
CYBERSECURITY  SALES  
MASTERCLASS

T H E  A R T  O F  T H E  F O L L OW  U P  



L E T ' S  S TA R T  AT  T H E  
B E G I N N I N G  

A jack of all trades is a master of none 

Today 


we will embark on our journey toward becoming a master of SOME! 



EDUCAT ION I S  OUR JOB

Cybersecurity is complicated but getting started 
doesn’t have to be.



E N G AG E  T O  W I N

oToday's best question wins a prize 


oToday's best comment in the chat wins a prize


oToday’s most active engagement will get one of our pre-release 

shirts 
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DATA  P R I VAC Y  W E E K  -  JA N  2 2 - 2 8  6
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C O N T E N T S
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o Recap 


o Customer Journey


o The process


o Follow up discussion 


o Planning and preparation 


o Steps to success


o Questions 



R E C A P

o We learned how to make our customers feel comfortable with change through 
education. 


o We have learned some new talk tracks

o We have leaned to find the “NO” before we get It at the deal table. 

o We have created a simple process for building trust. 

o We built a process that is designed to close 

o Time for follow-up……. 
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L E T ’ S  H E A R  F RO M  T H E  AU D I E N C E
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Anyone have tips on Following up?  
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Follow 
up Here



G OA L  

Our goal here is to make our customers and clients feel 
comfortable..


Remember its our job to educate them, build trust and gain 
rapport. 


Consistency & Communication is key to success 
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13 The Why? Email Marketing 
& education is 
71% more 
effective than a 
cold call. 

35-50% of MSP 
buyers go for the 
vendor that replies 
the quickest and 
first.

Remember: Only 2% 
of sales close at the 
first meeting?

This leaves a 
whopping 98% of 
sales that require 
follow up.

On average,  5 
Follow ups 
are required to 
close  
80% of deals



M O R E  T H A N   5 0 %  O F  C U S T O M E R  
L O YA LT Y  I S  B A S E D  O N  T H E  

S A L E S  E X P E R I E N C E .

(The Harvard Business Review )

 From calling to closing



L E T ’ S  H E A R  F RO M  T H E  AU D I E N C E
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Have you noticed a difference from 
customers if you follow up quickly and 

concisely? 



A  P RO C E S S  F O R  D U R I N G  T H E  
S A L E  S U C C E S S
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Step 1 Step 2 Step 3 Step 4 Step 5
While asking questions 
make a note so you can 
follow up with relevance 

While understanding their 
needs make notes to 
address in the follow up 

Clarify how technology is being 
used so that you can make sure 
to build a plan to relay back 

Make sure to be clear on Next 
steps, findings & 
recommendations, QBR, contracts, 
other meetings/discussions. 

Send a thank you email with 
all the notes from the meeting 
with full details and next steps



T H E  5  S T E P  A P P ROAC H  

Presales Follow up 
oStep 1.  Email About us (meaningful content 
about your company and preprocess that is 
educational) 


oStep 2.  Email Stats & Content relevant to the 
customer or customers industry 


oStep 3. Webinar invite. (Optional: host 
webinars or have webinars from vendors that 
are educational) 


oStep 4. Meeting reminder email (Ensure 
decision makers will be at your meeting – 
Reschedule if not) 


o Step 5. Thank you email for meeting. 

During the Sale
oStep 1.  Email About us (meaningful content 
about your company and preprocess that is 
educational) 


oStep 2.  Email Stats & Content relevant to the 
customer or customers industry 


oStep 3. Webinar invite. (Optional: host 
webinars or have webinars from vendors that 
are educational) 


oStep 4. Meeting reminder email (Ensure 
decision makers will be at your meeting – 
Reschedule if not) 


o Step 5. Thank you email for meeting. 
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Post-sale follow up
oStep 1. Email a thank you note and any 
next steps. 


oStep 2. Email stake holder updates 
(upcoming timelines and project milestones) 


oStep 3. Set Monthly update meetings for 
the first 90 days (continuous feedback) 


oStep 4. Set annual planning meetings and 
set dates in advance (draft agenda) 


o Step 5. Help customer with annual 
renewals and budget planning. 



M O R E  T H A N  HALF  O F  B U S I N E S S  C U S TO M E R S  A R E  D R I V E N  
N O T  B Y WHAT  Y O U  S E L L B U T  HOW  Y O U  S E L L I T  

S P E C I F I C A L LY.  

It’s All About the process! 
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AU D I E N C E  Q U E S T I O N

19

Have you noticed when you respond to 
someone quickly after a meeting, they will 

likely respond back quickly? 



S L O W  D O W N  E N S U R E  Y O U  A R E  
C A P T U R I N G  A L L  T H E  D E T A I L S  A N D  

F O L L O W I N G  U P   
 

F A I L  T O  F O L L O W  U P  A N D  Y O U  C A N  M I S S  
O U T  O N  9 8 %  O F  Y O U R  S A L E S !

Don’t Rush 



D E S I G N  YO U R  P RO G R A M  B E  T H E  P L A N  

oOur Program is designed to protect you from (xyz) is this important to 
you? 


	 	 	 	 HOW ? 


oSpell it out and make it measurable so you can show progress! 
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R E M E M B E R  W H AT  B U Y E R S  
WA N T  

(HubSpot 2022)
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61% say, “Don’t be pushy” and “give me relevant 
information.” 

51% want salespeople to respond in a timely 
manner. 

69% say, “Listen to my needs.” 



M A K E  I T  M E A S U R A B L E  

oOur Process will take 30 days to implement at which time we will be having bi-weekly 
meetings to discuss the following. 

o Implementation 

o Risk remediation 

o Exposure 

o Opportunities 

o Timelines

o Education 


Pro tip: Every one of these points is a follow-up, make sure you have a plan.  
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PEOPLE  BUY  PLANS  

That demonstrate success
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H E R E  I S  W H E R E  I T  G E T S  R E A L
o Follow up is a real thing, if you don’t do this right, you might as 

well stop now! 


o If you have a QBR/TBR process, make sure that you start as a 
soon as you begin having a conversation. 


o If we don’t have a plan that is measurable, we need to go 
back to the drawing board. 

o The NO you will get here is, NO I don’t think I see success 

with you. 

o Make sure your plan is real and you can clearly articulate it. 

Industry stats: 


Acquiring a new 
customer costs 5–25 

times more than 
keeping an existing 

customer.

(Harvard Business 
Review 2022)



R E S O U RC E  
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Connect with your customer

• Before 
• During 
• After the sale 



R E S O U RC E S
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Customer Talk tracks 
oWhat cyber threat concerns you the most?


oAre your information security and business priorities aligned?


oDo we know where our data is and how it is protected?


oAre our employees being appropriately trained on cybersecurity?


oDo we know how to respond in a cyber security emergency?


oDo your documented policies match what is actually happening in 
your practice?

Hack assessment 

o https://
resources.hacware.com/hack-
assessment/

Customer Journey Map

5 Step plans for follow-up 

Value Visualizer 

QBR Resources



S U M M A RY

Take your time & plan to win. 

Follow up quickly 


Communicate often 



Master Class Live 

https://iotssa.com/cybersecurity-expo-
phoenix/

Code: 
PHX-
MSP

GROWT
H



CONNECT  WITH  US  

Linkedin.com/company/hacware/


www.hacware.com/msp 


