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Today’s
Agenda:

(Ian)

– Seing the scene

– 2 ‘A’ words ⇒ 2 ‘E’ words

– Automation journey

– Workflow deep dive

– When to upgrade to Pro

– When to upgrade to Enterprise

– How we can help

https://www.hubshots.com


Our goals for you

A framework for thinking about Automation in companies
● Automation unlocks Eiciency

● Think in terms of ‘business processes’

How HubSpot enables Automation
● Automation tools: Workflows, Surveys, Sequences, Ads, Reports

● Automation types: Communications, Data, Pipeline management, Integration 

Should I upgrade my HubSpot portal?
● What are the benefits of Pro

● What are the benefits of Enterprise

How we can help
● Reviewing your portal and advising best practices 



Ian Jacob
CEO and Founder of Search & Be Found.

Ian is a business growth strategist specialising in marketing and sales strategy with a focus on HubSpot 

automation. With 16+ years of experience, Ian has worked with companies like Macquarie Bank, Ericsson, 

and Telstra (and he hopes to add you to that list!).

About Us

Craig Bailey
CEO and Founder of XEN Systems.

Craig has more than 30 years experience working in software development and IT. With a thorough 

understanding of both the technical and business sides of HubSpot software, he’s focussed on delivering 

process improvement to companies using HubSpot as the foundation.

https://www.searchandbefound.com.au/
https://www.xen.com.au/?__hstc=49496121.39e649148e0d20e785fa062f51a2908c.1650337354182.1664432803785.1664455684215.123&__hssc=49496121.2.1664455684215&__hsfp=1732632244


Ian and Craig
29 December 2015

Recording episode 13 of HubShots

(Episode 1 was recorded 06 October 2015)

About Us

Brian
Inbound 2016

Listen to episode 100 of HubShots

Dharmesh
Inbound 2016

One day soon…

https://www.hubshots.com/episodes/episode-13
https://www.hubshots.com/episodes/episode-1
https://www.hubshots.com/episodes/episode-100


Seing the Scene
(Craig)

Business challenges

1. Global, Local, Company impacts

2. Knowledge worker productivity 



Business impacts

Global
Recession fears
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Talent shortage

Company
Sta sick
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Knowledge Workers

60% of  US workers are considered knowledge workers (source)

● Knowledge workers’ highest value is realised when they focus on ‘creative’, thinking activities

● Any time spent on repetitive tasks is an opportunity for automation

How to tell: were you able to easily WFH during the pandemic?

● You’re probably a knowledge worker

● You could probably be more productive - geing rid of repetitive tasks

● Which repetitive tasks (business processes) are candidates to be automated?

https://www.altmansolon.com/insights/staying-at-home-why-20-million-workers-will-continue-remote-work-after-covid-19/


Which leads to staing problems

Sta capacity is constrained

● Expensive (inflation and recession impacts)

● Hard to hire (talent shortage) - even if you have the cash

● Unreliable (sickness) - even if you manage to hire them

Sta capacity is diluted

● Senior sta forced to fill the gaps in junior work

● Knowledge workers pulled away from strategic (thinking) work



Which means…

Eiciency is reduced

● Things get missed

● Things take longer

● Things are assigned to less capable sta

(Our two ‘E’ words…)

Eectiveness is unknown

● Can’t tell what’s working

● Don’t know where to place focus



Transformation
(Craig)

Business Improvement

● Two ‘A’ words ⇒ two ‘E’ words

● What is business ‘transformation’?



Eiciency versus Eectiveness

Eiciency
Doing the things right

Eectiveness
Doing the right things



Business Improvement

Automation ⇒ Eiciency 

(Saves money)

● Unlocks Eiciency

● Workflows, Sequences, Notifications

● >> More with less <<

● Our topic for today!

Aribution ⇒ Eectiveness 

(Scales money)

● Enables Eectiveness

● Contact, Deal, Revenue

● >> Show me what’s working <<

● (Our topic last time)

https://docs.google.com/presentation/d/1MokXpzaBWaPAmHQb9vXofKeOkpW6nG5T-_OEtw3T1VA/edit?usp=sharing


Eiciency versus Eectiveness

Eiciency
● Repeatable processes

● Tactical

● Tasks

Examples:

● Waiting for your doctor’s appointment

● Production lines

● Repetitive manual processes

● Busy work

● Standard quoting

● Ecommerce transactions

Eectiveness
● Creative processes

● Strategic (& Diagnostic)

● Outcomes (Impact)

Examples:

● Surgery by your doctor

● Einstein, Picasso, artists 

● Experts doing their thing

● Managing relationships

● Tailored proposals

● Custom transactions

Q: Was Einstein eicient?
A: Who cares



Eiciency versus Eectiveness

Key takeaway

● The value of Automation depends on the task at hand (‘jobs to be done’), not the industry 

● Look for the repeatable processes in any industry

● “Don’t try to sell automation to Einstein”



Business transformation

We’re in the transformation business

Business process transformation:

● A combination of resilience combined with scalable repeatability

● Freeing up people to work on impactful activities



HubSpot Outcome 
Journey

(Ian)

Which outcome are you focussed on:

● Activity

● Automation

● Aribution



Outcome
Journey

HubSpot Outcome Focus

● Activity

● Automation

● Aribution



Automation Benefits

Quick wins
● Automating a manual process provides immediate benefit (no waiting for results later in the month)

Speed
● Save time
● Scale easily

Accuracy
● Reduce errors
● Consistent reporting

Resource optimisation 
● Free up head count

Foundation to Aribution
● Consistent data input and management is a key foundation for aribution



Automation Types

Communication
● External: Emails

● External: Surveys

● External: Calendar bookings

● External: Call transcription (intelligence)

● Internal: Notifications

● Internal: Tasks

● Internal: Scheduled reports and dashboards

Integration
● Sync to ad platforms

● Sync with other systems (eg financial, delivery)

State Management
● Lifecycle stage (Contacts)

● Pipeline management (Deals, Tickets)

Data Confidence
● Object data cleanliness

According to Harvard Business Review, only 3% of 
companies' data meet even basic data-quality standards. 



Automation in HubSpot

How to enable automation in HubSpot

● Workflows

● Sequences

● Ads

● Surveys

● Reports

● (Integration)



Workflow
comparison

Hub vs Tier



Workflow Components

Triggers and Actions
● Trigger: initiate a process

● Actions: the business process ‘recipe’ ingredients

Re-enrollment & Unenrollment
● Repeating the process

● Stopping the process

Goals & Campaigns
● Measuring the process

● Part of the aribution foundation 

(workflows associated to campaigns)
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Workflow Common Examples

Contact processes
● Contact assignment

● Contact qualification (& lead scoring) 

● Nurture sequences

● Internal notifications 

● Adding to lists (Campaign associated) 

Sales processes
● Creating/assigning deals

● Moving deals along pipelines

● Booking meetings

● Internal notifications

Service processes
● Creating/assigning tickets

● Moving ticket stages

● Closing tickets

● Internal notifications 

● After sales follow-up (request Review)



Sequences

● 1:1 Sales communication

● Personalised 

● Optimised based on data in HubSpot



Sequences

Consistent emails unlock insights



Ads

Automate the syncing of audiences between the 

ad platforms used

(Also a privacy compliance consideration)

Image



Ads

● Take optimisation of ads to another 

level by given the platforms signals and 

values of lifecycle stages

● Automating conversion feedback



Surveys

● Feedback Surveys

● Automatically set to resend



Surveys

● Automatically notify about responses

● Speed to respond to feedback



Reports

● Scheduled Dashboards

● Scheduled Reports 



Reports

● Scheduled Dashboards

● Scheduled Reports 



When to upgrade
(Craig) 

The benefits of

● Pro hubs

● Enterprise hubs



Should I upgrade my HubSpot portal?

Upgrade to Pro
● If you have repeatable business processes

● Focussed on improving eiciency

Purchase other Pro hubs
● If you have automation in one Hub (eg Marketing Hub) working well

● If you can unlock automation in other areas (eg Sales Hub or Service Hub) 

Upgrade to Enterprise
● If Custom objects are a good fit

● If you use Sequences extensively 



How we can help
HubSpot Guidance

● HubSpot QuickCheck Session

● HubSpot Advisory Session



How we help 

HubSpot QuickCheck
● 90 minute call

● High-level, general review of entire portal

● Come away with a clear understanding of what’s working, what can be improved, etc

HubSpot Advisory Sessions
● 50 minute calls

● Deep-dive into specific topic

● Discuss a specific topic or item, get actionable, real-world experience, advice 

MORE DETAILS HERE

MORE DETAILS HERE

https://www.hubshots.com/hubspot-quickcheck
https://www.hubshots.com/hubspot-quickcheck
https://www.hubshots.com/hubspot-quickcheck
https://www.hubshots.com/hubspot-advisory


Summary
(Craig)

The final slide is coming
Did we meet our goal?



Recap: Our goals for you

A framework for thinking about Automation in companies
● Automation unlocks Eiciency

● Think in terms of ‘business processes’

How HubSpot enables Automation
● Automation tools: Workflows, Surveys, Sequences, Ads, Reports

● Automation types: Communications, Data, Pipeline management, Integration 

Should I upgrade my HubSpot portal?
● What are the benefits of Pro

● What are the benefits of Enterprise

How we can help
● Reviewing your portal and advising best practices 



Questions?
Podcast: www.hubshots.com/subscribe 

YouTube: hps://www.youtube.com/c/HubShotsShow/ 

http://www.hubshots.com/subscribe
https://www.youtube.com/c/HubShotsShow/


Thank you!
Podcast: www.hubshots.com/subscribe 

YouTube: hps://www.youtube.com/c/HubShotsShow/ 

http://www.hubshots.com/subscribe
https://www.youtube.com/c/HubShotsShow/


Appendix

Image



Workflow Limitations 

Wishlist items

● Updating deals from contacts

● Association labels

● Lists for other objects (deals, tickets, etc)



Workflow Limitations

Diicult to update a subset of deals from a contact workflow

● Association labels are an option

● But association labels need to be set manually (automation is coming though!)

Wishlist: Lists for all Objects

● Would love to be able to create Lists for: Deals, Tickets, Custom objects

● To use in Workflows

● Eg can’t use Views as Workflow triggers

https://community.hubspot.com/t5/HubSpot-Ideas/Set-Association-Labels-On-Records-via-a-Workflow/idi-p/580501



