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Precision Selling with ABX:
Leveraging Data for Maximum Impact
How Sales & Marketing Can Use Engagement Signals to 
Drive Pipeline Success
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HI. WE’RE ZION & ZION 

FROM IMPRESSIONS TO 
REVENUE... 

AND EVERYTHING IN 
BETWEEN. 



Buyers are more independent than ever
70% of the buying journey happens before 
engaging sales 

Fewer on-site researchers (AIO, zero click 
searches, dark social)

Traditional MQL models are misaligned
Leads are too broad, early, slow, mis-scored, or 
misprioritized

ABX done right means sales & marketing 
working from the same real-time data

Why Precision Selling Matters Now



Update existing 
scoring models 
to incorporate 
account and 
person-based 
signals

Closed/won deals 
have an average of 
6.0 engaged 
Contacts/deal; 
closed lost average 
of 2.3 engaged 
Contacts/deal

Quick Win: Convert Known Contacts to MQLs Based on Signals



Common issues with traditional 
approaches:

Gut-driven prioritization misses real 
opportunities (oftentimes top accounts, 
selected by sellers, are negatively correlated 
with Win Rate and Deal Size)

Sales engages too early (not ready) or too 
late (already evaluating competitors)

Marketing and sales work from different data 
sets

Solution: Precision selling aligns sales & 
marketing around real engagement data

The Core Challenge – Why ABX Fails Without Data

ICP Fit

Problem Aware

Category Aware

Brand Aware

Stage             Stage Description          



Not all intent is created equal
Behavioral vs. declarative intent

Example: Researching competitors vs. filling out a form

Look for high-intent signals
Repeated engagement, late-stage content, high-value page 
visits, recurring intent themes

Account tiering based on signal strength and fit

Pillar 1 – Identifying the Right Accounts with Engagement 
Signals



Turn signals into sales actions
- Track engagement patterns (e.g., surging on competitor keywords, visiting 

solutions pages)
- Prioritize outreach to accounts in active buying cycles

Bonus: look back at intent on the best closed/won deals 

Tailor messaging to specific engagement signals
- Example: "Noticed you’ve been researching [competitor]? Here’s how we 

compare."

Pillar 2 – Activating Sales at the Right Time



Sample Outbound Motion



Personalize Outreach with 1st and 3rd Party Intent

3rd party intent topic 
most recently surging 

for the account

1st party intent: solution 
page visited by the 

account



Key metrics to track:
- Accounts Reached, Engagement lift, MQAs, Engaged Contacts/Deal, Pipeline Velocity

Pillar 3 – Driving Revenue Impact with Measurable ABX



How precision selling reduces wasted effort & accelerates deals

Pillar 3 – Driving Revenue Impact with Measurable ABX

Why should sellers 
prioritize MQAs? 

Marketing Qualified Accounts 
(stronger fit, high intent) 
resulted in:

→ +44% Average Deal Size
→ 38% faster time to close
→ 173% higher Win Rate 

Why should sellers multithread deals? 

When Marketing Qualified Accounts are worked, 
the coefficients for multithreading (reaching and 
engaging multiple members of the buying 
committee) drastically improve Average Deal 
Size: 

→ For each contact engaged, deal size 
increased by ~2% (p-value 0, coefficient 
1,994)

→ Closed/won deals have 2x the number of 
relevant engaged contacts vs. closed/lost 
deals



Know (and Update) Your Opportunity Contacts and Roles



Ask yourself:
- Are BDRs/SDRs incentivized on volume? 

Is the sales org incentivized on sales generated deals?

Is the sales org judged/incentivized on closed/won percentages?

Do incentives align to quality over quantity?

Measure:
How fast are MQAs worked?

How often are deals multithreaded? What is Engagement Rate? How 
many contacts/deal are engaged?

What sellers are using account intelligence, how often, and how 
does this correspond to Win Rate, ACV, and Velocity?

Pillar 4 – Align Incentives to Success



Step 1: Align sales & marketing on engagement signals

Step 2: Integrate signals into CRM, sales sequences, and outreach workflows, create 
sales support that aligns with these signals

Step 3: Establish a feedback loop for continuous optimization

Alignment Checklist: Does your team know how and when to act on account 
signals?

Implementation Blueprint – Applying ABX Intelligence in Your 
Org



Key Takeaways:
Use engagement signals to prioritize the right accounts

Reach out at the right time with the right message

Track metrics to optimize ABX impact

Incentivize the Revenue Team to the actions that produce 
ideal results

More questions? Let’s chat.

Implementation Blueprint – Applying ABX Intelligence in Your 
Org
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