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How to Leverage
HubSpot Integrations to
Drive Value for Clients
& Sell Larger Retainers




Welcome & Introductions pris m\Y/g lobal

MARKETING SOLUTIONS

* Founder, Prism Global Marketing
Solutions

* Family-Owned Business

« Gold Partner

* Phoenix HUG Leader

 HubSpot Beta Tester

Fun Fact: Have an
awesome samoyed
named, Sedonal




Why HubSpot Integrations? oris m\Y/g lobal
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 Provide Additional Value to
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« Enhance Value of Agency
to Clients

 Integrate HubSpot Into
Overall Business Model

* Increase Your Retainers




What integrations have we .\
seen to be the most beneficial? P E:i?}!ﬁl? otN)sO |

£ SurveyMonkey

Oberflip

* = WISTIA

Golo\\Vebinar

o CITRIX

Read gTa lk,

Audio & Web Conferencing
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How do we introduce
HubSpot integrations to
clients?







When to Introduce Integrations Pris m\Y/g lobal
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Every account is not created equal

Remember that HubSpot alone can be overwhelming at first

Time the introduction of integrations based on client
familiarity with digital marketing
 Introductory/Basic Clients

* Intermediate/Advanced Clients
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How Does Pricing Work? pris m\Y/g lobal
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« Again...every client is not
created equal

« We customize for each client
with some of these
techniques:

* Include cost in initial
proposal

 Bill direct to client

« Cover the costs and




What Could be the Return for N
Your Agency? prismYglobal

166% increase in top client’s monthly retainer

Monthly Retainer Amount
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- - Example: 166% Increase in Client’s Retaine
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How can you show your
clients value from
HubSpot integrations?
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ReadyTalk/GoToWebinar oris m\Y/g lobal
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« Challenge: Webinar management was time consuming,
manual and lacked closed-loop analytics

« Solution: True closed-loop data on webinar registrants and
attendees with automated post-webinar nurturing

 Outcome: 89% increase in leads in the first month when
hosting an integrated webinar

Standard = Cumulati ve Contacts v Show offline sources Show contacts-to-customers rate

126
Jul 2014




Wistia prlsmY/globol

MARKETING SOLUTIONS

« Challenge: Videos hosted on YouTube don’t provide
contact driven reporting for reengagement

« Solution: Analyze videos for data insights & trigger
internal & external emails based on engagement

 Outcome: Increase engagement rate by 24% in first 3
months of implementing Wistia

76% Average Engagement

CONTACT.EMAIL m

GlowCap® 100%

EE Concord, GA 2 . 5 K Total Plays

a.heft@gatesiccom FIEH RN == ==000
g Avella Oncology Webinar Preview 87%
BE Scottsdale, AZ
mark.knoles@gate
GlowCap® 28%
EE Scottsdale, AZ A B B e




SurveyMonkey o rism\Y/g lobal
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« Challenge: Data in SurveyMonkey manually imported
causing delays in automation

« Solution: Integrate HubSpot & SurveyMonkey to trigger
workflows and internal emails based on responses

« Outcome: Sales rep engagement increased. Monitor happy

& unhappy customers on social to increase response time.




UberFlip prism\Y/globol
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« Challenge: Content, content,

?, A‘Q—BLCEN m SocialNews  AgVideos | AgBlogs & News | Custom <

content...plus need to find a S

solution for a newly
purchased domain
« Solution: Give a home to

Whitepaper:

great content & establish el Cropieds

8% rarm Progress Daily [#5 Corn-Soybean Digest with Starter
(nowthe valle of #eows 3 o e Fertilizers

Email

brand thought leadership
e Qutcome: 411% increase in
website visits & increased

average time on page to 5:56




GoChime prism\Y/globol
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« Challenge: Knew Facebook was an engaged audience, but
didn’t capitalize on lead gen potential

« Solution: Provide middle-of-the-funnel & event-based ads to
leads that were already engaged through dynamically
changing smart lists

 Outcome: 495% increase in leads in month 1

Visits : 713
Contacts : 63 713
Visits-To-Contacts: 8.84%

Total Visits : 8.836
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How can integrations grow your
business?

* Provide Additional Value to
Clients

« Enhance Value of Agency to
Clients

 Integrate HubSpot Into
Overall Business Model

 Increase the Size of Your
Retainers
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Questions?

Elyse Meyer
Prism Global Marketing Solutions
(480) 720-8552

elyse.meyer@prismglobalmarketing.com




Salesforce.com

« Challenge: Event management
for national and international
events for medical company

« Solution: Integrate real-time
sales and prospect data with
event invitation and RSVP
information

 Qutcome: 41% increase in
attendees at in-person events
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DATE & TIME GUEST SPEAKER(S)

May 20, 2015 - 6:30PM - 9:00PM Keith Marcus, MD

Dr. Keith Marcus is a highly specialized, double board

Ml  certified facial plastic surgeon. He is board certifi ed by
LOCATION lastic and

the elite American Board of Plastic
Reconstructive Surgery as s by the American
Anson Eleven Fo Board of Otolaryngology - Head and Neck Surgery. Dr.
303 N Oregon Street \j Marcus’ practice resices in Southern California where he
£l Paso, TX 79901 specializes in all aspects of facial rejuvenation.
AGENDA
6:30 PM - Cocktail Recep!ioﬂ QUANTIFIABLE PATIENT OUTCOMES

7:00 PM - Ultherapy Technology and Practice Marketing

Dinner d e ¥
9:00 PM - Adjourn R =
) .
QUESTIONS e 4 :
Pro-treatment A ;

Joe Ushinski - j.ushinski@ulthera.com
480-202-3562

/¥ Download fiyer

Hi there,

This is just a reminder that your Ultherapy Marketing Seminar is happening tomorrow,
Tuesday, June 9, 2015. Please find below the event details:

DATE: Tuesday, June 9, 2015

TIME: 12:00PM - 6:00PM

LOCATION: Hyatt Regency Newport Beach, 1107 Jamboree Road,
Newport Beach, CA 92660

Should you have any questions, please do not hesitate to contact me.

| look forward to seeing you there!

Sincerely,

Liz Corrao
(508) 397-0723




