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& Marketing Hub’

LEAD SCORING

A tool that combines manual engagement scoring with AI fit
recommendations to recommend best MQLs. Designed o help
Marketing and Sales teams identify and prioritize the most
promising leads, no matter the scale.

USE CASE

Helps marketers identify leads most likely to make a purchase
based on their past behavior, campaign interactions and
demographic data.

LAUNCH REGION: GLOBAL

m ENTERPRISE PUBLIC BETA

Contact-based

Choose score type

Y 7 Contact engagement score
o Measure your contact's level of engagement based on
c their behavior and inferactions.

\

How it works

1. Build your score

Assign points o behaviors that show a contact's s

engagement with your product offering and

Contact fit score

B
2

i\ Evaluate how closely a contact aligns with your ideal
~_ based on d¢ hi d other criferi

& customer based on demographics and other criteria:
7

Company-based

L}
2%

"~ Company engagement score
Measure companies’ level of inferest in your product
based on their employees behavior and inferactions.

Company fit score
~T.
Kh )  Evaluate how closely a company aligns with your ideal

readiness for sales. For example, visiting web (=) 2
pages, downloading resources or marketing = £
email opens. +20
® -10
You can exclude certain contacts from being
scored, such as suppliers or competitors.
2. Nurture leads or route to sales
Keep a score for each contact to evaluate their —
o)
level of inferest and engagement. You can use - T
the score to build a more targeted marketing
strategy with higher conversion rates.
- saes  campatons
Send qualified leads to sales through workflows {‘ P

or lists, to make sure that they focus on the
most promising prospects.

3. Iterate and improve
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& Marketing Hub’

MARKETING ANALYTICS SUITE

The Marketing Analytics Suite consolidates all of your channels into distinct
sections:

° [Ent] Advanced reporting: Provides premade multi-touch attribution model
reporting femplates and premade customer journey analytics templates

° Channel performance: Dive into Ad, Lead capture, and Marketing Email
effectiveness

e  Web traffic analysis: Evaluate web traffic metrics and gauge the success of .
your website content I 8 s

e  Confact insights: Gain insight into the origin and characteristics of contacts
your team generated through marketing efforts

Marketing analytics suite
Recdy-made markering resots base on st pracices

USE CASE

Marketing Analytics Suite is HubSpot's first dedicated solution designed to
streamline key marketing metrics and reports into one place.

LAUNCH REGION: GLOBAL
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& Marketing Hub’

PERSONALIZED SUBSCRIPTIONS

With “Subscription Rules”, marketers have the flexibility to create
personalized preference page experiences for their different contact
segments so that their contacts only see relevant options based on who
they are, their interests and where they are in their lifecycle stage.
HubSpot is also expanding our “Subscriptions API” functionality enabling
HubSpot customers to seamlessly set and sync preferences from external
sources (like external preference pages, notification centers, lead-gen
forms, etc.).

USE CASE

A more personalized, targeted preference page approach prevents
contacts from seeing/subscribing to content that is not relevant to them
as well as eliminates the clutter of preference pages, helping improve
subscriber discovery of important content and overall reducing
“unsubscribe all” actions.

LAUNCH REGION: GLOBAL

ENTERPRISE LIVE

< Dashboard

Settings Q

Your Preferences
General

Notifications

Account Management
Account Defauits

Audit Log

Users & Teams
Integrations v
Marketplace Downloads
Tracking & Analytics v
Privacy & Consent
Sandboxes

Security

Email

Configuration Subscriptions

Create and manage subscription types fo

Subscription Types Visibility R

Filter by status: Active - Filter by k
NAME

§ Company News & Announc.

# Exclusive Offers and Promo.

§ Industry Tnsights and Trends

£ Marketing Information

£ product D g Eeat

Edit subscription type

Marketing Information
Basic info visibility rules [[5Z8

All Contacts will see this subscription type on their preference page

(® Some Contacts will see this subscription type on their preference page®

Which visibility rule should apply? *

Is any of -
Customers x -

THIS SUBCRIPTION TYPE WILL BE SHOWN TO CONTACTS WHO MATCH:

Customers
Is member of the lst: lifecycle - customer

m sl
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& Marketing Hub’

SOCIALAGENT w—

An innovative AI-powered ftool designed to optimize content creation for
marketers. Marketers can now expedite their confent process with the

Social Media Agent. The Social Media Agent automatically producing

effective social posts tailored to your business, audience, brand voice, and

social media accounts.

*4 Why this was suggested

notonthehighstreet .o Marketing best practices

Generate Buzz and Anticipation

Teaser posts are designed 1o create excitement and
curiosity among your audience. By hinfing at
something special for National Handmade Day, you
can build anticipation and engage your followers,
making them more likely to pay attention fo your
subsequent posts and promotions.

@ Instagram best practices

USE CASE

High quality Image:
Using high-resolution images makes the post visually
appealing. We're using a 1080px x 1080px image

The Social Media Agent works for marketers by consistently generating 00 P - - B R
effective social media posts. The Social Media Agent will consider your: v s tnghond Sructre:
. . e et et Coplrd schid be o bt T ikl
e  Social media accounts past performance data Sl st important inormations ot the beginning
° Business details, brand voice, industry, audience, value When fo pubiish
proposition, and other marketing assets R v s ke S

Help improve future suggestions

e  Marketing and industry best practices

’o\ Publish at: 6.48PM when your audience is

't ik 't ) ¥ e hasht X
Don't like the copy Don't like the image Don't like the hashtags * most active on Instagram.
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» Content Hub"

VIDEO CONTENT REMIX

< Back to dashboard Video Remix ¢

Video remixing is a new feature set coming to Content Remix Shovanribies Viewelcontent
that allows you to repurpose your video assets across all of your @ |
marketing channels and effortlessly create share-worthy video
shorts with our new AI-powered video clip creator and
franscript-based video editor.

USE CASE Q —

& Biog post @ Email
Take your product tutorials, webinar recordings, and other video

assets and effortlessly convert them info video shorts, blogs,

marketing emails, ads, social posts, and more with the power of
AI and a simple transcript-based video editor. If you can edit a : o =
text doc, you can edit videos with Video Remixes. o +

LAUNCH REGION: GLOBAL
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» Content Hub"

CONTENT AGENT

Breeze Content Agent uses Al to create engaging content in a
snap, powered by your CRM data. It helps marketers quickly
produce different types of content that attract visitors and
generate leads.

USE CASE

° Expand your content marketing efforts with a consistent

flow of ideas and topics

e  Generate high-quality landing pages, podcasts case
studies and blogs

e  Combine your brand voice with CRM data to create
targeted content

LAUNCH REGION: GLOBAL

m ENTERPRISE PUBLIC BETA

[ )
Generate landing page - Step2of2
SELECT GoAL DEFINE 10EA

Describe what your landing page is about [+ ~]

Well use this information o tailor your landing page confent 1o your visitors

Landing page description * ©
Explain todoand pany, services, or products.

Promote an upcoming webinar on how organizations can leverage big data in their day to day. Participants will
learn from industry experts and walk away with actionable insights that they can start implementing
immediately. The webinar will be 90 minutes.

> Customize defails

Do not include sensitive information in your inputs.

< Back cancel + Generate landing page

weip v Leverage Big Data | Insights from #
© ot
\F‘ a Q| | #sertings i~
+ Trusted by Industry Leaders
B CrHexagontalkio 4 Reviluxify 2 Zyntellix € Crypturon O Spectroxium i Lyraxionics
I

j = §
o A 5 Webinar Highlights

« Expert insights on big data trends and applications
« Practical tips for integrating big data into your
business

« Live Q&A session with data analytics experts

Spotlight 2



» Content Hub"

BRAND VOICE V2

For V2, brand voice will support the following features: = - e |
° Enable multiple channel voices across different distribution channels for
tone adjustments and deeper customization e Ll
° Infroduce multi-language support for French, German, Spanish, and st

Portuguese

e  Automatically gather existing content for brand voice analysis from your
existing content hosted with HubSpot

e  Create a writing guide: capture rules for brand-specific terminologies,
approved words, phrases, punctuation, inclusivity, and more

~ Channel setfings

USE CASE o —
Personalize content with our AI-powered new Brand Voice tools! These tools will

help you analyze and adapt content to your brand's unique voice, enhancing your
social media posts, emails, blogs, websites, and SMS messages.

LAUNCH REGION: GLOBAL
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¢¢ Sales Hub’

SALES WORKSPACE

The enhanced sales workspace drives efficiency by giving

Sales I Beth Caldwell

salespeople a single view of their work, complete with all the oo
tools and data they need to execute in all stages of the sales g e o

Avppaines - createdate - Last actvity date - Closedate - = Advanced fiters )

cycle, without ever having to switch between apps.

G - © scheae- | B0 men

USE CASE & - e =
° View AI-recommended next-best actions as well as - — o | e | e
open tasks, deals, and leads -~ NN [ —
e  Utilize the new Al meeting assistant and sales queues to o o v om0
prep and follow-up faster > o o swemem o

e  Build pipeline easily through the leads tab, with a B i v o
refreshed UI and new customization options S = S som | % | weemn

e  Close deals more effectively with the addition of deals in B - ® - Buama- | - ST ey e
the workspace. s ® . el . B R,

LAUNCH REGION: GLOBAL
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¢¢ Sales Hub’

GUIDED ACTIONS

Sales Beth Caldwell ¥

Summary Leads Deals. Schedule Feed

Sellers need a way to prioritize the most impactful actions in

Guided actions Schedule Insights Feed
order to build pipeline and close deals. Without the right s .
insights, poor prioritization leads to missed opportunities and Al actions 19 | | Closing relored o | Prospectngreated 10 '
lost deals! Guided actions help sellers cut through the noise and L o
focus on what really matters. : o :mww

@ Send an initial email fo Clint Wu cw Clint Wu T ::':;;::::ss

This deal has been in the discovery stage for 5 days. CEO at Wootronics

US E CAS E Reach out o Clint Wu Beth <> Kim Weekly Review
11:00 AM

Sales Team Monthly.

« Janine Powell is awaiting your reply % Deal name & 12attendees (10 yes, 1 no, 1 awaiting)

e  Quickly action high-impact to-dos curated automatically G

Reply to email Close date: 09/24/2025

using AI, buyer engagement insights, and lead and deal -

data N iy Sanos & cwaiting your reply. @) croviey Forms
Re: Inferested in a consultant package for 2025 Amount: $4,505.00 2:00 PM

° Streamline outreach fo new leads, prioritize the best Reply to el # soreres

Discuss next steps with Crowley Farms

. . 300 PM
d eo IS ) p re p fo r u pco m I n g m eeT I n g s ’ G n d m O re! > Update next step for Frank Heavy Industries & Frank Heavy Industries Furshase plon & KETs) |Prepors for nextvesk
You had discovery meefing with [confact name] yesterday but haven't updated a Amount: $7,200.00 4:00 PM SEECEOR
next step Close date: 8/27/2025
Update next step
5:00 PM

& Arpeeta Schwinn has reengaged with you As Arpeeta Schwinn

6:00 PM
L AU N C H REG I 0 N . G LU B AL This csquolified fead Have shown engagement n fhe past 30 days Comproler o Iien Logistics
. Reach out to Arpeeta Schwinn

m ENTERPRISE PUBLIC BETA

@
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¢¢ Sales Hub’

PREDICTIVE DEAL SCORE

Easily assess the health of your pipeline and prioritize what matters
most with predictive deal scores. Powered by AI, the score is based
on several different factors including recent activities, deal property
values and more.

You can view scores and score trends in the sales workspace, on deal
records, or in your deal pipeline

USE CASE

e  Check deal scores from within the sales workspace to easily
assess the health of your pipeline

e  Use deal scores to prioritize the most promising opportunities

° Use deal scores to power automation, reports and
segmentation

LAUNCH REGION: GLOBAL
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< Deals Actions ~

Gabby Co - 24m Pro
Seats

Amount: $5,000
Close Date: - Aug 2, 2024

stage: Presentation scheduled
Pipeline: Direct Sale:

2 =& 8\ -

Note Emeil Cal Task Mewing More

~ About this deal Actions -

Deal Tags
[ sme peal

Amount

$5.000.00

Dealstage ©

Presentation scheauled
Clase date ©

08/02/2024 354 PM EDT
Deal ownar

Beth Caldwell ~

Deal Score.

a2

~ Critical Information Actions -

Deal Tags
SMB Deal

Deal Age:

Overview Activities

Deal stage tracker

Deal stage: Presentation scheduled  FOR 2 MONTHS

G

Deal stage Forecast category Next step Amount
Presentation sched... Nor forecasted e $5,000.00

Deal Score

Current score Score trand View scare history

—~ iyt
42 \ ey factors [+~ ] -
\"</ §_oe Po.
— Y %%
s becus 21imes 3 \""”“%J -
s, Engagement P —

© 6sces octiviries
© 3 assaciated contacts

Learn mere about deal scoring

Data highlights

CREATE DATE
05/29/2024 928 PM EDT

Recent activities

DEAL STAGE LAST ACTIVITY DATE
Presentation scheduled (Direct Saes) 07/18/2024 4:26 PM EDT

Spotlight
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¢¢ Sales Hub’

SALES PROCESS ENFORCEMENT AND CUSTOMIZATION

Build an efficient, repeatable sales process and ensure data
completeness with Sales Hub and HubSpot’s Smart CRM.

USE CASE

All effective, efficient sales feams have one thing in common: a
tried and true process that’s repeatable, customizable and
tailored to meet the needs of their customers.

e  [Pro] Create rules in deal pipelines to ensure processes
are followed and deal data is complete

° [Pro] Enforce data completeness and correct processes
in your prospecting process with rules and requirements

° [Ent] Configure an approval process that ensures deals
are reviewed and approved before they progress stages

LAUNCH REGION: GLOBAL

m ENTERPRISE LIVE

Add approval process

ADD APPROVAL STAGE ADD APPROVERS REVIEW
Add approvers *

Add up to three approvers for all deals in this pipeline. If and when an approver is also the owner of a deal,
they'll automatically be removed from the approval process for that deal.
Don’t see your user?

| Melinda Nelson X H Adrianna DiMare X H Eric Devenney X v

Require approval from

All approvers
® Any one of the approvers
Add a note for the approvers *

This will be visible to all users and approvers with access to a deal under approval.

Please review this deal before it can move fo the next stage.

< Back: Add approval stage

Spotlight -




¢ Sales Hub’

DEAL INSIGHTS

Modern salespeople work many different deals concurrently -
each with their own set of varying needs, contexts, and
challenges. Sellers need a streamlined way of grasping key
information about their deals - and quickly!

USE CASE

e  Easily understand the history of your deals, and get
caught up easily before your next engagement

e  Leverage Al-powered buyer goal summaries to
understand how you can best position your offering

e  Prep more efficiently, without filtering and scrolling
through a timeline

LAUNCH REGION: GLOBAL

v Deal Insights @

Generated a few seconds ago

a RECENT ACTIVITY

Latest 5 activities May 3 2024 to Aug 29 2024
2 emails | 2 calls | 1 note

Aug 29 2024 Call

Discussed migration fimeline.

Aug 1 2024 Email

Overall they were impressed with the product but, had
concerns about complexity of migrating from their
current system.

Jul 30 2024 Note
They were also considering other competitors like
Salesforce and Salesloft.

Jun 7 2024 Call

Buyer still in discussion with key decision makers.

May 3 2024 Email
Product A was demoed. Key features were
highlighted. Looked good to buyer.

A Risks

Close date is changed from Sept 30 to Dec 1.
Budget decreased by $2,000. It went from $5,800 to
$5,600.
Recent negative sentiments:

« “Migration will take too long” Call

« “This product doesn’t have all the features” Email

No engagement activity since last 15 days with key
decision makers.

BUYER GOALS

The buyer wants more customer engagement and
successful marketing campaigns.

AI-Generated results may be inaccurate

Spotlight
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¢¢ Sales Hub’

AIMEETING ASSISTANT

HubSpot's AI Meeting Assistant uses data from the Smart CRM, the history of g -
your sales activities and more to help reps prepare for upcoming i
conversations and execute efficient follow up after the meeting has ended. ==

Meeting with Daisy Jones
200 PM - 5:00 PM EST

Info

USE CASE

The assistant provides detailed attendee information and action prompts,
such as:

e  Suggested activities to help you with your upcoming conversation

e  Shortcuts that allow reps to quickly reach out to attendees that have
yet fo accept the meeting invite

e  Meeting insights and action items reveal summaries of past calls and
emails, and highlight action items from calls

oooooooo

LAUNCH REGION: GLOBAL
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¢¢ Sales Hub’

DYNAMIC SEQUENCES

< Backto Sequences New Sequence

With dynamic sequences, you can create powerful customized . @ et starteq vith o dynamic sequence
and personalized multi-channel messaging strategies that @ e — EE
automatically adapt based on how, when and where prospects s S i3

outreach strategy.
© Never mi he best next steps.

engage with your outreach. °

Start from scratch
Start with a blank
a“d'a:‘d 0.2 S?:T“e J All leads start receiving
m younouneman g ‘automated outreach
tasks.
USE CASE (%) Automated emai

Start with a pre-made sequence ?

e  Automatically generate tasks for sales reps when . .
. . Recent Conversion Leads will receive automated As soon as a lead engages, the
prospects open or click an email e

° Configure conditional sequence steps based on prospect e yosenrioeech ot
engagement

e  Enroll contacts automatically based on intent signals

A sequence designed to follow-up with a
prospect you met at a trade show or conference. (4) Automated Email

(4) Automated Email
o ) callTask

(4) Automated Email

) callTask

(=) v ok
Product or Demo Request e

_______Aorospect has indicated that thev want fo learn

LAUNCH REGION: GLOBAL
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Collette King

Product Lead
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@°® Service Hub’

CUSTOMER SUCCESS WORKSPACE

This is a dedicated workspace designed to help customer success managers
stay organized. This workspace reminds CSMs of their daily tasks, allows them
to create custom views of their most important segments to prioritize
reach-outs and helps them monitor activities from their key accounts. Now,
customer success managers in HubSpot can start to see the information they
need all in one place.

v & Portfolio

& Companies owned by me (0) S Companies renewing in 90 days (0)

Review and manage your entire portfolo.

View companies

USE CASE

Customer success managers don't have dedicated tooling or home inside of
HubSpot. Instead, they spend a lot of time bouncing around, hunting for the
information that they need to do their jobs. The customer success workspace
will provide a dedicated home base and starting point for CSMs in HubSpot.
The workspace will keep CSMs organized and focused, allowing them fo
address the needs of more of their customers.

LAUNCH REGION: GLOBAL

m ENTERPRISE PUBLIC BETA

v O Tasks (10)

o Tasks due today (0) © Overdue tasks (10) = Due tomorrow (0)

@ G

You're all caught up on

. %
u
tasks due today 2cal tosks tasks due tomorrow

Spotlight -



Q°® Service Hub’

HEALTH SCORES Dunder Miffin - Health score istory

Health Score: 50 [ See score calculations 7
Customers with a health score can now use a new CRM card on the right
sidebar of the company record to show the current health score and status, P
the direction of the score change as well as the last few events that caused T ——
the score to change. This score card will link out to a panel view that shows i
the history of that score, as well as the list of events that changed the score. i
USE CASE ;
CSMs want tfo know how happy their customers are with the products they've § 4
purchased, but the overall frend matters more than a single point in fime. ’
These changes will help CSMs see the recent tfrends as well as the history of »
the score at a glance. This can be used when planning reach outs, preparing
for customer calls or forecasting renewals. N e e B
Timestamp

LAUNCH REGION: GLOBAL
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Nick Carbone

Principal Product Marketing Manager
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¥ Operations Hub’

Automation
Management

ENROLLMENT ANOMALY DETECTION

Stay informed about your enrollment rates with HubSpot's AI-powered
monitoring feature. You can choose which workflows you want HubSpot
tfo monitor and receive daily noftifications in case of sudden spikes or dips
in enrollment numbers. HubSpot’s AI model compares the daily enroliment
with the past month's pattern to identify significant deviations.

USE CASE

Now, with anomaly detection, you can take the guesswork out of getting
notified about changes that impact their business. HubSpot AI
automatically detects when to proactively notify you of workflow
enrollment changes that are worth your aftention. You also have the
choice to receive notifications based on a set range, ensuring you never
miss out on important updates tailored to your preferences.

LAUNCH REGION: GLOBAL

ENTERPRISE PUBLIC BETA

v Workflows

Settings

Notifications

Get notified when this workflow needs review &

OFF

Get notified if the enrollment rate changes &
KX
Use AI detection “2}

Use a manual range

NOTIFICATION r

Custom notification from workflows tool
Get notified when a “send notification” action is triggered in a workflow and you're on th

Daily digest of change in workflows enroliments
Get notified daily if a workflow has a change in enroliments and you're on the list of user|

When a workflow “Needs Review”
Opt-in to a notification each time a workflow’s issue status changes to “needs review”. G

When enroliment rates change
Opt in to a daily or weekly email that lists all workflows that had a change to enrollment

Spotlight -



¥ Operations Hub’

Automation
Management

Compare workflows ~  Workflows:

AUTOMATION ANALYTICS TAB

Automation Analytics: a way for you to quickly ascertain the Compare the enroliment of each view =
extent of automation employed in HubSpot, identify potential
areas for additional automation to streamline your operations,
and understand the performance of existing automation
processes.

Each line shows the enroliment count for that view during your selected date range

O Allworkflows ~ © Unused

2000000

1500000

USE CASE

These analytical tools will assist you in easily identifying:

1000000

Number of records

e  The extent to which automation is employed across your
business and potential areas for further automation.
e  Performance metrics of automations, including changes

500000

in enrollment rates, and comparing enrollment of o 3;%»1;%& s ﬂg;ﬂ;fﬁﬁﬁ:@f””?ﬁﬁfbf’;ﬁffl:w;;;*
specific workflows or groups of workflows. Date

List of workflows in All workflows (£

LAUNCH REGION: GLOBAL List o workfiws in Unused 0

m ENTERPRISE LIVE
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¥ Operations Hub’

Enterprise View

Similar workflows

Automation
Management

Check these workflows fo find potential conflicts or redundancies.

Search Q

SIMILAR

Loyalty Program (2 2 Cloned and Enroliment criteria May 24, 2023 11:33 PM PDT
WO R KF LOWS H EALT H TAB Happy birth... 5 Cloned and Enroliment criteria Feb 19, 2024 4:36 AM PST
Nurture campaign (' 2 Cloned and Enroliment criteria Mar 13, 2024 3:28 AM PDT
The Workflows H eq ITh TG b S iTS neXT TO The M G nqge G nd Anq |yze Workflow Example ' 265 Enroliment criteria Feb 28, 2022 8:40 AM PST
tabs. It allows you to quickly discover potential health risks
OCrOSS G I | Of you r WO rkfIOWs‘ Assign new leads (7' 265 Enroliment criteria Apr 14, 2022 10:52 AM PDT
USE CASE
e  Similar Workflows — a list of workflows that may be Pro+ View
redundant or in conflict with other workflows
( E nTerpri se on |y) Opp:fl;tuniﬁe.s hn? review Oppor;uniﬁ:; to delete
. N workflows with issues unused workflows
o  Workflows with issues report — a summary and graph s

of the number of workflows with any issues over time

k1
e  Unused workflows report — a summary and graph of % g mwmEms T
the number of unused workflows over time 8 g
LAUNCH REGION: GLOBAL R et -
FFE &

m ENTERPRISE LIVE
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¥ Operations Hub’

Automation
Management

WORKFLOW ENROLLMENT HISTORY

An interactive visualization of what happened to each enrolled
record, shown directly on the workflow editor. In this tool:

e  The branches and paths each record followed are highlighted
e  Any actfions with errors are highlighted in red

e  The full action logs for each enrollment are available

° Branch actions explain why each record followed that branch

USE CASE

Customers can now quickly and visually see what happened to any
enrollment at every step in the workflow and why. They no longer
need to piece together data from the action logs and the version
history.

LAUNCH REGION: GLOBAL

m ENTERPRISE LIVE

Enrollment history X

Help v

My workflow name

 Sheryl Wong (10: 1234)

@ Contact enrollment rigger

2
2 sentemai Gl

Send Happy Anniversary - medium revenue

 Show detals

Action ID: 1

> Branch 1: Weak health score

> Branch 2: Medium Health Score

~ Branch 3 Strong Health Score

Valve:0

Executed on: July 10, 2024
Total branches: 3
Bronch that was met: Strong Health Score

828 Health Score is more than or equal fo 5

Sheryl Wong (email@email.com)
May 24, 2024 1:11 PM PDT

< Change enroliment

Enrolled manually by Malcolm Smith
® Success

Continuing on the "email known" branch
® success

Email sent to contact
View email 7

® Success

‘Completed workflow

® success

Time

May 24,2024 1:11 PM PDT
Workflow revision at time of event
May 24,2024 111 PM &2

by Malcolm Smith

Why this company followed this branch path X

/ Met criteria
View more details

Spotlight




¥ Operations Hub’

WORKFLOW METRICS

Automation
Management

Customers can now see aggregate conversion and performance data
visualized directly on the workflow editor. This data includes:

e  The ftotal enrollment count
e  What percent of enrollments reached each end point
e  What percent continued along each branch path
° For each action, the count of un-enrollments due to that
action
USE CASE

Customers are now empowered with data to optimize their
automation strategies and improve business outcomes using this new
insight into the effectiveness and impact of every part of their
workflows.

LAUNCH REGION: GLOBAL
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Aggregate performance X

Filev  Viewv  Helpv

test why didn't enroll

i

Showing a subset of enroliments

These toals only include enrollments after fracking was
turned on and only from the current revision. The data
starts at Tue, Aug 13, 2024 3:39 PM PDT

Spotlight
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Maryann Akinboyewa

Principal Product Marketing Manager




’ Commerce Hub”

BILLING FOR SUBSCRIPTIONS

Automate subscription management and recurring billing from
the CRM. Commerce Hub customers can now leverage
subscriptions to automatically create and send recurring

invoices to buyers.

USE CASE

Manage recurring billing and customer renewals through
Commerce Hub Subscriptions. You have had the ability to
automatically collect recurring payments and can now use
subscriptions to create and manage recurring billing.

LAUNCH REGION: GLOBAL

Payment Collection
Collection method

Send each invoice for the customer to pay
An invoice will be emailed on each billing date. If you want to collect payment
automatically, use @ payment link &2 .

Payment Due

Due on receipt v
Include a checkout link for online payments

Accepted forms of payment * @

Credit or debit card
Includes Apple Pay and Google Pay

ACH (direct debit)

Billing address ©
|| Collecting billing address for credit card purchases

Shipping address @

Collect shipping address

v Advanced Settings

These settings are applied to invoices, emails, and checkouts created by this subscriptif

Invoice comments

Choose a collection method X

Use a payment link to charge

Automatically send recurring
to

a subscription

The customer will set up their
payment method at checkout

Invoices will be sent to customers
on their subscription’s billing date

Enter any extra notes that you would like to
appear on every invoice.

B I UL Morev 8 B

Language Locale

The language used for module titles and labels ~ Format dates and addresses by locale

English v United States

Spotlight -
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DEAL DETALLS BUYER INFO YOUR INFO LINE ITEMS SIGNATURE & PAYMENT REVIEW

Review Line Items

Review the line items you want shown in your quote. © Edit columns | Edit global terms Add line item
‘QUANTITY UNIT PRICE UNIT DISCOUNT TAX RATE 6 NET PRICE MRR
LI N E _ ITE M TAX - 1 $100.00 %v 0 VAT 10% - $100 $0
Summary
You can now create, organize, and apply tax rates on individual subtotal © s11000
> Line item taxes applied

line items across all fools such as Quotes, Deals, Payment links,
Invoices, and Subscriptions.

rtax ~ @

Add discount,

< Back Exit Last saved on June 6, 2024

USE CASE .

M M Edit a quote c g ! ! ! : Step 6of 7
You may require fax to be a part of each prod uct or service you dhag oeaL oemaiLs — e UNEITEMS  SIGNATURE & PAVMENT Review S
offer. Tax can now be added during line item creation across all ® Nosignanure
. . o . . Include space for a written signature
tools which allows you to associate tax to a specific line item. i ’

Payment options

® No payment
HubSpot Payments

Stripe

LAUNCH REGION: GLOBAL
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TWO-WAY SYNC WITH QUICKBOOKS ONLINE

Two-way Invoice Sync for the Quickbooks Online integration is
now live to all users! This feature allows users of the HubSpot <>
Quickbooks Online (QBO) Integration to sync invoices from
HubSpot — Quickbooks and Quickbooks — HubSpot. In
addition to syncing invoices, payments applied to invoices will
also be synced, whether the payments are created in HubSpot
or in Quickbooks.

USE CASE

Two-way invoice sync to QBO is the #1 feature request among
Commerce Hub users who are now able to create invoices and
payments in HubSpot and have those automatically reflected in
their accounting system.

LAUNCH REGION: U.S.

STARTER m ENTERPRISE m

oT

Da

Hu

Hu

Hu

INV-6971

~  Companies (1)

Stripe e

stripecom @
+1415-298-5539 @

View associated companies

v Deals (1) +Add

test 2 intl

Amount: $12,100.00

Close date: May 31, 2023

Stage: Appointment Scheduled ~

View associated deals

v Subscriptions (0) +Add

Track recurring payments associated with this record.

~  Payments (0) + Add

Track payments associated with this record. A payment is created
when a customer pays or a recurring payment is processed
through HubSpot.

~  Integrations sync Connected Apps &

QuickBooks Online sync &

External record: Invoices 7
Status: @ Up fo date
Last updated: 8 hours ago

Hu

Hu

> Line items (1)

Save Cancel

Spotlight -






Jocelyn Horn

Principal Product Marketing Manager
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O smart CRM”

Enterprise tiers can create a backup every 24 hours, while
other tiers can create a weekly backup.

MANUAL CRM DATA BACKUP

Q search HubSpot

Privacy & Consent
Data Backup

Sandboxes

CRM Data Backup introduces an important mechanism to
protect your data. You now can take a manual export of all
contfacts, companies, deals, tickets, custom objects, products,

Create backups of CRM data for secure storage outside of HubSpot. You'l
Security receive a notification when your backup is ready to download.

Business Units > What's included in a backup?

Approvals =3

calls, tasks, and conversations in a CSV zip file. (-] Bt
Data Management —
Properties. ::gus:’?l, 202:“1:2‘7 AM EDT Bownload bockip

by Kenny Wu Expires: August 16, 2024 11:29 AM EDT @
Objects v

USE CASE

Even though we do allow you to export objects individually,
there isn't an option to perform a full backup of your data. We
often hear that intfegrations, workflows, and other automations
can mistakenly alter your data. Now, you can safely take a
backup prior to connecting an integration, starting a workflow,
or importing a file, so that in the event of a mistake, you can
restore the property values fo its previous state.

Import & Export
Restoring data from a backup
Backup
1f needed, you can restore backup data by importing your backup files o
‘the CRM.
Tools
Learn more about importing data &
Meetings
Calling v
Inbox & Help Desk v
Marketing v
Content v
Payments
Al Assistants

Chatspot

LAUNCH REGION: GLOBAL
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MANUAL CRM DATA BACKUP

Your Preferences
General

Notifications

Account Management
Account Defaults

Audit Log

Users & Teams
Integrations AL
Marketplace Downloads
Tracking & Analytics 57
Privacy & Consent
Sandboxes

‘aoment

Settings Q

General

Profile Email Calling Calendar Tasks Security

These preferences only apply to you.

Global

This applies across any HubSpot accounts you have.

Profile Image

First name

Jocelyn

Last name

Horn

Language @

English w:

Date, time, and number format ©
Format: September 26, 2024, 09/26/2024, 11:52 AM EDT, and 1,234.56

United States -

Db b
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Senior Co-Marketing Manager




HubSpit App Marketplace

APP CARDS POWERED BY UI EXTENSIONS

A custom way to display, sync, and action data between HubS@3t
HubSpot and third-party tools, like PandaDoc, Sendoso, and

Arrows. See all apps that surface actionable, centralized, and .
contextual insights right inside HubSpot. o

All HubSpot Apps

USE CASE

° Extend the power of HubSpot: Save valuable fime and
resources with less context switching

e  Work your way: Customize app cards fo meet your
unique business needs [ @ L Y

° Empower your team: Drive personalization at scale
with clear, contextual information

g Sendoso a PartnerStack

LAUNCH REGION: GLOBAL
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https://hubs.la/Q02PMh-00
https://ecosystem.hubspot.com/marketplace/apps/app-cards?utm_source=q3-product-webinar&utm_medium=slides

HubSpit App Marketplace

® 0 ® P Deveiope x | ) Appexter x | [ Marketpl: X % Integratic X | 3 RecordC: X | 5 Timothys X 4 HubSpot X 5 Happindu X | B HubSpol X | % Deals|Al x |+ v

€ > C (-.: app.hubspot. 121766731/ 3121820302861 ﬁ) o :

< Deals Actions ~ & Customize record °
Overview Activities O

HubSpot Inc Fresh Deal

Amount: $5,000

Close Date: 8 08/31/2024 PandaDoc workflows [BETA]

Stoge: Appointment Scheduled ~

Guided Selling Demo Create document
2 = & O @
Note Emall  Col  Task Meeting More W
~ About this deal Actions = L WORKFLOWS STATUS STATISTICS CREATION DATE CREATED BY
Deol owner =Tl
. [Demo 04.09.2024] New i isti 04 2024 Vasil Remeniuk

Maryia Yermakovich «

Last contocted
[Demo 04.09.2024) New Business Playbook Form Statistics 04 Seprember 2024 Vasil Remeniuk

Deal stage

Appointment Scheduled ~

Deal type Documents

Priority DOCUMENTS STATUS VALUE CREATION DATE CREATED

Record source —

CRM UI Overview template Draft USD 0.00 13 September 2024 Sejal Par!
Pandaboc CPQ for HubSpot - You can Build What! Droft USD 666,00 13 September 2024 Sejal Par
PandaDoc CPQ for HubSpot - You can Build What! Sent USD 551098 12 Seprember 2024 Sejal Par
PandaDoc CPQ for P with appi UsD 5721.23 04 September 2024 Vasil Ren

. Spotlight -
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HubSpit App Marketplace

ESSENTIAL APPS FOR MARKETERS

Marketers will have everything they need by combining the power of

Marketing Hub and Confent Hub with these essential apps.

USE CASE

Popular apps and use cases include:

aaaaaaaaa

e  HeyGen: Use this new app to create Al-generated videos from
your blog posts in just a few clicks.

e  Amplitude: Now updated so you can enrich your CRM data
with product usage insights for personalized lead nurturing,
pass qualified leads to Sales, and re-ignite at-risk customers.

e Adobe Express: Use this new AI confent creation app fo make
stunning images and marketing assets directly in HubSpot.

Your whole front office. One customer platform.

(]
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https://ecosystem.hubspot.com/marketplace/apps/apps-for-marketers?utm_source=q3-product-webinar&utm_medium=slides
https://ecosystem.hubspot.com/marketplace/apps/marketing/video/heygen-ai-avatar-3035101?utm_source=q3-product-webinar&utm_medium=slides
https://hubs.la/Q02PMhLK0
https://ecosystem.hubspot.com/marketplace/apps/adobe-express?utm_source=q3-product-webinar&utm_medium=slides

HubSpit App Mark

95+ NEW and 35+ UPDATED APPS

In addition to the new and updated apps highlighted on the
previous slides, dozens more apps were updated including:

° Microsoft Teams
° CallRail

° Twilio Segment

Browse more recently updated and new apps in the App
Marketplace.

USE CASE

HubSpot’s App Marketplace has 1,700+ apps, with new apps
being added and improvements to existing apps being
made every day to help you grow better with HubSpot.

LAUNCH REGION: GLOBAL

m STARTER m ENTERPRISE LIVE

~ categories
Al categories
Marketing
Sales
Customer Service
Productivity
Finance

Commerce

Monthly fee
Yearly fee
One-time fee
Pay-as-you-go
Contact us

> Compatible Hubspot plans

> HubSpot features

> Also integrates with

> HubSpot Certified App

> Data flow direction

> App language

> Customer support language

RO KR

“® App Marketplace All categories ~  Search app name or business need

Recently Updated HubSpot Apps

Explore these recently updated apps fo discover new features and improvements. Since the HubSpot App Marketplace is
confinuously growing, be sure o check out our newest apps, too.

1-45 of 50 resulfs

¥*

Zapier ®

By HubSpot 10000+ installs

Get over 1,000 apps with quick and
easy workflow automation.

L]
Microsoft Teams ©
By HubSpot 10000+ installs

Use Microsoft Teams and HubSpoT for

meetings, i d more!

Zoom ©
By HubSpot 10,000+ instlls

Use Zoom with HubSpot meetings,

workflows, conract

Slack ®

By HubSpot 10,000+ installs

Get HubSpot nofifications, tasks, and

@

Calendly ©®

By Colendly 10,000+ installs

Typeform ©

By Typefom 10,000+ instolls

The modern for

reams

& More ©®

By PandaDoc 10,000+ nstals

Create, track, and eSign sales
proposals & contracts inside HUDSpOr.

By HubSpot 10,000+ installs

An automatic, bi-directional sync
between HubSpot and Salesforce.

. surveys & quizzes 1o
engage and grow your audience

(A)

Aircall ®
By Arcal 10,000+ installs

Most installed telephony partner on
the HubSpor Markerplace

Spotlight
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https://ecosystem.hubspot.com/marketplace/apps/microsoft-teams-221635?utm_source=q3-product-webinar&utm_medium=slides
https://ecosystem.hubspot.com/marketplace/apps/callrail?utm_source=q3-product-webinar&utm_medium=slides
https://hubs.la/Q02PMhF20
https://ecosystem.hubspot.com/marketplace/apps/recently-updated-apps?utm_source=q3-product-webinar&utm_medium=slides
https://ecosystem.hubspot.com/marketplace/apps/new?utm_source=q3-product-webinar&utm_medium=slides
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<4+ Breeze

COPILOT

Breeze Copilot (formerly ChatSpot) is a powerful AL chat
assistant that works with users to get things done in HubSpof.
With Copilot, users can gain insights on prospects, generate
content across all their marketing channels, prepare for
upcoming customer meetings, and talk tfo the data in their CRM.

Add note to contact

( Show engagements with company >

USE CASE

Copilot helps all users work more efficiently by giving them a
smart assistant that knows about everything in their portal and
can quickly accomplish basic tasks across HubSpot.

See more prompts >

LAUNCH REGION: GLOBAL
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4+ Breeze

Intelligence

DATAENRICHMENT

Under settings there is a new, Enrichment section. This allows you to configure and
control settings for both Contact and Company enrichment. Additionally you can see
the available contact and company attributes on individual records as well as manage
enrichment actions and credit spend within the Smart CRM.

e  Enrich company and contact records automatically.
° Manually enrich or re-enrich a company or contact from an existing record.
° Bulk enrich company or contact records.

USE CASE

Enrich your contact and company records with precise, standardized data that your
team needs to successfully go-to-market. With over 40+ firmographic, demographic,
and technographic attributes across contacts and companies that are continually
refreshed, the breadth and depth of the data offered through Breeze Intelligence has
what you need to keep your CRM fresh.

LAUNCH REGION: GLOBAL
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475 of 1,000 credits available
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4+ Breeze

Intelligence

BUYER INTENT

Know what high-fit accounts are visiting and showing intent on
your website.

USE CASE

Powered by reverse-IP and enrichment data sources and your
own HubSpot Smart CRM data, buyer intent tells you which
companies in your farget market(s) are ready to
buy—regardless if they’re already in your CRM or not.

LAUNCH REGION: GLOBAL
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T ] [3] Viw Rocord
‘ Biglytics
Ze

About Toppageviews  Recent po sgeviews

Top pageviews last 7 days Visits Last Visit

/platform/solutions

Jrequest-demo Pr——
/docs/integrations

Jdocs/geting:storted

/obout

Jprivacy-and-security
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4+ Breeze

Intelligence

FORM SHORTENING

Capture more leads without sacrificing data.

USE CASE

Extra form fields mean fewer qualified leads. Get the best of
both worlds by dynamically shortening your forms with
HubSpot’s global enrichment database while still collecting the
data you need to understand, score, and route your leads with
speed and precision.

LAUNCH REGION: GLOBAL
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< Back to all forms Submission details

Contact Form Brian Halligan

\ Contact Properties (2 fields) — 7

...........

Last 30 days ¥

CONTACT COMPANY CONVERSION PAGE SUBMITTEC

~ Contact Properties (1) —
L] L] L]
Company name #
- 3 = m
3
bt ° ° Compony size +
L] ° L]
° ° ° ~ Other values (1)
L] ° L]
L] L] L]
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Q3 2024 Product Recap

Product Updates

Check out all our Public Beta
and Live updates from July!

July At-A-Glance

Product Updates

Check out all our Public Beta
and Live updates from August!

August At-A-Glance

SEPT MBER 2024

e Py
+ ¥

PRODL.. ~UPDATES
L.

Coming Soon!

This deck will be available at
the end of September on
hubspot.com/new



http://hubspot.com/new
https://hubs.la/Q02P0SyH0
https://hubs.la/Q02P0TzZ0

How do I learn what’s

Spotlight

HubSpot’s newest biannual
product showcase featuring all
the great launches that help
you grow better!

e Updated 2x a year

new?

What’s New

Stay up to date with HubSpot!
e Updated every month

e Sign up for our monthly
newsletter on
hubspot.com/new to get
our latest updates
straight into your inbox



http://hubspot.com/new
https://www.hubspot.com/spotlight
https://www.hubspot.com/new
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