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Holistic Network Security

CEOCFO: Mr. Kallhoff, the tag line on your site is aggressive information security. 
What is your approach at Infogressive?
Mr. Kallhoff: We take a more holistic approach in protecting organizations all over the 
world from cyber threats. Our aggressive approach means that we do more than the 
minimum basics or just enough to meet compliance. We focus on reducing risk and 
actually stopping attacks, not just checking boxes.

CEOCFO: Would you give us an example something that you consider that others 
do not put in the mix?
Mr. Kallhoff: Our approach is based on the SANS 20 Critical Security Controls. Much of 
my training and our team’s training came from SANS. We believe in their mission and 
their approach to information security. The SANS 20 Controls are more holistic and they 
are not industry specific. When organizations ask us where they should start or where 
they should spend resources, which we usually refer back to the SANS 20 controls. We 
have integrated them throughout what we offer for services and products because we 
believe they can reduce risk dramatically for all organizations.

CEOCFO: What types of companies look to you for products and services?
Mr. Kallhoff: If you look at our customer base, it is very diverse. Organizations from 
small to large, private and public, state, local and federal government, and across all 
industries. Today we have customers in almost all 50 states and five countries. 
Cybersecurity is not a regional or industry specific problem. It is a global pandemic that 
will change the future of the world.

CEOCFO: Are companies coming to you because they know that you provide a more in-depth approach or are 
they often surprised at what you do?
Mr. Kallhoff: It is still a pretty immature and new field. As a result, customers struggle to know what they need and when 
they do, they have a hard time locating organizations that are truly passionate and capable of executing on their needs. 
There are too few security organizations that understand the problem and focus on truly helping the customer. There are 
too many that focus on meeting quota and delivering dollars to shareholders. Many customers make their security 
decisions based on price only. If you compare it to healthcare, do you chose your cardiac surgeon based on the price that 
he/she charges to perform your heart transplant? Absolutely not! You make that decision based on who you trust and the 
one that will do the best job. The same decision making process should apply to choosing your cybersecurity firm. 

CEOCFO: How do you break through so that people will know what you do and why they should be using your 
services?
Mr. Kallhoff: I am the first person to admit that marketing and brand awareness are not strengths of mine. As the founder, 
my background is engineering and technical, which is part of the reason that our organization has grown steadily, but not 
as quickly as we probably could or should have. I attribute much of that to not having a strong understanding of marketing 
and hiring the right group of people early enough in our organization’s lifetime to get the work out there. The good news is 
we are changing that right now. Hiring a director of marketing is a current effort, so if you know anyone, send them our 
way!

CEOCFO: How do you interact with your customers on a daily basis? Are you sending alerts or monitoring their 
systems?
Mr. Kallhoff: It depends on the customer and which product and services that they have purchased. For those that are 
paying for our managed security services, they are probably hearing from us on a regular basis, via phone and in person, 
as well as through alerts and emails. Before starting Infogressive, I worked for large telecom and large financial services 
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organizations. I remember my inbox being inundated with alerts that I ignored. It is Infogressive’s goal to not send 
customers meaningless or large volumes of alerts and notifications which do more harm than good. When it actually 
comes time for them to pay attention, we want them to act. It is our job to provide our customers with actionable and 
pertinent information. 

CEOCFO: How do you stay ahead of the new threats and the new technologies?
Mr. Kallhoff: I consider myself pretty lucky because it was not something that I sought out to do, but I have built a very 
strong network of peers. It really started with SANS and going through their training classes early in my career. I made 
friends with many of the instructors and course authors over time. We go to many of their events still today, so I still see 
them and continue to build awesome relationships with leaders in our industry. Peer to peer information sharing is very 
valuable. I have also been lucky enough to get involved with some law enforcement entities. The U.S. federal government 
has improved their information sharing effectiveness drastically over the last few years. We also get information from our 
commercial partners that focus solely on cybersecurity.

CEOCFO: Do you see partnerships or channel partners as a way of reaching a larger audience for your products 
or will you leave that up to the new marketing person to decide?
Mr. Kallhoff: Every day our commercial partners send their customers and prospects our way. This is proof that our 
partners trust and respect our team. Many of our partners are product focused, it takes trained humans to deploy and 
manage even the best technology, which is what we provide to our customers and partners alike.

CEOCFO: What has surprised you about the security industry as it has developed?
Mr. Kallhoff: I am surprised at how unaware and uneducated the public and industry still remains about cybersecurity. I 
would estimate that only about 5% of organizations that we interact with today have a solid grasp on how to create a solid 
security program. Many organizations are sold security products and services based on more marketing than empirical 
evidence. 

CEOCFO: Put it all together for our readers. With many companies in your industry, why chose Infogressive?
Mr. Kallhoff: There are many organizations focused on cyber security and it is a rapidly growing market. You are seeing 
many big players trying to acquire talent in order to say that they do it. Cyber is such a new field and so rapidly changing 
that it is my opinion that you need a smaller entity that is truly passionate about what they do. It is about more than just 
revenue and shareholder value. We protect our customers’ networks as if they are our own and we take it very seriously, 
almost personally. Sometimes that is tough, because we might be “calling their baby ugly” or telling them that they are 
doing something wrong. However, we have built a culture of pain in the short term is better over the long term for our 
customers. Therefore, it has to be an educational process. Part of our job is to educate the customer as to why we are 
doing what we are doing and what training they should go through. We do not want to keep secrets from the customer. It 
is not a secret about how we became knowledgeable in our field. We want them to take the same path so that they can 
protect themselves. We are passionate and we are in a state of constant learning, because the cybersecurity field 
requires it. 

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine

For more information visit: www.infogressive.com

“Cybersecurity is not a regional or industry specific problem. It is a global pandemic that will change the future of the 
world.” - Justin Kallhoff


