USING CONTEXTUAL
REPORTING TO MASTER =
YOUR MARKETING
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Use the Question Pane in GoToWebinar to Ask Questions!

Use the hashtag #InboundLearning on Twitter

Question of the day HubSpot

Accidemg



#INBOUNDLEARNING



7 WEBINAR SCHEDULE

- Digging into Your Database With Custom Reports

- Closing the Loop on Your Marketing with Revenue

- Understanding Cause and Effect in Your Marketing
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AGENDA

The importance of context in reporting
Ask the right questions
Understanding what reports tell you

Contacts & Companies report demo



THE IMPORTANCE OF
CONTEXT IN REPORTING
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Inbound marketers that measure ROI

see a major impact

Greater ROl than previous year

Lower ROl than preview year

About the same as the previous year



Inbound Methodology
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WHERE DO
YOU START?



Sample Sally

BACKGROUND:
« Head of Human Resources

» Worked at the same company for 10
years; worked her way up from HR
Associate

+ Married with 2 children (10 and 8)

DEMOGRAPHICS:

+ Skews female

« Age 30-45

* Dual HH Income: $140,000
+ Suburban

IDENTIFIERS:

+ Calm demeanor
+ Probably has an assistant screening calls
+ Asks to receive collateral mailed/printed



W Marketing Library

¥ Al topics

+WEET
éTlp\XXIR'TER

#TweetSmarter Webinar
2014

STATE«INBOUND

The State of Inbound: Sales
Edition 2014-2015

Free Chapter: Create
Remarkable Content

- @ All content types

v Sorted by Published date  ~ -

Live Webinar: How to Get
50k Email Subscribers in a...

Houwto e
AL SELLING
trerg 000 UE
s&zsn‘s JOURN

How to Use Social Selling at
Every Stage of the Buy...

AN INTRODUCTION
TO LINKEDIN FOR
BUSINESS

=
An Introduction ta Linked|n
for Business

How to Master Your Own
Personal Brand

State of Inbound 2014-2015

".'.}3.‘“
THE C-SUITE'S GUIDE

70 GETTING STARTED. WITH

cArmaL MEDIA

The C-Suite's Guide to Social
Media

GUIDE TO
MARKETING
YOUR AGENCY

The Guide to Marketing your
Agency

Linked in HubSpot

Anatomy of Inbound:
Visualizing the & Essential
Ele...

Recently Viewed Content

Free Template: Create Buyer Personas

For Your Business

State of Inbound 2014-2015

2013 State of Inbound Marketing

Inbound Marketing Resources

Inbound Marketing Blog

HubSpot on Twitter

HubSpot on Facebook

HubSpot on Linkedin

HubSpot on YouTube

HubSpot on SlideShare

HubSpot on Flickr:

Inbound Marketers Group:




CONTEXT WILL HELP YOU UNDERSTAND:

The topics that resonate with your audience

The format of your content

The channels or sources that drive visitors

How to drive conversions throughout your funnel



HUBSPOT
CONTACTS
REPORT.

# Contacts by Create Date broken down by Lifecycle Stage last 4 months to date (monthly)

Lea i

Charl

88888

Standard Cumulative

Bresshickswn ol Lifescyiebe 5hage

Laad

Subscriber

Customer

Marketing Qualified Lead

Opportunity

Warch20M g

Bacama s Oppariunity Dala

5,225
30,583
8,505
6,885

2173



7 Revenue Generated by Source Per Month

Sum of Recent... v Standard Cumulative

Jun 2013 242013 iy 2013

g e

Sum of Recent Deal Amount
g

Fay 2013 Mar 2013 Ape 2013 May 2013

( O M PA N I E S - Recent Deal Close Date
Chart Breakdown of Original Source Type Companies * SumofRecentDe.. Avg RecentDeal ...
REPORT B o ama s
[

B

M Offline Sources 44 223,190.00 5,072.50 Goal Tracking
Organic Search 38 188,457.00 4,959.39 Deily N
Save goal
Social Media 28 139,316.00 497557
Repart Actions
Diract Traffic 26 157,470.00 6,056.54
Refrash report
M Paid Search 15 98,783.00 6,585.53 Email this report
Export report data
Referrals 6 30,886.00 5,147.67 Clone repart
Delate report
m Other Campaigns 2 14,626.00 7,313.00
Navigation
Total 246 1,321,479.00 5,371.87

# Rsports Home



RUNNING THESE REPORTS CAN HELP YOU:

* Focus on the efforts that generate results
* Better prioritization
* Understand your marketing to budget properly for

the future



REPORTS COULD TELL YOU:

. That content you have created attracts visitors, but not leads.
. That one of your personas generates more revenue than others.
. That one of your marketing channels generates more MQLs than others.

. That your favorite topic actually doesn’t resonate with your persona.



ASK THE
RIGHT QUESTIONS



“Pull an analysis on
your marketing.”

-Your boss



“Pull an analysis on
your marketing.”

-Your boss




HOW MANY CONVERSIONS DO MY PAGES GET?

Sources
(9 01/01/2013-01/31/201... v @ All domains v| % Select report... -
Standard Cumulative Visits w» [ Show offline sources (¥ Show visits-to-contacts rate © Add marketing action
100.000 8%
75.000 6%
P
& 50,000 4%
=
N II I III II I IIIIIII 2%
0 I II 0%
Jan 1 Jan 4 Jan 7 Jan 10 Jan 13 Jan 16 Jan 19 Jan 22 Jan 25 Jan 28 Jan 31
i Report Actions
Organic Search 146,002 30% 4,320 39% 167 0.1%
Google, Bing, Yahoo, etc.
Export current view
Referrals 52,855 46% 2,421 17% 40 0.1%
Links on other sites
Navigation

L

m Social Media 78.994 8.0% 4 766 2.3% 112 01% & Doncs




HOW MANY LEADS DO | GENERATE PER MONTH?

Sources

(4 01/01/2013-01/31/201... v | @ All domains +| | % Select report... .

Standard Cumulative Contacts - ] Show offline sources | Show contacts-to-customers rate © Add marketing action

25,000

21191
18,692

20,000

14,486 o235

15,000

10,729

Contacts

10,000

5,000

12/30 - 1/05 1/06 - 1/12 113 - 1119 1/20 - 1/26 1/27 - 2/02

Source Visits % Contacts % Customers % 5

Report Actions

Organic Search 146,002 3.0% 4,329 3.9% 167 0.1%
Google, Bing, Yahoo, etc.

a8

Export current view

Referrals 52,855 46% 2,421 17% 40 0.1%
Links on other sites

a8

Navigation

P Sccial Media 78,994 6.0% 4766 23% 112 0.1% a4 oo




HOW MANY MQLS DO | GENERATE PER MONTH?

# January Contacts by Lifecycle Stage

Standard ‘Cumulative

Create Date

EBBsBBag:

Jan 1

o
=

Sk 10k

Breakdown of Lifecycle Stage

Lead

Subscriber

Opportunity

Marketing Qualified Lead

Customer

Evangelist

18k

20k

25k

Contacts

68,680

13,544

7,485

5,372

2,237

1,415

35k 40k
Contacts

50k

55k

B0k 85k 70k 75k

Q

Goal Tracking

Daily -

Save goal

Report Actions

Refresh report
Email this report

Export report data

MQL = Marketing Qualified Lead.




WHAT CHANNEL GENERATES THE MOST LEADS?

Sources
(4 01/01/2013-01/31/201... ~ | | @ All domains v | | % Select report... -
Standard Cumulative Contacts v | Show offline sources (| Show contacts-to-customers rate © Add marketing action
5,000
4,000
w 3,000
°
o
T
=]
© 2000
- I I I I I I I I I
0
Jan 1 Jan 4 Jan 10 Jan 13 Jan 16 Jan 19 Jan 22 Jan 25 Jan 28 Jan 31
Source Visits % Contacts % Customers % rud
Report Actions
Organic Search 146,002 30% 4,329 39% 167 0.1%
Google, Bing, Yahoo, etc.
Export current view
Referrals 52,855 46% 2,421 17% 40 0.1%
Links on other sites
Navigation
inl 8o




AM | ALLOCATING ENOUGH RESOURCES TO MY
STRONGEST CHANNELS?

# Companies by Closed Date broken down by Original Source Type 01/01/2013 - 12/31/2013 (Demc)
Companies v Standard Cumulative
50
40
w
2 30
c
g
E
S 20
10
1]
Jan 2013 Feb 2013 Mar 2013 Apr 2013 May 2013 Jun 2013 Jul 2013 Aug 2013
Close Date-Demo
Chart Breakdown of Original Source Type Companies - Sum of Annual Re... Avg Annual Reve... Q
it report
Email Marketing 90 469,807.00 5,220.08 =
Offiine Sources 44 134,651.00 3,060.25 Goal Tracking
Daily -
Organic Search 42 272,894.00 6,497.48 -
Save goal
Social Media 29 155,839.00 5,373.76
Report Actions
Direct Traffic 26 100,125,786.00  3,850,891.77
Refresh report




CUSTOMER EXAMPLE

Sap 2014
Date last sent to sales

eeps track of the contacts sent to sales by individual sale
ort is used to break down how many contacts eac
nd closes.



UNDERSTANDING WHAT
REPORTS TELL YOU



All Contacts By Persona - This Month to Date

Contacts - Standard Cumulative

What does the report tell you? 2500

2,000

* You are getting the most amount of

contacts from International and your -
1:10 segment. o

« The SLA value weights the importance w . .
of those contacts. Therefore 11:200 is . - .

. . Jun 1 Jun 2 Jun 3 Jun 4 Jun 5 Jun & Jun 7 Jun B Jun9 Jun 10 Jun 11 Jun 12
the most valuable segment with this
metriC. Selectall Select none a
IOWT
Chart  Breakdown Contacts +  SumofSLAValue AvgSLA Value Edit report
Action items: International 4 6,207 2,142.88 0.35 Report Tools

Property not set 5,833 0.00 0.00 View all reports

* Consider the campaigns you are , Refesh ropor
. . L 1:10 3,650 1,514.59 0.41 Email this report
running with your most successful

Export report data

a

VAR 1,175 2,188.27 1.86

a

segments and see how you can Glona repart
rep“cate them. 11:200 4 8,107.64 852 Delete report
» |f you are not segmenting content and Experiment a7 api0r  ase — -
communication toward different Mo Profi/Edu ror 406603 cso o oo
audiences, see if there are
i 200+ 716 4,207.41 5.88 Report Parameters

opportunities to do that. o

Qutbound 383 3,716.10 8.70 06"\).1;‘2013

A Total 20,390 28,586.99 1.40 :?'611 11"201:?

Daily



7 Companies by Closed Date broken down by Original Source Type 01/01/2013 - 12/31/2013
What does the report tell you?

Companies - Standard Cumulative

&0

* Email marketing is your most

successful channel.

* QOrganic Search is
generating the second
highest amount of revenue.

* Paid Search and Referrals

are not generating amana Fom MU M2 amE 2B ApE S Camn Mo Dec 23
customers. s
Chart  Breakdown of Original Source Type Companies =  Sum of Smesfo...  Avg Salesforce... Q
Action items: Email Marketing *_ 96 549,071.00 5,719.49 Edit report
R See what pages are Offline Sources 49 279,056.00 5,695.02 Goal Tracking
generating the most search Organic Search 4 32674200 765028 =
traffic. Optimize other pages Social Media 31 173,499.00 5,506.74 e
to help increase organic Direst Tratie . joarao0 626048 Repost Actions
search. ficesh repet
« Digin to your best practices e s * b s e S
for email marketing and see Referrals * : foeeron 812483 —
if they can apply to other Other Campaigns 4 21,052.00 5,263.00 # Pigsort Home
C h ann els. '. Total 279 1,695,980.00 6,078.78 View sl ofyour sausd reperts

@ Trends & Suggestions

Raact to your cumant trends.



What does the report tell you?

* You are generating a lot of leads,
but that isn’t translating into as
many customers.

Action items:

* Dig into what could be blocking

your lead to customer conversion.

* See what content is moving leads
to marketing qualified leads. Can
you show them that content
sooner in their lifecycle?

January Contacts by Lifecycle Stage

Jan 2013

=]
=

5k 10k

Selectall Select none
Chart Breakdown
Lead
Subscriber
Marketing qualified lead
Customer
Opportunity
Evangelist
Other
Property not set
Total

Contacts

76,304

14,409

4,358

1,532

1,499

826

98,949

Report Tools

View all reports
Refresh report
Email this report
Export report data
Clone report

Delete report

4+ Save goal

Report Parameters

From:
01/01/2013
To:
01/31/2013
Frequency:
Monthly
Created On:



KEY TAKEAWAYS

1. Focus on more than your top page or channel

2. Dig into the marketing efforts that are working, and
see how you can replicate its success across different
channels.

5. Find the trends in your content that may give you an
indication about your success.



CONTACTS & COMPANIES
REPORT DEMO



|

LIVE
DEMO.

HHHHHHH



EVERYTHING
STARTS WITH A LIST.



Lists » New List
What's the name of this list?
#InboundLearning Webinar List

What type of list do you want?
® 2 Smart list — Add contacts continuously according to rules you set
i |- Static list - Add contacts manually

Which contacts should be in this list?

Include contacts who meet all of these requirements: B X

[ [™ Contact Property b l | account_type__c b | | is equal to A Enter a value ﬁ
— a |

|_ [* Contact Property

| gl Company Property

= List Membership + Add another set of requirements
B Form Submission

B Email

l [ Page View Test contact against this list |m




Which contacts should be in this list?

Include contacts who meet all of these requirements:

B X

' B Form Submission v | | Contact has filled out

v | | [Universal Subscribe LP - Custo... ¥ | | on any page v |

“no filter | Refine |

| Add another requirement

[Noﬁrtar v] x

=

Q|

No filter
Rolling dates =
Cn or before date
On or after date

Between dates

Mumber of times

Test contact against this list |m




0 CONTACTS REPORT



Step 1:

Under Reports
Home, select
create a new
report.

Companies by Create Date broken down by Salesforce Total Revenue all time

g8 Companies reports

Companies by Create Date broken down by Salesforce Total Revenue all time

#f Companies reports

Companies by First Contact Create Date broken down by Lifecycle Stage all time

g8 Companies reports

Companies by First Contact Create Date broken down by Annual Revenue all time

@ Companies s

Companies by Create Date broken down by Original Source Type all time

B8 Cor

Contacts by Create Date broken down by Lifecycle Stage this year to date

s Contacts reports

Jay Test: Companies by First Contact Create Date broken down by Lifecycle Stage this ye...

=‘J Compar orts

Zapier testin

Viewed Pricing Page

# Event ana

Autogenerated: Video "We Love Music®: 100% Watched

#

03/26/2014

03/26/2014

03/25/2014

03/25/2014

03/21/2014

03/20/2014

03/20/2014

01/28/2014

12/09/2013

10/03/2013

&

HubSpot Reports 2
Reports ¢ mour
A\ All report types v 1 All time v & By anyone v o
Report Created on ~ Create a new report

Sources

Find out how your online visitors,
leads and customers are finding
you.

Page Performance

Analyze and optimize your
individual website pages.
Conversion Assists

Learn more about which pages are
helping to convert more visitors.
Competitors

Measure and improve your
marketing compared with your
competitors.

Event Analysis

Track clicks and custom events to
investigate how your visitors behave
on your site.

Links

Monitor and bulld inbound links.
Tracking URL Builder

Build links to track your marketing
campaigns.

Reports Settings

Find your tracking code and adjust
other analytics settings.



Step 2a:
Select Contacts Report.

Choose report type

Ll

248

Sources

Find out which marketing sources are generating visits, new
contacts and customers

Contacts Report

Build custom reports based on the data you've collected about
your contacts

Event Analysis

Track visitor actions on your website and find out what they did
to get there

Companies Report

Build custom reports based on the data you've collected about
companies

Attribution Report

Build custom reports to discover the conversion paths of your
contacts



Step 2b:

Select Start
From Scratch or
one of the pre-
built reports.

Create a report

Ll

§) XY

Contacts Report

Build a report based on the data you've collected about your
contacts.

(=) Start From Scratch

Customize a report to see exactly the information you want.

() Contacts Revenue Last Month [£J

Understand how much revenue you have made from the
contacts in your database.

() Lifecycle Stage Distribution

Visualize how your contacts move through the funnel over
time.

() Most Converting Offers

Discover which offers are creating the most new leads.



Step 3:

Select the
Criteria for your
report.

Create Contacts Report o uoia ¢ Towr

= Back to all raports

# Contacts by Create Date all time

Mavigation

# Reports Home

@& Create a new repaort

Count

"® Browse Recipas

2006 2007 2008 2009 2010 2011 2012 2013 2014
Create Date
Build your report
Choose a list.
All contacts v Create a new list

Choose a convarsion type and time period.

Create Date * | in | Alltime -

4,242 contacts match the selected criteria.

Choose display options
Group contacts by

O Week

® Month

Break this report down by the following contacts proparty (optional @

Calculate the total value of the following numeric contact property (optional] @

-




Select any
contact list you
have, create a
new list, or
create a report
based off all of
your contacts.

7 Contacts by Create Date all time

Example data

2006 2007 20048 00 2010 2011
Create Date
Build your report
Choose a list.

2012 2013

| #inboundLsarning Webinar List

Choose a conversion type and time period.

|GreateDale ‘r|in|AlIIirne

4 958 contacts match the selected criteria.

2014



Select a label for
the x axis of
your report.

This will be your
date label.

Examples
include Create
Date, Close
Date, Days to
Close, etc.

7/ Contacts by Create Date all time

Example data

2006 2007 2008 2005 2010 2011 2012 203
Create Date
Build your report
Choose a list.
| #inboundLearning Webinar List v || Create anewlist |
Choose a conversion i od.
|GreateDale T|in|AlI1irna v|

4,958 contacts match the selected criteria.

2014



Select a date
range.

You can choose
the last week or
month or use a
custom date
range.

/ Contacts by Create Date 01/01/2013 - 10/03/2014

Example data

Jan 2013 May 2013 Bap 2013 Jan 2014 May 2014
Craate Date
Build your report
Choose a list.
| #lnboundLearning Webinar List X || Create a new list |
Choose a conversion type and time period.
| Create Date v | in | 01/01/2013 - 10/03/2014 - |

622 contacts match the selected criteria.

Bep 2014



/ Contacts by Create Date 01/01/2013 - 10/03/2014

Example data

Select a date

Jan 2013 May 2013 SEpEI]‘IS Jan 2014 2m4a 51!p2|:|1|1
frequency. - .
That means Suldyedriepert
daily, weekly, or -
month|y | #inboundLearning Webinar List - || Create a new list |

Choose a conversion type and time period.

| Create Date v | in | 01/01/2013 - 10/03/2014 v |

622 contacts match the selected criteria.

Choose display options
Group contacts by

o Week

® Month



Choose display options

Group contacts by
Choose a g
companies T
property 1o
b fea k u p yO ur Break this report down by the following companies property (optional) @
I’epOI”[. YOUr Original Source Type x v
results will show
u p as a St ac ke d Calculate the total value of the following numeric contact property (optional) @
bar graph. v




Choose display options

Group contacts by
Use this field to @:B::‘h
calculate a ¢
numeric Break this report down by the following companies property (optional) @
p ro pe rty fo r. th € Original Source Type X v
companies in
yO urre p ort. Calculate the total value of the following numeric contact property (optional) @
Days to Close * v




@ COMPANIES REPORT



Step 1:

Under Reports
Home, select
Create a new
iEport.

Companies by Create Date broken down by Salesforce Total Revenue all time

g8 Companies reports

Companies by Create Date broken down by Salesforce Total Revenue all time

#f Companies reports

Companies by First Contact Create Date broken down by Lifecycle Stage all time

g8 Companies reports

Companies by First Contact Create Date broken down by Annual Revenue all time

@ Companies s

Companies by Create Date broken down by Original Source Type all time

B8 Cor

Contacts by Create Date broken down by Lifecycle Stage this year to date

s Contacts reports

Jay Test: Companies by First Contact Create Date broken down by Lifecycle Stage this ye...

=‘J Compar orts

Zapier testin

Viewed Pricing Page

# Event ana

Autogenerated: Video "We Love Music®: 100% Watched

#

03/26/2014

03/26/2014

03/25/2014

03/25/2014

03/21/2014

03/20/2014

03/20/2014

01/28/2014

12/09/2013

10/03/2013

&

HubSpot Reports 2
Reports ¢ mour
A\ All report types v 1 All time v & By anyone v o
Report Created on ~ Create a new report

Sources

Find out how your online visitors,
leads and customers are finding
you.

Page Performance

Analyze and optimize your
individual website pages.
Conversion Assists

Learn more about which pages are
helping to convert more visitors.
Competitors

Measure and improve your
marketing compared with your
competitors.

Event Analysis

Track clicks and custom events to
investigate how your visitors behave
on your site.

Links

Monitor and bulld inbound links.
Tracking URL Builder

Build links to track your marketing
campaigns.

Reports Settings

Find your tracking code and adjust
other analytics settings.



Step 2a:
Select Companies
Report.

Choose report type

Ll

248

Sources

Find out which marketing sources are generating visits, new
contacts and customers

Contacts Report

Build custom reports based on the data you've collected about
your contacts

Event Analysis

Track visitor actions on your website and find out what they did
to get there

Companies Report

Build custom reports based on the data you've collected about
companies

Attribution Report

Build custom reports to discover the conversion paths of your
contacts



Step 2b:

Select Start
From Scratch or
one of the pre-
built reports.

Create a report

Ll

i3 3

Companies Report

Build a report based on the data you've collected about
CoMmpanies.

() Start From Scratch

Customize a report to see exactly the information you want.

() Companies Revenue Last Month [

Understand how much revenue you have made from the
companies in your database,

() Companies Revenue by Source This Year [

Learn which channels generate the most revenue for your
business.

(") Companies Revenue by First Conversion [

Prove how much ROl your business receives from your
content.




Step 3:

Select the
criteria for your
report.

Create Companies Report

= Back to all reports

# Reports Home
& Create a new report

"® Browse Recipes

P Overview Video

" Companies by Create Date all time

-
g
LE]
2006 2007 2008 2009 2mo 201 2012 2013 2014
Create Date
Build your report
Choose a list.
All contacts Create a new list
Choose a conversion type and time period.
Craate Data * | |n | Alltima

296 companies match the selectad criteria.

Choose display options
Group contacts by

Weak
= Month

Break this report down by the following companies property (optional) @

Calculate the total value of the following numaric contact proparty (optianal) @

-




Select any
contact list you
have, create a
new list, or
create a report
based off all of
your contacts.

/ Companies by Create Date all time

Example data

Count

2006 2007 2008 2009 2010 2011
Create Date
Build your report
Choose a list.

' #InboundLearning Webinar List

2012 2013

Choose a conversion type and time period.

| Create Date - | in | All time

4,667 companies match the selected criteria.

2014



Select a label for
the x axis of your
report.

This will be your
date label.

Examples include
Create Date,
Close Date, Days
to Close, etc.

/' Companies by Create Date all time

‘ Example data

Count

2006 2007 2008 2009 2010 2011
Create Date

Build your report
Choose a list.

' #InboundLearning Webinar List

2012 2013 2014

v || Create a new list |

Choose a conversi and ti iod.
|GreataDate Pv“n'ﬂlmme

x)

4,667 companies match the selected criteria.



Select a date
range.

You can choose
the last week or
month or use a
custom date
range.

/' Companies by Create Date this year to date

Example data

Count

Jan 2014 Mar 2014 May 2014
Create Date

Build your report
Choose a list.

' #InboundLearning Webinar List

Jul 2014

Sep 2014

- || Create a new list |

Choose a conversion type and time period.

| Create Date v| in | This year to date

&~

- |

4,667 companies match the selected criteria.



/ Companies by Create Date this year to date

Example data

Count

Select a date

ﬂ’eq uen Cy Jan 2014 Mar 2014 Mayz::;;mm Jul 2014 Sep 2014
Build rt

That means it

dally’ Weekly’ or | #InboundLearning Webinar List A4 || Create a new list |

monthly.

Choose a conversion type and time period.

| Create Date v| in | This year to date - |

4,667 companies match the selected criteria.

Choose display options

Group contacts by
O Week (
(*) Month



Choose display options

Choose a Group contacts by
companies O Week
property to break @ Manth

u p yO urrepo . Break this report down by the following companies property (optional) @

] Original So T -
Your results will Htat -
ShOW Up as a Calculate the total value of the following numeric contact property (optional) @
stacked bar .
graph.




Choose display options

Group contacts by
Use this field to @:B::‘h
calculate a ¢
numeric Break this report down by the following companies property (optional) @
p ro pe rty fo r. th € Original Source Type X v
companies in
yO urre p ort. Calculate the total value of the following numeric contact property (optional) @
Days to Close * v




* Get into the habit of checking your reports. Check the progress of
your reports a couple of times a week. (Put a reminder on your
calendar!)

* Improve. Consider how you can improve your results.
* Don’t be afraid of change. If a campaign isn’t working but you are

halfway through the month, don’t be afraid to make some big changes
to drive improved metrics.



Try HubSpot Enterprise for yourself!

http://bit.ly/academy-trial




TRY OUT YOUR REPORTS - bit.ly/HSreports

O Marketing

Repor‘ts Q Tour [ New: Find out which channels, content, and customers bring you the most revenue. Report on revenue

A28% A11% v31%

VISITS FROM ORGANMIC VISITS FROM SOCIAL MEDIA VISITS FROM PAID SEARCH
- 0- Se - Sep 20 - Sen 27 50 - o7

At All report types B Al time 6 Created by anyone

Ll Sources

Report Created on - } .
Find out how your online visitors,

leads and customers are finding you.

Contacts Revenue Last Month (HS Recipes) 10/03/2014 . R
‘® Recipes

Explore commonly used reports to
+ » " he! ou measure performance.
Contacts by Create Date broken down by Original Source Type this month to date Py p

10/03/2014 Competitors

Measure and improve your

marketing compared with your

Frequent Pages Viewed That Generate Leads (HS Recipes)
10/02/2014 competitors.

Event Analysis

Frequent Pages Viewed That Generate Leads (HS Recipes) 10/02/2014 Track clicks and custom events to
investigate how your visitors behave
on your site.

Website Content & Blog Posts That Generate Leads (HS Recipes) 10/02/2014 Links

Monitor and build inbound links.




NEXT STEPS

Ask the right questions. Look at recipes to help you get started.

Find trends in your data that you can replicate across different
channels.

Segment your database using lists to find more detailed information
about your contacts.

Break your reports down further by different contact and company
properties.



THIS WEEK YOU LEARNED: NEXT WEEK YOU WILL LEARN:

1 The importance of context in your 1 The importance of revenue
reports reporting
The right questions to ask when 2 How to get revenue reporting in
reporting HubSpot
What you can learn from your 3 Use cases for using revenue
report data reporting

How to use reporting on contacts

and companies in your database




RESOURCES

How to create a Contacts report
How to create a Companies report
Which Marketing Analytics Should You Be Looking At?

6 Incredibly Insightful Marketing Reports You Should Be Running






THANK YOU &
SEE YOU NEXT WEEK

HubSpot

Acodemy



