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Questions?

Please make sure you use the Q&A feature on Zoom (not chat) and
we’ll answer your questions throughout and at the end of today’s
presentation.
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Confidentiality Reminder

This presentation contains confidential information. As partners and providers, all of you are
bound by Confidentiality obligations under the HubSpot Solutions Partner Program
Agreement.

We’re sharing this with you to help educate and prepare your business so you can better serve
your clients and go to market with HubSpot. Please Use Good Judgement in relation to this
presentation and its contents, specifically in relation to those slides marked "Confidential”.

This presentation, its contents and any discussions are confidential information.

As a reminder, we have confidentiality obligations in our terms with you and it's important
that you do not disclose confidential information to any third parties.
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A Note Regarding Forward-Looking
Statements

This presentation includes statements regarding planned or future development efforts for
our existing or new products or services. These statements are not intended to be a promise
or guarantee of future availability of products, services, or features but merely reflect our
current plans based on factors currently known to us. They also are not intended to indicate
when or how particular features will be offered or at what service tier(s) or price. These
planned and future development efforts may change without notice. Purchasing decisions
should not be made based on reliance on these statements.

These statements are being made as of today July 18, 2024 and we assume no obligation to

update these forward-looking statements to reflect events that occur or circumstances that

exist or change after the date on which they were made. If this presentation is viewed after
this date, these statements may no longer contain current or accurate information.
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Agenda

1. LinkedIn use cases: why you'd use,
value, demo

» Sales Nav Demo (Layla)
» Marketing (Liz)

2. Wrap up/ QG&A




The Sales Person’s U]timqte Toolkit

Your CRM

Data is brought to life with

Sales Navigator

Data is tailored per CRM and

insights to help reps key workflows are automated

uncover a path to revenue. to improve sales efficiencies.
Data is enriched to improve

data foundations.




Supercharge your sales team and amplify the value of your data by
connecting your CRM with Sales Navigator

Uncover a clear path to revenue Improve sales efficiency Develop better data foundations
Intelligent & Personalized Insights Automate key workflows Better Data, Better Decisions
* |dentify promising opportunities when « Stay on top of opportunities * Flag out-of-date CRM contacts
past customers move to new companies
* Reduce wasted rep time » Seamlessly add contacts to CRM
* Know when contacts leave an open deal
* Unified seller experience * Demonstrate ROl
» Automatically surface new prospects ) -
based off a rep's sales history * Focus prospecting on new or existing

= S -

Resulting in Better Sales and
Marketing Orchestration
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The best version of Sales Navigator with CRM provides value across
the entire business

Leverage ROl reporting for
recommendations on how to

improve your company’s Sales
Navigator performance

-

Ensure stronger and more
accurate data foundations by
updating CRM data with LinkedIn
first-party data.

Use actions taken on LinkedIn
(InMails and Connection
Requests) to trigger timely and

personalized campaigns.
Access key signals & hidden

allies to unlock conversations with
the people that matter, at scale.
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Demonstration

[} Sales Solutions



Value in Syncing

The 7K+ companies that sync their CRM with Sales Navigator experience:

/\-

)
/ )9

Better Data Adoption Skyrockets
* Pre-sync: 40% of Contacts on Avg were * 36% more searches
outdated * 25% more engagement
* 500 Contacts Added * 4% more connections
» 2500 activities autologged

Clnalind o Microw i Cordidential

Increase in ROI
* Avg dedl size increased by 14%

* /% more deals sourced

* /% increase in revenue influenced



Transition to
Marketing
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Proving marketing impact
on the bottom line is
increasingly critical.




The thing we struggle most
with is marketing attribution
reporting. We can look at
that last touch model but...
realistically there are a lot
of touches along the way.”

Marketing Analytics Manager
@ Technolegy SMB



The B2B customer journey includes el
multiple touchpoints




Revenue Attribution Report gives you visibility beyond the last touch to see
how your marketing efforts on LinkedIn are influencing revenue and pipeline. i ashspies

ancther Linkedin od and iy I
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up with the lead

Sales rep novigates
.
seling process
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Q Opportunity creatad!
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Last touch attribution models only gives credit to one
Lead cre: g
marketing touchpoint along the entire custormer journey.




What can you do with the Revenue Attribution Report?

Sync CRM data to understand
how metrics are influenced by

O Q LinkedIn marketing down the

funnel as they convert to closed
won opportunities.

®
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View reports directly from your
Business Manager Ad
Accounts to show how
Linkedin marketing impacts
sales metrics.




HubSpot CRM
Prerequisites
Checklist

Ensure you have a Sales Hub Pro
or Enterprise license in HubSpot

You must be an admin in Business Manager
and in HubSpot.

Enable CRM sync for all features using credentials
with a permission level of “View" (or Read-Only)

On all objects and fields as listed here.

Ready to connect your CRM!

You'll need your CRM credentials to
connect.




Confirm CRM connection

% -9

Connecting Hubspot to LinkedIn Business Manager

Business Manager would like to:

Get LinkedIn's Sales and Marketing Systems Connect (SMSC)
permission for record ingestion

Get LinkedIn's Sales and Marketing Systems Connect (SMSC) writeback
permission

(o) D




[ BusINESS MANAGER

L & CRM Connection
Liz's business Manager
ID: 7034241059396141056 Connect to a CRM to attribute LinkedIn marketing to sales outcome in the revenue attribution report
It can take up to 72 hours for the field change to be reflected in the report.
# Home
\‘b Hubspot
@ Partners

People

& Ad accounts
B Pages

ili Matched audiences

al. Revenue attribution

&5 Invoices

¥ Settings

(* pisconnect )




R

RAR R&D Test Account

ID: 7135800932281274368

B

Home

Partners

People

Ad accounts

Pages

Matched audiences

Revenue attribution

Invoices

Settings

Revenue attribution report

Understand how your LinkedIn campaigns influence sales from your CRM leads. Learn more

js HubSpof Data last received: 3/11/24, 9:53 AM

Time range: 3/14/2023 - 3/12/2024 ~ Ad accounts: All ~ Lookback window: 180 days ~ Attribution model: ~ Any impression counts as a touch ~

n New EU law will impact the Revenue Attribution Report’s ability to measure and attribute traffic from the EEA and Switzerland. Be advised you may see report metrics fluctuate. Learn More

Top line
Understand overall effectiveness of LinkedIn as a marketing channel.

ine amount

$3,650,000.00 $7,279,807.08

! LinkedIn ad spend Pipe
$7,279,807.08

Performance over time
Understand the performance of LinkedIn as a marketing channel over time.

9] View: Revenue won v

$8M

$6M

$4M

$2M



[l BusINESS MANAGER

Funnel Metrics

&3 Invoices Understand how LinkedIn marketing drove leads and opportunities.

* Settings Stage Deals
Leads (— | 730,004
Open opportunities I 365,000
Closed won B 365,000

$8M
R
RAR R&D Test Account
ID: 7135800932281274368 oM
™ Home
$4M
i Partners
$2M
22 People
2 Ad accounts
g Pages Mar 2 Mar 27 Apr 21 May 16 Jun 10 Juls Jul 30 Aug 24
i11: Matched audiences
Campaigns
& Revenue attribution Understand how your top 100 campaigns (by revenue won) influenced sales over the last year.

Sep 18 Oct 13 Nov 7 Dec 2 Dec 27 Jan 21 Feb 15

Revenue won

Compare campaigns v

Conversions
Understand overall quality and conversion rate of LinkedIn driven leads.

Metric Conversion rate
Opportunity win rate 50%
Avg. deal size $20.00

Avg. days to close 8




“These insights and reporting have helped us secure even more
budget and to invest more in awareness across Linked|n,
because we now know that we're still benefiting from money that
was spent long ago”
Jia Rae

Senior Director of Demand
Generation, Velocity Global

Prove the value of your
LinkedIn investment

In today’s competitive B2B landscape,
understanding where revenue comes from is
crucial. Revenue Attribution Report (RAR) provides
comprehensive insights and currently reports on
any leads who have seen or engaged with LinkedIn

Ads. “We as marketers know marketing has a broader effect than
what can be directly attributed, but every CMO and CFO in
In this presentation, we shared how RAR’s powerful the c-suite needs to see dollar value. Having the Revenue

Attribution Report tied to impressions has been really helpful
to show the overall value of the campaigns and those
touchpoints. It makes it easier to go back to your CMO and
show that it's working and ask for more budget.”

insights and create more effective data-driven
marketing campaigns. We will share additional
ways to get more insights and make your marketing
efforts count.

Whether you use RAR on its own or alongside other ‘}E} Alexander Nelson
tools, RAR supplements and provides deeper Director of Marketing, Rivery
insights into campaign performance.




Q&A

Let’s talk!
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Before you go...
e Please share your feedback in our survey

https://survey.hsforms.com/1l A2gkdzStmamwWwni3Xhgz/et
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https://survey.hsforms.com/1l_A2gkdzStmamwWwni3Xhgz7et

