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B2B revenue teams are overwhelmed by tools, drowning in disconnected data, and losing
deals to slow execution. Marketing runs campaigns in one system. SDRs work from another.
Sales lives inside the CRM. Buying signals surface everywhere — website visits, content
downloads, hiring activity, ad engagement — but no system has unified them in real time or
activated them automatically.
 
SalesboxAI has introduced an upgraded operating model: the Unified Agentic Signal-Driven
GTM Platform. Instead of stitching together point solutions, SalesboxAI gives revenue teams
a single platform where real-time buying signals trigger action instantly, role-specific
CoPilots orchestrate execution, and specialized AI agents operate across voice, email,
LinkedIn, WhatsApp, advertising, and web chat — with the CRM staying current without
manual logging.
 
This is not automation layered on top of fragmentation. It is a unified revenue operating
system — one where Marketing, SDR, and Sales teams all work from the same live
intelligence, through role-specific CoPilots: the GTM CoPilot, Inside Sales CoPilot, Sales
CoPilot, and a coordinated layer of AI Agents.

More emails Detect signal

More calls Identify buying group

 More ads Unified engagement

More noise Accelerate deal

Executive Summary

The Shift: From Volume to Signals

Old model New model
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Signals win. Quality and recency of engagement always outperforms raw outreach volume.



Tool Sprawl Signal Blindness The Handoff Tax Agent Fatigue
Over 10 disconnected
platforms. Marketers,
SDRs, and sales each
work from different

systems with data that
doesn’t sync in real-
time and different

definitions of a
qualified account.

Intent data, web visits,
email engagement, call

outcomes, and social
interactions exist in
separate silos. No

single system
synthesizes them into a
unified buyer picture.

Every time a lead
moves from marketing
→ SDR → sales, context

is lost and speed is
sacrificed. Manual

handoffs are the silent
killer of pipeline

velocity.

Point-solution AI tools
— one for calling, one

for email, one for
social — create new

complexity. Teams end
up managing the AI

instead of the AI
managing the work.

The Breaking Point: Why Legacy
GTM No Longer Works
The modern B2B buyer is faster, more informed, and more digitally independent than ever.
Yet revenue teams still operate in silos — and the consequences compound daily.

The combined result: bloated CAC, low conversion velocity, SDR burnout, and forecasts
nobody trusts. Buying signals are time-sensitive — when detected late, they lose value. 

As SalesboxAI's CEO Alex Roy observed: "Signals are like coffee — you want them when
they're hot."
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Web visits 
Intent data
Email
engagement  

The New Operating Model: CoPilot-
Orchestrated GTM
SalesboxAI replaces fragmentation with orchestration. Diverse roles work through CoPilots —
an AI-native operating layer that coordinates specialized agents across channels and stages
of the buyers journey. Everything is coordinated. Nothing is siloed.

At a high level, the SalesboxAI platform can be understood as four integrated layers:

The Signal Graph is the foundation — a continuously updated intelligence layer that ingests
buying signals from every source: web, email, social, CRM, third-party intent, hiring events,
and funding activity, etc. Every CoPilot and every agent acts on this shared, live intelligence.
No team ever works from stale data.

Layer 1 
Real-Time Signal Graph

GTM CoPilot 
Inside Sales CoPilot 
Sales CoPilot

Layer 2 
Role-Based CoPilots

Voice 
Email 
SDR 

Layer 3 
Specialized AI Agents

Email 
LinkedIn 
WhatsApp 

Layer 4 
Multi-Channel Execution
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CRM updates 
Ad interactions 
Hiring signals 

Funding events

Advertising 
Content 
Analytics 

Web Chat 
Research

Phone
Display 
CTV 

Native 
Web Chat



Understanding the Autonomous Team
Each CoPilot is purpose-built for a specific revenue role — designed so that the human sets the
objective and the system executes:

GTM CoPilot
For: Marketers & Revenue
Leaders

For: Account Executives
Managing Active Pipeline

Real-time pipeline waterfall visibility
and daily revenue summaries
Agent performance analytics across
the full GTM funnel
Cross-channel engagement tracking
with contact-level attribution
AI-generated strategic
recommendations
Autonomous orchestration across all
seven agents
Customizable per objective: MQL,
BANT, HQL, Appointment, Nurture,
Intent Listening

Intelligent inbox monitoring with IMAP
sync
Automatic CRM activity logging — zero
manual entry
Stakeholder detection and buying
group expansion
MEDDPICC radar with deal
completeness scoring
Unified deal health score across six
signal dimensions
AI-drafted responses — rep-approved
before sending
Daily Focus: AI next-best-action
recommendations

AI voice calling — outbound and
inbound web conversations
Email sequences — 18–45 day AI-
personalized cadences
LinkedIn — InMail, connection requests,
social selling
WhatsApp — 1-on-1 conversational
engagement
Coordinated by CoPilots; operate
autonomously 24/7
No duplicated messaging or channel
conflict across channels

Bridges SDR execution and AE pipeline
management
Delegates outreach to specialized SDR
agents
Manages multi-channel campaign
sequencing
Tracks buying group coverage across
open opportunities
Monitors engagement and escalates
high-intent activity instantly
Stage-triggered automation and
opportunity matching

Inside Sales CoPilot

Sales CoPilot
For: Individual Reps & Sales
Managers For: SDR Execution Layer

SDR Agents
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The SDR Agent creates a coordinated execution layer — specialized in channels, all
orchestrated by the CoPilot that owns that workflow. Marketing-initiated buying group
campaigns route through the GTM CoPilot; rep-triggered sequences route through the Sales
or Inside Sales CoPilot.
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                Funding Events                   Executive Hires

      SDR Hiring Activity                  Product Launches

               Trigger Events                  Tech Stack Changes

               Content Engagement                   Web Visits

3. The Signal Layer: What Drives
Every Action
Unlike platforms that start with lists, SalesboxAI starts with signals. The Signal Graph
continuously ingests, scores, and synthesizes buying signals from every available source,
feeding a unified buyer picture that every CoPilot and agent acts on in real time.

Diverse Signal Types Monitored

At the heart of the signal layer is buying group detection — powered by Gemini 2 Flash —
which identifies economic buyers, champions, and technical evaluators within target accounts.
Each contact receives a role probability score, giving revenue teams a ranked, continuously
updated view of who is most likely to influence or own the buying decision.

AI-Powered Buying Group Detection

Budget authority
identified via title,

seniority, and
engagement signals

Technical stakeholders
mapped via tech stack,

signals and product-
page visit patterns

Continuous probability
scoring per contact —

so outreach targets the
right person at the

right time

Economic 
Buyer

Technical
Evaluator

Role Probability
ScoreChampion

Internal advocates
detected through

content engagement,
response patterns, and

communication
frequency
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Page Type Signal Level Scoring Logic

Pricing / Demo / Contact High — commercial intent

Product / Solution pages Medium-High

Case Studies / Testimonials Medium

Blog / Resources Informational — early stage

SalesboxAI resolves the identity of individual contacts visiting your website and weights their
engagement by page type — ensuring a rep who receives a pricing-page visit treats it very
differently from a blog-post visit:

Every opportunity carries a 0–100 composite score across five weighted dimensions. This
score directly powers the Daily Focus Engine — the AI-generated next-best-action
recommendations each rep receives every morning:

1. Engagement Signals
2. Intent Score
3. Buying Group Coverage
4. Sales Activity
5. Account Fit 

Account Intent Scores range 0–100 with exponential decay — recent signals carry more
weight than older ones, so teams always focus on what's happening now. Anti-inflation
safeguards prevent score gaming: one signal per account per type, URL-level deduplication,
and monthly exhaustion markers.

Web Visitor Intent Weighting

Opportunity Scoring: Five Dimensions, One Composite Score

Introducing the Newest
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Signal Detected
1

2

3

4

5

6

Deal Stage Evaluated

Buying Group Coverage Analyzed

Risk Factors Identified

Next-Best Action Generated

Rep Executes with Full Context

Pricing visit, content engagement, hiring event, ad
interaction, or CRM activity

Opportunity matched and scored against current
pipeline stage criteria

Role gaps identified — missing economic buyer,
champion, or technical evaluator flagged

Engagement drop-off, stalled stage, or low
MEDDPICC completeness surfaced

Specific action recommended: call, email draft,
LinkedIn outreach, etc.

Every rep starts the day with prioritized clarity —
not a list to review, but a decision already made

The Daily Focus Engine synthesizes all signal and deal data into a prioritized action list for
every rep. The logic runs continuously:

The Daily Focus Engine: From Signals to Next-Best Action

Introducing the Newest
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AI Agent Serves Core Function Channels

GTM Agent Marketers
Intent detection, buying group
discovery, prospect engagement

Email, Web Chat,
WhatsApp

SDR Agent SDR Teams
Personalized multi-channel
outreach; books qualified
meetings 24/7

Email, LinkedIn,
WhatsApp

Email Agent Marketing / SDR
Multi-step AI-personalized
nurture sequences; tracks opens,
clicks, replies

Email

Voice Agent All Revenue Teams

AI-powered outbound calling &
inbound web voice; qualifies
leads and books appointments
autonomously

Phone / Web Voice

Content Agent Marketing

Auto-generates thought
leadership, nurture emails, and
on-brand personalized sales
collateral

Multi-channel

Advertising Agent Marketing

ABM & programmatic campaign
management; real-time
impression tracking; automated
budget allocation

Display, LinkedIn, CTV

Analytics Agent RevOps

Funnel conversion tracking,
pipeline velocity, deal health
scores; surfaces actionable
insights

Platform-wide

4. The AI Agents: Your Revenue Team
The platform’s AI agents are purpose-built for specific GTM functions, trained on the workflow,
data types, and success criteria of its role. They operate autonomously within their domain and
coordinate through the CoPilot hub — detecting signals, engaging prospects, and advancing
pipeline 24/7 without manual intervention.
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Intelligent Q&A

Content Discovery

Beyond the seven GTM agents, SalesboxAI includes a dedicated Research Agent for buyers.
Trained on a company's marketing collaterals, case studies, whitepapers, and product
documentation, it enables buyers to self-serve answers 24/7 — reducing sales friction and
advancing the buying journey before a rep is ever involved.

Here is how SalesboxAI converts a buying signal into full revenue execution — entirely
autonomously:

The Research Agent: Self-Service Intelligence for Buyers

Autonomous Signal-to-Action Flow

Knowledge Base Powered

24/7 Availability

Instant accurate answers
sourced from company
content and product
documentation
Conversational interface —
ask questions naturally

Surfaces relevant guides and
resources based on the
buyer's specific questions
Accelerates consideration by
delivering the right asset at
the right moment

Trained on case studies,
whitepapers, product docs,
and website content
Grounded in company brand
voice and competitive
positioning

Deployed as a website chat
widget — always on
Qualifies and educates buyers
before they ever speak to a
rep
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Signal Detected
Pricing page visited three times in one week. Content downloaded. New VP of
InfoSec hired.

↓

Intent Score Updated
Engagement weighted and evaluated against ICP criteria. Composite score
reaches 92/100.

↓

Buying Group Identified
Four buying group members matched to configured personas. Economic buyer,
champion, and technical evaluator mapped.

r

Account Activated Across Channels
Ad audiences updated instantly. Brand appears across channels as the buying
group browses.

↓

Multi-Channel Outreach Launched
Personalized email, LinkedIn, and WhatsApp sequences initiated — each
referencing the specific signals that triggered activation.

↓

Sales CoPilot Surfaces Next-Best Action
Deal health evaluated. Risk assessed. Prioritized action recommended to the
account executive. Calendar meeting booked.

Signal Detected
Pricing page visited three times in one week. Content downloaded. New VP of
InfoSec hired.

Intent Score Updated
Engagement weighted and evaluated against ICP criteria. Composite score
reaches 92/100.

The result: fully orchestrated, multi-channel, multi-stakeholder engagement — executed
autonomously, grounded in real buying signals, personalized at every step — with zero manual
configuration.
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5. Multi-Channel Execution: Every
Channel, Fully Synchronized
SalesboxAI operates across every major B2B engagement channel simultaneously. All channels
are synchronized — no duplicated messaging, no channel conflict, no prospect who receives the
same outreach twice from different team members.

Email

Programmatic 
Display

Connected TV
(CTV)

Native
Advertising

LinkedIn AI Voice Calling WhatsApp

Web Chat

18–45 day AI
cadences with bot

detection, inbox
warmup, and BYOC

provider support

ABM-targeted
display advertising

with pacing controls
and automated lead

delivery batches

Automated
connection requests,
InMail outreach, and
AI-generated social

posts with
engagement tracking

Reach B2B decision-
makers on streaming

platforms with
account-level

precision targeting

Content-style ads
across premium B2B
publisher networks —
higher engagement,

lower friction

Browser-based
outbound and

inbound web voice
with real-time intent

detection and call
transcription

1-on-1 conversational
engagement through

integrated
messaging — meets

buyers on their
preferred platform

24/7 buyer-facing
Research Agent

deployed on your
website — qualifies &
educates before the

first rep conversation

Introducing the Newest
Capabilities of SalesboxAI

 © SalesboxAI, 19-5-2026 All rights reserved 
13



Before SalesboxAI After SalesboxAI

❌  Manual CSV imports & list building ✅  Real-time signal activation — no lists needed

❌  Stale intent data — weekly at best ✅  Live intent with 3-minute polling intervals

❌  Disconnected ads, email, and SDR
outreach

✅  Synchronized multi-channel execution — no
channel conflict

❌  CRM admin burden on reps
✅  Zero CRM logging — every interaction auto-
captured

❌  Slow signal response (hours to days)
✅  Coordinated signal-driven autonomous
agentic execution

❌  Partial revenue attribution
✅  End-to-end attribution from first touch to
closed-won

6. Stage-Authoritative CRM Sync
SalesboxAI maintains bi-directional synchronization with Salesforce and other major CRM
platforms — making the CRM current rather than historical, without any manual logging by reps.

STAGE 01 STAGE 02 STAGE 03 STAGE 04
Bi-Directional

Sync
Stage-Triggered

Automation
Auto-Push Contacts

& Activities
Real-Time Pipeline

Updates
Every interaction

logged automatically in
both directions — no
one-way pushes, no

sync errors

Opportunities auto-
created when signal
thresholds are met;

stage changes trigger
downstream workflows

instantly

Contacts, activities,
and opportunity data

pushed to CRM
automatically — reps

spend zero time on
data entry

The pipeline is always
current. Managers see
live deal health — not
what reps reported at

last week's call

Before vs. After SalesboxAI
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7. Impact per Revenue Team

SalesboxAI gives marketing teams a unified view of which accounts are in-market, what is
influencing their consideration, and which channels are actually driving the pipeline — so every
campaign decision is signal-driven, not assumption-driven.

SDRs on SalesboxAI work a prioritized queue of high-intent accounts — with personalized
outreach already prepared, buying group members already identified, and calendar integration
already embedded for one-click meeting booking.

Launch campaigns automatically when intent signals cross configured thresholds.
Attribute revenue accurately across every touchpoint with multi-touch attribution from
first touch to closed-won.
Scale ABM programs without scaling headcount — the Advertising Agent manages
targeting, budgets, and creative optimization autonomously.
Align sales and marketing around shared account views and unified pipeline visibility —
contributing to sales-marketing alignment at the deal level.
Optimize for AI-driven buyer discovery through GEO (Generative Engine Optimization)
— ensuring the brand appears when buyers search via ChatGPT, Perplexity, or Claude.

90% reduction in manual prospecting — the Intent Agent and SDR Agent handle
account discovery, contact identification, and sequence launch.
Signal-personalized messaging — every outreach references the specific signals that
triggered activation, making cold outreach feel warm.
Multi-channel prospecting sequences — 18–45 day cadences across email, LinkedIn,
WhatsApp, and voice with bot detection and inbox warmup.
24/7 autonomous engagement — the SDR Agent never stops working, booking
meetings even outside business hours.
Net new account discovery without list building — broad keyword searches surface in-
market accounts SDRs would never find manually.
Seamless handoff to AE with full signal history, conversation context, and buying group
map — zero context loss.

For Marketing

For SDR Teams

Introducing the Newest
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The Sales CoPilot collapses the gap between signal and close — giving every rep real-time deal
intelligence, AI-drafted follow-ups, and a clear map of every stakeholder in the buying committee.

For RevOps, SalesboxAI provides a single source of truth across advertising, intent, and
engagement. 

Full-funnel attribution from first touch to closed deal. Stage-authoritative CRM sync with no
manual data pushes. Waterfall pipeline analytics, deal health scoring across critical dimensions,
and AI-generated coaching recommendations that make forecasting data-driven — not gut-
driven.

Real-time deal health scores combining engagement signals, MEDDPICC
completeness, and revenue intelligence — no more pipeline fiction.
Buying group health monitoring — role coverage, champion detection, engagement
balance scoring, and risk flag identification.
AI-recommended next steps specific to each deal, updated continuously as new signals
arrive.
Automatic buying group expansion — new stakeholders added to deals as they emerge
from any channel.
Zero CRM admin — every interaction auto-logged, linked, and enriched with zero rep
effort.
Trigger automation by deal stage or engagement signal — the right action happens
automatically at every stage.

For Sales (AEs)

For Revenue Operations

Introducing the Newest
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Dimension Point Solutions SalesboxAI

Data Model ✗  Siloed per tool
✓  Unified signal graph across all
sources

AI Architecture ✗  Single-purpose bots
✓  CoPilot → Agentic
orchestration

Channel Coverage ✗  1–2 channels per tool
✓  Voice, Email, LinkedIn,
WhatsApp, Display, CTV, Web

Handoff Model ✗  Manual CSV / webhook —
context lost

✓  Automated agent pipeline
preserving full context

Signal Intelligence ✗  Basic lead scoring
✓  Multi-source intent + buying
group AI (Gemini 2 Flash)

CRM Integration ✗  One-way push only
✓  Bi-directional, stage-
triggered auto-push

Pipeline Intelligence ✗  Manual reporting — always
stale

✓  Real-time waterfall, deal
health, Daily Focus NBA

8. The Platform Advantage: Why
Unified Wins
The persistent argument for point solutions — that best-of-breed tools outperform generalist
platforms in their specific domain — ignores the coordination cost. Every seam between tools is
a place where context is lost, speed is sacrificed, and revenue leaks. 

SalesboxAI's unified architecture eliminates those seams entirely.
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 Multi-tenant with enterprise-grade
tenant isolation
Role-based access controls (RBAC)
and cross-tenant administration
Knowledge Base with RAG (Retrieval
Augmented Generation) for agent
grounding
Bi-directional CRM sync with
Salesforce — stage-triggered auto-
push
3-minute polling for real-time signal
awareness
Integrations: Salesforce, HubSpot,
Marketo, Outreach, Slack, MS
Dynamics

Enterprise Infrastructure

Architecture & 
Integration

Security & 
Compliance

SOC 2 Type II certified
GDPR compliant
Data encrypted at rest and in
transit
SSO / SAML support
Role-based access controls
99.9% uptime SLA
Secure credential management

Introducing the Newest
Capabilities of SalesboxAI
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9. Extended Capabilities
These capabilities extend the core GTM engine — designed not as standalone add-ons but as
amplifiers of the unified platform's signal-driven motion:

Qualified Lead Acceleration

Generative Engine Optimization

AI Content Distribution

Channel Partner Revenue Enablement

Marketing Ops as a Service (MOPS)

MQL — ICP + engagement validated
HQL — decision-maker & qualifier
verified
BANT — Budget, Authority, Need,
Timeline confirmed
95% validated contact accuracy · 100%
opt-in compliant

Brand visibility inside ChatGPT,
Perplexity, Claude
Optimized for Google AI Overviews
Structured content + trusted third-party
validation
Positioned for AI-mediated B2B discovery

700M+ B2B professionals
48M+ companies across 32 industries
Role-personalized delivery at scale
Predictive timing — delivered when
buyers are ready

AI Research Agent access for partners
Pre-built ABM templates & co-branded
assets
Self-service campaign launch interface
65% faster partner ramp · 40% more
partner revenue

Marketo, HubSpot, Pardot, Salesforce, Eloqua
Dedicated consultants embedded in your team
Campaign execution, lead scoring, data
governance
Strategic roadmap + rapid execution

Introducing the Newest
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AI Voice Calling (outbound + inbound web)
 Email — 18–45 day AI cadences
 LinkedIn — InMail + connection requests
WhatsApp 1-on-1 conversational messaging
Web Chat — 24/7 buyer-facing Research Agent
Bot detection, inbox warmup, BYOC support
No duplicated messaging or channel conflict

Opportunity scoring 0–100 (5 dimensions)
Buying group health & role coverage analysis
Champion detection + risk flag identification
Bi-directional CRM sync — stage-triggered
Revenue funnel waterfall stage tracking
Daily Focus — AI next-best-action (NBA)
Knowledge Base RAG for agent grounding

Programmatic display with ABM targeting
LinkedIn & CTV ad campaign management
Native advertising across publisher networks
Content Hub — gated assets, video hosting
Event / webinar registration & landing pages
Buying group discovery campaigns
Lead delivery batches with pacing controls

 Multi-Channel Outreach

Pipeline Intelligence

Advertising & Demand Gen

10. Platform Capabilities at a Glance
A quick-reference summary of SalesboxAI's full capability set — organized by functional area:
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3

18–45 700M+ 48M+ 32

CoPilot roles

Day email
cadence options

Autonomous
AI agents

B2B professionals
in network

Communication
channels

Companies with
technographic data

Intent signal types

Industry verticals
covered

7 6+ 8+

By the Numbers
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Connect CRM, define ICP,
set signal thresholds, and
configure agent
objectives. All CoPilots
initialize automatically.

Connect & Configure

The CoPilot Hub shows
every action, every agent,
every result in real time.
Daily Focus delivers
prioritized next-best-
actions to every rep.

Monitor via Daily Focus

GTM, Inside Sales, and Sales
CoPilots come online. All
seven agents begin
monitoring signals and
engaging prospects
immediately.

Activate CoPilots

Pipeline intelligence surfaces
deal health, conversion
metrics, and coaching
recommendations. The
system improves with every
signal it ingests.

Optimize Continuously

11. From Activation to Acceleration:
Getting Started
SalesboxAI is designed for rapid deployment — no months-long implementation, no custom data
integration projects, no workflow disruption. Revenue teams can be live and generate signal-
driven pipelines in days.

STEP 1

STEP 3

STEP 2

STEP 4
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12. The Agentic GTM Era Has Arrived

Trusted by 

Revenue teams no longer need more tools. They need coordination. They need speed. They
need intelligence that moves faster than buyers.
 
The B2B revenue playbook that worked five years ago is no longer sufficient. Buyers are more
informed, more digitally active, and more resistant to generic outreach than at any point in the
history of B2B sales. The teams that will win are not those that can send more emails — they are
those that can detect buying intent the moment it surfaces, engage the right buying group
members through the right channels at the right moment, and do it all at a scale that human
teams alone could never sustain.
 
SalesboxAI replaces the fragmented GTM stack with a unified, agentic signal-driven platform
where CoPilots orchestrate specialized AI agents across every channel and every stage of the
buyer journey. The result is a new revenue operating model — one that eliminates handoff
friction, accelerates pipeline velocity, and gives every member of the revenue team
autonomous execution with humans always in command.

Ready to see the platform in action?
Schedule a personalized demo 
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