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HubSpot Custom Lead Grader 

Registering your App 

 

After installing the Lead Grader app from the HubSpot App Marketplace, you'll be 

prompted to register with your HubSpot API key. If you don't know your API key, you can 

request it here. 

 

 

 

https://hubapi.com/keys/get
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Adding Grader Criteria 

Landing Page Conversion 

 

Grading leads by landing page allows you to award points for the forms your leads fill out. 

For example, a 'contact us' or 'request a quote' form should be more valuable than a 

'download whitepaper' form.  

You may enter one of the following values in the textbox: 

- The title of your landing page 

- The URL of your landing page 

- The name of your form. This can be useful if you use the same forms across many pages of 

your site. To find the form name, click 'Form Manager' from your portal's settings page. 

Change the dropdown to 'Contains' if, for example, you have multiple form names 

containing the word 'whitepaper' and you want to score all those forms with the same point 

value. 
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Form Field Response 

 

Award points to leads based on their responses to your forms. For example, leads with a 

title of "CEO" can be scored higher than a title containing "assistant". Think about 

qualifying questions you can ask on your forms that will help to better prepare your sales 

reps. Timeframe to make a decision, industry, # of employees, job title, and geographic 

questions are all great qualifying questions. 
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Number of Conversions 

 

As leads re-convert on your website, their chances of converting to a customer increase. You 

can use lead grader to add points for each time a lead converts.  

For example: 

- 2 lead conversions add 5 points 

- 3 lead conversions add 5 points 

If a lead converts twice on your site, they'll get five points. If they convert 4 times on your 

site, they'll get 10 points. Points are added cumulatively for each criteria that's met. 
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Number of Visits 

 

As leads visit your website multiple times, their chances of converting to a customer 

increase. You can add points for each time a lead visits your site.  

For example: 

- 2 visits add 5 points 

- 4 visits add 7 points 

If a lead visits the site once, they would get no points. If the lead visits the site three times, 

they would get 5 points. If the lead visited the site 5 times, they would get 12 points. 

 

 

 

 



 

HubSpot Custom Lead Grader 6 
 

 

Number of Pageviews 

 

As leads view more pages on your website, their chances of converting to a customer 

increase. You can add points based on the number of pageviews that determine a qualified 

lead. A page view is defined by each page that the lead visits on your site.  

For example: 

- 5 pageviews add 5 points 

- 20 pageviews add 5 more points 

If a lead views 2 pages, they would get no points. If the lead views 8 pages, they would get 5 

points. If the lead viewed 19 pages, they would also get 5 points. If the lead viewed 20 

pages, they would get 10 points. 
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Found Site Via 

 

Study your HubSpot Sources report to determine which traffic sources are more effective at 

converting leads to customers, and assign point values to those traffic sources accordingly. 

Make sure you have real data to back up your scoring criteria. 
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Bringing it all together 

 

In this example we've set up the following logic: 

1. Our site contains several ebook forms, so any conversion with the form name 'ebook' 

scores 10 points. 

2. If someone submits a contact form, they're a bottom of the funnel, qualified lead. We give 

them 40 points. 
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3. We award 5 points for each 5 pageviews. Our most engaged leads usually visit at least 15 

pages.  

4. We award 5 points for each 2 visits. Because of our long sales cycle, ongoing webinars 

and new whitepapers every month, some leads come back to the site 6 or 8 times before they 

buy. Remember to use empirical data to back up your grading criteria. 

5. If a CEO fills out a form, we award them 30 points.  

6. If anyone with 'assistant' in their title fills out a form, we give them negative points. We 

know that we're less successful selling to assistants, and they may be doing more research 

than buying. 

7. If someone fills out a form with 'gmail.com' in their email address, we give them negative 

points as well. People who fill out forms with an anonymous gmail address are usually not 

good leads for us. 

In this case, we've identified a score of 50 as our optimal 'qualified lead'. Anyone that has 

reached that score is qualified enough for a sales rep to contact them. 
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Turning Lead Grader On and Off 

 

Turning on or off Lead Grader is a two step process. First, click the on/off switch at the 

upper right of the page. Next, a lightbox window will appear. Update the setting in the 

HubSpot window to match the setting of the app. These two settings should always be in 

sync. If you uninstall Lead Grader, make sure you turn off both settings first. 
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Grading tips 

1. There is not a maximum value for the total number of points you can assign a lead. 

However, we recommend sticking within the 0-100 range.  

2. Determine the optimum score that qualifies a lead for your sales team. Change this as 

needed. After using the app for a few weeks, you should have a good indication that your 

leads are being scored according to your sales and marketing needs. 

3. Leads are graded approximately every 30 minutes. Some analytics data, such as 

pageviews, visits or traffic source may take longer to score. 

4. You can subtract points from leads by putting a negative number in the point value 

textbox. 

5. We love feedback! Click the blue feedback button to send us feature requests or support. 


