An Introduction to

Sales Hub Enterprise




A Note About 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 August 27th, 2020 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.




Today’s most disruptive companies are
winning on customer experience.
CRM is at the center of it all.



** LegaCRM
Command your customer experience with the
most sophisticated CRM system of all timel

FEATURES:







In aiming f
" aiming for More than Vs

infinite flexibility, of CRM implementation

most CRM systems became

projects eventually fail.

According to a 2017 analysis by CIO magazine,



https://www.cio.com/article/2381909/what-to-do-when-your-crm-project-fails.html

In building for the
budget holders,
they forgot about their

More than 50%

of sales leaders say their
CRM is difficult to use.

*According to a market research s of sales leaders, conducted by HubSpot in Jun




While they can technically
do everything,
they turn out to be

without a lot of “extras.”

47% of sales leaders
don’t believe their current CRM
is powerful enough to help

them grow over the next three

years.

*According to a market research survey of sales leaders, conducted by HubSpot in June 2020.




In 2020, you no longer have to choose
between powerful and easy to use






The Sales Hub Advantage



A more complete and easier to use product

kS Bradue Enterprise-grade  Al-powered Connected Streamlined

CRM Features Sales Acceleration ~ CPQ Tools Sales Reporting



Built on the HubSpot Platform

_ Easier to implement because everything works together.
Sales, Marketing, Service, & CMS - easy to add more as you need more.




A broad and deep ecosystem

_ Hundreds of certified integrations with popular tools. A huge network of
certified partners who can provide any sort of help you need.




...and getting even better in 2020.

HubSpot Product

CUSTOM OBJECTS TODAY VIEW FLEXIBLE PRODUCTS SALES ANALYTICS
DEEP PERMISSIONS ADVANCED SEQUENCES CUSTOM PROPOSALS FORECASTING TOOLS
NATIVE ABM FEATURES



¥ Contacts~  Conversationsv  Marketing~  Sales~  Service~  Automation~  Reports v Q £ A 0 Brittany Larr

Deals (2)

< Contacts & Activity Notes

$500 Professional package renewal
Allusers + Al teams v Expand all
Stag

Close date:

Kevin Grondin

ional package

> won

¥ About contact

Kevin

Enterprise Grade | pr—

> Taskassign Julia Gron Overdue: Ma 0 AM EDT

© Checki nna's progr

Contacts
§ > nna Kutch y2,
5 ¢ up with Kevin about tracking code

by NickKirshke @

v Tickets (1)

h 9,2020 at 2:11 PM EDT

evin Grondin




Core CRM

All of your dat
the customer |

d, daCross

ifecycle

< Contacts

Contacts v Conversations v

Actions v

Kevin Grondin Vi

Business Systems Analyst
z \ OG5 =) ()

v About contact
Fir
Kevin
Lastna
Grondin
Email
keving@gmail.com

(617)617-6176

02/28/2020 11:11 AM EDT

Marketing v

Salesv  Service v

Automation v Reports v

Activity Notes Emails

Filter by: All users v All teams +

Pinned

>

Task assigned to Anna Kutch

(© Send Kevin documents to look over

Note from Nick Kirshke % 10

Calls

Tasks

Expand all

Overdue: March 8, 2020 at 9:00 AM EDT

March 9, 2020 at 11:41 AM EDT

@Anna this lead has technical questions about the tracking code. Can you take a look at their
question and try to answer it based on our conversation last week? | think they could be intereste...

Upcoming

>

Task assigned to Julia Gron

(© Checkin on Anna's progress

> Task assigned to Anna Kutch
Follow up with Kevin about tracking code
> Meeting - Demo scheduled by Nick Kirshke
Meeting to discuss upgrading client
March 2020
> Task assigned to Anna Kutch
@ FoltowuprwithKevinabeutagendaritems
> Email - Meeting Followup from Anna Kutch

to Kevin Grondin

Hi Kevin,

2

=1

Overdue: March 8, 2020 at 9:00 AM ED

Due: May 2, 2020 at 9:00 AM EDT

May 4,2020 at 1:30 PM EDT

March 9, 2020 at 2:11 PM EDT

March 8, 2020 at 9:16 AM EDT

I've attached the quote we discussed from our last meeting. Please let me know if you have any qu

Q

2

Q & A

e v Deals(2)

<

+Add deal

$500 Professional package renewal
Stage: Awaiting Client - Dialogue
Close date: November 30, 2018

o

$1000 Professional package
Stage: Closed won
Close date: November 30,2017

e

Company (0) +Add company
Tickets (1) +Add ticket
Contacts




Q
N

& Contacts Conversations v Marketing v

P

Contacts ¥

21 contac’
wecaio

- .
Custo ObJeCtS Tickets v # My contacts
=]

MatCh Sales HUb to the Company Loc...
specific needs of your business Referrals

Q Contact own

Services

Subscriptions
2 Blumenthal




Teams & Permissions
Robust tools to manage
and administer large teams

Contacts Conversations v

Settings

Account Defaults
Contacts & Companies
Conversations
Domains & URLs
Import & Export
Integrations
Marketing
Private Content
Properties
Reports

Sales

Service

Users & Teams

Website

Marketing v Sales v Service v Workflows Reports v

Properties Groups Records customization m

Properties store information about a contact, company, deal, or ticket. Your

properties by default.

Filter by: Contact properties ~ All groups ~ All field types ~
E] 2 selected + Addtogroup @ Delete & Assign Us
|
Annual revenue new
Single line text '

Associated deals
new |

Number field

Average page views

Number field new
Became a customer date
- Cont
Date picker
Became a lead date

Cont

Date picker



Account-Based Marketing & Selling
Easily start running an a

account-based strategy

Contacts v Conversations v

Target Accounts

Al target accounts
No open tasks

No logged calls
No meetings

No open deals

No decision maker

Blockers

Recommendations
Potential target accounts

Prospects

Marketingv ~ Salesv  Service v

Account overview

Activity
Owner: Al v Team: All v PAGEVIEWS! p—
TARGET ACCOUNTS A 3.01% A 2.98%
Across all networks
Contacts Buying roles only
CONTACT
COMPANY
Amy Andrews
CEO at $2 Bogota
. Xuatico
Brian Boxer
VP Marketing at 52 Bogota
&) A2 Robotics
‘ Callie Craven
T o] VP Finance at S2 Bogota
0 Root Legal
O Webb Appliances
. LD Associates
‘ PN&M Internal stakeholders
STAKEHOLDER

¥, Cordafone

This month ~

NEW CONTACTS 1:1 EMAILS SENT LOGGED CALLS MEETINGS
A T712% A 13.45% A 1.07% A 298%
Search contacts Q
BUYING ROLE LASTTOUCH LAST ENGAGEMENT . SCHEDULED
DecisionMaker | 3 days 200 Thcurags:
Ethan Kopit called Opened email from Ethan Kopit
- 5 days ago 2 days ago  Meeting
Shampion NateLacy sentemail  Opened emall from Nate Lacy O Task

Economic Buyer

2 weeks ago 3daysago § S
Nate Lacy sentemail  Viewed Why HubSpot? = =
5 days ago

No outreach
© outreac Viewed ABM 101

5 days ago

No outreach
Viewed ABM 101

rev[1] 2 3 4 5 Net ) 25perpage v

TOTALACTIVITY LASTTOUCH SCHEDULED




...and everything else you
need to build a seamless
customer journey.

Q Sales Automation 0 Deep Customization
Q Lead Rotation Q Product Library
0 Prospecting Tools Q Single Sign On

Q Inbox Integration




Al-Powered
Sales Acceleration

{ Back

New sequence

Settings

Add a template now,
personalize it later

utomated email

Template: Inbound lead fro

king in

u'd requested

formation about X

Vv See more

Choose step

Automated email

an email ¢

n email yourself,

LinkedIn Sales Navigator [EEZ

m Sales Navigator - InMail




Advanced Sequences

Orchestrate the sales process
across every channel

New sequence Vi

Steps Settings

teps 14 days to complete
nrolled from this sequence in any o

y adding an email template or task

O your new sequence.

Choose a step

4

a2

Auto Email

This will explain what this thing does

Manual Email

This will explain what this thing does

Call

This will explain what this thing does

To-do

This will explain what this thing does

LinkedIn Sales Navigator

Sales Navigator - Send InMail

This will explain what this thing does

Sales Navigator - Connection request

This will explain what this thing does



LinkedIn in Sequences LinkedIn Sales Navigator

Send LinkedIn InMail & [
CO n n e Cti O n re q u ests m Savles Navigator - Colnnection request
natively from HubSpot

*Requires LinkedIn Sales Navigator Subscription



Always at your fingertips,
wherever you go

Today

8 Upcoming Tasks

12 due today, 3 overdue
Follow up with Barry
Barry Nugent +2, Widget Co.

Today

Email Contracts to Barry

Barry Nugent +2, Widget Co

Today

Call with Vishnu Mohanan

Vishnu Mohanan

Yester: Overd
Go to tasks

# Upcoming Meetings

8 meetings scheduled today

Annual Leave
With Barbara Peters

All day

12:000m Team Briefing

With Stephen Crowley +3

12:00pm Contract Renewal
With Bob O'Brien

View all meetings

Now

in3hrs




Contacts v Conversations v  Marketingv  Sales~  Service v  Automationv  Reports v 0 Brittany Lambert ~

Today Give your prospecting strategy a powerful boost Up next

10:00 AM - 10:30 AM
Prospect activity Start here each day to track prospect activity and see your progress, ' Cleptheng
all in one place. Know what's coming up next and where to focus to % with Mareo Vierray#1

hit your sales goals.

Open @

Today View e
[ New | Todsy

Create note
Your weekly activity
EMAILS caLLs MEETINGS

17 25 4

A4 A7 \ &
All due today High priority Most engaged 3= More filters Compared to last week
o .
S I l I e St re a I I I I l I e TITLE ASSOCIATED WITH LAST CONTACTED LAST ENGAGEMENT Your task progress
O Tasks completed O Ta ed
Followiap Baara isdiay 11 days ago 4 days ago
I f I You emailed Duane Lindsay opened email
y | @ Follow up CordeliaHodges 7 923390 15 days ago
You called Cordelia Hodges replied to.
B i Today
o Follow up Lois Brewer, +1 3 days ago -
You emailed
® Follow up Victoria Stephens 5 93¥3290 6 days ago
You emailed Victoria Stephens opened e.
Follow up Lucy Gregory 3 days ago 9 days ago

You emailed Luey Gregory clicked link




...... and dozens more
features to help accelerate
your sales process

@ Predictive Scoring @ Templates & Documents
@ Email Tracking & @ Live Chats & Bots
Notifications
Q Calling & Transcription
Q Playbooks
@ 1:1 Video
0 Meeting
Scheduling 0 Slack Integration



Step 1 0f 7

DETAILS BUYER INFO YOUR INFO CcusTOMIZE PRODUCTS SIGNATURE & PAYMENT REVIEW

Quote Details

Quote template*

Good Sherman Proposal Template

ot rame A business proposal
template.

Abusiness prc

Expiration date*

In 90 days (Sept 25, 2020)

Connected

C P Q TO O | s -

Header Example
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Proposals

Your proposals, tailored
exactly how you want them
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Contacts v Conversationsv  Marketingv ~ Salesv  Servicev  Automationv  Reports v & 0 Brittany Lambert

Settings

Account Details Productlibrary  Quotes Buy now

Contacts & Companies

Install Code & Tracking Search product Q Hone
Integrations ~
. NAME SKU SOURCE UNIT PRICE CREATE DATE
Products Library .
Nintendo - Switch 32GB Console - Neon R..
Properties P 3849058 A shopify $299.99 2 minutes ago
° Sales v
Nintendo - Switch 32GB Console - Gray Jo...
V y I l l V y 122854920 Hubspot $299.99 8 days ago
Branding hoose this Nintendo Swi y
Deals
Tasks @B Nintendo Switch Games Actions - 2 minutes ago

product, in a single place

Notifications 122854920 € Hubspot $299.99 14 days ago

BCC & Forwarding

Sales Tools Sony - PlayStation 4 Pro Console - Jet Black -

) . i 122854920 © Hubspot $399.99 15 days ago
S atle friends and foes Sony PlayStati
VUG Sony - PlayStation 4 1TB Console - Black
122854920 € Hubspot $299.997 days ago

Messages onquer v enemies with ny PlayStatior

Users & Teams
fm Playstation 4 Games 2 minutes ago

@B Playstation 4 Accessories 2 minutes ago

Sony - PlayStation Classic Console

122851920 HubSpot $99.99 7 days ago

miniature recreation of the iconic PlayStation conso.




Streamlined

Sales Reporting

Contacts v Conversations v

< Back to analytics tools

Sales Analytics

Forecasting
Goals & Quotas
Pipeline

Deal change history

Deal funnel

Deal pipeline waterfall

Pipeline historical
snapshots

Deal push rate m
=

Time spent in deal stage

Sales Activities

Sales Outcomes

Marketing v  Sales v  Service v Automation v Reports Asset Marketplace v Part

Summary

How has my deal pipeline changed over time?

View the total change in the deal pipeline between two periods of time. Understan

Deal pipeline waterfall summary
-$100.00 change in pipeline

All reps = Allteams v Pipeline: = Ecommerce Pipeline ¥ Clear filte

Deals expected to close: Pipeline changes that occurred:

$300,000.00
$250,000.00

>
%)
=
o
5 $200,000.00



Contacts v Conversations v Marketing v Sales v Service v Automation v Reports v

< Back to analytics tools

Stage probability weighted forecast totals AT
Sales Analytics

Totals Over time
———————
Coach Reps & Teams N
€448,755.26 forecasted to close
Forecast & Pipeline v

Date range by close date: This entire month ~
Deal change history

Deal funnel ® Closed Won @ Closed Won @ InReview @ Qualified Opportunity (Best case)

Sa | es An a |yti CS Deal pipeline waterfall A6V

EMEA - Direct N €120,686.40
Deal h rat
[ New | e - e “
Pipeline historical m DACH BT €54,422.40
o snapshots UKI N €47,777.20
Easy, customizable
I % NORTHAM N €29,900.00
Stage probability weighted & LATAM I B €27,182.88
° ° ° forecast 2 :
forecasting built in il ey o
g Sales Outcomes v Overlay Team | €18,180.00
APAC €10,000.00
Emerging Mkts €8,915.00

Other |-€600.00

Forecast amount in company currency




Contacts v Conversations v Marketing v Sales v Service v Automation v Reports v

 Sacklosnalierion: Deal pipeline waterfall summary | s
Sales Analytics
Summary
Coach Reps & Teams v
—-€864,698.00 change in pipeline
Forecast & Pipeline v

Deals expected to close: This entire quarter v  Pipeline changes that occurred: This entire week ~
Deal change history

Deal funnel

S a | es An a |yti CS Deal pipeline waterfall

m Deal push rate m
[ wEw |

Pipeline value Increase in pipeline value Decrease in pipeline value

€10,000,000.00

Pipeline historical €7,500,000.00

snapshots

€5,000,000.00

Deep insight into

Stage probability weighted

Amount in company currency

| ® | L4 forecast €2,500,000.00
y I I Sales Outcomes v
€0.00
S > . N S
. . Q,]/Q 5 \)\\zb %&6 %zb <8 & & o &Q
«\‘L o ] & { QS fL\q’
G 4 & Q)
Q Q X
N3 »
N ~
e <@
& S
A &
& EF(\C)
3 &




Sales Analytics
[ New |

Insights that help
you coach, and help
your reps improve

v Marketing v Sales v Service v Automation v

Deal change history over time

Over time

22 deals changed

Deals expected to close: This entire quarter

DEAL NAME

Dramadine
Western’Foods

NorPak

Matterhorn Technology
Viking Platform

Fray Systems

Total Recruiting Co

Pipeline changes that occurred: This entire week ~

PIPELINE STAGE

Discovery

Decision Maker Bought In
Proposal Sent

Discovery

Discovery

Decision Make‘rﬂBought In

@® Moved forwa

Discovery

AMOUNT

€30,000.00
v -60%

€35,100.00

€30,000.00

€15,000.00
A 133%

€30,000.00

€35,000.00

€30,000.00

CLOSE DATE «
6/23/2021
® Pushed out
3/25/2021
2/28/2021
. Pulled ir

1/31/2021

1/31/2021
® Moved for

12/31/2020
® Pushed out

12/31/2020




Contacts ~  Conversations ~  Marketing ~  Sales v Service ~  Automation ~  Reports ~

Forecasting ctions +

Pipeline: Deal pipeline v+ Team: Team PDD ~ Time period: April 2020 ~ View Sales Report [

NAME GOAL ©® CLOSED ATTAINMENT @ . COMMIT & MOST LIKELY &
° Johanna Greer $100,000 $85,000 O 85% $4‘9;5’002 ”8;{2)?2;
2 $72,000 $72,000 &
Forecasting & Goals g Kate Bracley $90000  $63,000 0%
IN BETA ==
B Corey Brewer $80,000 $50,000 Co—— 63% $592 OO? “z;g?f’]
Easy, accurate sales
Callie Nash $100,000 $45,000 o] 45% b iann
13 deals 20 deals
f t ti
y 0 Joe Parker $80,000 $32,000 o 40% $44,000 $47,000
6 deals 20 deals
@ Matthew Henderson $90,000 $30,000 = 33% 5“10'00‘0 $67ﬁ°? T
/ deals 20 deals
@ Marguiete Collins $100,000 $32,000 j—— ] 32% $‘379,5010 S442,§Of) T
19 deals U deals
A, B 20 4 4£09 0




...and deep insight into every
aspect of your business, all in a
single place.

0 Visual Dashboards Q Pipeline Snapshotting
Q Deep Custom Q Standard ABM
Reporting Reporting
Dozens of Standard Q Snowflake / BI

Reports Integration
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Why Sales u b
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Lower Total
Cost of Ownership

With more features included, the ability
to add free users, and faster + lower cost
implementation, Sales Hub customers
enjoy a lower cost of ownership vs.

other platforms.

© Add unlimited free CRM users

@ More core features included

@ Lower implementation costs

@ Lower maintenance + support costs

@ Faster time to value




Extensive solution
partner ecosystem

Find your perfect match. Explore the
thousands of service providers in our global
community who can work with you to
implement your CRM and supercharge your
sales process.

SmartBug.

SmartBug Media

Our Strategists have 10+ years
experience because your

success depends on more than

a methodology. O...

334 reviews

z markentive

rkentive

entive delivers consulting,

ation and agency services
A. With 40+ experts in
...

NS

NEW BREED +

New Breed

We'll help you get the most
value from your tech stack and
evaluate how HubSpot can help

you grow. ...

254 reviews

F7% LYNTON

LyntonWeb

If you're looking for a partner
that knows Hubspot inside and
out, you've found it. We've

been a Hub...

45 reviews

\V/A

Webs | B2E
Marketing

Webs, #1 HubSy
EMEA, helps B2
grow their busir
digital age. You

97 reviews

Qvi

Avidly

As one of the we
inbound market
we have helped
the Nordics ac...

17 reviews



HubSpot App Marketplace

Connect your favorite tools to HubSpot

odircqll . CRAYON [ ]calendly

Extensive a — | -
PP e L R0SSREAM R ielPed DocuSign

partner ecosystem
Bove = mem

Maximize the impact of your tech stack with .
. . - ‘
access to over 500 integrations curated * . PandaDoc

with a heavy focus on power, ease-of-use,
and quality for both third-party and native O\ Protitwell 5= slack  stripe

(HubSpot-built) apps.
a"ﬁlcgooks. TROOPS

—» zoominfo
bt
zoom A e



Trusted CASIO i
Vacasa ofundme
by the Best O

EAcater 0o Airwallex ﬂ HAMILT®N

Sales Hub is trusted by growing
mid-market B2B companies, = WISTIA .lﬁ trise ovnamics  legalzoom:
enterprise brands, high-growth

¥
unicorns, B2C brands, and many Q%Sﬂﬁ%ﬁ’é’éogemem zapier o wave
others. See for yourself.



https://www.hubspot.com/case-studies/sales

Faster and easier
to get started

Our Advanced Onboarding Team are not
only technical experts in HubSpot and
switching, but they come with a strong
business acumen. You'll get started faster,
with less disruption to your business.




Highly rated by reps and
end users, which means less
worrying about adoption

HubSpot was built from the ground up
with a focus on the end rep experience -
because when your reps get value out of
your CRM system, you won't have to
worry about them actually using it.

HubSpot Sales Hub User
Ratings

~ < ) Ease of Use
C 8.6 CRM Average: 8.6
Consistently top

ranked for ease of
use on G2Crowd

Quality of Support
CRM Average: 8.6

8.5

The ease with which people can use the
product from day one is second to none. | have
convinced several mature organizations to
move away from other platforms because user
satisfaction was non existent and data quality
was poor. With HubSpot, user adoption went
through the roof each and every time and
stayed there long term."

O


https://www.g2.com/products/hubspot-sales-hub/reviews

Cloud-Based

Legacy CRM HubSpot Led

Easier to purchase Hidden Costs Transparent Pricing
Easier to use All over the place All in one place
Easier to install Up and running in months Up and running in hours

Easier to maintain Relentless upkeep Effortless upkeep



Evolution of HubSpot’'s Sales & CRM Product

Original Launch (2013) Today’s Focus Emerging Focus

CRM for the Masses Powerful AND Easy Experience Disruption
e SMB Focus ¢ Mid-Market / Ent Focus ¢ Entire Front Office Focus
¢ Delight Sales Reps e Delight Manager & Ops ¢ Delight Customer’s Customer
e Scale w/ Freemium e Scale w/ Larger Sales Teams e Scale w/ Entire Company

HubSpot Platform
Scale

Enablers Partner Ecosystem



Pricing + Packaging | 2020 New Features

Sales Hub Professional Sales Hub Enterprise
Starts at $500 per month Starts at $1,200 per month
New features available today include: New features available today include:
Advanced Sequences Custom Objects
Native ABM Features Deep Permissions
Sales Analytics Advanced Sequences

Native ABM Features
New features currently in beta: Sales Analytics
Proposal Templates
Forecasting Tools New features currently in beta:
Custom Proposals

Forecasting Tools

See the full breakout of features at hubspot.com/pricing/sales


http://www.hubspot.com/pricing/sales/

