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What are some of the biggest
challenges your marketing, growth,
and member retention
departments face today? 
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MARKETING & MEMBER GROWTH'S

Top Challenges
Limited resources

Changing member needs

Competition for attention

Lack of personalization



How you can use a comprehensive
CRM to save time and resources



Marketing Hub
Sales Hub
Service Hub
CMS Hub
Operations Hub

Founded in 2006, HubSpot is a developer
and marketer of software products for
inbound marketing, sales, and customer
service.

The HubSpot CRM consists of five platforms:

WHAT IS

HubSpot?



Semi-fictional representations of your ideal user
based on real data and educated speculation. They
help you understand your users' pain points, goals,
preferred communication channels, and messages
that resonate with them.  

DEFINE YOUR

Target Personas

Look at your data

Talk to your sales and customer service
teams

Interview your existing users



Awareness

Understand
YOUR USER'S JOURNEY
 

Consideration Decision



Awareness Consideration Decision

Your user has realized that
they have a problem or

need. They're just starting to
look for a solution.
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Awareness Consideration Decision

Your user has clearly
defined their problem and
has committed to finding a

solution.

Your user has realized that
they have a problem or

need. They're just starting to
look for a solution.

Your user has compiled a
list of solutions and is ready

to make a final decision.

Understand
YOUR USER'S JOURNEY
 



Awareness Consideration Decision

Track Users
WITH LIFECYCLE STAGES
 

Lead
Subscriber



Awareness Consideration Decision

Lead
Subscriber

Marketing Qualified Lead (MQL)

Sales Qualified Lead (SQL)
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Awareness Consideration Decision

Lead
Subscriber

Marketing Qualified Lead (MQL)

Sales Qualified Lead (SQL)

Opportunity Customer

Evangelist

Track Users
WITH LIFECYCLE STAGES
 



Adjust default lifecycle stage settings
in Settings.

HOW TO AUTOMATE

Lifecycle Changes
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Adjust default lifecycle stage settings
in Settings.
Set and sync lifecycle stages between
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through form settings.
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Adjust default lifecycle stage settings
in Settings.
Set and sync lifecycle stages between
objects.
Automatically set lifecycle stage
through form settings.
Bulk edit lifecycle stage using a
workflow.

HOW TO AUTOMATE

Lifecycle Changes



 

71% of consumers expect companies to deliver
personalized interactions. And 76% get frustrated when

this doesn’t happen.



Awareness
(Lead / Subscriber)

Create Optimized
Content
FOR EACH STAGE OF THE JOURNEY

Combine what you know about your target personas with
keyword research to create the right content for each step
of their journey.

Blog posts
Social media shares
White papers
Ebooks
Videos

The Power of Personalization: Tips
and Tricks for Driving Member
Participation and Retention

15
JUN



Consideration
(MQLs / SQLs)

Create Optimized
Content
FOR EACH STAGE OF THE JOURNEY

Comparison guides
Success stories
Member testimonials
Webinars
Pros and cons articles

The Power of Personalization: Tips
and Tricks for Driving Member
Participation and Retention

15
JUN

Combine what you know about your target personas with
keyword research to create the right content for each step
of their journey.



Decision
(Opp, Customer, Evang)

Create Optimized
Content
FOR EACH STAGE OF THE JOURNEY

Membership renewal
Member communities
Forums
Free trials
Referral programs

The Power of Personalization: Tips
and Tricks for Driving Member
Participation and Retention

15
JUN

Combine what you know about your target personas with
keyword research to create the right content for each step
of their journey.



 

If you have a sales pipeline, a longer sales cycle, or you're
looking to add value to your prospects, a good sales nurture

series will significantly increase your conversion rates.



New Lead or
Subscriber

Email 1:
Whitepaper

Email 2:
Asset

Email 3:
Ebook

Downloads Asset, Changes
to MQL, Moves to Next

Nurture Stream

Nurture Leads
USING WORKFLOWS



Nurture Leads
USING WORKFLOWS



PASS QUALIFIED LEADS WITH

Lead Scoring &
Lifecycle Stages

A method used to determine the worthiness of
a lead.
Includes implicit factors like webinar
attendance or page views.
Includes explicit factors like job title and
company name.

LEAD SCORING / HUBSPOT SCORE 



PASS QUALIFIED LEADS WITH

Lead Scoring &
Lifecycle Stages

A method used to determine the worthiness of
a lead.
Includes implicit factors like webinar
attendance or page views.
Includes explicit factors like job title and
company name.

LEAD SCORING / HUBSPOT SCORE 

Create lists, filtering contacts by lifecycle stage.
Sort your list by lead score to prioritize
outreach.
Saves time and money

COMBINING LIFECYCLE STAGE + LEAD SCORE



IMPROVE 1:1 OUTREACH WITH

TEMPLATES

Sales email templates

Snippets 

Sequences
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Use Reports
TO IDENTIFY GAPS OR BOTTLENECKS
    



Use Reports
TO IDENTIFY GAPS OR BOTTLENECKS
    

Do you have an MQL nurture stream
set up?
Are there ample opportunities for
someone to contact your team or
become a member/sponsor?
What does your marketing to sales
handoff look like?
How busy is your sales/membership
team? 

Awareness Consideration Decision



Use Reports
TO PLAN MARKETING INITIATIVES
    



 

How the Association for Intelligent Information
Management Used HubSpot to Save Time & Resources



Awareness Consideration Decision

Create Content Across the
Entire Buyer's Journey
 

1. Call-to-Action
2. Landing Page
3. Thank You Page
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The Results

eBook
1,062 downloads
239 new contacts
6 customers

Webinar
591 attendees
167 new contacts
8 customers

Infographic
371 downloads
66 new contacts
4 customers

Totals
2,024 engagements
472 new contacts
18 customers

Blog Post
782 Views

YouTube Video
116 views



What Does That Mean in Dollars?

$2,706.03 Average Customer Lifetime Value +  18 Customers = $48,708.54



Get Started
With

HubSpot
www.readynorth.com

www.aiim.org

https://www.aiim.org/
https://www.readynorth.com/
https://www.readynorth.com/
https://www.aiim.org/

