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What are some of the biggest

challenges your marketing, growth,
and member retention

departments face today?
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How you can use a comprehensive
CRM to save time and resources




WHAT IS

HubSpot?

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:

e Marketing Hub
e Sales Hub

e Service Hub

e CMS Hub

e Operations Hub




DEFINE YOUR

Target Personas

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.

Look at your data

Talk to your sales and customer service

=5 ke

Interview your existing users



Understand

YOUR USER'S JOURNEY

Awareness Consideration




Understand

YOUR USER'S JOURNEY

Awareness Consideration

Your user has realized that
they have a problem or
need. They're just starting to
look for a solution.
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need. They're just starting to has committed to finding a I
look for a solution. solution. |

I

]




Understand

YOUR USER'S JOURNEY

Awareness

Your user has realized that
they have a problem or
need. They're just starting to
look for a solution.

Consideration

1
I
Your user has clearly I
defined their problem and |
has committed to finding a I
solution. |

I

]

Your user has compiled a
list of solutions and is ready
to make a final decision. |
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Track Users

WITH LIFECYCLE STAGES

Awareness Consideration

Lead

Subscriber




Track Users

WITH LIFECYCLE STAGES

Consideration

Awareness

Lead Marketing Qualified Lead (MQL)
Subscriber Sales Qualified Lead (SQL)




Track Users

WITH LIFECYCLE STAGES

Consideration Decision

Awareness

: o Opportunity Customer
Lead Marketing Qualified Lead (MQL)

Subscriber Sales Qualified Lead (SQL) Evangelist

Ir



Contacts

Setup Associations Lifecycle Stage Record Customization H OW To A U To M AT E

Lifecycle Changes

Track contacts as they move through your marketing and sales processes. Learn more about lifecycle stages

Automation

Sync lifecycle stages

Update a contact’s lifecycle stage whenewver their primary company’s stage changes. Note: This

setting doesn't apply when a company maoves backwards in your process. P Adj U St d efa U |t | ife Cyc | e Sta g e Settl N g S

Set lifecycle stage when a contact or company is created N Settl N g S.

Set a stage for new contacts or companies cregted in HubSpot

Set lifecycle stage to

Lead

Set lifecycle stage when a deal is created
Set a stage for associated confacts and companies when a deal is created

Set lifecycle stage to

Opportunity

Set lifecycle stage when a deal is won
Set a stage for associated contacts and companies when a deal is won

Set lifecycle stage to

Customer




Contacts

Setup Associations Lifecycle Stage Record Customization H OW To A U To M AT E

Lifecycle Changes

Track contacts as they move through your marketing and sales processes. Learn more about lifecycle stages

Automation

Sync lifecycle stages
Update a contact’s lifecycle stage whenever their primary company’s stoge changes. Note: This

setting doesn’t apply when a company moves backwards in your process. ° AdJ U St d efa U |t | |fe Cyc | e Sta g e Sett| N g S

Set lifecycle stage when a contact or company is created N Sett| N g S.

Set a stage for new contacts or companies created in HubSpot

set lifecycle stage o e Set and sync lifecycle stages between
Lead objects.

Set lifecycle stage when a deal is created
Set a stage for associared confacts and companies when o deal is created

Set lifecycle stage to

Opportunity

Set lifecycle stage when a deal is won
Set a stage for associated confacts and companies when a deal is won

Set lifecycle stage to

Customer




HOW TO AUTOMATE

Lifecycle Changes

Customize lifecycle stage based on submissions

e Adjust default lifecycle stage settings
Choose a lifecycle stage for any records created or updated by submissions 1o this form. Learn . .

INn Settings.
Set lifecycle stage to e Set and sync lifecycle stages between

Subscriber objects.
e Automatically set lifecycle stage

through form settings.

Mote: This setting will override the defaulr Lifecycle stage in Lifecycle stage settings, but it will

previous lifecycle stage.




Lifecycle Stage > MQL #
Actions Seftings Goals Changes HOW TO AUTOMATE

Lifecycle Changes

& Contact enrcliment trigger

Page View e Adjust default lifecycle stage settings
has at least one Page View of a URL N Sett Ngs.

equal 1o .
[
https://readynorth.com/blog at Set and sync lifecycle stages between

least 3 times objects.

e Automatically set lifecycle stage
through form settings.

+ e Bulk edit lifecycle stage using a

workflow.

@ 1. Set property value Actions ~

Set contact property Lifecycle stage 1o
Marketing Qualified Lead




71% of consumers expect companies to deliver

personalized interactions. And 76% get frustrated when
this doesn’t happen.




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.

Awareness
(Lead / Subscriber)

15 The Power of Personalization: Tips
and Tricks for Driving Member
J U N Participation and Retention

Blog posts

Social media shares
White papers
Ebooks

Videos




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.

Consideration

(MQLs / SQLSs)

15 The Power of Personalization: Tips
and Tricks for Driving Member
J U N Participation and Retention

Comparison guides
Success stories
Member testimonials
Webinars

Pros and cons articles




15 The Power of Personalization: Tips
and Tricks for Driving Member
J U N Participation and Retention

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.

e Membership renewal
e Member communities

Decision -
e Forums

(Opp, Customer, Evang)

e Free trials
e Referral programs




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.

(




Nurture Leads

USING WORKFLOWS

Downloads Asset, Changes
to MQL, Moves to Next
Nurture Stream

New Lead or Email 1: Email 2: Email 3:
Subscriber Whitepaper Asset Ebook




2 1 Deloy for o set amount of time Actions -

14 days
5 contacts in this action Workflow goal X

USING WORKFLOWS

Measure contact conversions. Contacts will be automatically unenrolled from this workflow

when they meet your goal. You can view your goal conversion rate on the performance
page. Learn more about goals. '

2 Send email
Clone Delete

; Contact EnrDIIrTIEHT Trigg er Murture Funnel 1: Email 1 ¢ Lifecycle stage is any of Marketing Qualified Lead

1.5% click rate / 2 met goal criteria

Form submission
has filled out RN: Subscribe to Blog E 3. Delay for o set amount of time

Actions -

Motifications on Any page
5 days

1 contoact in this oction

GOAL CONVERSION RATE
13 contacts View or edit goal

1.45%

w See more

4. Sand email

Murture Funnel 1: Email 2 ]

0ub%e click rate /1 met goal criteria




PASS QUALIFIED LEADS WITH

Lead Scoring &
Lifecycle Stages

e A method used to determine the worthiness of
a lead.

e Includes implicit factors like webinar
attendance or page views.

e |Includes explicit factors like job title and
company hame.



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 hame.

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

Saves time and money



IMPROVE 1:1 OUTREACH WITH

TEMPLATES

Mame: First outreach Owned by: Julia Mongeau

Subject: How are you? m Select a Folder =
Hi Contact: First name

| see you're using our free CRM to manage your contact data, Are you interested in learning more about what HubSpot can

Sales emalil templates

do ta help you grow better?

Schedule a meeting

Thanks,
Sender: Full Name

Snippets

N

Personalize = Insert ~

Update existing template Sawve as new Template Cancel This email looks fantastic! D
EXET © misens | = Seqgquences




New snippet

IMPROVE 1:1 OUTREACH WITH

snippets allow you to create reusable blocks of text that you can access quickly through
keyboard shortcuts. Get started by entering a phrase or line of text that you find yourself typing
often, like a greeting or meeting agenda. Learn more. (5

Internal name *

Meeting

Snippet text *

Would you be interested in setting up time to talk about pricing?

Sales emalil templates

Sans Serif - Size = & v - :: i

Snippets

. Mowe~ & Personalize ~

Shorteut *

# meeting

To use a snippet, type the # symbol followed by the snippet shartcut you enter abova. The Seq u e n Ces
snippet will then appear in the text editor. E

- [




New Sequence # Choose step

i S IMPROVE 1:1 OUTREACH WITH

2 Manual email task
5 Get a task reminder to send an email
TOTAL STEPS DAYS TO COMPLETE AUTOMATION
Q
2 7 100% call task

Get a task reminder to make a call

Settings Automation

/ . General task
1. Automated Email - Day 1 Set a general task reminder

A
Following up

Hey Contact: First name |, | called you and wrote to you two days ago about some LinkedIn Sales Navigator P

Sales emalil templates

2. Automated Email - Day 7

[ 4 )

Re: Following up ©

Hey Contacl: First name , Afew days ago, you requested more information about

Snippets

feparam L g L]

Connect Attermpt Sequence Creemar: Hicois Maaa

Eveny levmimn] ol s ﬂ L5 BY

e CTR R e T 4] i LT e BATE 41 LAY ATE i . E

1 U 100%




Use Reports

TO IDENTIFY GAPS OR BOTTLENECKS

Lifecycle stage ~

Dafe rorgpe: From 1/1/30022 to 11/30,/20337

Count of Contocts

Mo ol ue ) 11
Suibs criber
Lead

Marketrg Gualified Lead

>
5
3
T
£
3

S b il i Mied Lmncs

o e Pty

440 450 G

Count of Confocts




Use Reports

TO IDENTIFY GAPS OR BOTTLENECKS

e Do you have an MQL nurture stream
set up?

e Are there ample opportunities for
someone to contact your team or

Consideration become a member/sponsor?

e What does your marketing to sales
handoff look like?

e How busy is your sales/membership
team?




Use Reports

TO PLAN MARKETING INITIATIVES

Direct Traffic  » Emuail Marketing

Curs Tormeer

Evangelist

Lo

Markehing Qualified Lead

Opportunity

:
;

Oifhrver

Snles Quealifsaad Leod

Subscribeer

# Organic Search

Paid Search

# Poid Social

» Referrals Organic Social

14K 1.6
Count of contacts




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




Create Content Across the
Entire Buyer's Journey

Awareness Consideration

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




The Conversion Process

Call-to-Action

THE NEXT WAVE

VIOVING FROM ECM TO
| RMATIOMN a EN

Get Your FREE eBook

Download our FREE eBook for a road map to the world
of Intelligent Informafion Management

A




The Conversion Process

Call-to-Action Landing Page
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The Conversion Process

Landing Page Thank You Page

Call-to-Action

[ aiim iim | a
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i alim
s ECM Really Dead? We Think It's a Bit More Complicated

A Free eBook from AlIM

The past 12 months have certainly been crazy ones
for content management. In December, Gartner put
this fitting capstone on the year:

First Name*™

Anthony

Gartner: "ECM is now dead (kaput, finite, an ex- Last Name*
market name), at least in how Gartner defines the

-I-‘l*
market. It's been replaced by the term Content _
Services.” email

apaille@aiim.org

L So is "Content Services" really all there is? |s "ECM" o ——
really dead? The ferm might be straining a bit, but pany
] the idea isnt. We think the conversation is a bit more

complicated (and to be fair, so does Gartner). State/Region

Moving from ECM to
Intelligent Information
management

So what comes next? Find out more in our new

eBook, THE NEXT WAVE: Moving from ECM to
Intelligent Information Management.

e Use the social buttons below to share this eBook
by John Mancini . .
Chief Evangelist, AlIM with your colleagues and friends!
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Hi there, happy reading!

Download Your eBook

Want to put these findings into practice? Take an AlIM Training Course!
Our Enterprise Content Management training course provides essential skills when you're short on time and short on budget.

Enroll today for just $595. You'll get six months of unlimited access to all of the ECM practitioner/specialist online course modules to learn at your own
pace:

« |dentify ways to better capture, analyze, engage, automate, and govern enterprise content
+ Learn how to develop necessary content taxonomies, metadata, and security models
+ Define your business and system requirements for enterprise content management

Yes, show me more about AllIM's ECM course

Learn what you want, when you want.

© 2018 AllM

m Topics Education Events Resources Blog Community About Join AlIM
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Download Your eBook

Want to put these findings into practice? Take an AlIM Training Course!
Our Enterprise Content Management training course provides essential skills when you're short on time and short on budget.

Enroll today for just $595. You'll get six months of unlimited access to all of the ECM practitioner/specialist online course modules to learn at your own
pace:

« |dentify ways to better capture, analyze, engage, automate, and govern enterprise content
+ Learn how to develop necessary content taxonomies, metadata, and security models
« Define your business and system requirements for enterprise content management

Yes, show me more about AllIM's ECM course

Learn what you want, when you want.

© 2018 AllM



Q

i all

Hi there, happy reading!

Download Your eBook

Want to put these findings into practice? Take an £ Training Course!

Our Enterprise Content Management training course provides eg ential skills when you're short on time and short on budget.

Enroll today for just $595. You'll get six months of unlimited acce
pace:

s to all of the ECM practitioner/specialist online course modules to learn at your own

« |dentify ways to better capture, analyze, engage, automate, and govern enterprise content
+ Learn how to develop necessary content taxonomies, metadata, and security models
+ Define your business and system requirements for enterprise content management

Yes, show me more about AllIM's ECM course

Learn what you want, when you want.

© 2018 AllM

m Topics Education Events Resources Blog Community About Join AlIM




Q

i all

Hi there, happy reading!

Download Your eBook

Want to put these findings into practice? Take an AlIM Training Course!
Our Enterprise Content Management training course provides essential skills when you're short on time and short on budget.

Enroll today for just $595. You'll get six months of unlimited access to all of the ECM practitioner/specialist online course modules to learn at your own
pace:

« |dentify ways to better capture, analyze, engage, automate, and govern enterprise content
+ Learn how to develop necessary content taxonomies, metadata, and security models
+ Define your business and system requirements for enterprise content management

Yes, show me more about AllIM's ECM course

Learn what you want, when you want.

© 2018 AllM

m Topics Education Events Resources Blog Community About Join AlIM




Intelligent Information Management

THE NEXT
WAVE:

Moving from ECM 1o
Intelligent Information
Management

by John Mancini
Chief Evangelist, AlIM

4. 511 downloads

868 new contacts

29 new customers












We Start With an eBook




We Start With an eBook

eBook Landing Page

[ alim

Free Report: The Impact of SharePoint - 2016

& Summary of ABM's Industry Watch

Thia SharePoint platfosm has evedved to become a digital
workspace and universal interface
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We Start With an eBook

eBook Landing Page Thank You Page

ﬁallm E allm Topics  Education  Ewenls  Rescurces m |:|

Bleg Commeinily Ahout Joim Al

Free Report: The Impact of SharePoint - 2016

A Summary of ARM's Industry Watch Hi thare, happy reading!

Thia SharePoint platfosm has aw becom: a digital Download Your aBook

workspace and universal interface

‘Wani io pul thesa findings into practice® Take an AllW Trainirg Couae

Llu B frioi Loy Managessil Paneg oo prdy S il ol skl & aten s 85007 o B8 ard &orl of udgel

Ervod ey Por et 3556 Youll gee skl morose of unlimiled) eocess (o all of e ECW craciforenspecizisl orlre cowse modil=s o learn & g oan
e
= foriify ey b B a1 Cotufl, BNAMNEE SGAGE, SN & QoI &

& LBEm Ao wobl o e sy foslaed earirries ma ks
w Doalires O Dusiresas and syeba ™ Aeouiemata or atlirgiis il TR ESEpE- T 7]

Losrn whet yeu mant, when pou want
f'..'# [ - “S— [l LTR MEY e

=y ATEE




We Start With an eBook

eBook Landing Page Thank You Page
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Free Report: The Impact of SharePoint - 2016

A Summary of Allf's industry Watch Hi thera, happy reading!

Thia SharePoint platfosm has evedved to become a digital Downlcad Your aBook

workspace and universal interlace
IAadutiry

‘Wani io pul thesa findings into practice® Take an AllW Trainirg Couae

Llus B frioid Loorrird Managsol Paneg oot frds S i ol skl & aten yiais 85007 o B8 ard ol of edgel

Erved today for Let 3556 Youll get sk moros of uiimiied) sozess o 8l of e EC 3 acizisl orkre cowse Todikes o lsa & yow oen
e
o Dy eyl ko B AT SESNONE, ANANDE ENGSE, AUTEMAL, B § OMEIT R

& LBEm Ao wobl o e sy foslaed earirries ma ks
w Doalires O Dusiresas and syeba ™ Aeouiemata or atlirgiis WO I T |

1 ol | S [= L

ey LT R

Next Step



Article

IEE aiim B
E Topics Education  Events Resources  Blog  Community About Join AllRA

The Problem with SharePoint - Technology or About AIIM
People?

= O - oEmes o

Subscribe to Emall Updates
Emai™

apaleBaimorg

Recent Posts

Next, We Wrote a Blog Post

Call-to-Action

r L
I allm Topics  Education  Events  Resources

Download the Report

e | a

Blog Coommunity About Jodn AllM




Then, We Designed an Infographic

Infographic Landing Page Thank You Page

it = aiim Baim . === -

[Ty - [ 15 Communlty Akt Join AlIM
70 " P The Impact of SharePgint - 2016

B — Hi Anihiomy, we hope you find this infographic useful.

Download Your Infographic

AR AIIM Infogeaphic

AlM Research finds that 0% of respondents have litthe fo no
awareness of what SharePoint 2016 cfers

E . . _ (= Froe Report: The Impact of SharePoint 2016
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How About a Webinar?

Webinar Landing Page Thank You Page

I aiim Eaim _ . . === -

ez Cemmunity fibout Barir IR

Free Webinar: SharePoint: Determine Your Next Mave

5h-EI re FU i nt: Wou made a great decision to joln us. Thank you.
. DE‘tE rminE ';‘rnur NE'.I{t ane We'll 2o vou an Wednesday, March 14, 2018,
-' _-;__‘, = winkinar on demand, il cul T foim o0 tha fight. The red pugs wil Fave the widead for You should receive anemall confirmation Ehm'ﬂ'?.
' If you have any questions, email webinars@aiim.org,
r ) ) ) bor s S505. Vou il get i monie of undimiied socess i s bt prdires: w0 Moo b0 e sl your own
T & .-."fr.m'.'lll.n:n.l. Frinfall B0 iTidie

L - " ! 1‘ 2 :J‘ ' r ! ol Bk

pre it

-. -

Lesrin rrfull pisid Wi, iyl wand




H‘-

"SR 1K

-
N ol 23

SR | Prainnted August 17, 2016

[Webinar Replay] SharePoint 2016: Determine Your Next Move
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Blog Post
782 Views

eBook

1,062 downloads
239 new contacts
6 customers

The Results

YouTube Video
116 views

Webinar

591 attendees
167 new contacts
8 customers

Infographic

371 downloads
66 hew contacts
4 customers

Totals

2,024 engagements

472 new contacts
18 customers



What Does That Mean in Dollars?

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