HubSpot for Shopify

It’s what’s next

Marcus Andrews, PMM HubSpot
John Turner, Co-Founder digitalj2
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Settings

Account Defaults Ecommerce
Contacts & Companies

PRODUCTS CUSTOMERS
Ecommerce [EE8) Product library Customer contacts

20 91

Install Code & Tracking

Domains & URLs

I dskim-integration-test-store

Integrations v
dskim-integration-test-store.myshopify.com &
Marketing s
Properties Automation
Sales ™
Welcome new customers
Users & Teams
A warm greeting goes a long way. After someone becomes a customer, keep them engaged with -

spaced out over days or weeks.

&  After a customer's first purchase...

0 minutes

Send email default-ecomm-welcome-email-

1
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People have changed

There is almost nothing
we won't buy online
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Things have escalated quickly

2018:
Amazon
everything

2015: The online
box craze :

2010: Warby

2005: Etsy
handmade
coasters
online

Parker glasses

1999: 2003: iTunes online

Zappos music online

1994: .
shoes online

Amazon

books online

aZ

ama;on Zap&-gﬁsl.@ "nglg%rg:z Etsy WARBY PARKER ﬁ am 70“
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$500B

2017 US Ecommerce Industry

And growing every day
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Source: Internet Retailer analysis of U.S. Commerce Department figures that factors out the sale of goods

not normally purchased online such as automobiles, fuel, and sales in restaurants and bars. Figures are

non-adjusted. #PARTNERDAY18



Challenges

. Audience tunes out

. Frakensystem

. Mediocre reviews

. Old playbook

. Pressure from giants

Solutions

. Personalize Marketing
. All-in-one

. Service Hub / CRM

. Inbound Playbook

. Build a brand
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The SMB The Giant

#PARTNERDAY18



The SMB

Q SEARCH M ‘..’Ol |R f» 920 & m
SHoOP ABOUT + GIVING + CONTACT REGISTER / LOG IN

MAY 3, 10 AM CT S

RELEASE &
L

SHOP NOW

The Giant




ECOMMERCE

INBOUND



HubSpHit



Shopify at a glance

Offers:

Build an online store
Manage and process orders
Manage inventory
Reporting dashboard
Shipping assistance

Retail packaged
Transactional email

SMB Focus & nice price
$79 - $300 /month for

Clear leader in ecomm
Successful public company

Q  Search

Home

Products

Y] Orders

4 Export 1 Import More actions v
& Products
All products
5 All
Transfers
Inventory
Collections Filter products v Search products
Gift cards
Customers Product ~ Inventory
ol i
dll ~ Analytics Black Ban Glasses AR
in stoc
i Hidden on 3 sales
Discounts TS ; for 1 variant
85 Apps
154 in stock
SALES CHANNELS @ &\’ Blue French Shoes for .15
variants
= Online Store
17 in stock

Mobile App . Blue Swimmies for 4

Point of Sale variants
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Introducing
Shopify for HubSpot

A new native Shopify integration that enables
true inbound marketing for ecomm businesses.

B Marketing Dashboard  Contacts Content Social Reports Productivity

Settings

Account Defaults Ecommerce

Contacts & Companies
PRODUCTS CUSTOMERS

Ecommerce ({152 Product library Customer contacts

20 91

Install Code & Tracking

Domains & URLs

l dskim-integration-test-store

Integrations v
dskim-integration-test-store.myshopify.com

Marketing s

Properties Automation

Sales v

Welcome new customers
Users & Teams

A warm greeting goes a long way. After someone becomes a customer, keep them engaged with -
spaced out over days or weeks.

&  After a customer's first purchase...
0 minutes

Send email default-ecomm-welcome-email
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Send an email

™ Follow up on abandoned carts

¥ Sometimes all you need is a gentle nudge. If someone navigates away from a fu

What happens when you:

Sync Shopify with HubSpot

reminder to help them complete their order. Current selection

& After a customer abandons their cart...

0 minutes
A Send email default-ecomm A « e_ma”
Products, deals, and customers from Shopify Search for emil
become marketing signals in HubSpot. © s P
@ Updated Feb 2

e If the customer hasn't made a purchase

Use them to build new segments that
personalize emails and ads. The deliver
personalized marketing at scale with workflows.

default-ecomm-
@ Updated Feb 2

Send emailldefault-ecomm-
abandoned_cart-e

default-ecomm:-
[}

9 Wait 4 days

Cance
e If the customer hasn't made a purchase ﬂ ! ;
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Build segments with
store data

4 Back to lists

Contacts

Test contact More ¥

Customers who bought gloves

29 estimated contacts

Show more info Vv

© The deal property Deal stage is equal to Vd

| and...

Processed.

© The product property Name contains glove. /"

| and..

1 and...

Oor...

A Contacts “\\ Performance

Q Search contacts in lists..

|i‘ Name
(@] Test2 Contact
(@] Noble Prohaska
@ Dewitt Marquardt
(0] Mac Breitenberg
(@] Rubye Cruickshanli
@ Daija O'Conner

@ Keanu Breitenberg

Email

test@test.c

noble.proh

dewitt.mar

mac.breite

rubye.cruic

daija.o'cor

keanu.brei



Ecommerce
Workflows

Import & Export
Integrations
Marketing
Properties

Reports & Analytics
Tracking

Sales
Service

Users & Teams

PRODUCTS CUSTOMERS @ ORDERS ©

30 116 203

Welcome new customers

A warm greeting goes a long way. After someone becomes a customer, keep them engaged with a series of welcome
emails spaced out over days or weeks.

Workflow is OFF
&  After a customer's first purchase...

@ Wait 0 minutes L

. Send email 2 days until check-in, ready to
relax?

0000

Expand 4 actions

Follow up on abandoned carts

Sometimes all you need is a gentle nudge. If someone navigates away from a full cart, send them a convenient email

reminder to help them complete their order.

Workflow is ON

&  After a customer abandons their cart...
@ Wait 0 minutes ©

Send email default-ecomm-

abandoned_cart-email-1

00000

Expand 6 actions

o Re-engage with old customers
Nurture lasting relationships. Send customers who haven't come back in a while an email that keeps your brand top-
of-mind.

Workflow is OFF
& Ifa customer hasn't bought in 90 days '

@ Send email default-ecomm-reengagement-



Servicev  Automationv  Reports v Q @ # A ’

Contacts v Ca ons Marketing v Sales v

Edit Settings Recipients Review v Saved Save

< Back to email dashboard

From ZEdit details

Subjectline  Test

Preview text This will be used as the preview text that displays in some email clients.

</> HTML [ Plain text

vo -

It looks like you left something
behind

Main Email Body ~ £3 ;
Thank y shopping with tu organi like you might have left something in |

Abandoned cart summary

Example product 1
12 oz. satin black coffee mug with HubSpot logo.
6 @ $22.50

Ecommerce
Email Templates

Example product 2

1@ $11.00

Go to your cart to pick up where you left off. If you're having trouble checking out, please
reply to this email or contact support and we'll be happy to help.

Get back to my cart



Ecommerce
Reporting Dashboard

Contacts nversations Marketing v

Ecommerce Dashboard ~

3£ Filter dashboard

Order snapshot e

© Total Amount
60T
$50,000,000,211,449.74
50T
40T
30T

207

107

& ., $29,752 $10,218,227.11, $1,280,226.62, $254,220.67

Checkout Checkout Processed Shipped Cancelled
Abandoned Pending
Deal stage

Average order value by source @

© Date range: This year so far

© Average Amount

400k$378,999.76 $376,814.56
300k
200k
$98,025.15
100k 563,923.58
$16,458.50 13,601 885234 47366 | $11,851.17
ok
Offline Direct Organic Referrals Other
Sources traffic search campaigns
No Paid Email Social Paid
Original search marketing media social
source
type)

Original source type

Net new customers vs. last month e

Automation

Reports Q @ 3 A ,

Create dashboard H Export H Share v ‘ Add report

Visibility: Shared: Read Only Actions

New sales processed summary o

© Date range: This month so far | Frequency: Daily = Compared to last month

TOTAL AMOUNT COUNT OF DEALS TOTAL NUMBER OF CONTA...
$4,797.98 10 10
A 46.47% ¥ 47.36% v 41.17%

Lifetime order value by source e

© Date range: This year so far
@ Total Amount
1

50M
$126,585,918.67
125M

100M
75M
50M
25M 10,173,993
L 5’ $165,916.33
oM
Offline Direct Organic Referrals Other
Sources traffic search campaigns
(No. Paid Email Social Paid
Original search marketing media social
source
type)

Original source type

Sales processed this month vs. goal e



HubSpot  Developers APIDOCS  COMMUNITY

Ecommerce Bridge Overview
Why ECommerce Bridge

The ECom

Introducing
Ecomm Bridge

A new APl allowing developers to build an
official online store connection with HubSpot.






http://www.youtube.com/watch?v=9pIFIqjMR84

John Turner | Co-Founder | digitalJ2

1. Why ecommerce?
Example client work?
Goals of ecomm clients?
Acquiring ecomm clients?

Services that appeal to ecomm?

o & W BN

How to get started?
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