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Session Goals

/
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(0]
Save
Time

Quickly identify and
understand the most impactful
HubSpot updates

02
Minimise
Effort

Filter out irrelevant updates and
focus only on what matters to
your portal



Session
Overview

/
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Business check in

Useful new HubSpot features

Updates session will be recorded

XEN team available via email
(team@xen.com.au) for any questions
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Business
Check-In

/
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O1
Challenges

What key problems/focus areas
do you have in HubSpot?

02
Opportunities

What opportunities are you keen to
build on in the coming months?
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General CRM




General CRM

Multi-Account
Management

HubShots Lesson

What is it

m  Allows up to 5 HubSpot portals to
be separate from each other while
still enabling them to see each
other's records and respective
activities.

m  Additionally, users can copy some
assets between these portals.
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@ HIGH IMPACT

——
Contocts Actions ~ ec

This data is from a connected account. You're

’ Overview Activities
Andy Feely ot able o edt this record
afesly@hubspotcom @

o Andyis Breeze record summary |
Andy Feely

teey@rubipot com ®

Recent octivities

About this contoct Actions = @
Fiterby: Al activities -
feely@hubspot com
@ mMoggie Wagner created a note.

Data highlights <

oy Pos < CREATE oaTE urEeveLs sTAGE LAST ACTIVITY DAY
02/27/2025 755 AM EST Leod Andy shoud be confocted in Q1 2025 o discuss additional services he
N Showmore

ecycle soge .

Recent activities
eod +

Search activitie Q

[rs . Moggie Wogner logged a coll 1o Andy Feely

Fiter by: S activities
908 basis for processing contocrs data
ecard source con e ot cuscome
proven ™~ s 4 o By
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General CRM

Automated
Inactive User
Deactivation

(HubShots Lesson)

What is it
[ By default, HubSpot requires users
to log in at least once every 90 days
to prevent their account from being
deactivated.
m  This can be turned HubSpot wide
or per user.

/ | HUBSPOT UPDATES THAT MATTER

@ HIGH IMPACT

Integrations v
Marketplace Downloads
Tracking & Analytics v
Privacy & Consent

Sandboxes

I Security

Brand Identity

Approvals

Routing

Partners v
AL

Deammants Aoncsinsl o, |

Security

Monitor and manage user permissions to reduce risk. Review key permission settings like Super Admin access, 2FA enrollment,

inactive users, and partner access to help keep your account secure.

% = inactive users will be deactivated on 29 August 2025 [EE0)

Manage
Keeping inactive users to a minimum ensures that your account is only accessed by current users.
«/ Busers are not enrolled in two-factor authentication (2FA)
Keeping the number of unenrolled users under 4 helps reduce unauthorized access to your Manage

account.
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General CRM
Health Score
Builder

(HubShots Lesson)

What is it
m  Assigns points to customer
properties and activities,
consolidating them into a single,
automated score on a record.
[ Use to evaluate account health and
identify potential churn risks.
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© MEDIUM IMPACT

All companies

Company owner ~ Create date ~

Search name, phone, ord Q

ACCOUNT NAME

4»
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General CRM

Property
Control in
Record Merges

HubShots Lesson

What is it
] Have full control to select which
property values are kept on the final
record.
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@ HIGH IMPACT

Merge duplicate records

Customize your record merge

customise the
properties to review
here

Select a record to merge into

a Roselen Fernandez
roselen@ss ==

Cregte dote

22/07/2020 10:59 AM GMT+8

% roselen@uemrem—"... _

roselen@solosmm—

Create date

20/04/2021 8:20 AM GMT+8

ged record preview &

Roselen Fernandez

roselen@sd

Create date

22/07/2020 10:59 AM GMT+8

Customize properties & Properties
Email ® Email —
roselen@= roselen@scae.” sl om T n- o roselen@sc:

® First Name First Name First Nome
Roselen Roselen

Last Activity Date
© 22/05/2025 5:42 PM GMT+8

® Last Name
Fernandez

Phone Number
@ 123456789

Last Activity Date

Lost Activity Date

For instance, | can choose
the email from the non-
primary record as the
value to retain afte merge

22/05/2025 5:42 PM GMT+8

 ast Name
Fernandez

Phone Number

123456789

i Set properties to review

-
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General CRM

Multi-Select
User Property

HubShots Lesson
Contact owner ~ Create date ~ Last activity date ~ Lead status ~ -+ More = Adv

CONTACT OWNER (MULTI-SELECT)

@ HIGH IMPACT

A
v

NAME

I Craig Bailey x H Ian Jacob x -

' Schnubbs von Turkleb...

What is it .
m  Assign multiple owners to a record
using a single property.
[ Perfect for businesses with multiple
brands in one HubSpot portal
where contacts engage with
different brands.

craig| >,

Craig Bailey

%E ! | HUBSPOT UPDATES THAT MATTER
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General CRM

Custom Events:
Track Property
Changes

(HubShots Lesson)

What is it
m  Track historical changes to property
values with Custom Events.
] For example, track email address
changes and see when and who
updated it.

/ | HUBSPOT UPDATES THAT MATTER

MEDIUM IMPACT

Overview Property info Analyze

Daterange:  This month ~ Frequency: Day

CONTACT COMPLETION DATE

Roselen Fernandez & 28 Jul 2025 3:38 PM

PREVIOUS VALUE

roselersciormpriio e 2

Send HubSpot internal data

Track object changes
Capture when an object property values
change and create reports around that event.

VALUE UPDATED BY USER ID

roselers; irmruyy v e roen on Roselen Fernandez
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General CRM

Convert Views

to Segment |

® LOW IMPACT

All views Default views
——
Search views Q Contacts ¥ X Owner ~ Clear All
OBJECT VIEW NAME OWNER
What iS it Contacts Aggregator Contacts Preview & Share More ~ Craig Bailey
[ Easily turn yc.)ur.saved views into Contacts Rename i
segments with just one click.

Contacts Delete
Contacts
Contacts

Clone
Contacts
Contacts lCreate Segment m 29 l

/ | HUBSPOT UPDATES THAT MATTER 13
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General CRM

Rename
HubSpot
Defined
Objects

HubShots Lesson

What is it
[ Rename the different objects in
HubSpot (Deals, Contacts,
Companies, Tickets) (link)
[ For example, change ‘Contact’ to
['Pet Owner’] or ['Client]

/ | HUBSPOT UPDATES THAT MATTER

® LOW IMPACT

Object name (Singular) Reset to Default Object name (Plural)

Client i ] Contacts

Relevant property labels will be adjusted to match the new object name (opt out is available). @

OBJECT TYPE CURRENT PROPERTY REPLACEMENT PROPERTY
Client Contact unworked - Client unworked
Client Contact owner - Client owner



https://www.skool.com/hubshots/classroom/210ab1b1?md=139e348785ad47e8b6d309737be2170d

General CRM
® LOW IMPACT

C E . |
ontact emal
Email Frequency Controls Associations
Contacts

°
L O g g I I I g | 2 u | e S Companies These settings are for everyone logging data in your account’s CRM. To connect your email, go

Leads
Dk Email Log and Track Settings

‘ H (V] b hots Lesson I Configure how emails are recorded in HubSpot
Tickets

Allow all users to log email attachments
Products When this setting is off it will prevent all incoming attachments from being logged in the CRM,
conversations inbox, and sidebar. Learn more
Payment Links
D Apply Default Log setting for all users - Sales Extension Only
Tum this setting on fo select a default log setting for all Hubspot Sales Extension users in the portal.
This will override the individual's default log sefting.

Quotes

Subscriptions

[:] Apply Default Association for all users - Sales Extension Only

Projects Beta
Tum this setting on to set default associations for all Hubspot Sales Extension users in the portal.
e This will override the individual's default association setting.
What IS |t Services i
H ] Allow all users to track emails and see recipients open and click on their
] HubSpot currently only logs emails Courses Mow plents ope
i i 1 ¢ 5 When this setting is off it will prevent all users from tracking emails sent from the CRM,
that are direct replies to emails you Lsings Covriors hoce o e, ot vrcos. e it
h ave a | ready |Og g ed Appointments [:] Apply Default Track setting for all users - Sales Extension Only
H H 1 H Turn this setting on fo select default track setting for all Hubspot Sales Extension users in the
u Th IS new o pt on wi I l l Og a l l emal |S Invoices portal. This will override the individual's default track setting.
from existing contacts to users £ recath
directly into the CRM e Contact email logging rules
Configure which incoming contact emails are logged to the CRM. This setting only applies to new emails.
Campaigns ~
Ratd () Log replies only
Lists Only logs emails from contacts that are part of an existing thread already logged to the CRM by a
7

user. Learn more. 7

Marketing events @ Log all emails @

Logs all emails between known contacts in the CRM and users with connected emails.

Workflows Learn mere. &

/ | HUBSPOT UPDATES THAT MATTER 15
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General CRM

Build a New
Sandbox and
Deploy to
Production

HubShots Lesson

What is it
m  The new HubSpot Standard
Sandbox allows you to safely build
and test supported assets, then

deploy them directly to production.

/ | HUBSPOT UPDATES THAT MATTER

MEDIUM IMPACT

Sandboxes 53

Sandboxes Activity Log

SANDBOX ~

Sandbox 1 &
22641093

Sandbox 2 (Sep 2025) &
50492593

TYPE

Legacy stand

Actions ~ Standard san

Set up a deploy
‘h.

Set up a sync to sandbox

Delete
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General CRM

Manage
Associations
IN Bulk

HubShots Lesson 4 contacts selected 4 Enrich records 4 Fill smart properties - Assign @ Share £ Edit @ Delete |- Review Associations

@ HIGH IMPACT

E Name = [_] Email = [_] Number Of Associated D.. 4 [3 . —— -
KK [E= F0F = Sy =
What is it . ven il TS mmp— E = =
[ Bulk update and review _
associations -
0S IR .
(J 5 o i v F

)(E " | HUBSPOT UPDATES THAT MATTER
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General CRM

Adding
Subtasks to a
Parent Task

(HubShots Lesson)

What is it
m  Add multiple subtasks to a parent
task manually or through a
Workflow.

7/ | HUBSPOT UPDATES THAT MATTER

@ HIGH IMPACT

File v Edit - Settings View v Help ~

(o]

| | Tum on derk editor | @ ‘

L Create task

Add to shared task queue (O

‘ XEN B2B

Priority

{ Medium b2 ]
Assign Task to

[ An existing owner of the contact v ]
Which contact owner

l Contact owner

Add more properties

Subtasks
Check if new email exists

Add new email as additional
‘email address, set as
main/default email

Update label of associated
company (former vs primary

company)

+ New subtask

u] 2 Re-enrollon | Details

1. Update association labels

To update existing association labels

2. Create task

Create task Update new company details for:

< First Name (Enrolled contact)
#= Last Name (Enrolled contact) ) from

DePO0BD Details

2. End

|
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General CRM

Restore CRM
Changes

(HubShots Lesson)

What is it
[ Quickly undo changes and restore
previous versions of their CRM data
from the past 14 days directly within
the platform.

7/ | HUBSPOT UPDATES THAT MATTER

@ HIGH IMPACT

Find or Ask

< Back

T
( Search Settings Q)
\_

Translations

Data Capture [ o= ]

Backup & Restfore

Prepare a restore

Choose your type of restore to bring values back to a state and we'll prepz

Déts Errehimant Restore CRM changes ° Res

%0 Restore actions that happened in Rest
Markets o 7 27

* 'your account (created, updated, £ fron
Import & Export deleted). com
|I Backup & Restore I
Restore History

Tools Restorefype All~  Status Allv  Date Allv  Requeste
Recording & Transcription

Restore ID Restore Type Status

Meetings

Restore CRM changes X

Preparing a restore can take some time. We'll notify you when your
preview is ready. You'll have 24 hours to review and restore.

Tell us what you need to restore (within the last 14 days). We'll run the search
and prepare a preview of the changes.

Source *

[ Select a source -

CRM Changes
Import
Integration

Workflow

b
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General CRM

mport
Historical Emal
from Gmaill R

sur Preferences

@ HIGH IMPACT

Dashboard General
Loz oy
search Settings Q ) Profile Email Calling Calendar Tasks Security Automation

These preferences only apply to you. For account level email management, go to email logging settings.

neral .
(HubShots Lesson) Email
otifications Connect your personal email accounts to HubSpot to log, track, send, and receive emails in the HubSpot CRM. To manage ar
emails, go o inbox settings.
rganization
anagement Email Status Inbox automa

What is |t ulti-Account 3 —— .
] This allows Sales Hub Pro+ users to iset Copying M Inbox type: G Suite [actons~ | @ enabks -
bring existing contacts and past

Install extension

1 1 i ccount Management
email threads from their Gmail ‘ P S
inbox directly into the HubSpot scount Defauls
< Edit default signature
CRM. scount & Billing Z Configure
istorical email
L count Cleanup 'Addl eriall alias Ilmport historical email data @I
An email alias allows emails sent outside of HubSpot to be associated with your user.
udit Log

Remove
Manage email signatures
Your signature will be used in one-on-one emails through the HubSpot CRM and as a personalization token
for marketing emails.

sers & Teams

7/ | HUBSPOT UPDATES THAT MATTER 20
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General CRM
@ HIGH IMPACT

Update —
Exclusions in :
Segments o —

‘ H u bSh OtS LeSSO n I Exclude contacts

Members of a segment Individual contacts
You can exclude up to 10 segments 0/10 You can exclude selected contacts
Choose segment(s) » Choose contact(s) v ]
What is it
m  These three most commonly used v Additional exclusion rules QXD
exclusion criteria are now readily Exclude non-marketing confacts
. . . . Contacts not marked as marketing contacts will be excluded from this segment.
available in exclusion settings of a
Seg me I’\t. Exclude email domains

Exclude widely used email domains or your company's domain to filter out coworkers.

Examples: gmail.com, yahoo.com, yourcompany.com

(gmliLcom x) (ho'mnil.com x) =

Exclude unsubscribers
Contacts who have ibed from ications will be excluded.

a

7/ | HUBSPOT UPDATES THAT MATTER 21
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Sales Hub

R EN | HUBSPOT UPDATES THAT MATTER




Sales Hub

Block Free |
Email Domains o [rg] e

Ask prospects and customers a few qualifying questions as they are booking

from Booking a

@ HIGH IMPACT

First Name v
° \ Marketing
Meetin «
2 Content
Email v
Sales
Sales Workspace
HUbShOtS Lesson # Phone number Required @
(3 Commerce
Target Accounts # What is the call about? ¢ Required @
e o 2 Service .
What Is It Prospecting Agent + Contact property  + Custom question

m  Aone-click option to block free
domains from scheduling a :
. . . CAPTCHA (spam prevention)
meet|ng Wlth yOU USIﬂg HUbSpOt Include a CAPTCHA challenge to your booking form to prevent
Meetings . spam.

Reporting

Data Management Documents

Meetings Scheduler {5

Activity Feed

Block free email domains

Breeze Block free email domains from booking meetings. See list
Forecast

[ocK specitic domains
CRM Development

Coaching Playlists

/ | HUBSPOT UPDATES THAT MATTER 23


https://www.skool.com/hubshots/classroom/210ab1b1?md=0246d6ac64c34a4ba97b8d6dc91207d4

Sales Hub

Schedule
Automatic
Exchange Rate
Updates

(HubShots Lesson)

What is it

m  Set exchange rates to update
automatically every month, quarter,
or year keeping your exchange
rates accurate and current.

[ Exchange rate applies to open deals
and other HubSpot records that use
exchange rates. Deals you've
already closed will keep the
exchange rate from their close date.

7/ | HUBSPOT UPDATES THAT MATTER

@ HIGH IMPACT

Q_ search HubSpot

St

@ Upgrade

4 Copilot § The Best HubSpot Portal

< Back to Reports

Settings Q

Your Preferences
General

Notifications

Account Management

II Account Defaults

@

Audit Log

Users & Teams

Product Updates @2
Integrations v
Marketplace Downloads
Tracking & Analytics v

Privacy & Consent

Account Defaults

General Branding

User Defaults

These defaults will be used for deals and properties.

Schedule automatic exchange rate updates. Learn more  [[ET)

Frequency: Monthly | Update status: Next update on 01/07/2025 q Y

View history

All Currencies

Notification Profiles (& More ~

SEETEAEE a|m

Learn more 7

Open records (including deals) use these exchange rates. Closed records use the exchange rate at the time of closing.

NAME

Australian Dollar (A...

EXCHANGE RATE

Company Currency

FORMAT LAST UPDATED
14/07/2023
$123,456.78 CRM UI
&

24
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Sales Hub

Sales
Workspace

MEDIUM IMPACT

O L] Summary Prospects Deals Tasks Schedule Dashboard
Your tasks Al tasks - Your outreach activities (1) Schede Insights Feed
Today, 9 October B @
HubShots Lesson — £ Tt SRS ‘
o Q s B 1 email 1o review .
ALL TASKS . Emails (0) Review emails 900 AM - 7
: | @ Linkedin @) 10:00 AM .
2|108
71
Check if Deals and Prospects tabs available
Guided ctions (o ]
What is it
. All actions 2 | | Deal related 0 | | Prospecting related 2 o [

[ Central place in HubSpot where you
and your team can manage sales 5 Yourmeetg i Roseln et day =
and prospecting related activities frspors for msting

o —

] Check out tasks, calendar schedule P
10 calls occurred in the lost 7 doys but stil need an outcome XENCENCENCEN

and plan for the day i

7/ | HUBSPOT UPDATES THAT MATTER 25


https://www.skool.com/hubshots/classroom/210ab1b1?md=8fc5e144ac104bb7a27f53853a3b3c07

Sales Hub

Sales
Workspace:

Guided Actions

& Deal Risks

HubShots Lesson

What is it

/

To understand a deal's score and
get a guidance on what to do next,
simply hover over the score. You'll
see explanations, like "no activity
scheduled," and other actionable
recommendations.

| HUBSPOT UPDATES THAT MATTER

® LOW IMPACT

v Guided Actions

v Deal Score

= Update next steps

still needs an update.

Update next steps

Email to your contact was more than a day ago but

v Deal Insights (i)

Generated a few seconds ago

[J' Recent activity

Latest 5 activities 19 Sep 2025 - 22 Sep 2025
5 emails

~ Show more

o

Key factors
Progression
@ Deal probability is 10%

e Less than 1 day in
current stage

e 60 days until close date
Engagement

@ 12 s0les activities

. Contacted 7 times

Learn more about deal

&2
scoring

[CR

v~ About this deal

Actions v

26
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Sales Hub

Lead Scoring

@ HIGH IMPACT

Deal Name 4 D Deal Score|.. = E} Deal Score Engagem... 5 E] Deal Score Fit | Early Sta.. & @ Deal Score | Early Stage
Emmme eomw § o 15 0 15 ©
ey -
e e v 5 0 5 [ ]

A3 A2
A
0 0
What is it "
[ Score companies or deals based on .."‘o. B B3 B2 Bl
several criteria like property values 3 0 0 0
and engagements 9

m A good way to prioritise/identify 67 C1
qualified leads/deals

5 2 1

Level of engagement

7/ | HUBSPOT UPDATES THAT MATTER

27
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Sales Hub

Quotes:
Verification for
E-Signhatures

(HubShots Lesson)

What is it
] When turned on, signers will be
required to verify their identity via
email

)(E " | HUBSPOT UPDATES THAT MATTER

© MEDIUM IMPACT

Quotes

Setup Approvals More ~

E-signature usage this month

E-signature usage

Usage resets at the start of each month.

An e-signature counts toward the total usage for a calendar month as soon
as a quote is published. Expired, deleted, archived, or recalled quotes with
the e-signature option turned on will be included in the total count.

Learn more.

E-signature settings

View quotes in the data model &

Identity verification
When turned on, signers will be required to verify
their identity via email before signing the document.

Learn more. 2

28
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Sales Hub

Call anad
Meeting
Notetaker
(Beta)

@ HIGH IMPACT

Settings

Your Preferences

General
What is it
m  Calling Notetaker (Beta)

° HubSpot calling now
supports live call
transcription & Al powered
note taking.

m Sales Meeting Notetaker

° Meetings are automatically
recorded, transcribed, and
stored in HubSpot.

Notifications

Organization

/ | HUBSPOT UPDATES THAT MATTER

Manage out of office

P—
Sales Meeting Notetaker Join Settings [Eaad &

Invite notetaker to all upcoming meetings automatically.

Meetings
Customize your HubSpot Meetings URL and domain.

Meetings URL

Your new meetinas URL will onlv applv to future meetinas and won't affect links created before.

29




Sales Hub

Product
Builder = =

® LOW IMPACT

(HubShots Lesson)

Product information

Name * SKU

a
‘ 1| Website Design | :‘ ‘ Website Strategy ‘

Website Strategy

Product description

Strategic sessions to plan and guide the implementation of your ‘

HubSpot website.
What is it
. . See more
m New Product Builder with Product
Sta t U S Tax category (0 Product type
Select a Tax Category v ‘ ‘ Service b
Billing details

Billing frequency

One-time -

/ | HUBSPOT UPDATES THAT MATTER 30
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Sales Hub

Forecast
Submissions
Cadence
& Reminders

(HubShots Lesson)

What is it
m  Setaregular schedule for forecast
submissions and send automated
reminders to your team to ensure
they are always submitted on time.

/ | HUBSPOT UPDATES THAT MATTER

® LOW IMPACT

Name.

XEN B28.
October 2025 total

Roselen Fernandez

Pooja Shah

Kezia Improso

Erika Diduro

Dona Piquero

— 203% Fep——
R e [T =
- e

- (1]

]

- - (1=

ma

= i

[

B

Set forecast schedule for Sales Forecast

Set up a forecast submission schedule for Sales Forecast. Learn more 7

Please note: your local fime zone is GMT+8, but this form uses your company’s fime
zone, AEDT.

Set a forecast submission schedule

Schedule when forecast submissions are due for selected teams and, optionally, send reminders.

Submission schedule start date * Due time (AEDT) *

[ 8 13/10/2025 J l © 8:00 AM i ]
Repeats *

l Biweekly on Monday g ]

Forecast submissions are due biweekly on Monday at 8:00 AM AEDT starting
on October 13th.

Assigned to *
The forecast submission schedule applies to all users in the selected team(s). Reminders will
only be sent o users who have permission to edif forecasts.

-

Reminder *
Users will receive an email and/or pop-up nofification with a direct link to submit their
forecast, based on their individual notification settings.

l 1 day before due time - 1

aneed

31
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Sales Hub

Account
Cleanup

HubShots Lesson

What is it
[ [Enterprise only]
[ Find opportunities to clean up and
declutter your HubSpot portal with
the Account Cleanup feature.

7/ | HUBSPOT UPDATES THAT MATTER

@ HIGH IMPACT

v Marketing emails

Marketing emails are never deleted, and just organized for easier cleanup. Marketing emails meeting the rule

will appear in the archived view 7 in Marketing Emails:

—> Last edited over 6 months ago and status is draft

v Blog Posts

Blog posts are never deleted, and just organized for easier cleanup. Blog posts meeting the rule will appear in

your archived view 7 in Blog Posts:

-> Last edited over 6 months ago and status is draft

v Landing pages

Landing pages are never deleted, and just organized for easier cleanup. Landing pages meeting the rule will

appear in your archived view 7' in Landing Pages:

-> Last edited over 6 months ago and status is draft

v  Website Pages

32
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Sales Hub

Intent Signals

(HubShots Lesson)

What is it

/

HubSpot's intelligent buying
signals are also now available on
the Prospects tab of the Sales
Workspace and in Company Views

HUBSPOT UPDATES THAT MATTER

@ HIGH IM

Sales

Prospects

Summary

| h Companies

PACT

Roselen Fernandez -

Deals Tasks

All companies

Company owner - Createdate ~  Lastactivity date -~ Lead status ~

(] Account Name

[J > " HubsSpot

a >

O > om —
a » -

g >

O |

Schedule Dashboard

Ideal Customer Profile Tier ~

@ Leads p -
(" search companies
| All comparies 167 (| Account Name ®

Target accounts 1 @]
No decision maker 187
No activities 56 O == s
No open deals 184

Companies v
+Create vie

& All companies &8 My companies @ VIP companies

Saved view: —_—

Fa N £

\ Search (/) Q ) (

Parent company ~  Industry ~

: Tier ©

Filte D ( Sort by D
itter ) (47 Sor )
P\ Y

Company owner

’ Craig Bailey (craig@xen....

o Craig Bailey (craig@xen....

a9l

Keren Tornea (keren@x...
Roselen Fernandez (ros...
Keren Tornea (keren@x...
Kezia Improso (kezia@x...
Dona Piguero (dona@x...

Dona Piguero (dona@x...

_e IO ircal

Tier: Select a tier

Company owner: ({f} Roselen Fernandez (i i) =

Lifecycle stage: Lead

Summary Insights Buying Group Activities

v Top signals

= Ady

8 ANALYSIS | Customers  +

= Advanced filters

> This company is showing new research activity for ...
> This company is showing new research activity for s,
This company s showing new research activity for "l

This company is showing new research activity for iama...

Preview

Recent Intent Signals L
Regulatory approval
Jobst. Jobe.. Rese.  Productint.. Email b...
Job started  Job ended
Job started  Job ended
Job started  Job ended  Visitor intent
Email bounce
Visitor intent

Visitor intent

Industry rec...

Leadership ...
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Service Hub




Service Hub

Help Desk
Overview

What is it

Inbox and ticket pipeline combined
Centralised workspace designed for
support teams to manage and
process tickets

Not included in your current
subscription

Benefits

Consolidates all omnichannel
communication (email, chat, social)
Integrates Al-powered tools (eg
Knowledge Sources Sidebar)
Features the familiar Board View
like ticket pipeline

| HUBSPOT UPDATES THAT MATTER
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Service Hub

Auto Create
Ticket When
Replying to an
Email

(HubShots Lesson)

What is it
[ If you send a message from an
email that is a Help Desk channel
within HubSpot, a support ticket
will be created automatically.

/ | HUBSPOT UPDATES THAT MATTER

MEDIUM IMPACT

v Email ¢ X

Templates Sequences Documents Meetings~ Quotes ~

To [ Schnubbs von Turkleberry x \

From Roselen Fernandez from XEN| Cc Bcee

Subject Hey Schnubbs

You have selected a help desk email address. When you send a message using a x
help desk email address, a ticket will be generated automatically.

Hi Schnubbs,
RRAAAARAY

Follow up on our previous discussion..

Default send button

B I U % Morex § @ Insert~ & Associated with 3 records ~

Create a To-do ~ task to follow up
Send and create ticket v k
In 3 business days (Thursday) ~
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Service Hub

Help Desk:
Setting Default e ———

Obijects v

© MEDIUM IMPACT

Help Desk channel

Translations Automation

L]
Send from Preview

Markets BETA ) )
= What contacts will see in the ‘from address’ when they receive an

{pocSEgn S e S email from this shared email address
Backup & Restore Agent and company name - »
: ( -\' Roselen Fernandez from XEN

from XEN \___/ <team@xen.com.au>

Tools
Meetings
HubShots Lesson e . Team signature ©
Sales Workspace + Add team signature

Inbox & Help Desk v

(Enterprise feature) tnboes Choose original sender of email forwards

I Help Desk 2 When an email is forwarded into help desk, choose the original sender as the associated contact. Replies and ticket
creation will default to the original sender. Turn this setting off to default to the forwarder instead of the original sender.

Availability
Management
Allow & Deny List
Default reply email

Customer Success When you turn this setting on, all replies in help desk will be sent from feam@xen.com.au. You can apply this to all teams or specific teams.

Marketing v

SMs Enable this email as the default reply email address 6
Coutent > Select Team(s)

Payments -

)(E " | HUBSPOT UPDATES THAT MATTER 27
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Service Hub

Help Desk:
Open Tickets
Capacity Limit

® LOW IMPACT

p Sitiboes Rulesets Skills
e r U S e r Security Ticket capacity limits
Brand Identity Manage the maximum number of open tickets in help desk for each user. Automatic assignments will temporarily pause
Approvals for users who are at full capacity. Only users with Service Seats can use the capacity limits. Manage seats &'
(HubShots Lesson)
Filter by: All users ~ Search Q
Partners v
What is it AL NAME CAPACITY LIMIT
] Set the maximum number of open Payments Accoun[ETl) Craig Bailey §
tickets per user o
[ Useful for HubSpot portals that Data:Mandgement Dona Piquero | 4 @
regularly handle a high volume of Eicueriies S Current icket count: 0

live chat conversations.

° For example, if all users are
at a capacity, new chat
conversations will show your
‘Team is at max capacity’
messaging

/ | HUBSPOT UPDATES THAT MATTER 28
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Service Hub

Help Desk:
Set Default
View

HubShots Lesson

What is it
[ Create a custom View that you'd
like to set as default View for all
Help Desk users

7/ | HUBSPOT UPDATES THAT MATTER

® LOW IMPACT

Search by view name Q

VIEW NAME +

A Al Open

@ My Urgent Tickets

XEN | Closed Tickets | Support Pipeline

XEN | Open Tickets | Support Pipeline

SHARED WITH + TYPE +
Everyone Default
Custom

Edit

This will set this view as the default
Set as homepage page users land on when they
) navigate to help desk.

Delete

Custom
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Service Hub

Customer
Agent
Suggested
Prompts

(HubShots Lesson)

What is it
] Customer Agent now serves
page-specific prompt suggestions,
automatically displaying relevant
guestions only when it has the
verified knowledge to answer them

/ | HUBSPOT UPDATES THAT MATTER

MEDIUM IMPACT

'/}f)
F- N
Can customers provide feedback and request revisions on
designs?
J
4 A
How much does XEN Create charge per key page for website
development?
: J
( A
What types of services does XEN Create provide besides website
design?
J

Spam protection enabled

7 ™
| 4 Ask me anything... d )
e J}"] s

N

40


https://www.skool.com/hubshots/classroom/210ab1b1?md=c33aca68f6984dd499688e3aeba9af2f

Service Hub

Knowledge
B a Se Ag e n t M Knowledge base: XEN Knowledge Base v | @URL: https://www.xenkb.com

Manage Analyze Knowl base agent &0
HubShots Lesson =0 o

Transform support conversations
into powerful self-service content

@ HIGH IMPACT

Knowledge base

What is it with Breeze knowledge base agent
m  Automatically analyses customer
support tickets to ide ntlfy - Breeze knowledge base agent writes articles for you: Al will scan knowledge
information gaps an d generate new gaps and analyze ticket data to create article drafts.
draft articles for your knowledge - Publish in minutes, not hours: Simply review, adjust, and publish articles — no
base more juggling multiple tools or endless writing cycles.

-> Create a powerful feedback loop: Utilize your team’s knowledge to keep your
content up to date and continually improve your self-service capabilities.

Create Knowledge Base Agent ‘ Learn more

/ | HUBSPOT UPDATES THAT MATTER 4]
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Marketing and

Content Hub




Marketing and Content Hub
Campaigns:
Report on
Goal

= )
Total goal progress @ ¢ Goal over time @
(HubShots Lesson)
500

FROM 9/2/2025 TO 12/8/2025  FILTERS (1)

MEDIUM IMPACT

500
O Torget O Achieved

What is it «”’ 27%

m  The goalfield in HubSpot Contacts
campaigns is no longer a simple Torge: 500 | Achieved: 153
text field; it now allows you to track
and report on campaign progress e

Custom frequency - From 10 Feb 2025 to 31 Dec 2025
directly.

8
8

Count of contacts
8
&
3

o

o

/ | HUBSPOT UPDATES THAT MATTER 43
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Marketing and Content Hub

Form: Use
Hidden Fields
IN Conditional
Logic

(HubShots Lesson)

What is it
m  This update allows you to use
hidden fields, to trigger conditional
logic within forms and to power
custom redirects after submission.

XE " | HUBSPOT UPDATES THAT MATTER

© MEDIUM IMPACT

LIOOSE RDETWEET UISPIUYINg U TMUnk you messuye or reqairecnng peopie 1o anomer oprnorn.

Thank you message
HubSpot page or External URL
Scheduling page

@ Conditionally redirect to a scheduling page, HubSpot page or external URL

Set up conditions for redirecting visitors to a scheduling page ©

If
B - is any of w
Redirect To

Scheduling pat¥

.

Redirect to a single meeting scheduling
page

60 min, 30 min, and 15 min mee... ¥

-+ Add coanditian
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Marketing and Content Hub

Buyer Intent:
Research
INntent

(HubShots Lesson)

What is it
[ |dentify companies showing buyer
intent, based on their search topics,
even if they aren't existing HubSpot
records.
[ New Signals

7/ | HUBSPOT UPDATES THAT MATTER

@ HIGH IMPACT

Add topics that matter to your business and Breeze Intelligence will surface companies that recently researched these topics.

Q. Keyword 3 Compony URL SELECTED TOPICS 8
= - hubspot onboarding
=) How to Use HubSpot's Buyer Intent Tool — QuigkQyeriiew @ ~»
Watch Later Share
HubShats
Ru 337 companies researching this topic ]

d to see related
pics

HubSpot’s Buyer Intent Tool

QUICK OVERVIEW keyword, we'll show

N&1 gir associated number

hubspot services

Ra 377 companies researching this topic ]

hubspot optimization

Ra 372 companies researching this topic L]
Watchon £3YouTube

hubspot agency

Fo 372 companies researching this topic ]
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Marketing and Content Hub

Branded Email
Templates

(HubShots Lesson)

What is it
[ Use HubSpot default email
templates and automatically apply
your company's branding to it.

/= Il | HUBSPOT UPDATES THAT MATTER

Drag and drop Custom

Search templates Q Event
Saved templates 10 Apply XEN brand ... @&~ Create new template

©® LOW IMPACT
>elecr a rempiare

All templates 45
Ecommerce 18
Engagement 4
Event 9
Greeting 6
Newsletter 5
Plain text 7
Create a new design Announcement Birthday
Other 2
start rom scratch Previow Breview
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Marketing and Content Hub

Throttle
Marketing i pre—
E m a i | Send now

@ HIGH IMPACT

-+ Schedule X

ﬁ Schedule for later
(® Optimize send time for each contact [ Beta ]
H u bShOtS Lesson Each contact receives the email at a time when they're most likely to engage
<d
Send time optimizafion Send Time Optimization uses
we'll send to each contact at a unigue time opt! previous open and click data from
@ you choose below. Learn more. (7 each contact to find an optimal
What is it time to send.
. . Find optimal time within
m  Throttle marketing email send, Longer time windows are likely 10
especially if you're sending to a O 120 hours of sending ';“:jo";zfe Tg:gmg'n‘jgzo
. . | Vel , whi
large number of contacts. This will — , more accurote send time per
help with your email deliverability. & ¢ =% i comoct
or use a custom time frame
T e e If there’s not enough data, we’ll

send at the start of the chosen

window.

Summary

Message will be sent to each recipient at an optimized time for

engagement within 120 hours of sending the email.

/ | HUBSPOT UPDATES THAT MATTER
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Marketing and Content Hub

Custom fonts
IN Marketing . S

@ HIGH IMPACT

+ Template design X

Pattern
L]
| ke Background color
e I I I a I S # FFFFFF & [0 Display options ~
4
v Textstyles Inter - spx v B I U A~ #~v =v = v iz v 1=
(HubSpot KB) i —
© Paragraph Custom Fonts @ 2 Inter > Il
- i ts of 1
lotey 18X % ‘ Default font Work Sans ) B’
# = ystenr
o - - Arial to help.
What IS |t & Webfonts @ +
m  Use custom fonts in marketing - ) Bt de m
emails to match your brand v . Georgia

Lato

et _

Custom fonts @

~
Inter v

Work Sans m

Manage brand fonts &

12 >

7/ | HUBSPOT UPDATES THAT MATTER 48
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Marketing and Content Hub
MEDIUM IMPACT

Auto Capture =

Website Events % Custom events

Clicked element details
Use the click selector @ or manually type the CSS, ID or jQuery selector

Selector *
( u |Q Ot KB The selector will be automatically highlighted for you
div#hs_cos_wrapper_widget 17803717163t ] [ ‘

I'd like to track this on:

-, All websites with the tracking script

What IS |t ) o O Tracking on 15 domains & or more @
[ Track clicked element or visited . This domain
URL on your page without code " Tracking all of https://accord.asn.au
This page

@ Tracking only https://accord.asn.au/accord-training-regulatory-
bites

Tracking name *

‘ Download the slides ‘

cancel

7/ | HUBSPOT UPDATES THAT MATTER 49
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Breeze Al

(HubSpot Al)




Breeze Al

HubSpot
Credits
Overview

HubShots Lesson

What is it

[ HubSpot Credits by Hub
e Starter = 500 credits / month
e Professional = 3,000 credits / month
e Enterprise = 5,000 credits / month

[ You can buy additional HubSpot Credits
as add ons

[ Credits per usage:
e T1record enrichment = O credits
e 1 Customer Agent conversation = 50

credits

51
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Breeze Al

Record
Enrichment

(HubShots Lesson)

@ HIGH IMPACT

NAME v | HAS BEEN ENRICHED v EMPLOYMENT ROLE vz EMPLOYMENT SENIORITY | i EMPLOYMENT SUB ROLE vl
e T - Yes Marketing Senior Marketing Specialist
.@ e Yes Communications Senior Writer
[ QSRR Yes Operations Executive Chief Executive Officer
FLEE P ] Yes Sales Employee Salesperson
Wh at i s it e —— Yes Information Technology Employee Data IT
n H u bSpot AI cou Id po pu Iate some [ Yes Entrepreneurship Owner Founder
prope rties like nam e, cou ntry and | R Yes Marketing Manager Marketing Specialist
employment role for contacts or S — e saie v Soles Gpererions
com pa ny name an d | n d ust ry for [~ SR Yes Business Development VP Director of Development
CO m pa n ies. [ e i g Yes Information Technology Manager Information Technology Spe...

/ | HUBSPOT UPDATES THAT MATTER 52
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Breeze Al

HubSpot
Credits: More
Control of
Enrichment

(HubShots Lesson)

What is it
[ More enrichment options (link)

%E ! | HUBSPOT UPDATES THAT MATTER

MEDIUM IMPACT

Settings Conversational Enrichment

Conversational Enrichment
Leverage Al to process conversation data to find insights and automatically update associated records.

Email Contact Enrichment &

Keep your contact properties up to date by automatically detecting changes in email logged to this portal.

New Contact Extraction from Email &

Add newly mentioned contacts found in emails and associate them with their respective company records.

Return-To-Office Date Detection &

Pinpoint expected return-to-office date by analyzing out-of-office reply emails, ensuring timely outreach.

ing Transcript Enrich [: ]
Keep your contact and company properties up to date by autornatically detecting properties mentioned in logged meeting transcripts.
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Breeze Al

HubSpot
Agents

@ HIGH IMPACT

°
Overview e
Overview Agents Workflows Needs attention Context
H u bShOtS Lesson <Search agents Q> Built by All » Status All ~ Sort by Name (A-Z) ~
@ Published @ Published @ Published
- 2 2 ta
What is it J J
u Breeze Agent isa type of Al that is Call Recap Agent Call Recap Agent N3 Company Research Agent
d eSig ned to 0 pera te W|t h a h |g h By Craig Bailey By Roselen Fernandez By Craig Bailey
Q Q Transforms call transcripts into notes and Transforms call transcripts into notes and Company research: prospecting, funding,
d eg ree Of a Uto nomy Wlt h N follow-up emails. follow-up emails. profile, news & more
HUbSpOt (edit ) ( View details ) () (;\ ( View details ) () 1/;\ ( View detail ()
m  The main purpose of Breeze Agents NN AT AT

is to handle busy work and
repetitive tasks

[ Pre-built agents are available on
the HubSpot Marketplace

7/ | HUBSPOT UPDATES THAT MATTER 54
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Breeze Al

Data Agent:
Custom
Prompt In
Workflow

What is it
m  Add acustom prompt in Workflow
like summarising a Playbook and
adding that as a note against the
contact/deal

XE " | HUBSPOT UPDATES THAT MATTER

© MEDIUM IMPACT

Pinned

~ Note

Playbook Call Summary

1. Meeting Type Detected:
New Lead Qualification

2. Discussion summary
The client is seeking assistance with = =
= = R N s

= = smm e s w

Actions ~ 7 Nov 2025 at 8:01 AM GMT+8

3. Core Outcome (Qualification/Decision/Referral):

4. Next Action & Owner:
Schedule a follow-up meeting to discuss ‘=

5 Critical Information/Red Flags:
None.

% Add comment

Mo SE W I N M NS EN s B . =m m

1 association ~
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Service Hub

Customer
3
Agent

0 Craig riitags ‘ Q search articles ‘
Got any questions? I'm happy to help.

@ HIGH IMPACT

Browse Categories
HubSpot
93 articles >
Working with XEN 5
17 articles
Technology Companies >
15 articles
e e Solar Dealers
What IS It 35 articles >
[ ] Al support that can answer p—
9 o Q gy >
enquiries (chats, emails, phone 4 articles
calls, forms, etc.) 24/7 by pulling Google Tools "
information from your content or TS
provided knowledge source olsowerid >
Social Media
17 articles %

= o- «»

7/ | HUBSPOT UPDATES THAT MATTER 56



Breeze Al
@ HIGH IMPACT

Who Customer
Ag e n t Channel
Responds to on ’
E m a i | « Choose when Customer Agent should respond (optional)

Working hours ©

All hours
(HubShots Lesson) @ : :
The agent responds to new conversations at any time

7

() During specific hours

Whatis it The agent responds only within the hours you set
[ Define which contacts your ' () Only outside specific hours
Customer Ag ent respo n dS wit h on The agent responds only outside the hours you set
email by selecting from existing
HubSpot segments. Targets toinclude & ED

When no targets are selected, the agent responds to everyone.

I Select contact lists v l

Targets to exclude © (&)

‘ 04: Customers x v ’

/ | HUBSPOT UPDATES THAT MATTER 57
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Breeze Al

Run Agent
Workflows
Action

What is it
m  Trigger a Breeze Agent using
Workflows

/ | HUBSPOT UPDATES THAT MATTER

@ HIGH IMPACT

File v Edit ~ Settings View v

Choose an action

@~

Help v

Cancel

Data Agent: Custom prompt
Ask Data Agent anything

&

Data Agent: Fill Smart Property
Use the existing prompt to fill and save to the record.

&

Data Agent: Research

Automatically generate and extract data from a variety...

Enroll in prospecting agent

Enrolls a contact in the prospecting agent. View and edi...

Infer company value proposition and ICP

Scrapes a domain to infer what the company sells, their...

Research company news

Provides a concise summary of recent business news fr...

Run agent
Run an agent

58



https://www.skool.com/hubshots/classroom/210ab1b1?md=43db9ba8503c49a09259fce04a2d15d7

Breeze Al

Breeze
Assistant

What is it
[ ‘ChatGPT’ experience in HubSpot
m  Answers can be based on the info
within your portal or on the web
research
[ Can also perform actions like
creating records

/ | HUBSPOT UPDATES THAT MATTER

@ HIGH IMPACT

4 Breeze Assistant

Hi Roselen,
how can | help you?

Summarize Create How do | & Meetings
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Breeze Al

Map Enriched
Data to

Custom | e o :
Property

MEDIUM IMPACT

Payments Account Mapping
Configure how enrichment properties map to your HubSpot properties.

Data Management

Properties e 2N

Conponis

( Search Q 12 standard properties

Objects v
2 Enrichment Property HubSpot Property Overwrite Rule
Translations.
H u bs h Ots Less o n I Data Enrichment < State/Region Code [ ax State/Region Code hd 1 [ Fill empty values only L ‘ S
Markets Beta
St S s Country/Region Code { s Country/Region Code - J { Fill empty values only - l a8
H H Backup & Restore
What is it I [~ iidis T [Femyon <] [s
m  Choose which properties your Tools
enriched data will be written to: Meerings we Ste/Region [ state/Region = | [ Fitempty values only - @
Calling -
Sales Workspace = Country [ e Country - ‘ ‘ Fill empty values only - ‘ [a
Sales Performance
Inbox & Help Desk v e JobTitle [ e Job Title - l { Fill empty values only ~ l

/ | HUBSPOT UPDATES THAT MATTER
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Dashboards

and Reports




Dashboards and Reports

Goal as a
Reference
L Ine N

)se Date ~ End datetime ~ Last quarter - = Advanced filters Reset filters.

Frequency
LAST QUARTER | MONTHLY FILTERS (1)
Monthly v

® (Sum) Closed amount @ (Sum) Target amount in company currency

@ HIGH IMPACT

Reference Line

_ ) :: — (® Goal ® XEN | Forecast Revenue ¥
Static number @
20K
What is it £ s ':' o .
m  Use a Goal you created as a
reference line in single-object
reports. SK
[ For example: compare your closed : s

Jan 2025 Feb 2025 Mar 2025

(Sum) Target amount in company currency

deal amount against your revenue nd doterime
goal.

/= Il | HUBSPOT UPDATES THAT MATTER 62
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Dashboards and Reports

Ine ltem
Revenue
Reports

(HubShots Lesson)

What is it
[ Get more accurate insights by
reporting on closed or forecasted
revenue using the billing start and
end dates for each line item

%E ! | HUBSPOT UPDATES THAT MATTER

@ HIGH IMPACT

Closed Won Recurring Revenue

Open Recurring Revenue

All Closed Won Revenue

Billing start date - | Thisentireyear ~ |  + More = Advancedfilters | Reset filters

*4 Report summary [EE0

»

Settings About More ~

Show Metrics ©

Chart type

2|l = || X
a5 ~|

Frequency

Monthly -

Break down by @

Product %

None
Product
Product type

Deal type

$3,000.00
THIS ENTIRE YEAR | MONTHLY FILTERS (3)

@ HubSpot Blueprint

$4,000.00
E $3,000.00
£ $3,000.00
e
2
s
2
$ s200000
5
g
£
H
g
B $1,00000
K

$0.00
© 4 » v o P o o
& F & P P
b4 & « W ¥ K ¥R &

Reset Settings
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Dashboards and Reports

Organise
Reports
with Tags

( u bShOtS Lesson Dashboard ~ Owner ¥ Last updated ~ I Tags~ ~ | Clear filters

® LOW IMPACT

Name + @® XEN B2B | Revenue Owner + Assigned + Tags
Wh .. irg (@ XEN | Deals | Time in Cc (J ® XEN Create Craig Bailey Everyone
atisit
m  Custom tags provide the practical ® xen creare | Rbnue ..

benefit of structuring and ¢ (Opscsgutiocs Fernandez L

.« . 7

organising reports i
irg () XEN | Deals by Closed by Month by Brand 1 ?:::;Zaz -

/ | HUBSPOT UPDATES THAT MATTER 64
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Dashboards and Reports

User-Friendly
Formula Field e
Options Iin

Re ports SRR SR T —

HubShots Lesson
CALCULATE ‘ COUNT

MEDIUM IMPACT

v ‘ OF ‘ DEAL.quote_date v | Use as
What is it + Add conditional block
m  When creating formula fields in
custom report builder, you will now Fotmita Reviaw

This is a preview of data included in your formula calculation.

see two simple formula options
Conditional Logic and Summary
Measure.

Record ID - Deals TL

=

Schnubbs | New Website and Marketing (1005544869) 7
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Dashboards and Reports

New Report
Builder
Experience

(HubShots Lesson)

What is it
m  The new report builder is more

user-friendly and easier to navigate.

7/ | HUBSPOT UPDATES THAT MATTER

® LOW IMPACT

data source =)

count

resuts from: (AW) (Contacts primary))

efault measures

Configure style

Fiters (0)

Visualization

Vertical bar

3 Xeaxs

£ Create date - Monthly

Yeaxis

Compare by (-

> Formula fields (0/5)

- mm O RN E e [y

Moy 2015 Jon 20 Seor 2018 Moy 2020 mwn Sepr 2023 May 2025
Create date - Monthly
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Loop

Marketing




Loop Marketing

/

o)

Express who
you are

A focus on:
Messaging

| HUBSPOT UPDATES THAT MATTER

02

Tailor your
approach

A focus on:
Content

What is it

m A 4-stage marketing process to prioritise the tools and
features you should focus on, to implement HubSpot's
Loop Marketing Playbook and maximise your marketing

results

03

Amplify your
reach

A focus on:
Promotion

04

Evolve in
real-time

A focus on:
Improvement

68


https://www.xencreate.com/blog/loop-marketing

Bonus tips
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Bonus tips

Record
Customisation

What is it
[ Customise the information that you
see on your left sidebar (link)
[ Customise/rearrange the associated
objects you see on the right sidebar
of a record

/ | HUBSPOT UPDATES THAT MATTER

® LOW IMPACT

< Companies Actions ¥

"% HubSpot

hubspot.com & ©
+1 888-482-7768 ©

®EEOEE

Note Email Call Task Meeti.. More

~ About this com... Actions? (@]

Account Name
HubSpot

Company owner
Craig Bailey
Digital Coordinator
Kezia Improso
HubSpot Strategist
No owner

VIP Client

Account Type
Reseller

Company Domain Name
hubspot.com 7

Description

Activities Overview More ~ @ c

All activities Notes Emails Calls Tasks Meetings

—
Search activities Q Collapse all ~
Activity (30/31) v < All time v More ~ Clear all
Upcoming

> Meeting -/l 27 Jul 2026 at 9:00 AM GMT+8

£ Prep for meeting

> Meeting - Craig. | 28 Jul 2026 at 1:00 PM GMT+8

) Prep for meeting

is inviting you to a scheduled

> Meeting mmmm Hubspot Partn.. 28 Jul 2026 af 3:30 PM GMT+8

£ Prep for meeting

Your inside track on HubSpot — updated every week with what

v Contacts (.. + Add

Q 3% Filters 4 Sort

% awellingham@hubs...
HubSpot

Email: awellingham@hu.. ©
Phone: --

Contact with Primary Comp...

"% HubSpot Billing
HubSpot

Email: billing@hubspot... ©
Phone: --

Contact with Primary Comp...

P Leroy Dean
HubSpot

View all associated Contacts &'

> Buyer Intent
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Bonus tips

Quick Actions
on Views

What is it
[ On list view of any object, quickly
re-organise your columns by right
clicking on a column

XE " | HUBSPOT UPDATES THAT MATTER

® LOW IMPACT

Deals ~
170,189 records
All deals X My deals

Sales Pipeline - Deal owner~  Create date ~

TOTAL DEAL AMOUNT WEIGHTED DEAL AMOUNT

$1 $1

Average per deal: $1 Average per deal: $1

Search name or descriptic Q
DEAL NAME =
Luke Turnbell - Hugo - Vetland Hospital And Emergency
Test Test - Test Dog - Lilydale Veterinary Centre
Daniel Galvin - Cody - Lilydale Veterinary Centre
Jessica Sakareassen - Dana - Lilydale Veterinary Centre
Philip Stokoe - Bobby - Lilydale Veterinary Centre
Jessica Sakareassen - Dana - Lilydale Veterinary Centre
Queenie Koay - Meatball - Vetland Hospital And Emergency
Erin Simmons - Molly - Lilydale Veterinary Centre
Sue Moon - Tom - Lilydale Veterinary Centre

- Penny -

ilydale Veterinary Centre

Last activity date

Close date ~

OPEN DEAL AMOUNT

$0

DEAL OWNER
No owner
No owner
No owner
No owner
No owner
No owner
No owner
No owner
No owner

No owner

+ More

+ Add view (2/50) Al Views
= Advanced filters
CLOSED DEAL AMOUNT NEW DEAL AMOUNT

$1 $0

Average per deal: $1

LAST CONTACTED (GMT+8) & LAST ACTIVITY DATE (GM..
- Today at 3:05 PM GMT+8
- Today at 3:05 PM GMT+8
= Today at 3:05 PM GMT+8
- Today at 2:08 PM GMT+8
Todoy at 8:00 AM GMT+8 Today at 2:08 PM GMT+8
Today at 2:08 PM GMT+8
Today at 253 PM GMT+8 Today at 2:53 PM GMT+8
Today at 2:52 PM GMT+8 Today at 2:52 PM GMT+8
< Today at 1:08 PM GMT+8

- Today at 1:07 PM GMT+8

Actions +

Hide Metrics @  «

AVERAGE DEAL AGE

161.3 days

Export Edi
DEAL STAGE s
Pending (Sales Pipeline)
Checked in (Sales Pipeline)
Pending (Sales Pipeline)
Completed (Sales Pipeline)
Pending (Sales Pipeline)
Pending (Sales Pipeline)
Pending (Sales Pipeline)
Pending (Sales Pipeline)
Completed (Sales Pipeline)

Completed (Sales Pipeline)
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Bonus tips
® LOW IMPACT

Inline
. . Companies v
ASSO C I a t I O n B All companies i1 Mycompanies +
Ta b | e (xen X /\l (?Filfer) ( 1% Sort by \>

Company owner ~ Create date ~ Last activity date ~ Lead status ~

O Company name Company — Deals
D > Bx  XEN Systems o=

O > “Zit XEN Systems 11 records

What is it
[ See associated records on any index
page and preview associated
records without leaving the page

Y 2N
'\,) @)

= Advanced filters

Type
Partner

Prospect

Company owner
@) XEN Servics
e‘ XEN Servicg

7/ | HUBSPOT UPDATES THAT MATTER
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Questions / Comments

Ol 02 03 04

Add Text Here Add Text Here Add Text Here Add Text Here



Prioritised List of
Recommendations

01

02

03

04

05

/

Buyer Intent

Goal & Forecasting

Call and Meeting Notetaker

Campaigns: Report on
Goal

Breeze Assistant

| HUBSPOT UPDATES THAT MATTER

Description

Al Powered tool that
surfaces companies that are
showing high buyer intent

Report on revenue goal and
forecasted revenue

Al meeting recording that
syncs recording and
transcript to HubSpot

Track and report on
campaign goals

Al companion for getting
work done in HubSpot

Next Steps

Setup TAM and Views
Training

Set up Goals and
Forecasting

Enable betas and organise
next steps with Profectus

Add goals to campaigns
starting with Maturity
Diagnostic

HubSpot users to start
testing

Priority

High

High

Medium

Medium

Low

T4



01 XEN to share this slide deck with you

N e)(t Ste pS 02 Start implementing key takeaways

03 Email team@xen.com.au for enquiries

HubSpot Updates <
that Matter - O 4

Feel free to book in another session with XEN
‘t'| v ? |
)’4.

05 Sign up for the HubShots daily tip (link)

06 Sign up for the HubShots Community to
access Courses (link)
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Options for
Working with

XEN




Item:

HubSpot
On-Demanad

Flexible, ongoing HubSpot support
and guidance as needed

/ | HUBSPOT UPDATES THAT MATTER

Key Benefits

Rapid response from dedicated HubSpot specialists
Fast turnaround times

No minimum number of hours each month

Use the On-Demand service for as long as you need

Cost

$275 per hour +GST (in blocks of 10 hours minimum)

Resources

m  HubSpot On-Demand details (link)
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Item:

HubSpot
Training

HubSpot training tailored to your
sales team

/ | HUBSPOT UPDATES THAT MATTER

Key Benefits

m Tailored training sessions to address specific needs

Practical implementation during training calls

u Focuses on quick wins and addressing immediate
problems

m  Training is recorded for future reference

Cost

$6,000 +GST

Resources

[ HubSpot Training details (link)
m  Brochure (link)
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About XEN
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Join these companies
getting the most
out of HubSpot

/

| HUBSPOT UPDATES THAT MATTER

Yy secure agility

N
SMARTQIGD

Tailoring UKG Solutions

funding ¥

%:é integrated os

dijital team

QU '[,/

allume:

AW

N\
©® Langley Group®

Quatrix

? Profectus
Your Compliance and Recovery Insider

HealthBright.

’ SENTRAL
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£€ They really are an
extension of our
What Our marketing team.

C | | e ntS Say XEN brought a lot of knowledge and experience in HubSpot.
XEN's combination of technical knowledge, processes, attention to
detail and digital campaign strategy development make them an
asset.

Alex Tesoriero
Brother



What Else can we
Help You With?

HUBSPOT BEST PRACTICE VISUAL AND GRAPHIC DESIGN EDUCATION

XEN ++*

XeN creale HubShats

Strategy and implementation WIVE] Education
HubSpot process best practices HubSpot design best practices Coaching

Onboarding Websites (with lan Jacob)
Optimisation Graphic design Podcast & YouTube show
Training Video editing HubShots Framework

HubShots Community
Solid Foundations Beauty & Calm

Empowerment

/ | HUBSPOT UPDATES THAT MATTER



https://www.hubshots.com/
https://www.xen.com.au/
https://www.xencreate.com/

Contact Craig

@ +61 413 489 388

@ craig@xen.com.au

116 Military Road
Neutral Bay NSW 2089
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Thank You!

XcN



