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The Integration Veto

It happens in discovery, in the demo, and sometimes at the finish line. A qualified prospect with real budget, real urgency, and
clear fit asks: do you integrate with [vendor]? If your answer is uncertain, qualified, or honest about a backlog, the deal slows. If a
competitor can answer yes with specificity and a credible delivery timeline, the deal moves — toward them.

Synqly's State of Cybersecurity Integrations 2026, based on research with senior product, engineering, alliances, and executive
leaders, documents a consistent pattern: integration gaps are not just a product problem. They are a revenue problem. This guide
is written for CROs, VPs of Sales, and revenue leaders who need integrations to stop being a liability in the sales cycle and start
being a competitive advantage.

The Cost of "We'll Build That"

When a prospect surfaces an integration requirement, the instinct is to say yes and sort out delivery later. The problem is what
happens between the commit and the close — and what happens after.

The Quarter-Long Build Cycle

Synqgly's research documents a consistent finding: while the actual engineering work to build a point-to-point integration may
take days or weeks, the pre-development overhead — establishing a vendor partnership, obtaining NFR license access, setting
up a test environment — typically extends the real timeline to one full quarter or more.

Before a line of integration code is written, someone has to identify and engage the right technical contact at the partner vendor,
negotiate a Technology Alliance Program agreement, obtain a Not-for-Resale license, and provision a test environment. For a
sales team working a deal with a close date inside that quarter, "we'll build it" puts you at a distinct disadvantage if your
competitor already has the integration.

The One-Off Integration Trap

Even when a deal-driven integration does get built in time, it creates a different problem. A point-to-point integration built to win
one deal is built for one customer's configuration. It does not generalize. As the integration portfolio grows, so does the
maintenance burden — engineering capacity that could be building the next differentiating feature is instead keeping existing
integrations from breaking.

The Competitive Surface Area of Integration Gaps

Every integration a competitor offers that your product does not is a door they can walk through in a competitive evaluation.
Security and IT buyers are sophisticated. They run integration scorecards. They ask questions in RFPs that are specifically
designed to surface gaps. The integration gap is also a marketplace gap: 54% of product leaders in Synqly's research cited
access to a partner's online marketplace as a significant growth driver.



What Integrations Are Actually Worth

The revenue case for integrations is not just about the deals that integration gaps are losing. It is about what integrated
customers are worth compared to customers who are not integrated — and the difference is material.

Integrated Customers Are Stickier Customers

All product leaders interviewed in Synqgly's research agreed on one finding: customers using two or more integrations in
production are observably harder to churn. Integration creates switching cost that is not contractual — it is operational. Replacing
a product that is actively connected to the customer's SIEM, ticketing system, and identity provider is not a lift; it is a migration
project.

The ARR mechanics of this are direct. Integrated customers churn at lower rates, reducing loss below the industry standard. They
renew at higher rates. They expand more readily because the integration infrastructure is already in place. The customer who
integrates is not just more retained — they are more valuable in every revenue metric that matters.
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Integrations Change the Economics of Every Deal

A deal closed with active integrations in scope is a different deal than one closed without them. The integration is not an add-on;
it is a commitment structure. When a customer's workflows depend on your product's connection to their stack, the contract is
reinforced by operational dependency.

For sales leaders, the implication is that integration capability is not just a feature to check in a competitive evaluation. It is a deal-
qualifying signal. Prospects who ask about integrations early are signaling that integration will be part of their success criteria —
and their renewal criteria.

A 2025 IBM and Palo Alto study found that customers with integrated security ecosystems reported measurably lower breach costs and
faster incident response times. Integration is not a convenience feature for enterprise security buyers — it is a risk management decision.

What "Yes" Looks Like with a Unified API Platform

A unified API platform changes the integration equation for sales in three specific ways: it compresses delivery timelines, it
expands the roster of integrations you can credibly commit to, and it changes the specificity of what you can say in a competitive
evaluation.

Saying Yes with Specificity

The difference between a convincing yes and a hopeful yes is specificity. Prospects who have been burned by integration
promises before — and most enterprise buyers have — can hear the difference. A unified API platform that manages vendor
relationships, absorbs APl changes, and monitors integrations for breaks gives sales teams the specificity that closes deals: yes,
we support that integration, here is what the deployment looks like, here is the SLA.



Handling Integration Objections and the Sales Leader's Checklist

Here are the integration objections sales teams encounter most often, and how a unified API platform changes the answer.

"We tried to integrate with you before and it broke."

This is a credibility objection, not a technical one. The answer requires specifics: how break and change monitoring works, what
the SLA covers, and what the escalation process looks like when a connected vendor APl changes. Generic assurances do not
close this objection. A platform with documented monitoring and a named process does.

"Your integration list is shorter than your competitor's."

The response is category coverage, not connector count. A platform that covers SIEM as a category — every major SIEM
provider, current and future — is more valuable than one that lists twenty named point-to-point integrations. Explain the
integrate-once architecture and what it means for the prospect's specific stack.

"We need this integration before the end of quarter.”

This is a timeline objection that a unified API platform is specifically built to answer. The pre-development overhead — vendor
relationship, NFR access, test environment — is already handled. The question to answer is: what is the specific timeline from
contract to production for this integration with this platform?

"We need on-premises deployment for our security environment."

This closes faster with specifics about bridge architecture and air-gapped support. Have a deployment diagram ready. Enterprise
security buyers in regulated environments have asked this question before and received vague answers. A concrete architecture
reference wins this objection outright.

"How does this work with our Al initiatives?"

MCP support is the specific, demonstrable answer. Al agents that can access the full integration surface via a unified APl are a
direct response to security teams trying to build agentic workflows without rebuilding their integration layer. This objection is an
opportunity, not a risk.

THE SALES LEADER'S EVALUATION CHECKLIST

Prioritize speed, breadth, and the credibility of commitments.

SPEED & DELIVERY

How long does it take to go from contract to a production-ready integration for a named vendor?
Is the pre-development overhead — vendor relationship, NFR access, test environment — handled by the platform?

What is the platform's process when an integration requirement comes in mid-quarter?

BREADTH & COVERAGE

What is the breadth of the connector ecosystem by category — not just named integration count?
When a customer asks about a specific vendor not yet in the ecosystem, what is the answer?
How does the platform handle a connected vendor API change in production, and how quickly?

Does the platform support MCP for Al agent access to the full integration surface?

COMPLIANCE, DEPLOYMENT & COMMERCIAL

What deployment models are supported — cloud, on-premises, hybrid, air-gapped?
What compliance certifications does the platform hold — SOC 2, OCSF, OSCAL, FedRAMP?
What SLA governs platform uptime and what is the remediation process when it is breached?

How does pricing scale with connector growth and customer count?



Synqgly is The Connected Platform for Security, IT, and Al — the largest ecosystem of security and IT connectors available through

a unified API. For security and IT software vendors, Synqly is the integration infrastructure that makes "yes" a credible answer in
every sales conversation.

The Broadest Connector Ecosystem in the Category

Synqly supports integrations across thirteen categories: application security, asset management, cloud security, endpoint
detection and response, identity, incident response, notifications, SIEM, cloud storage, email security, vulnerability management,
ticketing, and sink. Each connector is maintained through an active vendor relationship, continuous APl monitoring, and break
detection — not built on public APls alone.

Days, Not Quarters

Synqgly manages the vendor relationships, Technology Alliance Program agreements, NDAs, and NFR license access across its full
connector ecosystem. The pre-development overhead that extends in-house integration timelines to a full quarter is already
handled. For a sales team working a deal with an integration requirement, that timeline is the difference between a credible
commitment and a stall.

Integrate Once. Win Across the Category.

When a Synqly customer integrates into a category — say, SIEM — they gain access to every SIEM connector in the ecosystem,
including providers added after the initial integration. For sales, the implication is direct: the answer to "do you integrate with X?"
is almost always yes, because the category is covered and grows without additional engineering.

Deployment That Closes Regulated Deals

Synqgly supports on-premises, cloud, and hybrid deployments through a bridge architecture that enables connectivity to systems
behind firewalls and in air-gapped environments. For enterprise security buyers with strict data residency or compliance
requirements, this is not a feature — it is a requirement. Security reviews that would otherwise stall a deal have clear,
documented answers.

The Al Differentiator

Synqly's support for the Model Context Protocol (MCP) connects Al agents and LLMs to the full security and IT connector
ecosystem via a unified, normalized API surface. In a competitive evaluation where Al capabilities are a differentiator, Synqly's
MCP support is a specific, demonstrable answer to how Al agents access integration data — not a roadmap item.

99.9% Uptime SLA
Syngly maintains a 99.9% SLA for platform uptime. For enterprise buyers evaluating the reliability of integration infrastructure that

their production workflows depend on, this is a named commitment — not a general assurance. SOC 2 certified. OCSF and
OSCAL aligned.
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Syngly is The Connected Platform for Security, IT, and Al. Built from the ground up for
OEM and enterprises, Syngly’s patent-pending data orchestration and normalization
layer streamlines product integrations, leveraging a unified API. Syngly delivers the
secure integrations that customers demand, continuing to set the standard for
scalable, secure, and efficient integrations across the industry.



