PORTFOLIO SAMPLE — FICTIONAL COMPANIES, FOR DEMONSTRATION PURPOSES ONLY

CORTEX SHIELD vs. Vantage Point Security

Mid-Market (200-2,000 employees) | Buyer: IT Director / CISO, lean security team | Sales cycle: 45-60 days

CORTEX SHIELD VANTAGE POINT SECURITY

Response commitment 15-min average SLA Publishes a detect/respond goal, not a contractual SLA
Coverage model Dedicated named analyst Managed SOC (rotating)
Typical price point ~30% lower Premium / broader platform

POSITIONING: Don't fight over who has the longer feature list. Make it a conversation about who is accountable when the environment is under threat — that's where a dedicated analyst, a 15-min SLA, and 30% lower cost
win.

WHY WE WIN LANDMINE QUESTIONS (PICK 1-2)
» Accountability — one named analyst who knows your environment, not a rotating queue. » "When a high-severity incident hits, do you want a broad org — or one person who already knows your
» Speed — 15-min average response SLA. Detection only matters if someone acts. environment?"
» Fit— ~30% lower cost; you pay for what mid-market teams actually deploy. » "Which features will actually change your outcome in 12 months, vs. just pad the checklist?"
“"THE BIGGER VENDOR IS THE SAFE CHOICE" DO NOT COMPETE HERE
» Acknowledge: "Fair — they're a credible market leader." » Don't say: "We have the same features they do."
» Reframe: "Vendor size and operational fit aren't the same thing." » Do say: "Which capabilities will you actually use — and what outcome does that extra spend buy?"
» Challenge: "If both detect threats, compare the operating model and accountability, not the logo." SALES TAKEAWAY

> Advance: "Want to map exactly who owns each step from alert to remediation’ Don't prove the competitor is bad. Make them prove scale beats accountability, speed, and 30% lower cost for

their team.

Sample battle card written for portfolio demonstration. Company names, figures, and claims are fictional and created for illustrative purposes — not affiliated with or descriptive of any real organization.



