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02 — Executive Summary &

The One-Page
View

Upwind Security raised $250M in January 2026 at a $1.5B valuation, grew ARR over 4,000%
between 2024 and 2025, and now serves over 200 enterprise customers including Roku, Siemens,
Peloton, and Carvana. The runtime-first positioning is genuinely differentiated — and the claim that it

cuts irrelevant alerts by 98% and CVEs by 60% is the strongest proof point in the market.

The core gap is that the CNAPP platform page and Al Security Platform page are still primarily

written for the security engineer who already believes runtime matters. At $1.5B valuation, Upwind is

now selling to CFOs who need to justify platform consolidation spend, CISOs who are being asked
why they are not using a legacy CNAPP, and executive sponsors who need to understand why the

runtime revolution is worth prioritising this quarter over everything else on their roadmap.

A The proof points are buried. 98% alert Platform breadth is a double-edged story. 15+

reduction and 60% CVE reduction are the
strongest claims in the market — but they sit in
small text, not in the headline or the hero section
where they would move buyers.

Urgency is absent. "Cloud and Al environments
are constantly changing" is a statement of fact,
not a reason to act. The content does not
connect the threat environment to a specific cost
or consequence for inaction.

)8

solution categories on one page signals
consolidation value to a security leader but reads
as feature sprawl to a CFO or board who does
not have a reference point.

The consolidation ROI case is missing.
Replacing 5-8 point tools with Upwind has a real
financial story — but the content does not
quantify the cost savings or operational
efficiency gains that make the CFO conversation
possible.
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What Upwind's
Content Does Well

The foundation here is strong — genuinely differentiated in several areas. The gaps are about

amplifying what exists, not rebuilding from scratch.

The Runtime-First Narrative Is Genuinely Differentiated v Strong
"Cloud Security for the Al and Realtime Era" is a clear, defensible category claim. The logic

— that static scanners cannot keep up with dynamic, Al-driven environments — is sound and

consistently applied across pages. It gives the platform a reason to exist beyond feature lists,

which most CNAPPs fail to articulate.

The Proof Points Exist — 98% and 60% Are Remarkable Claims v Strong
Cutting irrelevant alerts by 98% and CVEs by 60% through runtime context is not a marginal

improvement — it is a category-redefining claim. The customer quote from CAVA ("if there is

an alert we take it seriously because there are no false positives") validates this

operationally. These numbers are strong enough to anchor an entire enterprise sales

conversation. They just need to lead, not follow.

Customer Logos Signal Enterprise Credibility v Strong
Roku, Siemens, Peloton, Wix, Carvana, and Waste Management on the same CNAPP page

is a high-quality trust signal that spans tech, consumer, retail, and industrial sectors. This is

exactly the portfolio diversity that enterprise procurement teams look for when evaluating

whether a vendor can handle their environment's complexity.

The Al Security Expansion Is Technically Credible v Good
The December 2025 Unified Al Protection launch — AI-SPM, Al-BOM, Al Network Visibility,

MCP Security, and Al Security Testing — is one of the most comprehensive Al security

capability releases in the CNAPP market. The detail level in the product blog is genuinely

impressive. The gap is that this depth has not translated into simplified, buyer-ready content

for CISOs and executive sponsors.

Agentless + Runtime Positioning Removes a Key Objection v Good
"The ease-of-use of agentless and the power of runtime" is a smart framing that directly

addresses the deployment friction objection that kills CNAPP evaluations before they reach

procurement. Naming both modes — and presenting them as complementary rather than

competing — shows awareness of the actual sales conversation.



04 — Where Buying Momentum Slows

Where the Content
Loses the Room

Soreng&Co.

These are the moments where a non-technical stakeholder — or a technical buyer comparing

Upwind against a Wiz or Palo Alto proposal — disengages or defers.

® HIGH PRIORITY

The Hero Headline Does Not Land for Non-
Technical Buyers

"Cloud Security for the Al and Realtime Era" is a
positioning statement, not a value proposition. A CFO or
Executive Sponsor reads this and has no immediate
understanding of what Upwind protects, why it matters
financially, or why the timing is critical. The strongest
proof points — 98% alert reduction, zero false positives
— are nowhere near the headline.

® HIGH PRIORITY

The Consolidation ROI Case Is Completely
Missing

Upwind's core enterprise pitch is displacing 5-8 point
security tools. That is a significant procurement and
operational decision. The financial case — licensing
cost savings, alert triage time reduction, engineer
headcount efficiency — is not addressed anywhere on
the platform page. At a $250M Series B, buyers expect
to see why consolidation with Upwind is better than the
tools they already have.

® MEDIUM PRIORITY
No Differentiation Against Named Competitors

Every enterprise CNAPP evaluation includes Wiz, Palo
Alto Prisma, and CrowdStrike Falcon. Upwind's runtime-
first approach is genuinely different — but the content
does not make that comparison explicit. A buyer doing
parallel evaluations has no Upwind-authored reference
point for the difference. That gap is currently filled by
whatever the competitor's sales team says.

® HIGH PRIORITY

Platform Breadth Reads as Feature Sprawl
Without a Value Hierarchy

The CNAPP page lists 15+ solution categories: CSPM,
CWPP, CDR, CIEM, DSPM, Al-SPM, IaC, SCA, DAST,
ASM, MDR, and more. For a security engineer, this is
comprehensive. For a CFO reviewing a platform
consolidation decision, it is overwhelming without a clear
answer to "what do we get first and why does it matter?"

® MEDIUM PRIORITY

Customer Evidence Is Directional, Not
Operational

The Vectra quote ("We needed to know what
vulnerabilities are real") and CAVA quote ("if there is an
alert we take it seriously") are directionally strong. But
they describe the problem, not the outcome. A
procurement team needs to know: how many days to
deployment, how many tools replaced, how many alerts
reduced in the first 30 days. Those numbers exist inside
Upwind's customer base — they are just not on the
page.
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Five Ways to
Strengthen the Narrative

Each recommendation directly addresses a gap identified in the audit — starting with the changes

that move enterprise deals fastest.

R1

R2

R3

R4

R5

Move the Proof Points to the Top

98% alert reduction and 60% CVE reduction are the strongest claims in the CNAPP market. They belong in the
hero section — not buried in feature descriptions. Restructure the CNAPP page so the headline leads with the
operational outcome ("Security teams running Upwind investigate 98% fewer alerts — because runtime tells
them which ones actually matter") and the platform description follows as the explanation of how.

Build a Consolidation ROI Brief

The CFO conversation Upwind needs to support is a platform consolidation decision, not a single-tool purchase.
A dedicated "Platform Consolidation Guide" — quantifying the average number of tools Upwind replaces, the
annual licensing delta, and the engineer hours saved on alert triage — gives the internal champion a financial
argument they can take to the budget conversation. The People.ai case study has the raw material. It needs to
be packaged as a financial narrative, not just a technical win.

Produce a Runtime vs. Static Scanner Benchmark Report

The foundational claim of Upwind's positioning — that runtime-first security outperforms static scanners in real
environments — deserves its own structured, evidence-backed report. A benchmark comparing alert fidelity,
mean time to investigate, CVE prioritisation accuracy, and deployment speed between runtime-first and
agentless-only approaches would be the most influential piece of content Upwind could produce. It both
validates the category thesis and directly arms the sales team for every competitive evaluation.

Add a CISO-Level Executive Brief for the $250M Funding Moment

The Series B announcement is a credibility moment that most buyers will Google before a discovery call. Right
now, that search returns the press release — a funding announcement, not a security argument. A companion
executive brief — "Why the Runtime Revolution Is the Most Important Cloud Security Decision CISOs Are
Making in 2026" — converts the funding PR moment into a long-form buying signal that positions Upwind as the
category author, not just a well-funded vendor.

Turn Al Security Depth into a Buyer-Ready Technical Guide

The December 2025 Al Security launch blog — covering AlI-SPM, Al-BOM, Al Network Visibility, MCP Security,

and Al Security Testing — is genuinely comprehensive. But it reads as a product announcement, not a security
practitioner's reference guide. Reformatting this into a structured technical guide ("How to Secure Al Workloads
Across Your Cloud Stack: A Practitioner's Reference") extends the shelf life of the content and turns a one-time
launch asset into an evergreen enablement resource for every Al security conversation.

Soreng&Co.

IMPACT

IMPACT

IMPACT

IMPACT

IMPACT
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The Rewrite
In Practice

"Cloud and Al environments are constantly
changing, creating risks that static tools and siloed
workflows miss. Upwind unifies application
security, security posture, and real-time protection

on a single platform."

<+

"Security teams running Upwind investigate 98%
fewer alerts and cut CVE backlogs by 60% —
because runtime context tells them which risks are
actually active, not just theoretically possible. One

platform. No false positives. No more guessing."

Why this works better: The original opens with a problem statement that every CNAPP vendor also uses (“constantly

changing environments"). The revised version opens with the outcome that makes Upwind unique — a specific,

quantified operational improvement — and closes with the implication for the team doing the work. It immediately

answers the CISO's and CFO's most important question: what changes on day one?

"With Upwind if there is an alert we take it

seriously because there are no false positives."

<+

"Before Upwind, our team was triaging [X] alerts a

week — most of them noise. Within [30 days / 60

days] of deploying Upwind's runtime sensors, we

reduced that volume by over 90%. Now if there is
an alert, we act immediately. No debate about

whether it's real."

Why this works better: "No false positives" is a product claim. The revised version turns it into an operational

before/after story — with a volume number, a time horizon, and a behavioural change — that a procurement team, a
CFO, and a CISO can all act on independently. One number from a named customer is worth more than a page of

feature descriptions.
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Who Reviews This —
And What They Find

At $1.5B valuation and Fortune 500 customers, Upwind's deals involve 6-8 stakeholders across

security, finance, engineering, and the executive layer. The content currently serves two of them.

Does runtime-first give me better coverage than what |
CISO . Partially
already have, and can | defend this to the board?

Head of Cloud / Platform Does this work across our AWS, Azure, and GCP stack
Engineering without disrupting developer velocity?

Addressed

] What do we save by consolidating onto Upwind vs.
CFO | Finance Sponsor ) ) Gap
renewing the 6 tools it replaces?

i . Will this slow down our developers or integrate into the
VP Engineering | CTO o Partially
build pipelines we already use?

Is Upwind SOC 2 compliant? How does this compare to
Procurement / Legal . . Gap
Wiz or Palo Alto on a feature matrix?

. Why is the runtime revolution the most important cloud
Executive Sponsor | CEO o , Gap
security investment we make this year?

The pattern: The content is well-optimised for cloud and platform engineers — and partially for the CISO. Every other
stakeholder in an enterprise deal lands on a page that does not speak their language. At $1.5B valuation, the

expectation is that Upwind's content does the heavy lifting in multi-stakeholder deals — not just the sales team.



08 — Priority Matrix Soreng&Co.

Where to Focus
First

Ranked by impact on enterprise deal velocity and the CFO conversation that most commonly stalls

Upwind's sales cycle at Series B stage.

Hero Rewrite — Lead with Proof Points m m ]
Platform Consolidation ROI Brief m m (X J
Runtime vs. Static Benchmark Report m m 000
CISO Executive Brief (Series B Moment) m m L X
Customer Outcome Quantification m m ]

Al Security Technical Practitioner Guide m m 00

Effort scale: One dot = low effort - Two = moderate - Three = significant - Four = heavy lift. The hero rewrite and customer outcome

guantification have the highest impact-to-effort ratio — both are one-day tasks that change every subsequent buyer interaction immediately.
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What a Stronger
Narrative Unlocks

Upwind's product is already winning enterprise deals on the strength of its technology. The question

Soreng&Co.

is how much faster those deals close — and how much larger they get — when the content supports

the full buying committee.

Upwind grew ARR 4,000% on technical excellence. The next
phase of growth requires content that translates that

technical excellence into business outcomes every person

in the buying room can act on — not just the engineer who

ran the POC.

Faster CFO Sign-Off

A consolidation ROI brief removes
the biggest stall in enterprise
security deals — the finance review
that happens after a CISO champion
is already sold.

©)

Category Ownership at $1.5B

A Runtime vs. Static Benchmark
Report makes Upwind the
authoritative source for the category
debate — not just a participant in it.
Gartner and analysts cite
benchmark reports. Press releases
do not travel that way.

>

Higher Win Rate vs. Status
Quo

The biggest competitor in every
CNAPP deal is "renew what we
have." A financial case for
consolidation makes that
comparison explicit — on Upwind's
terms, not the incumbent's.

]

Inbound at a Higher Purchase
Intent Level

Gated benchmark and consolidation
ROI content attracts buyers who are
already in an active evaluation —
improving pipeline quality and
compressing time-to-first-call.

8

AE Enablement Without SE
Support

A Benchmark Report and Executive
Brief give every AE a credibility
asset they can share before a demo
— reducing dependency on solution
engineers for initial qualification
calls.

<

AWS and Partner Co-Sell
Activation

The AWS Security Hub integration
(Feb 2026) and multi-cloud
partnerships need joint content. A
"Securing Cloud and Al Workloads
on AWS with Upwind" technical
guide activates a distribution
channel that currently carries no
Upwind-authored content.
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Where to Go
From Here

If any of this resonates,
let's talk about what's next.

Soreng & Co. helps cybersecurity companies turn technically superior products into
content that works for every person in the buying room — not just the engineer who
ran the POC. Every engagement starts with understanding what your buyers

actually need to hear at each stage of the deal.

Technical White Papers Benchmark Reports Executive Briefs

Consolidation ROI Guides Sales Enablement Kits Messaging Frameworks

Pratik Soren pratik@soreng.co - soreng.co



