HOW TO TURN
LEADS INTO CUSTOMERS

Close Customers
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All Sales Reps
are A™holes.




Sales is
motivated

by more
than money.




Marketers
sit around all
day doing arts
and crafts.




Marketers are
all about data.




MISCOMMUNICATION
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SALES REP |
SCOTT

We don’t have

enough leads... @
N

...ahd even
the ones we have

aren’t good.



MARKETING |
MARY =
We give sales R
plenty of leads. ar ,
They don’t put in — r o
enough effort to
close deals. }
A\ Yis |
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Companies with strong sales and
marketing alignment achieve

20% o
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Compared to a

o decline
4 /O in annual
revenue

for companies with poor alignment
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So, how do we

COLLABORATE?




SALES + MARKETING =

SMARKETING




SMARKETING

STEPS TO SUCCESS
COMMON SETTING UP UTILISING
LANGUAGE THE PROCESS TOOLS




GO gle Rosalia  =as o

Translate Turn off instant translation

Marketing Spanish French Detectlanguage ~ ".’ Sales Spanish Arabic ~

MQL *  People | want to talk to.

@KatWarboys | #GrowWithHubSpot | @HubSpot



DEFINE
YOUR
LIFECYCLE
STAGES




SLA

SERVICE LEVEL
AGREEMENT
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MARKETING SALES TO
TO SALES

Number and quality Speed and depth
of leads required to hit of lead follow-up that
company revenue goals makes economic sense
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MARKETING SALES TO
TO SALES

Number and quality Speed and depth
of leads required to hit of lead follow-up that
company revenue goals makes economic sense
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BUILDING
SMARKETING

Set up
ALIGNMENT
Sales SLA G Calculate 3

Reporting the Sales

STEP Side
5

Set up
Marketing SLA

Reporting

KatWarboys GrowWithHubSpot



Determine Business Growth

NEW
REVENUEGOAL  _ ) &%

AVERAGE # of Customers
SALES PRICE
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a Calculate the Marketing Side

NEW
CUSTOMERS GOAL __

LEAD TO
CUSTOMER CLOSE % LEADS GOAL
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Calculate the Sales Side.

The number of deals which
go to the vendor who responds first.

KatWarboys GrowWithHubSpot HubSpot



Set Up Marketing SLA Reporting

Leads

Lead
Generation
Goal

Days
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Set Up Sales SLA Reporting

Leads

Sales
Commitment

@ 21t0 35 days
@ 1to 20 days
© 0to 10 days

Jul Aug Sep

KatWarboys GrowWithHubSpot



SMARKETING

HACKs 101




HubSpHit
SALES

Activity Stream

SALES ACCELERATION
TOOL: HUBSPOT SALES

Email Tracking:
See who opens and
clicks your emails




SALES ACCELERATION
TOOL: HUBSPOT SALES

Schedule Emails:
write now and send later




HubSpit Sales

Templates Try Sequences - create simple, high'y targetad workflows far prospects. f " o

Temglate Performance , Top Users
OPEN RATE CLICK RATE

| conrompie ' ) SALES ACCELERATION

109

CLICKR 9%
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Trial Follow Up ~

Initial Touch Base

Trial questions?

Hl | firsthame |,

Jeff here. | noticed you signed up for a trial of our new tools,
hello. | also thought I'd share the three things that most folks
days In a trial:

- The 60 second setup guide
- Introducing your team to our tools
- How Zoonder software saw success

Initial Touch Base

If no reply after 5 days, send...

First Follow Up

If no reply after 5 days, send...

If no reply after 5 days, send...

Allen Hardy

If no reply after 5 days, send...

If you have questions or thoughts along the way, never hesitate to glve me a buzz or send an emall.

-Jeff

If no reply after 5 days, send...

SALES ACCELERATION
TOOL: HUBSPOT SALES

Sequences: Automate
your follow-up




uashboard Lontacts Neaet ngs =anings

HubSpbt Sales

Documents

SALES ACCELERATION

Document Performance Top Cocuments

213 170 ZMSA e m TOOL: HUBSPOT SALES
Sales Content & Reporting:

Understand what content is

B B working.
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HubSpaot's eCommerce Integ... Pager on HubSpot Cvarview

A propas ADMISZIONS & MARKETING..
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& SALES ACCELERATION
D TOOL: HUBSPOT SALES

Meetings: No more back
and forth with prospects

What time works best?

2:00 fv




i there,

3ince you just viewed our pricing page, | wanted to shoot over a quick ncte to find out
what | can do 1o help in vour evaluarion process.

Please feel free to ¢

inbound marketing specialists can go cver the marketing goals of your ccmpary and show
you how HubSpot can help you drive more traffic to your site, convert more visitors into
customers, and nurture your existing customers 1o grow sales.

You can click here to talk to an nbound soecialist.

f you have any questions. don'l hesilate lo shool me an email. Hope o hear from you
soor!

All the best,
<ipp

Kipp Bodnar (1-888-HUBSPOT)
Chisf Marketing Officer, HubSpot

Ready to talk to HubSpot?

Call Us at 1-838-HUBSPOT | Eequest a Dema

AUTOMATED PRICING
PAGE FOLLOW-UPS




Ponrng T e bt e bwibey BN wecy

Hey David O'Connor,

Your lead /s | just viewed the Pricing
Page, thought you might want to follow up with them! I've
also included some resources below you can use for
following up with your lead

First name: /

Last name:
Company: ¢
Email: pitiapiem
Phone: 'm  wosmam
First Conversion
Date: 10/13/15
View in SF:

Lead Score

View in HS:

¢

Here are the resources to fallow up with

Puhbl ¢ Cantert:

« Produst Reviews on G2 Crowd
« The VentureDeat Marketing Avtomation ndex, Saring 2014

« Trusl Radius revieas

INTEBRNAL ONLY Content:

- Lo ‘erview Ben ab &

« HubSpoet Plans by Featire iupdated Sent £014)

Any questions? Shoct us a rots!

Sales Enablerrent Team

INTERNAL SALES REP
NOTIFICATION EMAILS




TAKEAWAYS

Inbound Alignment
is about through ensure we
being are all kept enable all

accountable of this



