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WHY USE HUBSPOT’S 
ENTERPRISE REPORTING 
TOOLS?

1



Marketing is a data driven job. 



We are constantly asked 
why a particular marketing 

effort worked or didn’t. 



Photo credit: Fauxlaroid / Foter / CC BY-ND

Marketing rarely has the reports to 
do so on a granular level. 
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https://www.flickr.com/photos/fauxlaroid/8700179380/
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http://creativecommons.org/licenses/by-nd/2.0/
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http://creativecommons.org/licenses/by-sa/2.0/


Enterprise reporting helps us solve this problem



Flexibility
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Context
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Targeting
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HubSpot Enterprise Reports.

Contacts Reports Attribution Reports Companies Reports



HOW TO USE THE 
CONTACTS REPORT.2



View your entire contact database, 
or a certain segment, based on the 

information that is most important to you.



CONTACTS REPORT



Report on a list of contacts that you 
want to learn more about.

Choose the conversion event that 
your contact list completed.

Break the report down by a contact 
property to see how this property 
contributed to the conversion event.

Attach a revenue number to the 
property by which you are breaking 
down the report.

HOW TO CREATE A CONTACTS REPORT



“I want to see all the leads generated whose 
first visit was through my blog”

USE CASE #1



List of leads who saw our blog 
before any other page on our site

Show only contacts who became 
leads, and in the order they did so

Break the report down by the source 
of the leads first visit to our site

HOW TO CREATE THIS 
CONTACTS REPORT



TAKEAWAYS

How effective is our blog in 
driving leads? 

Which channel was most effective 
at driving people to the blog AND 
converting them to a lead.



ACTION ITEM

Based on this information you 
should be able to decide what 
channels to use to promote your 
blog for better lead generation. 



USE CASE #2

“I want to see where my contacts are in the funnel ”



Build the report using a list of all the 
contacts in your HubSpot account.

HOW TO CREATE THIS 
CONTACTS REPORT

Show all contacts by when they 
were created in HubSpot.

Break down the report by the 
lifecycle stage of the contacts.



TAKEAWAYS

Find the deficiencies in your 
buyer’s journey



ACTION ITEMS:

Focus your time on building out a 
nurturing campaign that is 
focused on driving conversion to 
the lifecycle stage that is 
underperforming. 

Evaluate if you have sufficient 
content to engage contacts at 
stages where you are deficient. 



IF YOU STORE FINANCIAL DATA IN 
HUBSPOT….

…YOU CAN BUILD REPORTS WITH IT.



INCLUDING REVENUE IN REPORTS

Salesforce & HubSpot CRM

• Total revenue
• Recent deal amount
• Associated deals



• Goals: If you're in the cumulative view, you can set a 
goal line (like in the dashboard).

• Contacts reports need to be refreshed either manually 
or on a schedule. 

PRO TIPS.



HOW TO USE THE 
COMPANIES REPORT.3



COMPANIES REPORT
Like the contacts report but developed for B2B



Figure out exactly how many companies in 
your database segmented by any data 

stored in HubSpot.



Do you store company data in HubSpot?



HOW TO CREATE A 
COMPANIES REPORT

Report on the respective 
“companies” for a list of “contacts” 

Report on contacts who have 
completed a specific conversion 
event

Break down the report by any 
property on the company record

For each breakdown, calculate 
the total revenue.



USE CASE #1

“I want to report on the number of companies generated 
from my marketing instead of individual contacts”



HOW TO CREATE THIS
COMPANIES REPORT

List of all contacts in your 
HubSpot database

Plot only contacts by the 
property “close date” 

Break down the report by the 
name of the account associated 
with the contact

For each company calculate 
the “total revenue”



TAKEAWAYS: 

Avoid a situation where a 
company with multiple contacts 
skews the perceived dollar value

As a marketer stay on top of your 
largest accounts



ACTION ITEMS: 

Consider reaching out to these 
companies for potential case 
studies

Run a referral program for some of 
your top performing companies

Run a campaign to encourage 
evangelism



USE CASE #2

“I want to evaluate what channel brought in the most revenue 
or the most companies”



HOW TO CREATE THIS
COMPANIES REPORT

List of all contacts in your 
HubSpot database

Plot only contacts by the 
property “close date” 

Break down the report by the source 
of the original visit of the first contact 
associated with your account

For each source calculate 
the “total revenue” 



TAKEAWAYS: 

Understand which sources are 
best at acquiring new companies. 

Understand if quantity of 
companies driven by a source 
matches the total financial value.



ACTION ITEMS:

Plan to invest your time and 
money as a marketer in the 
source(s) that is yielding the 
highest financial reward.



HOW TO USE THE 
ATTRIBUTION REPORT.4



ATTRIBUTION REPORT
Enterprise Attribution Reports 



Report on contact interaction with your 
website prior to a conversion event.



TYPES OF ATTRIBUTIONS



USE CASE #1
“I want to know which blog posts directly contributed to the 

conversion of a lead”



The page, internal or external that 
immediately referred a visitor to 
the page they converted on

Build the report using a 
list of all contacts

Pick a conversion event of 
“became a lead” or “recent 
conversion date”

HOW TO CREATE THIS
ATTRIBUTION REPORT



TAKEAWAYS:

Know which blog posts are 
doing the best job of 
enticing visitors to click 
through and convert on a 
landing page

Find commonalities between 
the posts that are leading to 
conversions

FILTER FOR THE 
KEYWORD 

“BLOG”



ACTION ITEMS:

Consider re-using high converting 
blog posts in social media and 
email campaigns to draw additional 
traffic to them

Reverse engineer highly 
converting blog posts to find trends 
with the post type, offer type, or 
combination that can be replicated. 



USE CASE #2

“I want to see the pages on my site that are influencing 
my marketing qualified lead (MQL) conversions”



Build the report using a 
list of all contacts

HOW TO CREATE THIS
ATTRIBUTION REPORT

Filter the conversion type is 
“became an MQL” to ensure we 
are only reporting on contacts 
who entered the MQL stage

Attribution to the last 6 pages 
viewed before the MQL event. 
Higher weight being attributed to 
the pages immediately before the 
conversion. 



TAKEAWAYS:

Generating leads is important, but 
generating quality leads is vital. 

This report will show you the actions 
people are taking on your site 
before they are considered an MQL. 



ACTION ITEMS:

Make the most influential pages 
easier to access on your site by 
providing more frequent and 
accessible links.

Use the HubSpot page 
performance tool to make sure the 
pages with most influence are 
optimized for conversion.

Find pages that are not 
contributing (that should be) and 
promote the pages. 



Try HubSpot Enterprise for yourself!

http://bit.ly/academy-trial



NEXT STEPS
1. Choose a type of enterprise report that you want to create

2. Use one of the examples to create your own report

3. Experiment by breaking the reports down by different 
contact or company properties

4. Use the data to refine your marketing strategy



• How to use the Contacts Report [Help Doc] 

• How do I create an Attribution Report? [Help Doc]

• HubSpot Enterprise Reporting Recipe Book

RESOURCES

http://knowledge.hubspot.com/how-to-use-the-contacts-report
http://help.hubspot.com/articles/KCS_Article/Reports/How-do-I-create-an-Attribution-Report
http://academy.hubspot.com/Portals/137828/docs/hubspot enterprise reporting recipe book.pdf


QUESTIONS?



THANK YOU.


