
Aligning Sales & Marketing Teams





Welcome



Lanyards

Networking

Icebreakers
Happy Hour
February 7, 2024
Convention Centre Dublin
4:30pm - 5:30pm 

Enjoy drinks and appetizers with 
our sponsors 



Agenda

9:10 - 9:35am Unpacking Sales & Marketing Trends: UK & Ireland Focus 

9:35 - 10:15am Customer panel - How Sales & Marketing Work Better 
Together

10:15 - 10:45am Break

10:45 - 11:15am Changing of the Guard with Earnest Labs 

11:15 - 11:45am Unlock Your Growth Potential with AI 

11:45 - 12pm HubSpot Academy for Sales & Marketing

12pm - 2pm Networking and Lunch

1pm - 2pm Exclusive for HubSpot Customers: Customer Led Growth





HubSpot at a 
glance



HubSpot’s vision is 
to help millions of 
organisations
Grow 
Better



Who we are

Why we exist

What we do

Hubs: 

System of 
engagement

Smart CRM:       

System of 
record

Connected 
Ecosystem

Marketplace
Find integrations, templates, & services

Academy
Learn new skills, gain credentials

Network
Join our community, grow your craft

Help millions of organizations grow better

A customer platform with a Smart CRM, engagement hubs, and a connected 
ecosystem that enable customer connection.

AI-PoweredHow we do it

Smart CRM

Lead gen

Marketing 
Automation

Prospecting

Deal 
Management

HelpDesk

Self Service

Content 
Creation

Content 
Management

Advanced 
Reporting

Process 
Automation

Payments & 
Subscriptions

Billing & 
Invoices

Unified Customer Data Customization & Extensibility

Commerce

Customer Intelligence

   
AI-Powered 

   
AI-Powered 



HubSpot is trusted 
by over 200,000+ 
customers in over 

120 countries



Why HubSpot?



Unpacking Sales & 
Marketing Trends
What’s happening in the UK & Ireland





Trends



The all-new customer 
journey

is unfolding 
fast



Information > Intelligence



What does this mean 
for your sales and 
marketing?



Today’s customers…

1
Use AI

“Compare Microsoft 
Teams to Slack” 

2

75%
of B2B customers won’t 
fill out a form to access 
content

3
Are anonymous Want 

relationships

84%
already know about your 
products and services, 
and how they compare 
your competitors. 

67% of sales professionals said they expect AI to help buyers so much they’ll make 
important buying decisions in 2024 without ever talking to a rep.



Change is 
hard



But the 
opportunities 

are huge
£395k
31% of top sales performers have closed deals over 
£395,000 without ever meeting the buyer face to 
face.

215%
Marketers whose brands provide a personalised 
experience are 215% more likely to say their strategy 
is effective than those who don’t.



Old Habits New 
expectations

● Live walkthroughs
● Features and benefits
● Formal sales process

● On-demand demos 
● Self-guided tours 
● Free trials 
● Self-serve pricing 

packages

Strategic Guidance   |   Partnerships   |   Valued Consultants

What needs to change?



Let’s talk about 
the A word



Alignment

104%
Aligned sales and 
marketing teams are 
104% more likely to reach 
their goals.



104%
Aligned sales and 
marketing teams are 
104% more likely to reach 
their goals.

-30%
But only ~ 30% have 
achieved it.

Alignment



104%
Aligned sales and 
marketing teams are 
104% more likely to reach 
their goals.

-30%
But only ~ 30% have 
achieved it.

96%
And 9 in 10  say this 
undermines the 
experience.

Alignment



Alignment is the 
secret to better 
leads, stronger 
sales and more 

ROI.



 

3 pillars

to align teams 
in 2024



3 pillars to align teams in 2024

✔ Reimagine Roles



3 pillars to align teams in 2024

✔ Reimagine Roles
✔ 
Collaborate 
on Content



3 pillars to align teams in 2024

✔ Reimagine 
Roles

✔ 
Collaborate 
on Content

✔ Change 
Data Approach



How data is changing

Third-Party Data First-Party Data



84%
of marketers say data 
privacy changes are 
affecting strategy.

76%
say Google’s phaseout of 

third-party cookies will 
make marketing more 

difficult.

Third-party data is out



First-party data is in

Social media 
conversations Online chats Surveys App usage

Customer 
service 

interactions

Customer 
feedback Email opt-ins

Newsletter 
subscriptions



What happens 
next?



40%
want to exceed sales 
targets

Top Marketer Goals for 2024

33%
want to go after new 
markets

20%
want to shorten the 
sales cycle

Top Sales Professional Goals for 2024

29% Want to improve sales & marketing alignment

27% Said improving alignment would result in the most growth 
for their companies



How many SaaS apps do 
you think the average 
company has?

Trim your tech stack



254 
SaaS apps today



Turn this…

Address the disconnection crisis



Into this…

Address the disconnection crisis



Support the 
self-service journey
Sales professionals who 
provide self-service tools 
are 47% more likely to be 
over goal than those who 
don’t.

But what does that 
look like?

On-
demand 
demos

Free trials

User 
reviews

Customer 
stories

Chat bots



Using HubSpot to

stay ahead



With HubSpot AI, all of the 
latest customer and content 
creation tools are built right 
into your Hub — no need to 
switch between platforms.



HubSpot Connect

When sales and marketing have 
a shared system for data, 
communication and strategy, 
the two teams operate as one 
unified organisation.



More to 
explore

A Guide to Accelerating Business 
Efficiency in 2024

The 2024 Sales Trends Report

The 2024 State of Marketing & Trends 
Report

https://www.hubspot.com/hubfs/A_Guide_to_Accelerating_Business_Efficiency_in_2024_version02.pdf
https://www.hubspot.com/hubfs/A_Guide_to_Accelerating_Business_Efficiency_in_2024_version02.pdf
https://www.hubspot.com/hubfs/HubSpots%202024%20Sales%20Trends%20Report.pdf
https://blog.hubspot.com/marketing/hubspot-blog-marketing-industry-trends-report
https://blog.hubspot.com/marketing/hubspot-blog-marketing-industry-trends-report


Thank You!





Break



of the Guard
The Changing 

How to engage
the next generation
of B2B buyers



Bring the new 
HBX Group 
brand to life in 
new, interesting 
ways

49



50





New 
technologies

New 
channels

New 
content

52



53



How they live

What’s important

How they interact with the world

54



55



The new 
B2B buyer 
wants to be 
entertained

56



The 
insight:

EARNEST LABS

57

The average millennial spends 100 
minutes per day watching videos 
online

Millennials spend an average of 
1.5hrs per day on games consoles

1/3 of the population is made up of 
auditory learners

3.7 hours is the average mobile 
screen time per day



What to 
explore:

EARNEST LABS

58

Explore Gaming Explore Documentaries

Explore Podcasts Explore Experiences



The new
B2B buyer
is discovering 
brands and 
products in 
new ways

59



The 
insight:

32% of AR users use the technology 
simply because they like it. 

60

22% of Millennials say they find out 
about a new product or service 
through TikTok.

50% of UK households own a voice 
assisted device that they use on a 
regular basis

51% say they are comfortable using 
an Ai assistant tool to buy a product or 
service



61

Explore Mixed Reality Explore New Channels

Explore Voice Explore Ai Search

What to 
explore:



The new
B2B buyer is
influenced by
their communities 
and the creators 
within them

62



The 
insight:

63

80% of Millennials say they trust 
influencers.

49% say influencer recommendations 
are more engaging than regular 
adverts

69% of B2B brands say they are 
looking into building their own 
communities.

62% of B2B sales are influenced by 
professional reviews and peer 
recommendations.



What to 
explore:

64

Explore Community Building Explore Loyalty +

Explore Co-Creation Explore Partnerships

https://www.fastcompany.com/3065471/ge-podcast-theater-returns-with-a-new-sci-fi-thriller-lifeafter#:~:text=The%20brand%20has%20unveiled%20its,play%20in%20the%20grieving%20process.


The new 
B2B buyer 
wants
and needs
balance

65



The 
insight:

EARNEST LABS

66

53% of employees say they are 
currently worried about job security

77% have experience burnout in their 
current role

Brands showing empathy in their 
marketing see a 43% rise in customer 
loyalty

Women now make up 28% of C-Suite 
roles, a growth of 6% year on year. 



What to 
explore:

EARNEST LABS

67

Explore Helping Explore a New Message

Explore tackling health Explore campaigning



EARNEST LABS

The new
B2B buyer
wants to leave 
their impact
on the world

68



The 
insight:

69

64% of B2B buyers prefer brands with 
a clear sustainability agenda. 

58% of B2B buyers prefer engaging 
with companies that stand for a cause 
or showcase strong ethics.

Content addressing inclusivity and 
diversity sees 47% more 
engagement

72% of B2B buyers consider a 
brand’s environmental and social 
stance before finalising a purchase.



The 
opportunity:

70

The Sustainability opportunity The topical opportunity

The Charity opportunity The Celebration opportunity



71

So, the new B2B buyer…

wants to be 
entertained

is discovering 
brands and 
products in 
new ways

is influenced 
by their 
communities

wants and 
needs balance

wants to leave 
their impact 
on the world

…are you ready?



23 Fitzroy Street 
London 

W1T 4BP

www.earnest-labs.co
m

Comments, questions 
and queries?

http://www.earnest-labs.com/
http://www.earnest-labs.com/


How Marketing &
Sales Use HubSpot AI  





Let's talk about

How should GTM leaders use 
Generative AI to grow? 

How can HubSpot AI help?What opportunities does 
Generative AI bring?



What opportunities 
does Gen A.I. bring 
for businesses?



Generative AI is quickly 
transforming how we 
work, consume, 
and interact.



We’re talking about a 

1800s

1900s

1700s

PACE OF INNOVATION



1 Year 2 Years 3 Years 4 Years

ChatGPT

Internet

Time taken to reach 100 million users. 



of SMB leaders believe that AI makes it easier to compete 
against larger businesses in their industry

of SMB leaders say that if AI/automation were fully 
implemented in their company, the business would see 
unprecedented growth

The main benefits of AI are increased effectiveness, time 
savings on manual tasks, increased productivity, and a 
more personalized customer experience

source: HubSpot Research, April 2023

source: HubSpot’s State of AI Survey

source: HubSpot’s State of AI Survey



How should 
Marketing & 
Sales use GAI to 
grow?



automate rote tasks

empower with high-value intelligence

Use Generative AI like an assistant/co-pilot/co-worker to
THE NEW
PATH FORWARD
This way                       > 



Generative AI enables marketers to create high 
quality content that performs better, even faster.

source: HubSpot’s State of AI Surveysource: HubSpot’s State of AI Survey

of marketers 
using Al to make 
content say it 
performs better 
than content 
made without 
gen. AI

On average, 
marketers using 
gen. AI save 3+ 
hours per piece 
of content



source: HubSpot’s State of AI Surveysource: HubSpot’s State of AI Survey

of salespeople 
using 
Al/automation 
say it helps them 
build rapport 
faster

of salespeople 
using AI say it 
makes their 
prospecting 
efforts more 
effective

Generative AI enables sales reps to spend 
more time selling and creating outreach that is 
more personalized + effective.



How can 
HubSpot AI 
help?



HubSpot has been using 
AI for years

Conversation Intelligence

Data enrichment Lead scoring

& more



HubSpot has been using 
AI for years

In 2023 we engineered 
generative AI across 

our platform

Conversation Intelligence

Data enrichment Lead scoring

& more

AI Assistants ChatSpot

Free AI microapps



HubSpot has been using 
AI for years

In 2023 we engineered 
generative AI across 

our platform

This year we're 
investing in more AI 
use cases 
& innovations

Conversation Intelligence

Data enrichment Lead scoring

& more

AI Assistants ChatSpot

Free AI microapps

AI Forecasting

Website Generator & more

Image Generation



Marketers 
HubSpot AI helps you spark 
creativity, improve ROI, and 
increase efficiency.

● Generate more leads and 
sales

● Increase website traffic

● Reach higher conversion 
rates

● Increase revenue

● Reduce marketing costs

● Scale marketing efforts

● Faster time-to-market

Improve business resultsTackle daily tasks 

● Create engaging marketing 
email copy and subject lines

● Generate SEO-driven content 
ideas and copy

● Generate images

● Create copy for campaign 
assets like landing pages 
social posts, ads, CTAs, SMS 

● Turn text prompts into a 
fully-functional website

● Generate reports using 
natural language



https://docs.google.com/file/d/1v3uUBtCR2ffbCuV-t_xVz6l2eXEsUtoJ/preview


https://docs.google.com/file/d/1KzyA19-3VE5uF_7P5ADeXXDDwYQr_d0P/preview


● Draft sales emails on 
desktop or on mobile 

● Transcribe calls & call 
coaching 

● Automatically score leads 
● Enrich contacts and 

company data 
● Get quick status updates
● Create reports using 

natural language 
● Generate AI-powered 

forecasting reports 

Sales People 
HubSpot AI helps you 
transform the way reps 
prospect and sell.

● Save time on redundant 
tasks and spend more 
time selling

● Forecast sales more 
accurately, faster

● Prioritize deals that are 
more likely to close

● Craft more personalized 
outreach emails

● Fill the pipeline faster

Improve business resultsTackle daily tasks 



https://docs.google.com/file/d/1DjZtSoE4f79PBx3Ur77cSAbkNvOdDA16/preview


AI Sales Email 
Summarization

Instantly summarize long email 
threads so your sales reps can engage 
with prospects quicker. 

Available on iOS 

https://docs.google.com/file/d/1So-PhY92d8ZXiJ5xKE11SgsulS2trGxa/preview


AI Report 
Generation

Quickly create a report by simply using 
natural language. Ask what you want 
to know and let HubSpot AI create the 
report for you (desktop and mobile)

Sales Use Case 

https://docs.google.com/file/d/1FeqhjT5M4vuSZvBw6GdFhs_iR0Sn3a_3/preview


Key 
Takeaways

AI offers great growth opportunities for 
Marketing and Sales

HubSpot AI is embedded on our 
customer platform, no context switching 

HubSpot AI features and tools are included in 
all tiers, Free+

Some of our HubSpot Assistant are in Public Alpha or Beta, which means we will continue to test, experiment, and improve the features.



Useful Stuff Wanna get started with GenAI, no strings 
attached? ChatSpot.com

Already using HubSpot and want to learn more 
about AI?  HubSpot.com/AI

Have questions about data security and privacy? 
HubSpot.com/legal-stuff  

Some of our HubSpot Assistant are in Public Alpha or Beta, which means we will continue to test, experiment, and improve the features.



Thanks!
Connect with me: 
Linkedin.com/in/irinanica



HubSpot Academy for 
Sales & Marketing 

Victoria Gütter, Manager HubSpot Academy



What do you know about 
HubSpot Academy?



Intention for our time 
together today

After this session 
you will be able to…  

Leverage. What you now know about 
Academy to your day to day. 

Explore. How beneficial Academy can 
be for you

Explain. The purpose of Academy 

And in the weeks to come… 



Academy 
gives us a 

powerful way 
to connect with customers 

around the 
world.



Our Customers crave connection.

Hybrid is lonely. I want a safe space for 
seeking empathy and feedback.

My job is hard. I want reassurance that I’m 
doing this right.

I want get the most out of HubSpot, 
but I don’t know how. 

I want to learn from people who are like me 
and who are ahead of me.

?

Why does HubSpot Academy exist?



HubSpot 
Academy’s 
purpose

Empower a global learning community 

through content, experiences and 

credentials.

Our customers are empowered to 

maximize their career potential and 

are set-up for success when using 

HubSpot’s capabilities.



2012
● 1 hour long webinar 3x a day 

● Live facilitated training 

● English & NAM only 

● Internally created content

● No Credentials 

2024
● 6+ languages (FR, DE, ES, JA, and PT) available 

to learn in and 23 global Professors 

● 50 Certifications available to customers 
and partners with over 700 lessons 

● 6 Accreditations 

● On-demand, live, cohort, and community 
learning 

● Cohort-learning experiences like bootcamps

● Custom playlists for learners

 

And so much more…



So how can you use 
HubSpot Academy?



Today, HubSpot Academy...

Live 
Personalized

education & credentials
in person & virtual at events all 

around the world

On-Demand 
Self-serve

education & credentials
on the Academy app

with 

Professors
Internal educators in 6 languages 

#2: Academy



Where can you find Academy 



Query HubSpot Academy’s 6000 videos via ChatSpot via AcademyAI 

https://docs.google.com/file/d/1FaIFy9KvGGpsPmz67f3bYygnWfS9CwQD/preview


Academy Playlists 

Enable customers and partners to 
self-serve their HubSpot software 
journey and support learning 
towards career goals.

And here’s why & how…



Academy Playlists: Create, assign, share

● Managers onboarding large teams to HubSpot 

● New hires familiarizing themselves with 
HubSpot software and terminology 

● Admins curating HubSpot best practices and 
sharing them with their team

● Students and professionals looking to change 
roles or learn new job responsibilities

● Power users looking to share their favorite 
content with users outside of their organization

 



Academy Playlists: Here is how

 
Placeholder screen recording

https://docs.google.com/file/d/1fCTixFUWwY4mibUY_EX5ftTwDeNH7uGz/preview


Sales & Marketing 
Alignment Playlist

Happy learning!



Wrap-Up



Educational 
Content & 

Experiences  

+ =
Learning 

community 

+
Credentials The success of 

customers & 
partners at 

scale 



Questions, 
thoughts, 

comments? 

Let’s connect!



Thank You!
SCAN HERE

TO LEAVE 

FEEDBACK



BreakLunch


