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The Ultimate Guide to Making the Business Case for HubSpot

In today's rapidly evolving and competitive business
landscape, the need for technological advancements to
drive growth and scale businesses is not just a necessity -
it's a fundamental pillar for success.

Companies that harness the power of integrated
technology solutions to streamline operations, enhance
productivity and customer experience and automate
processes are able to make better decisions and adapt
quickly to market changes and consumer demands.

One such solution is HubSpot Customer Relationship
Management Platform (CRM). HubSpot, is a leading Al-
powered software offering a comprehensive suite of
marketing, sales, and service tools and a powerful CRM
system designed to seamlessly connect data, teams and
customers on a platform that will allow you to scale your
business efficiently and effectively.

But if you're reading this, you probably already know all of
this and are looking for advice on how to convince the
rest of your organisation to invest in this transformative
tool.
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Purpose of the eBook
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Understanding the Need (Analytics -~ CRM
for CRM “<Lead Management>

It's no doubt that in an era where customer experience, s AN
personalisation and digitisation is paramount, businesses must . ! N

continuously evaluate their tools and processes to stay ahead. (AUd ience Segmentation) ! N
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Implementing a CRM system is no small task. It involves disrupting
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current workflows, challenging the status quo, and navigating the / :
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complexities of integrating new software. To embark on this

journey, it's crucial first to understand the limitations of current
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systems and processes and why a shift from legacy solutions to <Sa les Fo recasting)
modern CRM technology is necessary.
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Why Change is Necessary:
Identify Challenges

Every business faces unique challenges in its marketing, sales, and customer service
processes. Begin by evaluating your current workflows to identify areas of inefficiency or
friction. Are your teams working in silos? Are you struggling to convert leads into customers?
Understanding these pain points is the first step in demonstrating the need for HubSpot.

@ Inefficient Processes: Some outdated legacy systems often involve manual, time-
consuming tasks that slow down operations and reduce productivity. This inefficiency
can lead to frustration among employees who find themselves bogged down with
administrative tasks instead of focusing on strategic activities.

@ Disjointed Systems: Many companies struggle with disparate systems that fail to
communicate effectively, leading to fragmented customer data. This lack of integration
hampers cross-department collaboration and results in a disjointed customer
experience and wasted time.

Lack of Personalisation: Without a unified view of customer interactions, businesses
struggle to personalise their engagement strategies. This can lead to generic, one-size-
fits-all communications that fail to resonate with customers.

Data Silos: Using multiple systems often create data silos, preventing businesses from
accessing the insights needed to make informed decisions. This lack of visibility into

— ®O—

customer behaviour & preferences limits the ability to tailor marketing and sales efforts.

e
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The Shift to a Modern CRM Solution:
Align with Business Goals

When creating a business case for a modern CRM like HubSpot it's important to understand
that it's not only about what it can do as a tool but rather how it can create opportunities,
transform the way the business operates and empower different teams. By aligning

HubSpot's capabilities with your strategic objectives, you can illustrate how the platform can
help achieve key business goals. For instance:

Integrated Platform: CRMs offers a centralised platform where all customer data is

stored and easily accessible, facilitating seamless communication between marketing,

sales, and customer service teams. This integration breaks down silos and fosters a
collaborative work environment.

Enhanced Employee Experience: By automating routine tasks and providing intuitive

tools, a modern CRM empowers employees to focus on high-value activities, leading to

increased job satisfaction and productivity. Employees spend less time on manual tasks
and more time building meaningful customer relationships.
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The Ultimate Guide to Making the Business Case for HubSpot

® Improved Customer Engagement: With access to comprehensive customer
information, businesses can deliver personalised experiences that meet individual
customer needs and preferences. This personalised approach not only improves
customer satisfaction but also builds long-term loyalty and retention

e Data-Driven Insights: CRMs offer robust analytics and reporting tools, providing
businesses with the insights needed to make informed decisions. By understanding

customer behaviour and trends, companies can refine their strategies and drive growth.

Ultimately, adopting a CRM is about making life easier for both employees and customers.
For employees, it means working with tools that are intuitive, efficient, and empowering. For
customers, it translates to more meaningful interactions, quicker responses, and
experiences that exceed their expectations.
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Understanding HubSpot

( Strangers ) o

Attract

To create a business case for investing in HubSpot, you firstly need
to understand what HubSpot is and what it can do for your

organisation. So let's get started...

Overview of HubSpot: What it is and
what it does

At its core, iIs a smart and user-friendly customer
Prospects ) relationship management platform that connects a
comprehensive suite of tools designed to streamline and optimise

C Promoters

key aspects of your business operations. By centralising essential
Delight functions within a single platform, it empowers businesses to

attract, engage, and delight customers at every touchpoint of their

journey. From powerful CRM capabilities to intuitive marketing

automation tools, HubSpot offers a wide array of features tailored
to meet the diverse needs of modern businesses.

It's divided into several Hubs' - each tailored to specific aspects of
( Customers ) business operations. Each of these Hubs is powerful on their own
but even more so when used together. This integration leads to

smoother processes, better alignment between teams, and
ultimately, a significant increase in overall business performance.
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Benefits

HubSpot offers a multitude of benefits that can transform the way businesses approach
their strategies. Here are some of the key advantages:

® Integration Across All Business Functions: One of the most significant benefits of
HubSpot is its ability to integrate marketing, sales, service, and even content
management within a single platform. This integration ensures that different
departments can collaborate more effectively, with seamless data flow and enhanced
communication across teams. By having all tools in one place, businesses can reduce
software overhead, minimise the risk of data silos, and streamline operations, leading to
increased productivity and efficiency.

® Lead Generation and Conversion: With HubSpot's robust marketing tools, businesses
can attract more qualified leads through tailored content and inbound marketing
strategies. The platform’s advanced analytics and SEO tools help optimise content for
search engines, increasing visibility and reach. Once leads are captured, HubSpot's
targeted email marketing and automation capabilities nurture these prospects through
personalised paths, significantly improving the chances of conversion.

® Customer Relationships and Retention: HubSpot's CRM is central to maintaining
detailed profiles on each customer, which helps personalise interactions and build
stronger relationships. The Service Hub provides tools to manage customer
communications effectively, resolve issues promptly, and ensure customer satisfaction.
Happy customers are more likely to become repeat buyers and even advocates for the
brand, promoting it through word-of-mouth and social proof.
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Data-Driven Decision Making: HubSpot provides powerful reporting and analytics tools
that allow businesses to track the effectiveness of their marketing or sales efforts in real-
time. These tools draw on CRM data to provide insights into customer behaviour and
preferences, enabling businesses to make informed decisions that align with customer
needs and market trends. This data-driven approach helps optimise marketing
strategies, reduce costs, and increase ROL.

Scalability: HubSpot is designed to grow with your business. Whether you're a small
startup or a large enterprise, HubSpot offers scalable solutions that can be customised
to meet your evolving needs. The platform'’s various Hubs and additional tools can be
added as needed, ensuring that businesses of all sizes can use HubSpot effectively at
every stage of their growth.

Automation and Efficiency: HubSpot automates routine tasks across marketing, sales,
and customer service, freeing up team members to focus on strategy and customer
engagement. Automation extends from email workflows to social media posting and
even data entry tasks in the CRM. This not only speeds up processes but also reduces
the likelihood of human error, enhancing overall operational efficiency.
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Highly Customisable for Different Industries: HubSpot excels in its flexibility and
adaptability to various industry needs. Whether you're in healthcare, technology, retail,
or education, HubSpot can be tailored to meet specific industry challenges and
preferences. The platform allows for extensive customisation in workflows, content
creation, lead management, and reporting to align with industry-specific goals and
compliance requirements. This customisation ensures that each business can optimise
its processes and engage with its unique customer base effectively, maximising the
relevance and impact of its marketing and sales efforts.

Al-Powered Insights and Enhancements: HubSpot harnesses the power of artificial
intelligence to provide businesses with cutting-edge tools and insights. Al features in
HubSpot enhance various aspects of marketing and sales, from predictive lead scoring
that identifies the most promising prospects to Al-driven content strategies that
optimise SEO and engagement. The Al capabilities extend to chatbots that provide
instant customer support and personalised Al recommendations for upselling and
cross-selling. These Al-driven tools not only improve operational efficiency but also
ensure that businesses stay ahead of the curve by leveraging the latest technological
advancements to refine their strategies and outcomes.
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Marketing Hub

Marketing Hub: Al-powered marketing software
that streamlines lead generation and marketing
automation. Boost revenue by attracting and
nurturing high-quality leads. Consolidate your
campaign management and into a single
platform to save time and resources. Utilise

advanced reporting tools, powered by CRM data,

to measure and enhance ROL.
& Email Marketing

& Al-Powered Lead Generation
© Automation

@ Analytics

@ Ads Software

@ Lead Capture Forms

Sales Hub

Easy-to-adopt sales software that leverages Al to
build pipelines and close deals. Enhance the
productivity of your sales team and help them
prospect smarter with tools like email templates,
Al forecasting, conversation tracking and meeting
scheduling.

& Prospecting Workspace
& Pipeline Management
© Automation

@ Email Templates

@ Reporting

@ Al Forecasting

A

Service Hub

Al-powered customer service software that
focuses on driving retention and scaling support
with ticketing systems, Al chatbots and knowledge
base to ensure you can offer exemplary service
and build lasting relationships.

® Omni-Channel

@ Help Desk

® CS Workspace

& Conversational Intelligence
@ Customer Portal

& Custom Surveys

& Al Chatbot

BBD Boom © 2024
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Content Hub

A powerful Al-powered content management
software that allows you to effortlessly create and
manage personalised content for different stages
of the customer journey.

® Brand Voice

® Content Remix

@ Al-Powered Content Creation
©@ Website Builder

@ Podcasts

& Membership Content

Operations Hub

Streamlines your operations with tools that

integrate and automate your business processes,

ensuring data cleanliness and providing
advanced reporting capabilities.

& Custom Report Builder

& Data Sync

& Al-Powered Data Quality Automation
& Team Management & Permissions

® Workflow Extensions

& Programmable Automation

Commerce Hub

Powerful and easy-to-use commerce tools to help
your business bill your customers and collect
revenue. It gives the ability to seamlessly integrate
with Quickbooks and over 1,400 tools in HubSpot's
App Marketplace.

@ Invoices
® Quotes
® Payment Links
® B2B Checkout
@ Subscriptions

& Flexible Payments

BBD Boom © 2024
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Know Your Audience

Now that you know how great HubSpot is, it's time to share it with
everyone else. When considering an investment in a platform like
HubSpot, it's crucial to understand the unique perspectives and
priorities of various decision makers or in this case your C-suite
members.

Each member of the leadership team has different concerns, which
your proposal must address. This chapter explores the

considerations and influences of key C-suite roles - CEO, CFO, COO, et et R '

e e e ey

CMO, CTO, and CIO - regarding the adoption of HubSpot.

2222232332

Want to see HubSpot's tools in action? Book a Free Demo -

BBD Boom © 2024 | 13
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What the CEO Needs to Know:

Strategic Alignment: How HubSpot supports the company’s strategic goals and vision. It
involves ensuring that every aspect of the organisation is working harmoniously towards

common goals and long-term vision. HubSpot plays a pivotal role in achieving this alignment by

providing a unified and integrated platform, robust analytics and tailored tools for all
departments that support and enhance strategic objectives of the company.

Competitive Advantage: How the platform will give the company a technological edge over
competitors. Showcase how HubSpot provides businesses with the ability to innovate
continuously through its cutting-edge technology, regular updates and product launches. The
platform’'s use of Al and machine learning offers businesses advanced insights into customer
behaviour, campaign effectiveness, and more. These insights enable companies to make
informed, data-driven decisions that keep them ahead of industry trends and competitors.

Growth Potential: Evidence that HubSpot can scale with the business and facilitate expansion
into new markets. Whether it's expanding the number of users, increasing the sophistication of
marketing campaigns, or integrating new functions, HubSpot can grow with your business. This
scalability ensures that companies can maintain a high level of performance and efficiency as
they expand.

Primary Focuses and Priorities:

Strategic Growth and Vision: The CEO is
focused on long-term growth strategies and
ensuring that the company remains
competitive and innovative in the market.

Business Performance and ROI: They are
concerned with overall business performance
and ensuring that investments yield positive
returns.

BBD Boom © 2024
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The Ultimate Guide to Making the Business Case for HubSpot

What the CFO Needs to Know:

Cost Structure: To illustrate HubSpot's cost structure, provide a breakdown of all expenses.
Include initial costs like setup, onboarding, and consulting services for CRM or ERP integration.
Highlight training costs, including employee education via HubSpot Academy or external
programs. Outline subscription fees by tier (Starter, Professional, Enterprise) and potential
savings with annual billing. Detail ongoing expenses like maintenance, additional users, and
premium features, while noting potential cost increases as the company scales, helping the CFO
understand the full financial commitment.

Financial Benefits: Emphasise how HubSpot drives cost savings, boosts revenue, and improves
financial efficiency. Show how it consolidates tools like CRM, email marketing, and social media
management, reducing software costs and IT maintenance. Highlight automation of tasks like
lead nurturing, saving employee time and enabling focus on higher-value activities. Present
data on improved lead conversion rates and shorter sales cycles through HubSpot’'s analytics,
contributing to revenue growth. Lastly, demonstrate how streamlined workflows and better
customer insights improve resource allocation and marketing ROI.

ROI and Payback Period: Quantify the financial return and timeline for achieving it with HubSpot.
Use historical data from similar implementations to show measurable gains in lead generation,
conversion, and retention. Calculate projected ROl by comparing cost savings from tool
consolidation, time efficiencies, and revenue growth from improved marketing and sales. Clearly
outline the payback period, often achievable within months due to immediate improvements in
lead quality and sales velocity. Use charts or ROI calculators to present the financial benefits in
an edsy-to-understand format.

Primary Focuses and Priorities:

® Financial Performance and Cost

Management: The CFO is concerned with
managing costs, ensuring financial stability,
and achieving a positive ROl on investments.

e Budgeting and Forecasting: Accurate

budgeting and financial planning are key
priorities, along with evaluating the long-term

financial impact of new initiatives.

BBD Boom © 2024
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What the COO Needs to Know:

Operational Efficiency: Show HubSpot's value to the COO by emphasising how it streamlines
operations, reducing inefficiencies across departments. Highlight its automation of tasks like
lead management, follow-ups, and reporting, freeing teams for strategic work. Emphasise
integrated workflows between marketing, sales, and service, ensuring smooth handoffs and
minimising manual data entry and miscommunication. Provide examples of faster turnaround
times, improved customer satisfaction, and increased productivity, allowing the COO to see its
direct impact on daily operations.

Scalability and Flexibility: Demonstrate HubSpot’'s scalability by showing how it grows with the
business, adapting to evolving needs without major investment. Highlight its modular design,
allowing companies to start with core features and add advanced tools or users as needed.
Emphasise its ability to handle increased data and integrate with other systems, ensuring
smooth workflows during expansion. Provide data from similar companies that scaled
successfully with HubSpot, proving its capacity to support growth without disrupting operations,
making it a reliable long-term solution.

Data-Driven Decision Making: Show how HubSpot enhances operational visibility for the COO
through comprehensive analytics and reporting. Highlight its real-time dashboards that track
key performance indicators (KPIs) across marketing, sales, and service, allowing quick
identification of areas for improvement. Emphasise how HubSpot's data informs strategic
decisions, such as optimising resources and identifying profitable customer segments. Provide
examples of data-driven insights improving operations, reducing waste, and boosting
performance, reinforcing the value of centralising operational data for better decision-making.

Primary Focuses and Priorities:

® Operational Efficiency and Productivity: The

COO is focused on improving operational
processes to increase efficiency and reduce
costs.

® Cross-Departmental Collaboration: Ensuring

that departments work seamlessly together to
deliver consistent and effective business

operations.

BBD Boom © 2024

16



HubS@Bt

B The Ultimate Guide to Making the Business Case for HubSpot

What the CMO Needs to Know:

e Campaign Performance Optimisation: Highlight HubSpot's value in streamlining marketing from
planning to execution. Its automation tools enable the CMO to manage campaigns across email,
social media, and content on one platform. Emphasise A/B testing, personalisation, and automated
workflows that optimise the customer journey for targeted, timely campaigns. Share data showing
how these tools increase engagement, reduce errors, and improve ROI, demonstrating how HubSpot

Primary Focuses and Priorities:
enhances marketing effectiveness with less effort.

e Lead Generation and Nurturing: Demonstrate HubSpot's value in lead generation through its inbound ® Marketing Effectiveness and Efficiency: The
marketing tools that attract and convert high-quality leads. Highlight its ability to create targeted CMO is focused on enhancing marketing
content, landing pages, and CTAs that guide prospects through the sales funnel. Emphasise lead campaigns’ effectiveness, optimising
scoring, segmentation, and automated nurturing workflows that focus on high-potential prospects. resource allocation, and driving higher
Use data to illustrate how these tools improve lead quality, shorten sales cycles, boost conversion engagement and conversions.

rates, directly impacting growth and revenue targets vital to the CMO'’s goals.
® Customer Acquisition and Retention: They

@ Content Creation and Management: Emphasise how HubSpot supports the entire content lifecycle, aim to attract new customers while retaining
from planning to optimisation. Its tools help marketers efficiently schedule blogs, social media posts, existing ones through targeted and
and digital assets, ensuring consistent messaging. Highlight Al-powered features that assist in personalised marketing strategies.

generating ideas, optimising copy, and creating SEO-friendly headlines for faster, high-quality content
production. These Al tools also offer content repurposing, image generation, podcast creation, & more.

® Marketing Reporting: For the CMO, data-driven decision-making is essential, and HubSpot's analytics
provide insights for strategic choices. Highlight how its dashboards offer a real-time view of key
metrics like website traffic, lead sources, conversion rates, and campaign ROIl. Show how detailed
reports uncover trends, identify successful tactics, and highlight areas for adjustment, enabling quick
pivots and campaign optimisation. By providing actionable insights, HubSpot empowers marketing

leaders to refine strategies, ensuring resources are invested for maximum impact and business goals.
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What the CTO/CIO Needs to Know:

System Integration: Demonstrate HubSpot's value to the CTO and CIO by showcasing its
seamless integration with the existing technology stack for smooth data flow. HubSpot offers
numerous native integrations with popular tools like Salesforce, Microsoft Dynamics, Google
Workspace, and various e-commerce platforms, minimising the need for costly custom
development. Highlight HubSpot’s open API, enabling the IT team to build custom integrations
that synchronise data from marketing, sales, and service activities across the organisation.
Provide examples of how this capability reduces data silos, enhances communication, and
improves overall system efficiency, making HubSpot a flexible addition to the IT infrastructure.

Data Security Measures: For CTOs and CIOs, data security and compliance are crucial, and
HubSpot's strong measures protect sensitive customer information. Highlight certifications like
SOC 2 Type I, GDPR compliance, and ISO 27001, demonstrating a commitment to high security
standards. Showcase features such as data encryption, role-based access controls, and regular
security audits to safeguard against unauthorised access. Additionally, illustrate how HubSpot's
compliance tools assist in managing data privacy regulations, including HIPAA support, cookie
consent management, and automated data deletion. Presenting these credentials will reassure
technology leaders that HubSpot meets their data protection policies.

System Performance Reliability: Highlight HubSpot's commitment to performance and
reliability, crucial for CTOs and CIOs focused on maintaining operational uptime. Discuss its use
of global content delivery networks (CDNs) and cloud infrastructure, which ensure fast loading
times and minimise latency for a smooth user experience. Emphasise HubSpot's strong uptime
track record and real-time monitoring capabilities that enable quick detection and resolution of
performance issues. Show how these optimisations improve efficiency across marketing, sales,
and service processes, reducing downtime and ensuring reliable access to essential tools.

Primary Focuses and Priorities:

® Technology Integration and Innovation: The

CTO/CIO is concerned with how new
technologies integrate with existing systems
and how they can drive innovation.

e Data Security and Compliance: Ensuring that

new systems meet security standards and
comply with data protection regulations is
critical.

BBD Boom © 2024
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Handling Objections and
concerns

While the strategic benefits of HubSpot are clear, decision-makers

may still have reservations or objections regarding the investment.
Addressing these concerns directly is key to a successful business

case. Here are some common hesitations you might face and how
to address them:
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concern

High initial investment, total cost of ownership
and hidden costs

Response: It's important to acknowledge the concerns about the upfront costs associated
with implementing a new platform like HubSpot. However, focusing on the long-term ROI is

crucial. HubSpot is not merely an expense but an investment that can drive significant
returns by enhancing lead generation, sales conversion rates, and customer retention.
Detailed ROI projections and case studies from similar businesses can demonstrate how

HubSpot pays for itself over time, often by increasing efficiency, reducing waste, and
enhancing marketing and sales effectiveness. HubSpot's seat based pricing model can also

help with budgeting and addressing high investment concerns.

Understanding the total cost of ownership (TCO) is crucial for assessing the financial viability
and ROI of any investment, including HubSpot. While it's essential to consider the upfront
licensing and implementation costs, it's equally important to factor in any potential costs
associated with ongoing maintenance, training, or support.

While cost efficiency is undoubtedly important, it's essential to consider the broader picture
when evaluating investments. Undoutebly, there may be alternatives with lower upfront
costs, they may not offer the same level of functionality, scalability, or long-term value as
HubSpot.

© 2024
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concern

Disruption to current processes and workflows

Response: Implementing a new system can indeed disrupt existing processes, which might
be a major concern for any member of the C-suite team. To mitigate this, collaborating with
a HubSpot solutions partner such as BBD Boom can ensure a smooth transition. At BBD
Boom, we specidlise in tailoring HubSpot’'s onboarding to align with your specific business

needs, offering expert guidance and support throughout the process. This approach not only
minimises downtime but also leverages HubSpot's intuitive design and user-friendly
interface to ensure that your team can quickly adapt.

HubSpot Solutions Partners help customer reach their full potential

38% 91%

More inbound leads More deals created More deals closed

Source: Hubspot ROI Report
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concern

Uncertainty about employee adoption and
learning curve

Response: Decision-makers might worry that employees will resist adopting a new system.
Counter this by discussing HubSpot's track record of high user satisfaction rates and its
reputation for being one of the most intuitive platforms on the market. Implementation
strategies can include phased rollouts, ongoing support and training by a certified HubSpot

trainer, making the transition as seamless as possible.

22
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concern

Doubts about compatibility with existing tech
stack

Response: Another potential objection could be the perceived incompatibility of HubSpot
with the company’'s existing marketing or tech stacks. Address this by highlighting HubSpot'’s
extensive app library with a wide array of tools and platforms across different industries.
HubSpot's flexible API also allows for custom integrations, ensuring it can seamlessly sync
with virtually any existing software the company is using.
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concern

Scalability of the platform

Response: Scalability is a critical consideration for any new system, especially for
organisations with plans for future growth. The concern lies in ensuring that the solution can
accommodate increased demands without the need for extensive upgrades or
replacements down the line. HubSpot is designed with scalability in mind, offering flexibility
to support your organisation's growth trajectory. Its infrastructure is designed to handle
increasing demands, whether it's scaling up marketing campaigns or managing a growing
customer base. With HubSpot, you can confidently plan for the future, knowing that the
platform can evolve alongside your organisation’'s needs.

00Mm © 2024
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concern

Complying with industry regulations and security

Response: HubSpot prioritises data security, privacy, and regulatory compliance as
fundamental aspects of its platform. The company invests heavily in robust security
measures, including encryption, access controls, and regular audits, to safeguard sensitive
information. HubSpot also ensures compliance with industry regulations such as GDPR and
CCPA, providing peace of mind for CTOs and CIOs regarding data protection and regulatory
requirements.

By proactively addressing these concerns and demonstrating HubSpot’'s comprehensive
support and commitment to customer success, CEOs can be reassured of the platform’s
value and alignment with their strategic goals. This approach not only alleviates
apprehensions but also strengthens the business case for investing in HubSpot, positioning it
as an essential tool for achieving long-term growth and success.
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Implementation
Strategy & Timelines

When presenting a business case to your leadership team, it's
important to be prepared to answer all sorts of questions, including
those related to , costs, timelines, and anticipated
outcomes. Addressing these upfront not only builds confidence in
your proposal but also sets the stage for a successful transition to
HubSpot.

Here, we provide a comprehensive guide to ensure a smooth and
effective rollout.

Planning and Execution

Implementing HubSpot is a strategic initiative that requires careful
planning and execution. By following a structured approach, you
can ensure that your organisation fully capitalises on HubSpot's
capabilities.

BBD Boom © 2024
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Step-by-Step Guide tc
Implementation
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1: Define Goals and Objectives:

e Anticipate Questions

Leadership will want to know what you aim to
achieve with HubSpot. Clearly define specific,
measurable objectives, such as improving lead
generation by 20% or reducing sales cycle by 15%.

e Communicate Value

Explain how these goals align with the company’s
strategic objectives and how HubSpot will support
achieving them.

2: Conduct a Needs Assessment

e Current System Evaluation

Identify existing gaps and inefficiencies. Document
how current workflows hinder performance and how
HubSpot can address these issues.

e Prioritise Features

Highlight which HubSpot features will be most
beneficial, such as CRM capabilities for better
customer insights or marketing automation for
efficiency

BBD Boom © 2024
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3: Develop a Detailed Project Plan

Timeline and Milestones

Lay out a timeline with key milestones, such as data
migration, training sessions, and launch dates.
Ensure leadership understands the phased
approach to mitigate risks.

Budget and Resources

Provide a clear budget outline, detailing costs
related to HubSpot licensing, training, and
integration. Show the anticipated ROI to justify the
expenditure.

4: Assemble an Implementation
Team

e Assign Roles and Responsibilities

Designate team members from IT, marketing, sales,
and customer service to oversee various aspects of
the implementation. Define clear roles to ensure
accountability.

e Leadership Involvement

Ensure there is an executive sponsor to champion
the project and facilitate communication between

the implementation team and leadership.

BBD Boom © 2024
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5: Data Migration and System
Integration

e Data Quality Assurance

Plan for data cleansing and formatting to ensure a
seamless migration to HubSpot. Address potential
questions about data integrity and secuirity.

e Integration with Existing Systems

Detail the process for integrating HubSpot with
current tools to avoid disruption and maintain

operational continuity.

6: Customise HubSpot to Fit Your
Needs

e Tailor the Platform

Configure HubSpot's dashboards, fields, and
workflows to match your business processes. Explain
how customisation will improve user adoption and
efficiency.

e Focuson User Experience

Highlight the intuitive nature of HubSpot’s interface,
making it easier for employees to adapt and utilise
its features fully.

BBD Boom © 2024
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7: User Training and Onboarding

e Comprehensive Training Plan

Outline a training program that includes workshops,
webinars, and online resources. Ensure leadership
that users will be well-equipped to leverage HubSpot
effectively.

e Continuous Support

Provide access to ongoing support and resources,
such as HubSpot Academy, to reinforce learning and

address challenges.

8: Launch and Communication

e Launch Strategy

Develop a launch plan that includes internal
communication to set expectations and celebrate
the transition. Keep stakeholders informed
throughout the process.

e Feedback Mechanism

Set up channels for users to provide feedback,

ensuring any issues are addressed promptly.

BBD Boom © 2024
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9: Post-Launch Review

e Evaluation and Adjustment

Conduct a post-launch review to assess the success
of the implementation. Gather feedback from users
to identify areas for improvement and optimisation.

e Iterative Improvements

Demonstrate a commitment to continuous
improvement, using insights gained to enhance
processes and maximise HubSpot's value.
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Timeline & Milestones

\
Week 1-2: Planning and Needs Assessment
Define goals, conduct a needs assessment, and develop a
project plan.

>/

\
Week 3-4: Team Assembly and Data Preparation
Assemble the implementation team, prepare data for migration,
and plan integrations.

J

\
Week 5-6: Data Migration and System Integration
Migrate data and integrate HubSpot with existing systems.

J

Week 7-8: Customisation and Training

Customise HubSpot and conduct user training sessions.

Week 9: Launch and Support
Launch HubSpot and provide ongoing support.

Week 10: Post-Launch Review

Conduct review and optimise the system as needed.
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Monitoring and Evaluation

To ensure HubSpot's continued success, it's essential to establish key performance
indicators (KPIs) and regularly evaluate its impact on your business.

Establishing KPIs

Identify KPIs that align with your business goals and objectives. Anticipate leadership
questions about how success will be measured and reported. Common KPIs for HubSpot

implementations include:

Lead Generation Metrics:
® Number of new leads generated

® Conversion rate from leads to
customers

® Cost perlead

Marketing Effectiveness Metrics:
® \Website traffic and engagement

® Email open and click-through rates

® Return on marketing investment

Sales Performance Metrics:

® Sales cycle length

® Revenue generated per sales
representative

® Deal close rate

Customer Engagement Metrics:
® Customer satisfaction score (CSAT)

® Net promoter score (NPS)

® Customer retention rate
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Complying with industry regulations and security

® Schedule Regular Check-Ins: Conduct regular meetings to review KPIs and assess
HubSpot's performance. Involve key stakeholders to ensure alignment and address any
concerns.

® Gather User Feedback: Collect feedback from users to identify areas for improvement
and optimise the system. Use surveys, interviews, and feedback forms to gather insights.

® Continuous Improvement: Use the feedback and performance data to make informed
decisions about adjustments and enhancements. Continuously refine processes and
workflows to maximise HubSpot’s impact.

® Celebrate Successes: Acknowledge and celebrate achievements and milestones
reached with HubSpot. Recognising successes helps maintain momentum and
encourages continued adoption and engagement.

This blueprint offers insights on all things, from planning to deployment, all collected in one
place to ensure successful CRM implementation.

Prepare your business for HubSpot implementation.
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Collaborate with a HubSpot Partner

Collaborating with a certified HubSpot partner, such as BBD Boom, can significantly enhance
the implementation process by providing expertise, resources, and proven strategies to
maximise the platform’s benefits, streamline the process and ensure timelines and

deadlines are met on time.

This approach is ideal for businesses seeking a smoother transition and expert guidance.

At BBD Boom, we specialise in helping businesses maximise their investment in HubSpot
through a comprehensive and tailored onboarding and implementation process. Our goal is
to ensure that clients are equipped with the tools and knowledge they need to leverage
HubSpot effectively, driving growth and achieving strategic objectives. Here’'s an example of
how we can approach the onboarding and implementation process, depending on how
involved you need us to be...

= | £ .
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How we work

®» &

Step 1

Kick-off call and scope clarification

Step 2

Discovery call

Step 3

Strategic HubSpot CRM setup and
customisation

Step 4

Implementation of automations,
reporting, segmentation & more

Step 5

Live training sessions

Step 6

De-brief and handover
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1: Personalised Onboarding
Experience

e Initial Consultation

We start with a detailed consultation to understand
your business goals and challenges, identifying how
HubSpot can provide the most value.

e Goal Setting and Strategy Development

We define clear, measurable goals and develop a
strategic plan aligning HubSpot with your business

objectives.

2: Comprehensive Implementation
Process

e Data Migration and System Integration

Our team ensures seamless data migration and
integrates HubSpot with existing systems for
operational continuity.

e Platform Customisation

We customise HubSpot to match your business
processes, optimising the platform for user
experience and effectiveness.
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4: Strategic Partnering for Long-
3: Expert Training and Support Term Success

Hands-On Training Sessions

We offer comprehensive training tailored to different
user roles, ensuring your team is equipped to use
HubSpot effectively.

Ongoing Support and Resources

We provide continuous support and learning
resources to help your team improve their HubSpot
skills.

e Regular Check-Ins and Consultations

We schedule regular check-ins during the

and questions.

e Adapting to Business Changes

As your business evolves, we can later help you
adjust your HubSpot setup to accommodate new
strategies and technologies with hourly support
retainers and other services.

onboarding period and dre able to assist with issues
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As you wrap up your journey toward crafting a compelling
business case for HubSpot, remember: you're not alone. At
BBD Boom, we dre a proud Elite HubSpot partner, and we
are here to support you every step of the way.

We can help you win the buy-in of your leadership team
with a personalised demo that showcases HubSpot in
action for your specific industry or business needs. We
offer the extra resources and information you need to
demonstrate HubSpot's transformative potential for your
organisation.

Ready to make your case irresistible? Reach out to us
today, together, we'll make sure you have everything you
need to get the green light on HubSpot.

Your success is our mission. Let’'s make it happen!

Geady to get started? Get in touch today >
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