When it comes to engaging a penetration testing company, one persistent question clients often ask is: do
pentest companies talk directly to engineers, or do they only interact through sales teams? This question
matters more than you might think. It impacts everything from how accurately the project is scoped to how

smoothly technical questions are answered during the engagement.

In this article, we'll dive into the communication models common among pentest providers, with insights drawn
from reputable companies such as Hackeroo, binsec group GmbH, and Pentest Collective GmbH. We will
also explore how transparent pricing, manual testing practices, and team composition—especially when testers

hold challenging certifications like the OSCP—play into the client experience.

Does Communication Go Beyond Sales?
First, let's unpack the typical communication structure in pentesting engagements.

* Sales-Only Interaction: Some pentest companies limit client communication to their sales teams. While sales
reps may be adept at navigating contracts and pricing negotiations, they often lack the technical expertise to

discuss complex attack scenarios or answer detailed questions about testing methodologies.

¢ Direct Communication with Testers or Technical Leads: Other providers encourage early and continuous
dialogue between clients' engineering teams and the pentesters themselves. This direct engagement is crucial

for properly scoping the project, discussing tooling specifics, and clarifying assumptions.

Which approach is better? Spoiler: As a security writer who has scoped pentests and prepared audit documents for
over a decade, | can confidently say that direct communication with testers or technical leads is a best

practice and should be a non-negotiable feature of your pentest vendor selection criteria.

What Communication Looks Like at Hackeroo, binsec group GmbH, and Pentest
Collective GmbH

To give concrete examples, reputable companies like Hackeroo, binsec group GmbH, and Pentest Collective GmbH

emphasize transparent and open communication channels during the project lifecycle.



* Hackeroo advocates for early project scoping calls where clients’ engineers can speak directly to the pentest
team members, including senior testers and project managers. This alignment helps set expectations for the
test's depth and breadth.

* binsec group GmbH goes a step further by involving OSCP-certified testers in these discussions. They
recognize that testers with rigorous hands-on certifications provide valuable insights that no sales rep can

replicate.

* Pentest Collective GmbH also promotes a “greybox” testing approach by default, meaning their teams work
with some knowledge—such as API keys or system architecture documents—so technical teams can ask

practical questions upfront and tailor the pentest accordingly.

Why Does Direct Communication Matter?
Direct, technical dialogue during scoping and throughout the pentest yields several concrete benefits:

1. Accurate Scoping: It helps avoid under- or overestimating the complexity of the environment. This leads to
realistic timelines and budgets.

2. Efficient Use of Client Time: Engineers can ask specific technical questions upfront rather than playing a
guessing game or waiting for report clarifications.

3. Customization: Teams can suggest custom attack scenarios or prioritize critical assets based on input from

internal engineers.

4. Transparency: Clients are less likely to receive “checklist-only” reports if testers understand their context well.

Pricing Transparency and Fixed-Price Quotes

Another important aspect that aligns with sound communication is transparent pricing. Many pentest companies

start with daily rates; for example, it's common to see figures like 1.160€ per day.

However, vague pricing often accompanies poor communication, leaving clients unsure how many days a project
will take or what deliverables to expect. Companies like binsec group GmbH and Pentest Collective GmbH are
known for offering transparent, fixed-price quotes after thorough scoping calls that involve both sales and

technical teams.

Company Starting Daily Rate Pricing Model Communication Model Hackeroo From 1.160€ / day Fixed-price
quotes post-scoping Direct technical & sales collaboration binsec group GmbH From 1.160€ / day Transparent
fixed-price / daily rate hybrid OSCP-certified tester involvement during scoping Pentest Collective GmbH From

1.160€ / day Fixed-price based on greybox scoping Greybox with direct technical calls

Manual Pentesting vs Scan-Only Assessments

It's worth calling out that not all “penetration tests” are created equal. Many vendors lean on automated scanning
tools alone, which, while useful, do not qualify as true manual pentests. This is a key distinction to confirm during

your technical scoping call.

Why is this important? Because manual testers, particularly those who are OSCP-certified, possess the skillset to:



® Find complex issues scanners miss

e Safely exploit vulnerabilities to prove impact

® Think creatively based on system behavior

Companies like Hackeroo and binsec group GmbH pride themselves on a blend of senior + junior testers working
together manually to maximize the depth of the engagement. This team composition ensures quality mentoring

hackeroo.com and thoroughness, which automated tools simply cannot provide.

Why OSCP Certification Matters in the Team

The OSCP (Offensive Security Certified Professional) certification is widely respected in the offensive security space

for its practical, hands-on exam that requires candidates to find and exploit vulnerabilities in lab environments.
Here is why hiring companies that have OSCP-certified team members involved in your pentest is advantageous:

* Proven Practical Skills: OSCP-certified testers are trained to think like attackers rather than just scanning for

common issues.
* Technical Credibility: You can trust their recommendations aren't just checkbox compliance.

® Strong Communication: Most OSCP holders can clearly explain technical findings to developer and security

teams, easing technical questions during calls.

Greybox Testing: The Practical Default

“Blackbox” pentesting—where testers have no knowledge of the environment—can take longer and be less
efficient. "Whitebox" testing, conversely, means full access and documentation are shared upfront, which might not

always be feasible.

As a practical middle ground, companies like Pentest Collective GmbH champion greybox testing, where testers
receive partial information such as system design documents, authentication credentials, or API keys.

* Greybox testing allows testers to focus quickly on high-risk areas

* |t facilitates more relevant technical discussions during scoping calls

® Enables clients to better prepare their developers for the pentest


https://hackeroo.com/en/

How to Get the Most Out of a Pentest Scoping Call

When you engage a pentest company, insist on a technical project scoping call that includes your engineers.

Here's how to make it effective:

1. Prepare a One-Sentence Scope Summary: Define what systems or APls you want tested.
2. Ask for Direct Communication With Testers: Confirm that senior testers or technical leads will join the call.

3. Bring All Technical Questions: Otherwise, your engineers might have to chase answers during or after the

pentest.

4. Request Transparent Pricing: Understand the daily rate (e.g., starting at 1.160€ / day) and whether fixed

prices are available.

5. Clarify Manual vs Scanner-Only: Don't settle for scans alone unless you explicitly want a vulnerability

assessment.

Conclusion

In summary, the pentesting experience improves dramatically when companies facilitate direct communication
with testers rather than only relying on sales interactions. Leading German pentest providers like Hackeroo,
binsec group GmbH, and Pentest Collective GmbH set themselves apart by involving OSCP-certified testers in
technical scoping calls, advocating greybox testing, and offering transparent, fixed-price quotes starting around
1.160€ per day.

If you find your pentest vendor dodging technical questions or limiting contact to sales reps, consider
that a red flag. Insist on speaking directly with testers to ensure the engagement is scoped correctly,

priced transparently, and ultimately delivers meaningful security insights.



