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Each time I’ve 
received a 
questionnaire,  
it’s literally been 
like a spreadsheet 
from hell.”
Troy Hunt, Creator of @haveibeenpwned,  
Microsoft Regional Director, Pluralsight Author  
 
Troy is a security legend for testifying in front of the  
U.S. Congress about data breaches (seriously, Google it).

https://twitter.com/haveibeenpwned


When you receive a Security 
Questionnaire, do you see 
it as an opportunity to build 
trust—or a distraction that 
pulls focus for your team? 

WHY WE CREATED THIS GUIDE

No matter how you feel about them, they’re not going anywhere. In fact, they’ve been steadily 
increasing for technology vendors over the past few years. 

Despite their bad reputation, Security Questionnaires (SQs) are a chance to differentiate your  
offering, as well as win (and retain) business. But that’s only if teams can handle the volume  
of questionnaires—without sacrificing accuracy.

We’ve compiled dozens of tips from security industry pros to sales solution leaders which  
teach you how to answer SQs faster and better than ever before.

TL;DR: Here are 46 tips to execute your next 
questionnaire in record time.

Loopio’s Response Software helps companies supercharge their response process for Security 
Questionnaires, RFPs, DDQs, and more. With Loopio, teams can respond faster, improve response 
quality, and win more business.

ABOUT THE AUTHOR
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Whether you’re a team of 1 or 100+, you can develop 
resources to get a head start on questionnaires.  
Here’s what pros do to keep their teams ahead  
of prospect requests.

PLANNING

Get Ahead of 
Questionnaires 
Before You  
Receive Them
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“The more proactive you can 
be, the better. Maybe you 
don’t want to fit in their box, 
so fit in your own box.”

SECTION 1: PLANNING

“We have a document that we call the Veracode Information Security 
Exhibit—also known as the ‘VISE’. It is essentially a PDF, mapped to our 
information security policy. When we’re answering questionnaires, we 
reference specific sections within the exhibit. Prospects can go in and 
review a lot of information themselves.” 

— Sarah Small, Team Lead, Solutions Architecture, Veracode

Build a Comprehensive Security 
Exhibit for Prospects

— Linda White, Former Director of Cyber Security, UiPath

“A resource that has helped us a lot is the Consensus Assessments 
Initiative Questionnaire (CAIQ) from Cloud Security Alliance—we 
published the self-assessment on their website. This not only makes us 
much more transparent, but we can actually reroute a lot of requests to 
this resource. We also share our own information security whitepaper.” 

— Nadya Mamontova, PMO Team Lead, Miro

Leverage External Assessments 



“I have a trust package that I provide to companies before being asked 
to fill in a Security Questionnaire. It includes answers to our most 
commonly asked questions, including business continuity, security 
policies, and more. I’m a security team of one, so I’ve given my sales 
team access to this document, and they self-serve as needed.”

— Paul Langley, Senior Manager, Information Security, Loopio

Solo-Security Heros: Templatize  
Your Approach 

“If you fill out a lot of these questionnaires, you may want to consider 
preparing a set of responses to the Shared Assessments Standardized 
Information Gathering (SIG) or keeping past questionnaires organized 
and available in a database.” 

— Caroline Wong, Chief Strategy Officer, Cobalt.io

Original source: How to Survive a Vendor Security Questionnaire, blog.cobalt.io

Prepare Responses for Standardized 
Assessments in Advance

Want to compile a package of security information for prospects? Here’s what to include: 

Build Your Own Trust Package

Company overview

Encryption key management details

Security incident management procedures

Personal information processed  
by your product or service 

Privacy policy & compliance procedures

Reliability proof & data backups

Business continuity test results

Productive infrastructure &  
application access
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SECTION 1: PLANNING

https://blog.cobalt.io/how-to-survive-a-vendor-security-questionnaire-9c3be79e970f?gi=ce6223282b30


Agile, swift steps—that’s what it takes to close out a 
questionnaire for a competitive deal. Here’s how our  
experts build efficient processes that hit deadlines  
and avoid blockers. 

PROCESS

Create a Clear 
Process & Avoid 
Bottlenecks
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SECTION 2: PROCESS

“Before you start, you need to decide, ‘Does this match our core  
values and solutions?’ and ‘How much value does this bring in for  
our business?’ This allows you to say, ‘Yes, we are going to move  
forward, and here’s the strategy ‘ or, ‘This is just not a match for  
our company, and we shouldn’t put resources into it.’”

— Lisa Longley, Vice President, Weber Associates

Assess the Opportunity:  
Create a Go/No-Go Test

“I’ve found that what works best is to create an intake form and  
make it clear that this is the single place to go with an RFP or security 
questionnaire. That process allows you to have a single place that a  
sales rep can go to upload a document, and know that somebody  
will respond within a reasonable SLA, like 12 hours.”

— Andrew de Geofroy, VP, Solutions Consulting, VTS

Create a Single Entry Point

— Ben Chen, Sales Engineering Manager, Commercial Team, Clari

“We promote standardization, 
similar to interchangeable 
machine parts.”



“We’ve identified the right subject matter experts (SMEs) to handle 
specific follow-up questions in advance—which has been very effective 
for us. If there are any technical questions our solutions architects can’t 
answer using our response platform (Loopio) or any other security 
documents, then we reach out to the dedicated SMEs for answers.  
That’s really helped us to condense timelines.” 

— Sarah Small, Team Lead, Solutions Architecture, Veracode

Scale through Subject Matter Expertise 

Here’s how to establish a faster process to complete Security Questionnaires: 

Process Improvement Checklist

“We promote standardization across my Sales Engineers (SEs), similar to 
interchangeable machine parts. This way, if someone goes on vacation, 
we can easily transfer ownership. If someone needs assistance, others 
can jump in and already know what to do. Thanks to standardization, 
we’ve transformed our speed to deliver questionnaires from two weeks, 
to just a few days.”

— Ben Chen, Sales Engineering Manager, Commercial Team, Clari

Train Your Team like  
Interchangeable Parts 

Streamline how you assess incoming questionnaires.

Establish a single entry point for requests (and ownership from the start).

Engage internal experts in advance to speed up response times. 

Train your team to be interchangeable parts. The efficiency gains will be worth it. 

SECTION 2: PROCESS
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Writing answers to Security Questionnaires is a chance to 
build trust and win business—but this sales opportunity 
needs to be balanced with clear and direct answers.  
Here’s advice to keep your answers informative and beat  
out the competition. 

CONTENT

Balance Marketing 
Speak with Clarity 
& Accuracy
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“Security is not supposed to 
be appealing. It’s direct, and 
it’s a matter of reputation.”

“If we knew it was a competitive situation, our salespeople would bring 
me the competitor’s whitepapers. I would also look over their website 
and do a cross-comparison. This helped us understand what they don’t 
have or don’t mention. We’d look for anything that helps us understand 
what gives our company a differentiator.” 

— Linda White, Former Director of Cyber Security, UiPath

Cross-Compare with Competitors  
for Differentiation 

SECTION 3: CONTENT

“When it comes to writing Security Questionnaires, try to be as direct 
as possible. Here at Miro, we have six core values, one of which is ‘Yes 
to passion, no to BS.’ BS would be trying to make security responses 
appealing to someone. Security is not supposed to be appealing.  
It’s very direct, and it’s a matter of reputation.”

— Nadya Mamontova, PMO Team Lead, Miro

Be Direct and Clear in Your Answers

— Nadya Mamontova, PMO Team Lead, Miro



“The time to customize often comes down to being in a competitive 
situation. There’s always an opportunity to explain how you do things 
differently. If you’re going to say ‘no,’ it should be ‘no, but here’s how  
we do it better.’ It’s especially important if you’re in a head-to-head 
competition—it can be the difference between you and another vendor. 
This is also an opportunity to introduce requirements that a competitor 
may not have, to tilt the scale in your favor.”

— Andrew de Geofroy, VP, Solutions Consulting, VTS

Customize if You’re in a  
Competitive Situation

Establish a single home for all of your security content. Without a single system, things will 
likely get lost or become outdated, which makes it harder to complete responses quickly.  
Plus, you increase the risk of sending inaccurate information. 

Start your library with your most recent spec sheets. Bringing in all of your past product 
information will increase the chance for inaccuracies, and you’ll have to spend time editing your 
library before you can proactively share it with others. Keep it simple to start. Then, add more  
up-to-date information as you go.   

Use technology to make searching for answers simple. While organizing your content will 
help people find what they’re looking for easily, using a response automation tool, that matches 
questions and answers, will help save your team even more time.  

Response pro, Lisa Longley, Vice President, Weber Associates, shares three tips for simplifying  
your approach to security content management: 

Building a Security Content Library 

“Being able to reuse your answers will drastically help streamline and 
speed up your work. A lot of times customers and prospects will ask  
the same questions because everybody wants to know that their data  
is protected and secure. If you can get that into one repeatable format,  
it will save you a lot of time.” 

— Kelly Haydu, Senior Director, Information Security, Salsify 

Create a Repository of Past Answers 

1
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3
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SECTION 3: CONTENT



Due to the repetitive nature of SQs (who hasn’t gotten 
similar questions a million times?), the market for 
automation solutions has exploded in the past few years. 
Here, experts share the tools they use to knock Security 
Questionnaires out quickly. 

TOOLS

Set Up a More 
Efficient Tech Stack
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“We manage documentation in Highspot, which is a content management 
and sharing software that integrates with Gmail. It’s great as a central spot 
to find and share versions of supporting documentation. It also provides 
engagement analytics, so we know when somebody opened and read our 
documents, and much time they have spent on them.” 

— Ben Chen, Sales Engineering Manager, Commercial Team, Clari

Highspot for Content  
Management

“The last thing that I want to happen is to delay a deal because a sales  
rep can’t get an answer from me. So, I’m piloting the Slack integration  
for Loopio. With this integration, the sales team can search for answers 
while they are onsite with the customer using Slack, instead of having 
to wait for a response from us. This will remove ourselves from being a 
bottleneck in the process and provide answers to sales at their fingertips!” 

— Kelly Haydu, Senior Director, Information Security, Salsify

Enable Sales to Self-Serve  
through Loopio & Slack 

SECTION 4: TOOLS

— Lisa Longley, Vice President, Weber Associates 

“Technology provides the 
most efficient way to match 
content and questions.”

https://www.loopio.com/blog/loopio-slack-integration/?utm_source=content&utm_medium=organic&utm_content=sq-guide
https://www.loopio.com/blog/loopio-slack-integration/?utm_source=content&utm_medium=organic&utm_content=sq-guide


“We’d always set up a Zoom or Webex meeting to kick-off time-sensitive 
projects. Email does not work. Stakeholders need to see my face and 
hear my voice so I can communicate the urgency. You also need to 
establish why it’s relevant to them. Reiterate that you’re a team, and 
here’s why we all have skin in the game.”

— Linda White, Former Director of Cyber Security, UiPath

Host Kick-off Meetings via  
Webex or Zoom 

“We have a Confluence page that has all external-facing documents, so 
our salespeople can go pull any sort of supporting documents they may 
need. What’s nice is that they can go right to them, and they don’t need 
to ask me because they know exactly where everything is.”

— Benjamin Savory, Information Security and Compliance Analyst, Evive

Keep Documents Accessible  
in Confluence

Build a tech stack that enables your less technical team members to self-serve. 

Look for tools with a simplified search function and user interface (it’ll save a lot of training time).

Explore solutions that integrate easily with existing tools, which will help with adoption.

Looking to update your tech stack? Here’s what you need to know:

Use Tools that Simplify Your Search for Answers 

1
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SECTION 4: TOOLS



Security wants to focus on keeping their company secure. 
Sales and Solutions Engineers want to move deals forward. 
Here’s how to make Security Questionnaires a collective 
effort, and get buy-in across your organization. 

COLLABORATION

Build Effective 
Company-Wide 
Partnerships 
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“The last thing that I want 
to happen is to delay a deal 
because a sales rep can’t get 
an answer from me.” 

SECTION 5: COLLABORATION

“I always made a point of under-promising and over-delivering for the 
sales team. They’d ask for something by Friday, and I’d make sure to give 
it to them by Thursday morning or Wednesday late at night. Kindness 
doesn’t cost anything—but it reaps great rewards.” 

— Linda White, Former Director of Cyber Security, UiPath

Win Sales Team Members  
by Overdelivering

“You have to start at the executive level. Get them comfortable 
with the idea of using a shared platform to streamline your security 
questionnaire work. Once you have buy-in, you can then solicit 
managers to get involved to help build the content. You’ll need to 
ensure that the people who are responsible for the day-to-day work are 
maintaining the content. This isn’t a set and forget type of platform.”

— Kelly Haydu, Senior Director, Information Security, Salsify

Work Your Way from Top to Bottom  

— Kelly Haydu, , Senior Director, Information Security, Salsify 



“If we have a super long questionnaire, we distribute it evenly between 
three sales engineers. I am the first-line reviewer, so we edit and make 
sure that our team’s responses are mostly correct—about 90-95%. 
Whatever is remaining goes to the final reviewer, our Chief Information 
Security Officer (CISO). This greatly reduces our CISO’s time for review.” 

— Ben Chen, Sales Engineering Manager, Commercial Team, Clari

Strategize on When Each  
Expert Should Contribute

“Be aware of who you’re talking to. Consider what their day-to-day looks  
like. Just because this questionnaire is a priority for me, doesn’t mean it’s 
a priority for everyone. Being understanding and willing to meet people 
halfway is very important.”

— Sarah Small, Team Lead, Solutions Architecture, Veracode

Negotiate Deadlines by  
Leading with Empathy

To create a better workflow, facilitate some IRL moments. Here are a few ideas:

Don’t Forget About In-Person Touch Points

Ask for Help to Ensure Accuracy 
 
“Don’t be apprehensive or afraid to ask 
anybody in your company for help.  
I always schedule some time with my 
colleagues that are in technical security  
roles. It takes more time, but I’d rather  
ensure accuracy.”  
 
— Benjamin Savory, Information Security  
 and Compliance Analyst, Evive 

Calls Close Deals  
 
“Security questionnaires only provide so 
much context, so you may have to jump 
on a call to obtain security approval.  
I require my team to memorize answers, 
so they’re prepared when they get on the 
phone with a customer.”  
 
— Ben Chen, Sales Engineering Manager,   

 Commercial Team, Clari

1 2
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SECTION 5: COLLABORATION
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Want to see how Loopio automates  
repetitive parts of the response process?

Start Finishing Security 
Questionnaires Faster, Now 
Here are three ways you can immediately start using this guide:

CONCLUSION

Use expert tips on planning, process, content, collaboration, and technology in this guide to  
spark ideas on where to gain efficiencies.

Share this report with everyone involved in the Security Questionnaire process, from sales team 
members to executives and security experts. Each team will likely have a different take, so it’s 
important to get everyone on the same page. Then, you can determine your priorities together.

Are your tools giving you a way to find, store, and maintain accurate, up-to-date Security 
Questionnaire answers? If not, software can help. It can increase submission speed, and support 
large teams to collaborate more effectively.

Assess Your Response Process

Align on Key Areas for Improvement

Enable Your Team with Technology

Watch 4-Minute Video Walkthrough

1

2
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