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Accelerating Enterprise Cybersecurity Growth

How a Four-Pillar Intelligence Framework helped a global cybersecurity provider separate real buying intent from

market noise, and accelerate revenue growth.

A CASE STUDY BY SPAN GLOBAL SERVICES

Industry

Enterprise cybersecurity and data intelligence, serving
BFSI, healthcare, manufacturing, technology, and
critical infrastructure. Long buying cycles, multiple
stakeholders, risk-averse decisions.

About the Client

A global cybersecurity provider offering advanced threat
intelligence platforms. Despite strong digital
engagement, pipeline quality had stalled, most
interactions came from passive researchers, not active

buyers.



Results at a Glance

10K+

Decision-Makers Delivered

Verified enterprise cybersecurity stakeholders

38%

Shorter Sales Cycle

Through predictive scoring and prioritization
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42%

More Sales Qualified Accounts

Following precision ABM activation

27%

Lower Acquisition Cost

vs. previous demand generation programmes
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The Core Problem

In enterprise cybersecurity, engagement alone does not signal intent. Security professionals consume content for
audits and benchmarking, generating false buying signals that misdirected ABM program.

Low Pipeline Quality Elevated Acquisition Costs No Purchase Intent Visibility
Passive researchers dominated Spend distributed broadly across No reliable mechanism to
inbound engagement, inflating accounts regardless of identify where accounts sat in
pipeline volume while readiness, driving up cost per the buying journey or which were
suppressing actual conversion acquisition. approaching a decision

rates. threshold.

"Without predictive intelligence, traditional ABM programs misallocate resources, slowing revenue growth precisely
when competitive pressure demands the opposite." — Span Global Services




Challenge vs. Solution

From market noise to genuine buying intent, every dimension transformed.

Business Problem

Pipeline Quality

Buying Intent

Account Prioritization

Buying-Group Visibility

Sales Cycle Length

Acquisition Cost

Before

High volume, low readiness

No real-time behavioral signals

All accounts treated equally

Single-contact outreach

Prolonged by low-readiness pursuit

Elevated, undifferentiated spend
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After

Intent-filtered, prioritized accounts
Real-time signals monitored
Predictive scoring by intent strength
CISO, CIO, SOC, Risk fully mapped
38% reduction via predictive filtering

27% reduction through precision

targeting



The Four-Pillar Intelligence Framework
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Span Global Services implemented a solution built on four interdependent pillars, replacing broad engagement

assumptions with verified, predictive buying signals.

Intent Intelligence

Real-time behavioral
signhal capture from
enterprise security
teams, separating
active evaluation from
passive content
consumption.

Predictive Models

Advanced intent pattern
analysis determining
buying stage, likelihood
to convert, and budget
and readiness signals.

Buying-Group
Mapping

Full decision-making
unit mapped, CISOs,
ClOs, SOC Directors,
Risk & Compliance, and
Procurement, ensuring
every influencer is
reached.

Prioritisation
Framework

Account ranking by
intent strength,
technology fit, and
readiness, directing
sales capacity toward
highest-value targets
only.



Technographic Qualification
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Accounts were segmented by existing cybersecurity stacks, enabling context-driven personalization instead of generic

outreach.

Endpoint & Network

Sophos, Palo Alto Networks,
CrowdStrike, and Fortinet
environments identified and
segmented.

10K+

Verified Contacts

CISO, CIO, VP Security, SOC Leaders,
Risk Heads

Security Operations

Cisco Security, Check Point, and
Microsoft Defender deployments

mapped per account.

2,000+

Accounts Modelled

Predictive scoring at account level

Cloud & Identity

SentinelOne, Splunk, Zscaler, and
Okta stacks profiled for
personalized messaging
alignment.

3

Global Regions
North America, EMEA, and APAC
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Intelligence Coverage & Business Impact

ABM Pillar Coverage

Pillar

Intent Intelligence
Predictive Modeling
Account Prioritisation
Buying-Group Mapping
Technographic Qualification

Campaign-Ready Activation

©
—
o

20 <]0) 40 ]0) (510) 70 t210) 920 100
Coverage Score (%)



SPAN

Before vs. After R SIS

RRRRRRRRRRRRRRRRR

(l Before) Cl AfteD

Metric

Sales Qualified Accounts "~ |

Meeting-to-Opportunity —~ |

Pipeline Quality Score "~ |

Buying-Group Coverage *~ i

Targeting Efficiency =~ |

Key Takeaways

— Engagement Is Not Intent

Without behavioral signal analysis, ABM program over-invest in passive audiences and under-serve genuine
buyers.

— Predictive Intelligence Transforms Prioritization

Ranking accounts by intent strength and readiness replaces instinct with data, ensuring highest-value
opportunities get earliest attention.

—  Buying-Group Mapping Is Essential

Enterprise decisions involve CISOs, ClOs, SOC Directors, and Procurement simultaneously. Single-contact
outreach is structurally insufficient.

— Technographic Context Opens Doors

Tailoring messaging to a prospect's existing CrowdStrike, Splunk, or Zscaler environment signals operational
understanding.

— Precision Data Drives Revenue, Not Just Metrics

42% more SQAs, 38% shorter sales cycle, 3x conversion improvement, 27% lower CAC, these are business
results, not marketing KPls.
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Ready to Reach the Right Cybersecurity 79 ===
Decision-Makers?

Span Global Services builds precision ABM intelligence solutions for enterprise technology and
cybersecurity markets. We deliver verified, intent-qualified intelligence you can activate from day one.

Precision Data ABM Intelligence Activate Immediately
Verified contacts across BFSI, Intent signals, predictive scoring, Data-ready segments for email,
healthcare, manufacturing, and buying-group maps tailored LinkedIn, digital, and SDR
technology, and critical to your target market. outreach, from day one.
infrastructure.

"In complex, risk-averse markets, the organisations that win are not those with the largest pipeline, they are those

with the most accurate one." — Span Global Services

Talk to Our Team ‘ Explore Data Solutions

(©) 2026 Span Global Services. All rights reserved.



https://www.spanglobalservices.com/contact-us
https://www.spanglobalservices.com/

