
Application Visibility 
and Risk Report 

A tool for closing more business!
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What is an AVR Report?

• Helps close more business 
- Builds a powerful business case for 

Palo Alto Networks with C-level 
audiences

- Makes our solution a must have, not 
a nice to have

- Use it early to gain commitment for a 
C-level meeting / economic buyer -
PRIOR to installing the evaluation 
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Key Elements in an AVR Report 

• Summary of the findings 
- Key facts on what was found

• Details of the findings 
- Details on applications, threats, bandwidth, URLs 

• Recommended actions
- Compares the existing policies with what was found
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Summarizes what was found…

• Tells the budget holder what we 
are going to review

• Presents findings in clear, 
business oriented manner

• Introduces business risks 
associated with the application 
traffic



© 2009 Palo Alto Networks. Proprietary and Confidential.Page 5 |

Details on the findings…

• Delivers details on what 
was found

• Top applications

• Top high risk 
applications 

• URLs, Threats, 
bandwidth consumption
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Conclusion: Findings and Recommendations 

• Findings should reflect the  
discrepancies between what the 
customer security policy was 
designed to accomplish and what 
was really happening 

• Recommendations are tailored to 
address key issues uncovered and 
documented in the earlier pages of 
the report and summarized in the 
findings. 



© 2009 Palo Alto Networks. Proprietary and Confidential.Page 7 |

When to Use the AVR Report

• Targeted at accounts where:
- The champion is willing to set up a meeting with the 

economic buyer (C-level or other) and said person 
is receptive to a meeting

- Tech champion loves the product has no budget  
authority for it

- We found and fixed some issues they were 
unaware of

• Not recommended for accounts where:
- Reception of Palo Alto Networks is lackluster

- Did not find anything interesting during the eval

- Account status is on life support

- Palo Alto Networks champion is unwilling or unable 
to help set a C-level meeting
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Delivering the AVR Report

• Recommended delivery methodology 
- Face-to-face meeting 

Palo Alto Networks Sales/SE, our champion, the C-level/economic 
buyer, partner

- Take the time to print it in color

- Use Palo Alto Networks folders, combined with a literature, and the 
corporate backgrounder

- Set the stage – once we are finished, let’s talk about ordering 

- Report delivery should be a team effort – led by sales, supported by 
SE

Walk through the report, talking about what was found, what it means 
and recommendations
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Results

• AVR has been instrumental in helping Palo Alto Networks 
achieve our revenue targets

- Helps partners make more money

- Close more deals

- Charge as a service 

• Some statistics
- Produced more than 160 AVR Reports

- AVR helped generate more than 60% of our revenue to date

• No other vendor provides a business tool like this
- Use it as a differentiator 
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Assembling the AVR Report

• C-level meeting commitment 
- Export statistics from evaluation box (CLI command) 

tftp export stats-dump to [ip address]

scp export stats-dump to [ip address]

- Data is exported in a tar.gz file – do not unzip it or alter it! 

- Best results are after it has been tuned a bit and has run for at least 
24 hours

- Information on their application usage policy –
This allows you to show that what they have is not working!

• Print report in color – make copies for all attendees

• Close the deal! 



Thanks!


