doing it this way for years

 We need to take these results to our IT team

 We have cyber insurance 

 Hackers don’t go after companies like mine

 Our data isn’t really valuable

 I don’t use luxury services (you are trying to  
 sell me champagne and I am on a beer budget) 

Communication checks
 At every appointment, meeting or action,  

 schedule the next appointment.

 When an appointment is missed, follow up  
 until you get them back into your sales process.

 Create check-in plan that includes scheduled  
 phone calls and emails.

One Note: if you’ve done assessments that 
haven’t closed using other tools, Bruce suggests 
reaching back to and doing a pen test with them. 
Here’s a quote from one of our MSP clients who 
has had great success re-engaging old leads, he 
was about 4 months ahead of schedule on his 
sales goal the last time we talked:

We closed our first deal with a pen test with MSP services + the Security Stack
The report gave us some extra street cred, and I think it was enough to put the deal over 
the edge. I am going back through our lost deals and going to see if we can get in with  
the pen test. It’s a good foot in the door and a good wedge against an incumbent MSP.

Thanks for your help.

—Chris


