
Discover how to align your compliance strategy with growth, reduce risk, and
choose the right partner to strengthen credibility and win business. 

Compliance as a Competitive Advantage
What to Know About SOC 1 & SOC 2



WHAT’S REALLY AT STAKE WITH SOC 1 AND SOC 2

Executive Summary

If your service impacts a client’s
financial reporting, you need a SOC 1.
If you handle customer data or run on

the cloud, you need a SOC 2. Some
organizations need both—and

knowing the difference protects your
credibility and your contracts.

SOC 1 keeps your CFO out of hot water.
SOC 2 keeps your clients from walking

away. Choosing the right report—or
combination—starts with

understanding what’s at stake.

+68%
Customer Trust

According to a survey by

the Information Systems

Audit and Control

Association (ISACA), 68% of

organizations that achieved

SOC 2 Type 2 compliance

reported increased

customer trust and

satisfaction.

What’s Really at Stake

SOC 2

Mostly Relates to Financial Data

Mostly Relates to the Security
of Client Data

SOC 1

This white paper breaks down the critical differences between SOC 1 and

SOC 2, outlines the end-to-end process for each, and provides guidance

tailored to both first-time audits and organizations re-evaluating existing

contracts. It emphasizes the importance of starting with a readiness

assessment to reduce risk, streamline timelines, and avoid costly

missteps.

In today’s market, compliance isn’t a checkbox—it’s a signal of operational maturity. If your organization

impacts financial reporting, you need SOC 1. If you manage client data, especially in the cloud, SOC 2 is

essential. Many businesses need both. The ability to differentiate between them—and leverage each

strategically—can determine whether you win the deal or lose trust.

Boards are demanding tighter controls. Enterprise buyers are embedding

security requirements into every RFP. Regulators are raising expectations

with no signs of retreat. Your ability to lead with assurance and prove control

maturity can shorten sales cycles, secure investor confidence, and unlock

new markets.

SOC reports are no longer a back-office initiative—they’re a growth enabler.

Whether you’re closing SaaS contracts or scaling a financial platform, the

right framework reinforces your credibility and removes friction from

procurement. Compliance done right speeds growth. 

A recent Forrester study found that companies aligning audit strategy with

sales goals see up to a 33% faster sales cycle in regulated industries.

TechTarget reports 82% of high-growth tech companies cite SOC 2

compliance as a key market differentiator.

Executives who view SOC audits as more than regulatory necessities unlock a

powerful advantage: faster closes, stronger stakeholder confidence, and

reduced churn.

Why it Matters

 SOC 1 focuses on internal controls over financial reporting—making it

essential for service providers in finance, payroll, and claims processing. SOC

2, in contrast, evaluates how well your systems protect data across trust

criteria like security, availability, and confidentiality. Choosing the wrong

framework can delay deals, raise auditor concerns, and erode client

confidence.

The Strategic Implications of SOC 1 vs. SOC 2
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67%

Understanding these differences isn’t academic. Choosing the wrong path can waste resources,

delay revenue, or put contracts at risk. Choosing the right one—and executing with precision—

positions you as a trusted provider.

Audit strategy should reflect your target markets, go-to-market velocity, and long-term

roadmap—not just compliance obligations. For example, SaaS firms scaling globally may start

with SOC 2 Type I and expand to SOC 2 Type II or ISO 27001. Aligning audit cadence with

revenue milestones and product cycles reduces friction and maximizes ROI.

GOVERNED BY AICPA AICPA

FOCUS AREA Financial Reporting Controls Data Security and System Control

FRAMEWORK SSAE 18 Stsandard
Trust Services Criteria 

(Security, Availability, etc.)

AUDIENCE Client CFO’s Auditors
Clients. Partners, Procurement

Teams

TYPICAL USER
Payroll, Fintech, Claims

Processors

SaaS, cloud, healthcare tech,

managed services

KEY
REQUIREMENTS

Controls affecting financial

statements
Controls protecting client data

REPORT TYPE Type 1 or Type 2 Type 1 or Type 2

(SOC 1) Trust Services Criteria 
(SOC 2)

How to align your audit strategy with growth goals

SOC 1 vs. SOC 2: Key Distinctions

Audit Strategy as a Growth Lever
Audit strategy should reflect your target markets, go-to-market velocity, and long-term

roadmap—not just compliance obligations. For example, SaaS firms scaling globally may start

with SOC 2 Type I and expand to SOC 2 Type II or ISO 27001. Aligning audit cadence with

revenue milestones and product cycles reduces friction and maximizes ROI.

Security: Protecting systems from unauthorized access (required in every SOC 2).

Availability: Ensuring systems are up and running when promised.

Processing Integrity: Making sure systems process data accurately and on time.

Confidentiality: Safeguarding sensitive business information.

Privacy: Protecting personal data according to privacy commitments & regulations.



93%
Companies that

align audit
strategy with go-
to-market goals

see a 33% faster
sales cycle when

selling into
regulated
industries.

—Forrester

82%
82% of high-
growth tech

companies cite
SOC 2

compliance as a
key differentiator
when entering
new markets.

—TechTarget
Research

67% of enterprise
buyers say a lack

of third-party
audit reports (like
SOC 2) is a deal-

breaker in the
procurement

process.

—Gartner

67%

A structured readiness assessment clarifies scope, identifies gaps, and accelerates audit

timelines—often reducing time-to-completion by 20–30%. It brings internal teams into

alignment and helps avoid costly rework mid-audit. More importantly, it signals to buyers and

stakeholders that your organization takes compliance seriously.

Why Starting with a Readiness Assessment 
Is a Smart-ROI Moveve

Strategic Timing

Rushing into an audit without a readiness assessment is a mistake—and a costly one. Readiness

clarifies scope, identifies control gaps, and prevents timeline derailments. It also ensures

alignment across security, engineering, operations, and finance before formal testing begins.

A readiness partner reduces the lift on internal teams. Instead of interpreting frameworks or

drafting policies from scratch, your teams focus on innovation while your advisor drives audit

preparation.

This isn’t about checking boxes—it’s about embedding
control discipline across the business....

Not all SOC reports are needed at the same time. SOC 1 may be mission-critical if you're

targeting banks or public companies. SOC 2 may be the differentiator when entering SaaS-heavy

or cloud-native markets.

If you're pre-funding, mid-product launch, or preparing for M&A, a phased approach may be

smarter than rushing into a full audit. Start with readiness, align milestones to your roadmap,

and build momentum without disrupting core operations.



The right audit partner doesn’t just test controls—they offer strategic guidance, anticipate issues,

and integrate with your internal roadmap. Look for firms that offer continuity year-over-year,

remediation support, and clear communication across stakeholder levels. A strong partner

reduces internal lift and becomes an extension of your leadership team.

Your auditor should be more than qualified—they should be strategic. Look for:

Deep industry expertise

Clarity and responsiveness

Remediation support

Strategic alignment, not just technical checklists

If you've used the same firm for years, consider a second opinion. Blind spots can develop, and a

fresh perspective often reveals more efficient or effective paths.

How to Align Your Audit Strategy with Growth Goals
Audit strategy should reflect your target markets, go-to-market velocity, and long-term roadmap

—not just compliance obligations. For example, SaaS firms scaling globally may start with SOC 2

Type I and expand to SOC 2 Type II or ISO 27001. Aligning audit cadence with revenue milestones

and product cycles reduces friction and maximizes ROI.

High-performing organizations increasingly choose two-year SOC audit engagements. These

provide continuity, lock in pricing, and align your audit cycle with internal planning and product

timelines. More importantly, they send a market signal: you're not just audit-ready; you're audit-

committed.

Why Multi-Year Agreements Work

What to look for in an audit partner—not just a check-the-box
provider



SOC compliance has evolved. It’s no longer a siloed requirement. It's a statement about your company's

maturity, your team's discipline, and your readiness to scale.

Use it.

Whether you pursue SOC 1, SOC 2, or both, success starts with clarity, planning, and the right partner. Don’t

just comply. Compete. Signal trust. Lead with confidence.

Alchemi Advisory Group
 info@thealchemigroup.com
 (888) 590-1618
 thealchemigroup.com

CONTACT US

Final Takeaway

Let’s Talk Strategy
If you’re preparing for your first audit or reassessing your current approach, Alchemi Advisory Group can

help.

Connect with our team to:

Schedule a readiness assessment

Request a second opinion

Build a long-term audit strategy tailored to your roadmap

mailto:info@thealchemigroup.com
https://www.google.com/search?q=Alchemi+Advisory+Group&rlz=1C5CHFA_enUS1123US1124&oq=alc&gs_lcrp=EgZjaHJvbWUqCAgAEEUYJxg7MggIABBFGCcYOzISCAEQLhhDGK8BGMcBGIAEGIoFMgYIAhBFGDsyCAgDEEUYJxg7MgYIBBBFGEAyBggFEEUYPDIGCAYQRRg8MgYIBxBFGDzSAQgxMTYwajBqN6gCALACAA&sourceid=chrome&ie=UTF-8
http://thealchemigroup.com/

