Looking Back, Leaping Forward: Revenue
Acceleration for 2026 & Beyond
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Year-End Insights.

Al-Powered GTM
Reflect. Reset. Accelerate.

As 2025 draws to a close, | find myself reflecting on what an extraordinary and challenging year it has
been—for the industry, for our clients, and for all of us at SalesboxAl.

One truth has become undeniable: Al is no longer an emerging advantage. It's a core capability for
high-performing revenue teams. The question has shifted from "Should we adopt Al?" to "How do we

harness it effectively?"

And what a privilege it has been to navigate this transformation alongside you.

The Year Al Became Non-Negotiable

The data tells a compelling story about where we've arrived.
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HubSpot's 2025 research reveals that
92% of marketers say Al has impacted
their roles, while 96% report increased
sales from personalized experiences.
Technology isn't replacing human
connection—it's facilitating it.
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IBM'’s research shows that 52% of C-suite
executives, including sales leaders, now
report positive performance outcomes

directly tied to Al-powered workflows—
tracking not just efficiency gains, but
bottom-line results.
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Drift’'s 2024 State of Marketing Al Report
found that 80% of marketers cite reducing
repetitive tasks as Al's top benefit, and
59% now point to accelerating revenue
growth as a leading Al outcome.

McKinsey reinforces that growth
acceleration comes from leveraging Al to
jumpstart top-line performance—giving
sales teams the analytics and customer
insights they need to capture demand.

These statistics reflect a clear pattern: Al isn't just improving individual tasks.
It's fundamentally reshaping how marketing and sales functions operate. And
those who've embraced this shift are already seeing the results.

The Challenge We've Been Solving Together

Let's be honest about the obstacles we've all been navigating.

Modern buying journeys are fragmented, anonymous, and distributed across multiple channels and
stakeholders. A single B2B purchase decision can involve six to ten stakeholders, each consuming
content through different platforms, at different times, with different concerns.

No human team—no matter how talented or dedicated—can monitor, interpret, and act on all these
signals at scale. The operational gap between available data and actionable insights has become a
critical bottleneck for growth. This is precisely where SalesboxAl steps in—not to replace your
talented marketers and salespeople, but to empower them.

As we close out this year, | want to take a moment to walk you through the full scope of what we've
built together and how our platform continues to evolve to meet the demands of modern marketers
and salespeople.

SalesboxAl's Portfolio: Full-
Funnel Revenue Acceleration

Our core promise remains unchanged: Accelerate your
pipeline with a native Al go-to-market platform.
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By unifying data, intent signals, native Al agents, and
autonomous Al orchestration with our lead generation and
ad solutions, SalesboxAl creates always-on pipeline
acceleration—from first touch to closed-won and beyond.

Here's a comprehensive look at how we're helping revenue
teams detect demand early, engage buyers smarter, and
accelerate pipeline with precision heading into 2026.
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What Powers It All

The platform brings together several powerful capabilities, driven by specialized Al agents
working across every stage of the funnel:

Al Orchestration
that coordinates every
touchpoint with the next
best action

Buying Group Intelligence
that identifies and
connects all stakeholders
to deal prospects

Identity Resolution
that connects anonymous
visitors to real contacts

Omnichannel Execution
across every relevant
channel

Programmatic Advertising
that optimizes spend and
maximizes returns

Full-Funnel Lead Generation
from content syndication to
BANT-qualified opportunities

From intent detection to content syndication, from programmatic ads to appointment setting
—SalesboxAl unifies your entire go-to-market motion under one intelligent platform.

P Intent Discovery: See Demand Before Your Competitors

From intent detection to content syndication, from programmatic ads to appointment setting—
SalesboxAl unifies your entire go-to-market motion under one intelligent platform.

Contact-Level Intent Buying Group-Level Intent Account-Level Intent

Collective activity from
multiple stakeholders
within an account

Company-wide
signals indicating
organizational priority

Individual browsing
patterns that signal
interest

This multi-dimensional approach enables your GTM teams to act before your competitors
even notice a prospect is in-market.

SalesboxAl Leads: Where Human Touch Meets Machine
Intelligence

Our lead generation approach creates full-funnel engagement—meeting prospects at every stage
from awareness to conversion and advocacy.

By blending telemarketing with digital approaches like email, Linkedln, content syndication, and
smart retargeting, the platform warms up prospects, builds stronger connections, and delivers
higher connect rates with more meaningful conversations.

The Waterfall Process: Made Efficient by Native Al Agents

SalesboxAl's lead generation follows a rigorous waterfall process—from initial outreach through ICP
verification, multi-level qualification, and formal BANT assessment—before any lead reaches your
sales team.

Throughout this journey, native Al agents work continuously: enriching profiles with firmographic
and technographic data, scoring leads in real-time based on every touchpoint, and automating
intelligent follow-ups to prevent leads from going cold.

The result? A context-rich transfer of fully vetted opportunities, complete with ICP fit, pain points,
and confirmed BANT status.

From Vetted Leads to Booked Meetings

From Content Syndication and Marketing-Ready Leads to Double Touch, HQL, and fully BANT-
qualified opportunities—SalesboxAl delivers Al-scored leads aligned to your ICP.

Appointment setting becomes a seamless extension: once leads are ICP-verified and BANT-
qualified, role-based Al agents sync with your sales team's calendar and book meetings
automatically. Your reps open their calendars to find high-value meetings with prospects who are
deeply understood, actively engaged, and expecting their call.

B Programmatic Advertising with Al Precision

Traditional ad platforms operate in silos, lack real-time responsiveness, and offer limited visibility
into what's actually driving the pipeline. SalesboxAl takes a different approach—embedding native
Al agents directly into programmatic advertising execution.

ABM-Focused Account-Level

Monitoring

Fraud

Targeting Detection

Continuously Automatically Serving ads to |dentifying and Tracking how

adjusting bidding
strategies based
on performance

shifting spend
across channels
toward what's

specific accounts
and buying
groups aligned

eliminating low-
quality
impressions and

target accounts
interact with
campaigns and

signals and working with your target non-viewable feeding those
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The Outcome: Lower acquisition costs, higher-quality leads
entering the funnel, and clearer attribution connecting ad spend
to pipeline impact.

Full-Funnel Precision with Al Orchestration

SalesboxAl drives efficiency across the entire funnel journey:

Top of Funnel

Middle of

Funnel

Bottom of

Funnel

Post-Sale

e MQL -» MRL
- HQL e BANT
e Visitors progression qualification e Upsell/cross
Multiple deanonymization e Buying e Appointment -sell signal
Specialized e Intent-driven group setting detection
Al Agents content intelligence e Deal acceleration e Onboarding
Enhance syndication o ABM nudges support
Efficiency at e Programmatic programs e Al-guided sales e Adoption
Every Stage advertising e Multi-touch conversations monitoring
of the e SEO/SEM content e Al-enriched CRM e Renewal
Funnel activation journeys ¢ Re-engagement insights
e Double- of stalled
touch opportunities
optimization

Global Reach: 700M+ B2B Professionals

SalesboxAl's capabilities extend across a truly global audience:

B2B professionals
in our databases

companies
covered
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served



https://www.ibm.com/thought-leadership/institute-business-value/en-us/report/ai-sales
https://www.marketingaiinstitute.com/hubfs/The%202024%20State%20of%20Marketing%20AI%20Report%20from%20Marketing%20AI%20Institute%20and%20Drift.pdf
https://www.hubspot.com/state-of-marketing
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/ai-powered-marketing-and-sales-reach-new-heights-with-generative-ai

Regions: North America, EMEA, LATAM, APAC, ANZ, Africa, Oceania, and even
niche geographies

Industries include Technology, Healthcare, Finance, Manufacturing, Retail, Education,
Government, Automotive, Telecom, Utilities, Pharma, Logistics, and more.

This global reach enables precision targeting, high-quality engagement, and scalable
GTM execution—regardless of where your markets are located.

The Autonomous Revenue Team:
Your Digital Workforce

Perhaps the capability we have been most excited about is the latest specialized workforce of
Al agents that operates to make your GTM motion clearer and 10x efficient.

Multiple role-based agents trained on your business work continuously to:

En in lif rtuniti
Detect demand gage buying Qua. y opportu t ?s
: group members against your specific
as it emerges . . Y
with relevant messaging criteria
Accelerate deals Power expansion Feed insights
through intelligent nudges in existing accounts back to your human teams

This bridges the operational gap that human teams alone cannot solve.
It's about giving your people some cool superpowers.

The Outcomes That Matter

When you bring all these capabilities together, the results speak for themselves:

Discover more in-market accounts
before your competitors see them

Personalize conversations at
scale without manual effort

Reduce time-to-market for new
campaigns and initiatives

Identify full buying groups rather
than relying on single contacts

Generate higher-quality leads
that convert at better rates

Accelerate pipeline with multi-
threaded engagement strategies

Drive more meetings for sales
through intelligent qualification

Expand existing customer
revenue through upsell and cross-
sell detection

Boost ROI with actionable, real-
time insights

Looking Ahead to 2026

As we move into the new year, the conversation around Al in B2B sales and marketing will only
intensify. The productivity gains are substantial, the competitive advantages are real, and the
organizations that embrace Al-native approaches will continue to pull ahead.

We believe Al should be a partner to your team—handling the vast repetitive work and enabling your
talented people to focus on strategy, creativity, and the human relationships that ultimately close
deals.

The future of B2B revenue belongs to teams that embrace Al as a force multiplier.

Here's to accelerating your pipeline in 2026 and beyond.

Warm holiday wishes from all of
us at SalesboxAl.

As you plan for growth in the coming year, know that
we're here to help you drive predictable, measurable
revenue—together.

Cheers to a prosperous 2026!
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