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1. Conversation Starters

1. “How important is your website or web application to your business operations?”

o This question helps the prospect articulate the value of their web assets. If their
website is crucial for e-commerce, lead generation, or brand presence, they’ll be
more invested in securing it.

2. “Have you ever had a security breach or suspected one?”

o This brings security issues to the forefront. Even if they haven’t had a breach,

this question creates awareness that threats are always looming.
3. “How do you currently handle security for your web applications?”

o Understand if they already use any scanning tools or rely on IT staff or

third-party vendors. This identifies gaps and areas where your service can fit in.
4. “Did you know that vulnerabilities in web applications are among the top causes of
data breaches?”

o Highlight the risk factor. This can prompt them to consider proactive security
measures.

5. “Would you like insights into any hidden security gaps before they become a real
problem?”

o Positions vulnerability scanning as a proactive measure to avoid costly breaches
down the line.

2. Key Selling Points

1. Proactive Risk Mitigation
o Vulnerability scans identify weaknesses before attackers do, helping clients avoid
downtime, data theft, and regulatory fines.
2. Compliance and Regulatory Requirements
o Many industries (finance, healthcare, e-commerce) have strict regulations that
mandate regular vulnerability assessments. This service helps them stay
compliant.
3. Comprehensive Reporting
o Our scans provide detailed reports that are easy to understand, with clear
remediation steps. Clients won’t need deep IT expertise to grasp the findings.
4. Ongoing Support and Remediation Guidance
o We don’t just hand over a scan report. We work with clients to prioritize and fix
vulnerabilities, ensuring their web applications remain secure over time.
5. Reputation Protection
o A databreach can severely damage a company’s reputation. Proactive scanning
demonstrates a commitment to safeguarding customer data and trust.



3. Common Questions & How to Answer Them

Q1. “What exactly is a Web Application Vulnerability Scan?”

Short Answer:
A web application vulnerability scan is an automated process that checks a website or
web-based application for security flaws or weaknesses that hackers can exploit.

Why It Matters:

e Detects issues such as outdated software, insecure coding, or misconfigurations.
e Provides a list of vulnerabilities so they can be fixed promptly.

Q2. “How often should we run these scans?”

Short Answer:
It’s recommended to scan regularly—monthly or at least quarterly. Also, scans are essential
after major updates or changes to a website or web application.

Why It Matters:

e New vulnerabilities emerge over time.
e Frequent updates to web apps can introduce new security gaps.

Q3. “What’s the difference between a vulnerability scan and a penetration
test?”

Short Answer:

e Avulnerability scan automates checks for known weaknesses and provides a high-level
overview.

e A penetration test involves a more hands-on approach by security experts who try to
exploit vulnerabilities to see how far they can get.

Why It Matters:

e Scans are a foundational, cost-effective first step.
e Penetration tests are more in-depth and usually follow scans for deeper analysis.

Q4. “Will the scanning disrupt our website’s functionality or user
experience?”

Short Answer:
Our scans are designed to be safe and typically won’t disrupt normal operations. However, we
coordinate with your team for scheduling so there is minimal to no impact on performance.



Why It Matters:

e Shows our process is business-friendly.
e Reinforces trust that we won’t break anything during testing.

Q5. “We already have an IT team. Why do we need an external service?”

Short Answer:

A dedicated vulnerability scanning service uses specialized, up-to-date tools and expertise.
Even the best IT teams can miss hidden or newly discovered threats, especially if they’re
juggling many responsibilities.

Why It Matters:

e Outsourcing reduces the internal team’s workload.
e External experts bring fresh perspectives and the latest threat intelligence.

Q6. “How long does it take to get results?”

Short Answer:

Most scans can be completed within a few hours or, at most, a couple of days depending on the
size and complexity of the application. We then provide a detailed report and recommended
next steps.

Why It Matters:

e Sets clear expectations.
e Emphasizes efficiency.

Q7. “What do we do after we get the scan results?”

Short Answer:
We provide a step-by-step remediation plan. We’ll also consult with your team (or your
developer/vendor) to address and prioritize fixes based on the risk level.

Why It Matters:

e Shows that we don’t just deliver bad news.
e Underlines value-added service: guidance and support.

Q8. “Is this expensive?”

Short Answer:

Our pricing is scalable based on the size and complexity of your web applications. Considering
the potential costs of a breach—loss of data, fines, and reputation damage—these scans are a
cost-effective preventative measure.



Why It Matters:

e Emphasizes ROI (return on investment) of security.
e Positions scanning as a value-add service rather than a mere cost.

4. Sample Conversation Flow

1. Greeting & Discovery
o “Hi [Prospect Name], thanks for taking the time. I understand your web
applications are integral to your business. What are your current security
measures?”
2. Establish Need & Urgency
o “We’ve found that many businesses overlook hidden vulnerabilities that can lead
to costly breaches. Have you considered a routine scan to identify and address
these issues proactively?”
3. Explain Service
o “Our Web Application Vulnerability Scanning identifies potential threats quickly.
It’s safe, minimally disruptive, and offers actionable insights.”
4. Address Common Objections
o “Your IT team might be great, but external scanning brings additional expertise
and unbiased insight. We’ll work closely with your IT department to streamline
the process.”
5. Offer Next Steps
o “Would it be helpful for you to see a sample report? We can schedule an initial
scan to demonstrate what we uncover and how we help fix any issues.”
6. Close with Value
o “This solution not only ensures compliance but also protects your customers’
trust. We’d love to help you strengthen your security posture without disrupting
your operations.”

5. Key Takeaways for Account Executives

e Focus on Business Impact: Talk about downtime, lost customer trust, and regulatory
fines, rather than going deep into technical jargon.

e Highlight ROI: Emphasize cost-effectiveness. A breach can be far more expensive than
regular scans.

e Use Clear, Simple Language: Keep explanations about how the scan works at a high
level. The prospect doesn’t necessarily need a deep dive into the technical details.

e Provide Assurance: Reassure prospects that our scans are safe, thorough, and come
with actionable guidance.

e Suggest Ongoing Security: Frame vulnerability scanning as part of a continuous
security strategy, not a one-off event.
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