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https://www.hubspot.com/case-studies/sales

why HubSpot?

HUBSPOT COMPANY NEWS | 2 MIN READ

HubSpot Ranks #1 in Sales HubSppt
and Marketing in G2’s 2024
Voted #1

Best Software Awards

, o @ BEST SOFTWARE AWARDS - 2024
Written by HubSpot Communications

#1 Tool for Marketing + Sales in 2024



https://www.hubspot.com/company-news/hubspot-ranks-1-in-sales-and-marketing-in-g2s-2024-best-software-awards
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Today’s most disruptive *

companies are winning
} on customer experience.
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HubSpHt

Crafted for Growth

1. A Single Source of Truth
Makes it easy to align

2. One Intuitive UX
Makes it easy to adopt

3. A Unified Codebase
Makes it easy to adapt

HubSPOt
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Features Breakdown

Breeze Intelligence

Data Enrichment —— All paid Hubs with credit packs
Form Shortening —— Marketing Pro+

Intent Data — Free all hubs

Breeze Copilot

Breeze Copilot Free (all Hubs)

Breeze Agents

Social Media Agent —— Marketing Pro+
Content Agent — Content Hub Pro+
Prospecting Agent — . Sales Hub Pro/Ent
Customer Agent —— Service Hub Pro+
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to enrich your data



Breeze Co-Pilot - Example

A Contacts  Companies = Deals More

a9 & Contacts

i] NAME EMAIL PHONE NUMBER

a 9 Jan Simon : jsimon@hubspot.com +49 174 6876807
@ Simon Champlin traffic.cham-sim@hubtea... (772) 668-2781 x033

T @ Peter Simon simonandrejan@gmail.com +49 174 6876807



Breeze Co-Pilot - Example

Q. jan simon

< Back to all search results
Summary of jsimon@hubspot.com

jSi mon@h u bspo‘r.com View Record

Account Executive jsimon@hubspot.com +49 174 6876807

Email Call Create Task Add Note

Summary

Generated Oct 23, 2024 ¢}

Jan Simon is an Account Executive and is currently in the Opportunity lifecycle stage. They've been in your CRM since August 16, 2021, and have one
open ticket. Jan's last engagement was on October 16, 2024, via email, where they discussed a video invitation for a virtual coffee about the Sales

Hub. Their phone number is +491746876807, and their email is jsimon@hubspot.com. If you need to take action, you can add a task or draft an email
to follow up.

B @0

4 Ask a question

&y Deals
DEAL NAME DEAL — CONTACT DEAL — COMPANY
Jan André Simon - New Deal e Jan Simon -
Jan Simon - Demo Test e Jan Simon ==

Copilot @ My Demo Account ¥

New Chat

Jan Simon
Jan
Account Executive

+491746876807

> See 10 engagements

> See 2deals

> See 1 ticket E

& @ 0

Copilot

Would you like to know anything else about this?

(I'yp:) a message >

(Coum objects) (AH prompts —))

Al-generated content may be inaccurate. See terms @




Breeze Co-Pilot - Example

Create reports from scratch

Single object
Report on a single object such as your
contacts.

{ﬁ Customer Journey Reports

Q. 2 Analyze all the touchpoints in your customer
“<<  experience in one report.

%00 Funnels
YF Show progress through contact or deal stages
®

that you define.

Custom Report Builder

Report on all of your HubSpot data within a
streamlined build flow.

Attribution

See what interactions or activities drove
conversions and revenue.

AI Report Generator

Generate a single object report fast with
Breeze Al

BETA



Breeze - Best-In-Class Rep

Revenue by Channel - Clone® Revenue Attribution by Campaign®

THIS YEAR SO FAR  FILTERS (1) IN THE LAST 365 DAYS FILTERS (3)
® Marketing event @ Email Marketing @ Referrals  « Paid Search @ Sales @ Organic Search @ Sum Linear
A12V
Total Sum Linear: $2,829,437.11 s
0.49% ms,muz)
$579,587.01
- 60000000 & e
1.81% ($51,283.58) \ ,041.25
,813.18
224% ($63,240.59) S $400,000.00
7.78% ($220,263.85)
9.81% ($277,655.55)
$200,000.00
,404.89
0.00 $14,000.00 $9,615.38 g4,
52.09% 79354 T’“ 49579 $4,49579 $4,49579 $2,900.00
(81,473, ) .00 I

S @f}""“"f»‘” ALS

R ‘{?ﬁ; Jf X«\« M:.s e«P ffféf

to Opportunity®

Landing page, form submission Opened nurturing email AB Test | Marketing Email vs Sales Email Became MQL Opportunity created



Breeze Co-Pilot - Lead Scorin

Field type
Score

Build a score

Use filters to add score criteria that can help you identify qualified leads. Each set of criteria can contain multiple filters.
Points are added or removed when a record meets all of the criteria in a set. Learn more (2

Score criteria

Filters applied: 0 of 100

Positive Negative
Add points when a record meets this criteria Remove points when a record meets this criteria
al ; o ’

No positive score - No negative score '~
criteria Q criteria ©~
To start adding positive 2 3 To start adding negative S
score criteria click "Add b score criteria click "Add
criteria” criteria”

+ Add criteria + Add criteria

| & contact enroliment trigger

HubSpot score is greater than 50

[ B 1. Create task

Create task "Please Call SQL asap” and as-
sign it to no one

®




Breeze Co-Pilot - Lead Scoring (Now)

Contact-based

Contact engagement score

Measure your contact's level of engagement based on
their behavior and interactions.

Contact fit score

-
Q% A Evaluate how closely a contact aligns with your ideal
Q¢/ customer based on demographics and other criteria.
a
Company-based

Company engagement score

Measure companies’ level of interest in your product
based on their employees behavior and interactions.

Company fit score

Evaluate how closely a company aligns with your ideal
customer or strategic objectives.

Choose score type

How it works

1. Build your score

Assign points to behaviors that show a contact's engagement with your product offering and readiness
for sales. For example, visiting web pages, downloading resources or marketing email opens.

You can choose the contacts you would like to score.

2. Nurture leads or route to sales

Keep a score for each contact to evaluate their level of interest and engagement. You can use the
score to build @ more targeted marketing strategy with higher conversion rates.

Send qualified leads to sales through workflows or lists, to make sure that they focus on the most
promising prospects.

3. Iterate and improve

Track and analyze the results of your lead scoring system to improve its effectiveness and get better
quality leads.




Breeze Co-Pilot - Lead Scori

~ Health Score

.- . Health Score

~ Last30days 15 &

( 6 5 "“5(\ Recent score change
\  + 15 Company: , Property updated: CSM ...

See score history

See score calculations (4

Learn more about health scores (£




Breeze - Agents Example

Breeze

QOverview

Prospecting Agent

Social Agent

Content Agent




Breeze - Agents Example |

4+ Prospecting Agent

Put your prospecting on auto-pilot

<+ Prospecting Agent

Overview Performance
e Identifies companies and contacts in your CRM that match your Ideal Customer Profile and target persona.
e Researches each company and contact, and writes personalized emails based on your data. @ @

Automated enrollment Emails sending today
e Select the best outreach strategy and auto-sends emails. Th agent can also ly assign or auto-enroll companies and contacts. P i . R SR . —

4 5 1 121 21 12

Use Breeze to define your selling needs and let your agent do the rest. In minutes, your agent will be ready to start nurturing leads on your behalf. View ol rtomaions | View all emalls sening today
Enrollments S
Contacts currently enrolled 10 Finished 8
A8 Albert Blanton

Researching Albert Blanton "
CEO ot Buftolo Trace O

& Lonce Lozono

© emails ready for review Review emails for Lance
The Most Handsome Man of Dos Lozos
o1 Doisy Jones
© emails ready for review Peview emails for Daisy
Front Woman af The Six
W Marcus Mumfordd Email 1 0f 3 sendi
\arcus Mumf ling today Review conversation with Morcus.
Sad Boi at Mumford and Sons. Estimated send fime: 10:124M ST
o €moil 10t 3 sent )
Chappell Roan today Roview conversaion with Choppetl | +++
Midwest Princess ot Pink Pony Chuby Sent: July 22. 2024 ot 934AM EST
e Chappell Roan E£mail 2 of 3 sending fomorrow

3 Review conversation with Chappet B
Midwest Princess ot bink Pony Club Serd time cokuated on day of send.




Breeze Co-Pilot - Leadmanage

& Contact enrollment frigger

Form submission
has filled out Any form submission
on's Signs It's Time to Invest in Big

First, check Small Business

Number of employees is any of 1-5
or5-25

Then, check Mid Market

Number of employees s any of 25-
50 or 50-100

Then, check Enterprise

Number of employees is any of 100~
500, 500-1000, or 1000+

~ See less
® ® O @
[ $# 2 Enrollin o sequence Aabm'l | @ 3. Rotate record to owner Actions ~ | |@'4Amemnm Actions ~ |-5.smdh!unalunﬂllnofmwﬁon Actions -
Enroll contact in JanSi // Erstkontakt Max Rotate contact between 1 team Rotate contact between 1 owner Send email "Please evaluate request” to
Jan Simon Support Global, Elodia Support, Contact
spot.com) l owner

N

® @




Breeze Co-Pilot - Smart Automation

Enrollment triggers Cancel m

Enroliment Unenroliment Re-enroliment

Generate a trigger with AI [EE7Y)

Describe what should start this workflow and AI will build
a trigger for you

Use AI to generate
Contacts can be manually enrolled
Automatically trigger enrollment (optional)

When an event occurs

=

Example: Contact has completed a form

submission

%@ When filter criteria is met

A1 Fucmnolo: Aldee in aciind sa ~is né Bama ANIN



Breeze Co-Pilot - Example

Past Due Deal Update Task Assignment Workflow: Close Date Review ¢

Create a workflow. When a deal's close date is in

the past and its deal stage is not "closed won" @ owteveiman
Deal enroliment trigger
assign a task called "update close date” to the Enroll deals when they meet these fiters:
deal owner i
Close date is more than 0 days ago
(EDT) ©®
Copilot

Deal stage is none of Closed won
(Basic Pipeline)

AND

Sure! I've created a workflow called "Past Due Deal
Update Task Assignment Workflow: Close Date (J?
Review (7 " to automate the process you described.

o=

@ Show details

1. Create task
To learn more about building workflows with AI, read @ .
reate task update close date and assign to
this Knowledge Base article (7 . e
] 00 ® Show details
(View workflow £ )
®

& 90 (ewo)



( Data Enrichment

Contact and company
enrichment data directly
within HubSpot. B

v Contacts

Enrich contact and company records with key

attributes like role, employer, location, social media [ Rt

links -- or, annual revenue, industry, employee count, ‘

address, and many more. 2 R sncind =
city [v]  eropeRTY  CURRENTVALUE
State/ Region v]

Use automatic enrichment, bulk enrichment, and other 2
advanced enrichment settings to align your
enrichment strategy with your business.

<4+ Breeze



Data Enrichment - Example

October 2024
v About this contact Actions ~ #
> Page view
ZrST'ncme GUstomizERIoperlics Benito Gutkowski viewed [Demo v2]
enito

: : Data Webinar LP
View all properties

Last name
e T— View property history .
Lifecycle change
Email The lifecycle stage for this contact wc

traffic.gutk_benit@hubteam.cc ¥ Enrich record -

Recent conversion



Form Shortening

Capture more leads without
Contact Form Brian Halligan
sacrificing data. I
| e
Extra form fields mean fewer qualified leads.
Get the best of both worlds by dynamically shortening . . . . o .
your forms with HubSpot’s global enrichment . . .
database while still collecting the data you need to ‘ ‘ ‘
understand, score, and route your leads with speed . . . ——
and precision. . . .

<4+ Breeze



Buyer Intent

Intent data directly
within HubSpot.

Know what high-fit accounts are visiting and showing
infent on your website.

Powered by reverse-IP and enrichment data sources
and your own HubSpot Smart CRM data, buyer intent
tells you which companies in your tfarget market(s) are
ready to buy—regardless if they’re already in your CRM
or not.

<4+ Breeze

Buyer Intent
Fiters Saved views

Filter by fimeframe

Filter by companies in my Target Markets

Choose specific Target Markets

Filter by companies showing Intent
Include companies in my HubSpot CRM

Litecycle stage

Filter by source

Filter by specific page views

4

Biglytics visitor activity

Biglytics
A4 2w

About Top pageviews

Top pageviews last 7 days

/docs/integrations

/docs/getting-started

/about

/privacy-ond-security

Last Visit




Businesses that consider their CRMs the heart of their
business create better outcomes for both their customers and
their businesses:

; A y

Better customer Better customer Faster company Greater intent to
satisfaction retention rates growth continue scaling

Source: These insights come from a HubSpot-sponsored survey of 1,841 CRM users at companies with 51-5000
employees in the US, Canada, Germany, UK, Australia, France, and Japan.

HubSppt
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wWhat’s next?

Dharmesh Shah f[jj - Following
Founder and CTO at HubSpot. Helping millions grow better.
View my newsletter

16h - ®

BREAKING NEWS: Anthropic announces the ability for Claude to *use a
computer*

Yes, you read that right. A.l. will now have the ability to *use* computer
software, just like humans can.

This dramatically increases the potential use cases for Al Agents because
no longer is it necessary for an API to exist for the specific functionality
you need to access.

Instead, agents will be able to get to the same features/functions that a
human can get to.

This is a development that we knew was coming, we just didn't know
when and from who.

Can't wait to build an agent on Agent.ai that automates a personal
workflow for me (just to see how this works). It's going to be another
long/fun night.

What would you automate, if you had an Al agent that could use software
on your computer?

P& 2,065 273 comments - 88 reposts



Thank you for your attention!
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