CRM Discovery
Session

Sample client - RevTechie



d Session Objectives
d Session Formats
d Planned Sessions
d Q&A

10/01/2026



Introductions




Session Objectives




Discovery Defined

The discovery phase is the first stage of systems development. It involves the project team, function
leads, technical leads, and company leadership working together to collect and produce:

U project objectives

U functional and non-functional requirements
U feature selections

I system architecture

I Implementation schedule

At this stage, we ensure every team member has a working understanding of the project objectives
and the steps to achieve those objectives.
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What we will be looking for

What is working now?

o

y
A

y
S a—

y
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What is not working?

What feels like it could be better?



Session Format




Session Formats

Process Review Click-Through
* Guided review of current processes - Step-by-step click-through of systems or
* Led by RevTechie representative features
* Approximately 1 hour in length * Led by Client representative

* Approximately 1 hour in length
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Planned Sessions




Planned Sessions

Client Sales Process Discovery:
In this meeting we will review how your clients interact with your sales systems.

Type:
Process Review

Agenda:

Customers and Clients Identification
Primary sales processes

Per Sales process

Interaction points with your systems
Interaction points with your sales staff

RevTechie Owner:
RevTechie consultant

Client Owner:
Client lead
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Systems being
evaluated




Systems being reviewed

Throughout the course of this evaluation, we will be reviewing all sales support systems and
processes.

Leads/Company/Deal Management
Forms
Chat - Flows

1.

2

3

4. Social Media
5 Ads Management
6

Email Marketing
1. Programmable Email Content

~

Marketing Automation
8. SEO Recommendations and Optimizations

9. Predictive Lead Scoring
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System Activities and Ownership

I ™ B

Manage and Segment Companies based on different
parameters using lists

Assign Contacts to different users

Customize Contacts with up to 1000 custom properties

Leads/Company/Deal
Management

Promotional Website

Salesforce

Constant Contact

Zapier
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System Activities and Ownership

I ™ B
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Questions?




Marketing Hub
Enterprise - Features
Discover




Powerful CRM and
marketing tool




Leads /Companies /Deals Management

With Marketing Hub, all your marketing
tools and data are on one easy-to-use,
powerful platform.

2. You will be able to communicate, store
& visualize interaction, keep
relationship of all objects like contacts,
companies, deals, tasks, activities &
events.

10/01/2026

@ Newnote € Email & Call  + Logactivity O Createtask @9 Schedule
9 Rachel Yen s
HubSpot Start typing to leave a note..

Actions v

This contact is not currently eligible to sync.

Details s 80T <

Activity N Email Call Task

v About thi tact
ivity (35/36)
FFFFFFFFF
®

Rachel December 2018
Last name
Yen

e Rachel Yen completed [INT] Biglytics Contact Setup
EEEEE Dec 12 at 6:12 PMEST

oooooooooo

Demo User (Salesforce)

Activity

0

Notes Emails Calls Tasks

Filter activity (35/36) v

December 2018

Rachel Yen completed [INT] Biglytics Contact Setup
Dec 12 at 6:12 PM EST

Rachel Yen contact property copied [INT] Biglytics Contact Setup
Dec 12 at 6:12 PM EST




Hubspot Forms

Create a new property

1. Standard forms
Progressive forms
Popup forms.

Customized forms

i & W N

Form API (for your custom forms)
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Chat-flows

Create chatflow

Start a live chat

4 Welcome visitors < @ HubBot
’ Welcome visitors and send them directly to your live

team.

1. Sales Chat-flow

How many employees work

. Live Chat-flow =
Idab EEEED
SR [ mu.sna!': 500-1000 [W

:
9% Qualify leads bot
Find out if visitors are qualified before sending them Great. And where's your
(]

. Support Chat-flow

company located?

W N

. Chatbots

to a sales rep

Boston, Massachusetts

Book meetings bot
Let visitors book meetings using a Meetings link 0
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Social Media

Create new social posts X

Posting from: BigLytics * When: Nov 1, 2018 9:36 AM EDT

Inbound Video Marketing

prill
1. Content Calendar management \mrle !

2. Social media scheduling —
3. SOCiaI mEdia Campaign performance 0 Posting from: Biglytics ~  When: Nov 1,2018 9:36 AM EDT
& analytics
@ Posting from: *2015* Biglytics ~  When: Nov 1,2018 9:36 AM EDT

r— Y ¢ Y Y i}

Sel
Schedule post (2) [ Save as draft ‘ Campaign: No campaign ~
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Connect different paid channels

Paid media analytics

Source attribution

Ads management

Filter by: Last 30 days = All networks ~  Enabled Campaigns ~

IMPRESSIONS

126,293

across all networks

B

9%

CAMPAIGN NAME

APAC | JP | September | IMA MQL

APAC | JP | September | Trial MQL

> > > >

Ads Add-On BOFU Terms

Manage your paid campaigns

10/01/2026

APAC | SEA | September | MOL 1 1ig

CLICKS

6,239

$2.66 each

Campaigns Audiences

Attribution Reports:

Impressions ~

34,701

SPEND $16,623.34 ESTIMATED ROI 46%

LEADS @ CUSTOMERS
268 82% 24
$62.03 each $755.61 each
SPEND LEADS ROI
$477.21 ] 77
$199.73 4
$284.43 4] ]
30 1}
Analyze
—
- Date: Custom time period ~ ® 10172016 ~ 5 8 11/11/2016 ~
\
\\n

Clear filters

SPEND $371.14 ROI 1,180%

Accounts: 2 accounts selected ~



Email Marketing

< Back to all emails Thanks for downloading

Edit Settings Send or Schedule Proview Test

Content Design

Add content
Thanks for requesting

1. Custom Templates e = BNt et Crowth

. Custom modules

Add layouts

2
3. Smart emails
4

1 2
. Newsletter
° Open rate 34.5% o Click rate 8.9% o
5. Blog emails
Unique opens 18 Unique clicks 22
6 . An nouncemen t Total opens 28 Total dlicks 72
@ DESKTOP 72% MOBILE 22% © DESKTOP 62% MOBILE 17%

Time spent viewing email

SKIMMED
READ @ o GLANCED @

30% 45% 25%
|
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Programmable Email Content

Programmable Email Automation Demo  # [
Actions Settings Performance History
N

Current choice

Customers want to receive personalized

& Contact enrollment trigger
emails with relevant content based on
their specific needs and interests. But
when your customer base is big and S
complex, achieving real personalization is
challenging. I

With programmable email content, you

can build one email template that e
leverages custom, conditional logic to ‘
deliver a unique version of an email . ki
campaign to every contact on your list. — ——

@ Updated 8 Jul 2020

ey ~ i 7
Listings for you & @ (Custom Objects) 7 Renewal Email New

@ Updated 30 Jun 2020

ap

X Delay until event happens
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Marketing Automation

1. Automated marketing drips s f

2. Automate Omnichannel experience
(website notifications, SMS, emails,
website content) o |

NO YES

3. Custom actions via api

4. Create sales tasks, activities and Workdlow gos
update data in hubspot

meet your goal criteria.

contact conversions and automatically unenroll contacts from this workflow when they

You can view your goal conversion rate on the performance page

5. Scoring based automation

The contact property Lifecycle Stage is equal to Oppertunity.

6. Behavior based automation

10/01/2026 10



SEO recommendations & optimizations

¢ Back to SEO
inbound marketing # Topic ©

1. Understand how to optimize your slommafatg
content for search in one
convenient location. 9,900

2. Plan your content strategy and
build search authority. i :

3. Report on your performance and

log Post
rank in search |
[ ] @ Published
-,
- o
nnnnnn d marketing strategy
Attach content URL //_ ooooooooooooooo
M
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Predictive Lead Scoring Software

1. Automate lead qualification with P —
P red ICt Ive scorin g ° Add points when a record meets this criteria Remove points when a record meets this criteria
2' CUStomize your score to your No positive score No negative score
business with traditional scoring. citeia criteia
. To start adding positive To start adding negative
3. create mu Itl p I e score s h EEtS fO r score criteria click "Add score criteria click "Add
your scaling business citeria criteria
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Advanced Customer
Web Experience




Landing Pages in hubspot

BIGLYTICS

YOUR COMPREHENSIVE
GUIDE TO MARKET ANALYSIS

With CMS Hub, you can create truly
sophisticated web apps that bring your
website from a static brochure to an
interactive experience. By combining
your web app with MHE, you can start to N
engage with your customers based off of ‘
the interactions they’ve had on your T

website.

H

{

New contacts
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Blogging in Hubspot

Calendar TR schecuis > |

Sevnier | | < > | September2016 e e O

Sunday Monday Toosdsy Thucsday Fridny Saturday

i
i

Vw52 mermeverts i 38 more e Vw21 morm v,

Manage multiple blogs in hubspot. All S
your blogs could be linked the smart
content, and integrated with inbuilt SEO
tools.

]

P oo x

< Back to blog posts Edit Settings Publish or schedule ¥ Saved Save

H Optimize X BIGLYTICS ABOUT  SERVICES  BLOG  RESOURCES  CONTACT  LOGIN

Improve your content for better performance by

Comes with complete control over T

This blog post is about:

cu StO m |Zat| on an d ea Sy e d |t0 r T .| 5Signs It's Time to Invest in Big Data D

By: Sally Smiles  7/8/16 914 AM

TO-DO
Search
Content Body (511Words)  The list post is one of the most popular and readable blog farmats on the

There are 0 call-to-actions in the blog post. @ web. It is composed of -- you guessed it -- a list, and includes short
ragraphs about each item.
market research keyword not used. @
BROWSE
Your blog post includes 0 internal links. uction as a way to tell the ‘
Explore some internal links you might use in @ will help them. Keep it light by including a pe: If you BIG DATA (17)

data that you can include relating to your list, include that in your

this blog post.
DATA SCIENCE (8)
introduction, too

Meta MARKET ANALYSIS (8)

There are 0 keywords in your URL. (6]
CASE STUDIES (7)

Title
BIG DATA ANALYTICS (4) Help
Your title has no keywords. €]

Y - BEDARTING (41

10/01/2026 15



Contacts v

Conversations v Marketing

Sales v

Service v Automation v

Email CTAs

Webpages CTAs

Smart CTAs

Analytics & event recording

AW s

10/01/2026

Calls-to-action

Date Range: Alltime ~

PREVIEW

GET STARTED

Campaign:  All campaigns ~

NAME

DOWNLOAD (eBook)

Smart

GET STARTED (eBook)
Simple

Customer: View Report
Simple

[Data] Learn More
Smart

Type: All ~

& Export Data Search CTAs Q
VE.. v CLICKR... cLc... LOCATI... LAST MODJF...
162,560 2.87% 4,664 13 Dec 12,2018
148,593 1.48% 2,203 1 Jun 15,2018

Contacts v Conversations v Marketing Sales v Service v

162,560

VIEWS CLICKS
Alltime All time

Call-to-action placements

NAME VIEWS
Default CTA 162,404
Marketing qualified lead and 156

Customer

Automation - Reports v

4,664

CLICK...

2.87%

2.56%

2358

5%
SUBMISSIONS
All time
e | Gl
CU... SUBMISSI... SUBMI... MODIFI... *

Nov 22,

4,660 4.98% 232 2018
Dec 12,

4 25% 1 2018

16



Web Applications

BROWSE BY WV All Classes SEARCH EVENTS

Upcoming classes

With CMS Hub, you can create truly
sophisticated web apps that bring your
website from a static brochure to an Barre With Anne Power Step Level
interactive experience. By combining your web B

app with MHE, you can start to engage with
your customers based off of the interactions
they've had on your website.

November 2020 i
SU MO TU WE TH FR SA

rA,ee 208 SN AN R 67

8 9 10‘["12 13 14

15 16 17 18 19 20 21

22 23 24 25 26 27 28

295 S0P T2 NG 4 S

o g === B L E "

© Thursday, October 1,2020 .
" 6:00AM ' -

O 25First Street 0 Thursday, October 1,2020
Cambridge MA ' 600 AM
(.} There are 8 spots left O 25First Street
Cambridge MA

15} There are T spots left
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Memberships

AT HUB

) ) Sign in to view this page
Create membership-based content using

HubSpot lists. Allow only specific customers to This age s on avalatl o people o e been ghen
access a section of your website. Use this to
create content for specific segments of your —_—
customer-base, or manage premium content _— =
channels.
Password* Show password
Password 2

¥/ Remember Me
Forgot your password?

Having trouble? Contact the admin

10/01/2026 17



Custom Objects

Custom Object

AUTHORS

: : CRM CMms
Start surfacing custom object data on your
. HUBSPOT PLATFORM WEBSITE & APPS
website to take advantage of the full HubSpot
p | atfo rm . Reporting Automation www.business.com/authors api.hubapi.com/.../graph/authors

) {

author enrollment "type":"
“objects”: [
{

“names”

"associations":"
L
{
Records Communication ”name_":"_
“associations":"
}
{

s

Other CRM data “associations":"

1=
]

Footer }

10/01/2026 18



Brand Domains & Dedicated IP

Expand your business across multiple
websites, or create a microsite for an
upcoming campaign. Whether you want
separate websites for your B2B and B2C
business units, or you need a site for your EOY
Marketing push, leveraging the additional
domain in CMS Hub Enterprise lets you easily
manage all your content in one place

10/01/2026

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

Settings

Your preferences
Basic info
Notifications

Security

Account Defaults
Contacts & Companies
Conversations
Domains & URLs
Import & Export
Integrations

Marketing

Private Content

Domains and URLs

Domains URL Redirects Language Settings

Primary domains

www.hubspot.com

Website ® Connected
‘ www.inbound.com

Website @ Connected
7 offers.hubspot.com

Landing pages @® Connected
blog.hubspot.com

Blog @ Connected

Sitemap
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Advanced
Configuration




Custom Objects

Contacts Conversations v

Marketing v

With custom objects, you can capture data
that's unique to your business in HubSpot.
This allows marketers to create new segments
and build customized reports, campaigns, and
workflows that leverage both CRM property
and contact data in HubSpot, plus custom data
unique to your business, like product usage or
inventory data.

10/01/2026

Contacts ¥

can

Tickets v # My contacts

Company Loc...

Referrals 2

Services

Subscriptions
2 Blumenthal

wfm - -
* Al Services = 4+ Add view
Search Q, Mame -
HAME

PHGD, Ine. Teck Coatulting
Project ADC

In-Hauis WX Training

Sales Onsste Workshop
Atfania Clavsronm - O4d 2019
Saled Ondite Workthep

Cales Ana® e Wnrtchan

Contact ownel

ALt
Al wlgwr
Dbject creato d... = = More fivers

SERMACE TYPE START DATE
Cngearsg technical corduhing Aug 24, 2020
Classroom traning HAug 27, 2020
Oty Irgiring - 310, 200
Crnsitar trasring ape 13, 2020
Clasirgam traming Jan 30, 2009
gt dirineg Ap 13,2020
Cimmiin trafring Arr 172090

€ Pow 1] 2 Mext

25 per page -

Tabde actions = H Savi view
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Custom Behavioral Events

Custom Behavioral Events allow you to create
custom event data unique to your business.
Track on which events are executed the most,
segment your database, use workflows to
triggers for hyper targeted campaigns, and
report how they impact your bottom line.

10/01/2026

Completions over time

[Marketplace:: Themes] Clicked preview button @ [Marketplace::Themes] Clicked download button @ [Marketplace::Themes] Clicked play video

150
125

100

Completions
-
b

N o- U= o o DO, SN WY
0 O~ i O~——o0—0pn X _—0 ; . S 0 —0—0~

f A . A= !
97202021 9/22/2021  9/24/2021  9/26/2021  9/28/2021  9/30/2021  10/2/2021  10/4/2021  10/6/2021  10/8/2021  10/10/2021 10/12/2021  10/114/2021  10/16/2021  10/18/2021
Completion date
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Behavioral Events

Create event X

Event name

Trial Activation

Tags

Select tags -

With behavioral events, you can track custom
interactions unique to your business that i i
clearly indicate that a customer is ready to
take the next step in their buyer journey and
trigger or schedule the next touchpoint to
send once that event has been completed.

Clicked element

Submitted form

Visited URL

@ Custom event

10/01/2026 23




Business Units

& hubspot.com * @0 ¢
.)5 Software v Pricing Resources v Get HubSpot free

There's a better
way to grow.

Marketing, sales, and service software that helps @

your business grow without compromise. Because ;
“good for the business” should also mean “good for @
the customer.”

6

As your business grows, you might choose to LR=S

branch out into distinct brands to expand your l, - nacnaac n|'1|' |1
reach while maintaining brand recognition B =Ee—— ‘O “ "
and identity. With business units, you can host A — & "f”. 4§
content, create reports, set up permissions, ‘ oW,

and maintain unique brand assets for each \\ |
business unit, or view all of your assets and

revenue as a whole.
THANKS FOR MAKING

INBOUND 2020

AWESOME
T —
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Log into HubSpot with your single sign-on
provider to take advantage of the security
settings, access control, and policies that your
SSO provider offers across the many
applications your team uses throughout their
day, all while using a single set of credentials
across applications for convenience.

10/01/2026

Security

Single Sign-on (SS0O)

Use your company's log in credentials

@ Require Single Sign-on to log in.

Exclude users

Edit

Disable

25



Adaptive Testing

< Back

Demo Offer Landing Page

i Publish date
August 2, 2019 8:52 AM

URL
https://biglytics.net/free-demo (7

View details

Artificial intelligence-powered A/B Testing. No
more need for manual test setup or
measurement. Use advanced machine
learning to continuously and automatically run Podomance  Optisaion  Tstrsus
tests and optimize your website's conversion -
rates. HubSpot will optimize traffic as the test

Completed tests

runs, sending more traffic to better- © October 31,2019 - November 22, 2019
. . . H Goal: maximie submission rat
performlng variations over time. Once we gy e
co | | ect enou g h d ata , Our AI Wi I I C h 00se a LANDING PAGE VIEWS RIS 7 SUBMISSION ~CONTACT CUSTOMER “BoUNGE Moeicie
M M RATE RATE RATE RATE
winner for you and automatically generate a
. Version 1 - Red Background 2574 817 31.74%  387% 0.23% 83.7% | d
report for you showing the results of the test. ® Pubiahed
VerAsiahfl 2d~ Blue Background (' 3,087 846 27.41%  B5% 0.32% 84.67% 55 secands
Ver:iuhr? 3d' Orange Background (£ 551 132 23960 A 21.6% 0% 86.67% 65 seconds
6<i2|1’:d— Pink Background &£ 491 17 22 22.4% 0.2% 94.12% 49 seconds
e M 82 ckground 2 - 2R 20.89% 0% 80%  S53seconds
elp
Total 6,928 1,964 28.35% 25.78% 0.25% 84.87% 55 seconds
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Advanced
Reporting




Custom Report Builder

1. Website Traffic

2. Campaign reporting

3. Custom Behavior events
4. Content analytics

5. Email analytics

6. Sales analytics

7. Marketing - Sales attribution
analytics

8. Asset performance

9. CUSTOM DATA TABLES

10/01/2026

{ Back to reports st

Data

Search fields

Data source: Deals ~

#

T

=4

-

-

=

—

]

-

-

=

Discount

discount123

District

NoNotes Product Category (SAVE)

Pipeline Category
probabilidade de fechamento

Product Type

Systems

Type of Revenue

Vermittlungs ID (Clone)

Win Probability

Salesforce Opportunity ID

Last Salesforce Sync Time

Booked By

Received a Quote

Renewal Date

Slack Bots Rank - MessagelO

Configure

Chart

X-axis

T Marketing Email name
Y-axis

# Average (HS Deal amount)
Break down by

T HubSpot Team

Available fields

# HS Deal amount

T Marketing Email name
# Count of deals

# Count of attribution

# Count of marketing emails

Most Valuable Emails ¢

Filter

—

Average (HS Deal amount)

200K
150K

100K E -

50K

Data

HS DEALAMOUNT

10,000

1,495

100,000

100,000

Marketing Email name

MARKETING EMAIL NAME

Day 7-9 Follow Up (save)

Your Abandoned Cart - {{ contact.firstname }}

Free Ebook - Post Purchase (save)

[*] Welcome Email

(save) Content Offer Nurture Email 3
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Multi-Touch Revenue Attribution Reporting

Automatically connect every customer
interaction to revenue, so you can make
strategic decisions rooted in business
value — not vanity metrics. Built for real
people — not data scientists.
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< Back

First interaction

Gives 100% of credit to the first interaction.

Last interaction
Gives 100% of credit to the last interaction

(deal closed won).

Full-path

Gives 22.5% of credit to the first, lead
created, deal created, and deal closed won
interactions. The remaining 10% s split

equally among the middle interactions.

Linear

Splits credit equally across all interactions.

U-shaped

Gives 40% of credit to the first and lead
created interactions. The remaining 20% is
split equally among all other interactions.

between first interaction and lead creation

W-shaped

Gives 30% of credit to the first, lead
created, and deal created interactions. The
remaining 10% s split equally among all
other interactions between first interaction

and deal creation.

Custom Revenue Attribution Report  #*

Website page ® Other lead creation Meeting Contact import  Landing page Blog post Marketing email ® Misc. HubSpot page
® External page ® Listing page o Knowledge article @ Social post ®Call

58,000,000

5,950,000

$6,000,000
a
3 $4,000000
H

2,500,000
2,000,000
$2,000,000

Briek Alley - Ne HubSpot-New  Steve Turner - New Chalsie

- - 1,000,000 892,480 887,100 .
- - ] . 501,000 500,000 202500
| i —_—

Coman Test Wanda Krajeik Test Transmedia Moses Bode - ABC

home. Deal Deal Greenfelder - New Data migration Payment Services, Company
Deal LTD Actions - New

Deal
Deal

DEAL

>

>

>

>

>

>

>

>

>

>

>

Brick Alley - Ne home

HubSpot - New Deal

Steve Turner - New Deal

Chelsie Greenfelder - New Deal

Swyfit

Coman Test

Wanda Krajcik - Data migration

Test

Transmedia Payment Services, LTD Actions - New Deal

Moses Bode - ABC Company

Terra - Awesome sauce

FULLPATH +
$5,950,000.00
$2,500,000.00
$2,000,000
$1,000,000
$892,480.00
$887,100
$544,545
$501,000.00
$500,000.00

$302,500.00

5300,01)1
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Account Based Marketing (ABM)

Account overview

Target Accounts
Activity This month ~
All target accounts Owner: All v Team: All v PAGE VIEWS SESSIONS NEW CONTACTS 1:1 EMAILS SENT LOGGED CALLS MEETINGS
No open tasks 89 47 5 1 3 2 1
TARGET ACCOUNTS A 3.01% A 2.98% A 7.12% A 13.45% A 1.07% A 2.98%

No logged calls

For most large purchases today, the 53

Across all networks

b uye r i S n’t a S i n g | e p e rS O n , b ut a No open deals Contacts Buying roles only Search contacts Q
C O m m itte e . IVI a r keti n g to m a n y p e O p | e at :Ii:(e:rl:lon e R CONTACT BUYING ROLE LAST TOUCH LAST ENGAGEMENT SCHEDULED
a target list of companies helps you A . @ o e L

Increase win rate. HubSpot hE|pS you get | Q... m P, ., S0
your ABM strategy off the ground in °

' i e T o s —_—
minutes, not months. This includes all o - B3 = T
aaaaaaa o outreacl 5 days ago

the key tools you need, such as company 0 i (7 wonmer S
scoring, properties, templates, and out- = — 6 . o S0
of-the-box reports. |

. LD Associates < Prev !ﬂ 2 3 4 5 Next > 25 perpage ¥

. PN&M Internal stakeholders

¥, Cordaf STAKEHOLDER TOTALACTIVITY LASTTOUCH SCHEDULED
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