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WHAT IS
INBOUND SALES?



Inbound Methodology

ATTRACT CONVERT CLOSE DELIGHT

Promoters

Blog Forms CRM Surveys
Keywords Calls-to-Action Email Smart Content
Social Publishing Landing Pages Workflows Social Monitoring
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TRADITIONAL INBOUND

-

Cold Calling ' Attract with content
Information gatekeepers Be an open book
Static pitch Leverage the buyer’s context

Seller - Centric Buyer - Centric



What defines
inbound sales?



“Buyers have more information
available to them, and higher
expectations for a relevant,
personal experience when
making a purchase.

Giving them that relevant,
personal, “delightful” experience
that is driven by their needs and
happens on their timeline is what
an inbound approach to sales is
all about.”

-Brian Halligan



0%

of a buyer’s purchase decision has already been
made before even talking to a sales rep.
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HOW CAN YOU
TRANSFORM THE
WAY YOU SELL?



BEST PRACTICES FOR EFFECTIVELY
TRANSFORMING THE WAY YOU SELL

lv]  Transform the way you target accounts.
\v]  Transform the way you prospect accounts.
\v|  Transform the way you connect with accounts.

\v|  Transform the way your prospects perceive you as a salesperson.



BEST PRACTICES FOR EFFECTIVELY
TRANSFORMING THE WAY YOU SELL

lv]  Transform the way you target accounts.



Make sure you are targeting
the




The Buyer’s Journey Lifecycle stages
From the buyer’s perspective From the marketer’s perspective

Consideration

Opportunity

Awareness




ALL LEADS THAT YOU CONVERT
SHOULD BE PASSED ONTO SALES

True or false?



ALL LEADS THAT YOU CONVERT
SHOULD BE PASSED ONTO SALES

True or false?

Answer: Falsel

Not all leads are a good fit and not all leads will be ready to buy. Ideally, leads
will be filtered before they get passed on to sales. That's why it's extremely
important to understand your prospect’s lifecycle stage, and where they fall in

the buyer’s journey.



BEST PRACTICES FOR EFFECTIVELY
TRANSFORMING THE WAY YOU SELL

&
\v]  Transform the way you prospect accounts.
&
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RESEARCH YOUR LEAD THOROUGHLY

1. Company information
2. Read about their industry
3. Check social media

4. Lead intelligence



COMPANY
INFORMATION

 Company size

* Annual revenue

*  What they sell

* Who they sell to

* Role of lead within the company

* Are there any other key players that
may be involved?




UNDERSTAND THE
BUSINESS

*  Company news

*  New funding

* Are they hiring?

* Territory expansion
*  Upcoming events

* LinkedIn profiles

* Shared contacts

* Shared groups




SOCIAL MEDIA

/3% of salespeople using social media
actually outperformed their colleagues
who weren’t using it.

Is your lead actively talking with
other companies?

Is your lead researching other needs?



Andy Pitre

Add/Remove from Lists Resync With Salesforce Opt Out of Email
21 HubSpot
First Touch Last Touch Lifecycle Stage
2 Years Ago 4 Days Ago Opportunity
Opened Email Since Oct 30, 2012
Starred
FirstMame:  Andy
« Return to All Contacts Follower Count: 0
Last Name Pitre
Overview
Original Source Type: Direct Traffic
Properties
Account Recent Conversion: Requesta Demo: Requesta Demo
Lists
Property History Twitter Username: andypitre

Workflows

Showing All 300 Interac.
Search in Google
View in Salesforce March
B3 2 Emails
= 2 List Memberships
https:ifapp.hubspot.c 2 1 Sync

« 1 Twitter Event
Contacts Seftings

February

ES 11 Emails

Automation Events
«F 3 Twitter Events

= & List Memberships

-
.— Addedto Existing Hot Leads - Independents
T Mon Mer 10, 2014 st 1:51pm
~. The WIN - The "Spring Training” Edition
fud
Fri Mar 7, 2014 at 10:28am
o Thatyou are here! That life exists! That you submit to the WIN!
bt
Wed Mar 5, 2014 t 2:20pm
Show all 6 interactions from March
¢~ The WIN - The "Fat Tuesday” Edition
bt
Fri Feb 28, 2014 at 3:00am
o~ Recelve total consciousness when you submitto the WIN
bt
Wed Feb 28, 2014 st 6:32pm
~ The WIN - The "Poetic License” Edition
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Fri Feb 21, 2014 at 11:15am

Close as Customer

Opened

Opened

Opened

Opened

Opened

LEAD INTELLIGENCE

Monitor the lead’s engagement
with your company.

* What did they download?

* What pages did they look at?
* What emails are they reading?

* What is resonating with them?
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BEST PRACTICES FOR EFFECTIVELY
TRANSFORMING THE WAY YOU SELL
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lv]  Transform the way you connect with accounts.
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GUIDELINES FOR TRANSFORMING
THE WAY YOU CONNECT

Build rapport



GUIDELINES FOR TRANSFORMING
THE WAY YOU CONNECT

Build rapport

Know your audience



GUIDELINES FOR TRANSFORMING
THE WAY YOU CONNECT

Build rapport
Know your audience

Speak the prospect’s language



GUIDELINES FOR TRANSFORMING
THE WAY YOU CONNECT

Build rapport
Know your audience
Speak the prospect’s language

Be helpful



BEST PRACTICES FOR EFFECTIVELY
TRANSFORMING THE WAY YOU SELL

\v|  Transform the way your prospects perceive you as a salesperson.



Be a sales educator.

In order to put yourself in the position to
educate your prospects, you need to
become the ultimate listening machine
and truly understand your prospect’s
pains and challenges.



Make your sales organization human again.

People buy from people. You need to break down the walls of humanity and not
come off as a sales robot that is static no matter who you are talking to.




AR

Become trusted

Focus on building your personal brand as a thought leader in your space.
Remember, people buy from people that they like and trust.




BEST PRACTICES FOR EFFECTIVELY
TRANSFORMING THE WAY YOU SELL

lv]  Transform the way you target accounts.
\v]  Transform the way you prospect accounts.
\v|  Transform the way you connect with accounts.

\v|  Transform the way your prospects perceive you as a salesperson.



WHAT DOES A DAY IN THE
LIFE OF AN INBOUND
SALES REP LOOK LIKE?
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HubSppt

About HubSpot

Company News & Press

Releases

\ Events
\ Management
\ Directors & Advisors

\ Our Speakers
\ Press Room

LEARN MORE ABOUT
HUBSPOT’S ALL-IN-ONE
MARKETING SOFTWARE

CALL US AT 1-888-HUBSPOT

HubSpnt

Connect With Us

Who we are

HubSpot is the world's #1 marketing software platform. We help more than 10,000 companies in 56 countries aftract

leads and convert them into customers. A pioneer in inbound marketing, HubSpot aims to help its customers make

marketing that people actually love. (Learn more about HubSpot software and Inbound Marketing.)

ABOUT PAGE

*  About HubSpot

* Past/upcoming events
* Management

* Directors & advisors

* HubSpot in the press
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Proven success with over 10,000
companies across a variety of industries.

CASE STUDIES

* HubSpot case studies

ShoreTel Moves From Marketing Automation Are YOU evaluating

to Inbound Marketing with HubSpot marketing software? * Who are they WOrkiﬂg with?
Yes | am! * Who do they typically sell to?

Browse Our Case Studies

& 60% year-over-year organic search

traffic increase BY COMPANY SIZE

Small Business Mid-Market
& 36% year-over-year increase in leads
Enterprise
110% year-over-year increase in
qualified leads BY ORGANIZATION TYPE

B2B B2C




What Is HubSpot?

Qur Story

Executive Team

Press Room

Partners

Deutsche Website
Frequently Asked Questions
Learn I d
Marketing Resources
Inbound Marketing Blog
Deutscher Inbound Blog
HubSpot Academy

INBOUND Conference

Email

Blogging

Landing Pages
Calls-to-action

SEO

Signals

Social Media

Lead Management
Marketing Automation
Marketing Analytics
Services

Developers Home

Open a support ticket HubSpot, Inc
Submit a feature request
Join a local user group

Help & support home

European Headquarters

Cambridge

International

HOME PAGE
FOOTER

* Locations

*  Contact information
* Are they hiring?
* What do they sell?
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GO gle hubspot in the news

Web News Videos Images Maps Mare = Search tools

About 3,620,000 results (0.37 seconds)

HubSpot Company and Product Blog N EWS
www_hubspot com/company-news ~ HubSpot, Inc

Mar 4, 2014 - HubSpot company and product news blog - Get the latest info on
HubSpot: the company, the people, the software and more. - Viewing all posts.

* Stay up to date

News Coverage - HubSpot

www_hubspot.com/news-coverage ¥ HubSpot, Inc °

by Dharmesh Shah - in 14,635 Google+ circles Com pa ny n eWS

120+ items - HubSpot, our products, our culture, our employees and our ...

3/13/14: The NFL's Mew Moneyball: Recruiting Lessons from the Gridiron  Inc J |I’1 d UStry te rm | I’] O|Ogy
3/12/14: Every Great Interview Starts With One Question Inc

. . * Recent press releases
In the News, Inc. Drives 676% More Leads with HubSpot an...

www_hubspot com/customersfinthe-news-inc ~ HubSpot, Inc
In the News Tampa Florida B2B 51-200 Employees Laminating and Printing Established
in 1987, In the News, Inc. is the largest c.

HubSpot Ranks #1 in VentureBeat Marketing Automation Index
www_hubspot.com/.__news/hubspot-ranks-1-in-venturebeat... * HubSpot, Inc

Feb 26, 2014 - Company News. ... results, expert commentary, customer stories, and
news analysis to help companies globally make better buying decisions.




Home

Are You A Professor? - Apply to the Worldwide Who's Who network for Successful Women.

HubSpot

Home Careers Products

Questions? Call us.

1-888-HubSpot x 1

HubSpat is the world's #1 inbound marketing platform. Designed to replace the world's interruptive and
annoying marketing with marketing people love, HubSpot makes marketing more efficient
effective, . see more

Recent Updates

HubSpot Make more persuasive inbound marketing pitches to your boss with these 100 stats, charts
and graphs: http://hub.am/1gCT68p
100 Stats, Charts, and Graphs to Get Inbound Marketing
Buy-In

Access 100 stats, charts, and graphs to get inbound
marketing buy-in for your next presentation. You can even copy and
past entire slides into your own presentations

Like (19) - Comment (1) - Share - 4 days ago
Ali Mirza, Radost Dimitrava +17

d’ Robert Joshua Smith Great sharel Thanks
7

HubSpot Here's what's important to know to differentiate Showcase Pages in your head from the other
Linkedin Pages:

I . Reainner's Guide to | inkedin Showease Panes

£9 987 followers | + Following

How You're Connected

136 first-degree connections

591 =econd-degres connections
812 Employees on Linkedin

Careers

Interested in HubSpot?

Learn about our cempany and
culture

10 jobs posted

Learn more »

RANKED N0.1
ENTREPRENEURSHIP

LEARN MORE >

BABSON

Want to help manage this page?

If i el il tr nclit thie nana and ite cantante sl

COMPANY LINKEDIN

« Company size

* Company employees
* Recent updates
 (Careers

* Products



in ch for p e, Jobs, compa na ore q Advanced

Home Profile Network

Are You a Female Manager - Empower Yourself! Apply to the National Association of Professional Women | Read More »

Andrew Pitre 2ud People Similar to Andrew

Inbound Marketer at HubSpot Il N -
Greater Boston Area | Marketing and Advertising w

HubSpot, AZC Hip Hop Festival
HubSpot, LEWIS PR, Atlantis Music Conference & Festival Adrianne Mayshar 1=t

> INDIVIDUAL LINKEDIN

* His exact title

Educatio The University of Connecticut Principal Inbound Marketing Consultant at Hu...
View Profile - 7

500+
I E——— - * Where he used to work

¢ Shared connections

BRING MORE TO THE TABLE &

) summary YOU'LL GET ABETTER SEAT. * Shared groups

| am an inbound marketing consultant at HubSpot, an online marketing software company that helps LET US DARE
businesses get found and generate leads. | spend my days helping our customers become masters of
online marketing and ensuring that they run successful, lucrative marketing programs.

Prior to HubSpot, | was employed by LEWIS PR, a global, high tech PR agency. working with leading ° A d h ) f H d |
and emerging brands in the most demanding industry sectors around the world. During my time there, | People Also Viewed n y S ays e S rl e n y
oversaw the company's marketing efforts on the East Coast and helped build and transform our anline
marketing pregram. My efforts generated some of our biggest leads and wins.

v linkedin.comfin/andre w pitre

SEEUNOE * Relevant “specialties”

Rick Burnes

Product Marketing at HubSpot o H iS h O b b i eS

Magdalena Georgieva

zthdul‘l:uCSlEIoatnagEL Waorkflows & Forms [ R eCO m m e n d ati O n S

Amanda Iglesias
Product Manager at HubSpot

Before LEWIS. | helped found a boutique, music and event marketing consultancy in New York. where |
greatly expanded my core competencies in online marketing, social media, SEOQ. experiential marketing
project management and business development.

I moanlight as a marketing consultant for the A3C Hip Hop Festival in Atlanta, which was founded, and is
run by, my former business partner Brian Knott. Through my efforts. and those of our exceptional team.,
the A3C has grown from a local gathering into a national destination for music enthusiasts

Whatever spare time | have outside of my work and work-like hobby, | spend teaching myself PHP and
Javascript

Avaseny Mark Roberge
SVP of Sales and Senices at

If you're looking to connect with me on any level, please don't hesitate to reach out. | am very friendly HubSpot




Andrew Pitre

@a ndypitre FOLLOWS YOU
Inbound Marketing Gentlieman working at HubSpot.
Boston, MA - hubspot.com

1,665 474 1,036

B0

Always look at company/individual

HubSpot @

@HubSpot FOLLOWS YOU
The world's #1 inbound marketing software platform. Over 10,000 customers &

everything you need to transform your marketing. 1-888-HubSpot x 1
Cambridge, MA - hubspot.com

Tweets

L Andrew Pitre
Why | Redesigned My Website nyti 1eESd2W
- [ View summary

Andrew Pitre
How To Close More Inbound Sales Deals With Timely Trigger Events
blog.hub: com/sales/inbound-. .. via @hubspot

Brian Whalley
The Simple Sales Contest That Made Forecasting A Priority For Our Sales Reps
gag g/KUApj by @markroberge via @hubspot

: &
G
1

mark roberge
Sign The Oath! The 21 Convictions of Sales Prospecting [Infographic]
hub.anm/1cQUIOW via @Vorsight @srichardy

Andrew Pitre
10 Drool-Worthy Product Pages (And Why We Love Them)

blog.hubspot com/ma; prod... via @hubspot

Tweets a No replies

HubSpot
NEW! Signals for your iPhone: hub.am/ms

15:49

&) Dharmesh Shah
© signais
Elias Torres clicked http://

hubspot.com/pricing “IL 2

e

HubSpot
Join HubSpot speaker @nik
HUG! hub.am/NKe:

to learn about HubSpot at the




An example of how to start:

“Hi Andy, it's Dave from Inbound
Corporation. | saw that you recently
downloaded our eBook on how to
generate more business on Facebook. |
had a chance to take a look at your
Facebook page and website and have a
few suggestions for how you can get more
business. Was there anything in particular
you were looking for help with?”



Then you can take one of the two paths:
A. “What are you looking for help with?”

B. “Well, I've been talking to a number of
marketing agencies recently, and |
keep running across two issues that
they’re facing right now. First off,
they’re trying to figure out what is the
best messaging to use on social
media. Secondly, they’re struggling to
prove an ROl with social media to
their clients. Have you or your team
ever dealt with these issues?

FLICKR USER NEROVIVO



DEFINITION OF A

An expression of how a given product, service, or brand fills a particular
consumer need in a way that its competitors don’t.



THREE PARTS OF A
POSITIONING STATEMENT

The root, which must contain a reference to talking to a
bunch of people, just like them.



THREE PARTS OF A
POSITIONING STATEMENT

The root, which must contain a reference to talking to a
bunch of people, just like them.

Two separate positions, so that you have twice the chance
that what you say will resonate with the prospect.



THREE PARTS OF A
POSITIONING STATEMENT

The root, which must contain a reference to talking to a
bunch of people, just like them.

Two separate positions, so that you have twice the chance
that what you say will resonate with the prospect.

Ask a question that gets them to elaborate on their
experience with the two positioning statements.



What happens if they don't
pick up the phone?



@ Voicemail 1

Hi Andy,

You recently downloaded information on

how to grow your business with Facebook.

| researched your company, and have a
few suggestions on how Facebook can
actually help you drive more traffic to your
website.

Please let me know when you have a few
moments to speak. My name is Dave, and
I'm calling from Inbound Corporation, My
phone number is 857.555.5555.

2=| E-mail 1

Subject Line:
Using Facebook to Grow your Business

Hi Andy, per my message today —

You recently downloaded information on how
to grow your business with Facebook.

I've researched your company and have
suggestions on how Facebook can actually
help you drive more visitors to your website.

When do you have a few moments to
connect?

Best,
Dave



@ Voicemail 2

Hi Andy,

You've been to our website and utilized our
resources. I've researched your company
and have a couple of suggestions on how
Facebook can drive more traffic to your
website. For example, by posting more
educational content to your Facebook page,
you can drive a lot more visitors.

| thought you might enjoy a 20 minute free
assessment of your website where we can
review more tips and suggestions that can
help you drive more traffic.

Please let me know when you have a few
minutes to speak. My name is Dave, and I'm
calling from Inbound Corporation. My phone
number is 857-555-5555. Let me know when
you have a chance to speak.

2| E-mail 2

Subject Line:
Inbound Corporation Free Assessment

Hi Andy, per my message today —

You've been to our website and utilized our
resources. I've researched your company and
have suggestions on how Facebook can drive
more traffic to your website. For example, you
can help drive more traffic to your website by
posting more educational content.

Inbound Corporation offers a free 20 minute
assessment where we can review more tips and
suggestions that you can implement today.
When is the best time to connect?

Best,
Dave



@ Break-up Voicemail

Hi Andy,

| wanted to reach out to you one last time
as | have suggestions on how your site
can work harder for you. If | do not hear
back from you, I'll assume the timing isn’t
right.

Give me a call if you would like to speak
further. This is Dave, and I'm calling from
Inbound Corporation. My phone number is
857.555.5555.

'2=| Break-up E-mail

Subject Line: Best Regards from Inbound
Corp

Hi Andy, per my message today —

| wanted to reach out to you one last time. |
have suggestions on how your site can work
harder for you. If | don’t hear back from you, Il
assume timing isn’t right.

My information is below should you have any
questions.

Best,
Dave



Provide a relevant, personal, and
delightful experience for each of your
prospects from start to finish.



THANK YOU.

HHHHHHH

Accidemg



