
Cust om  Con t act  Proper t ies:

[Company Name] - Business Pr ocess Mapping

Cust om  Com pany Proper t ies: Cust om  Deal Proper t ies: Cust om  Ticket  Proper t ies:

HubSpot  Im p lem en t at ion  Act ions:

Ot h er HubSpot  Im p lem en t at ion  Act ions:

W ORKFLOW S

Nam e / ref
Create w orkflow  
'Count ry/Reg ion  Copy'

Tim e 0.25

Priority 1

Task ID 1hyrgv2

Message

Th is w orkflow  is to copy the 
'Count ry/Reg ion ' p roperty 
f rom  the com pany to the 
con tact  ob ject .

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Last  Nam e 
Merge'

Tim e 0.25

Priority 1

Task ID 1hyrh1c

Message

Th is w orkflow  is m erge the 
p roperty 'Last  Nam e' f rom  the 
Group 'Lead Gen ' to the 
HubSpot  defu lt  'Last  Nam e'

Folder: Adm in

Nam e: CSM Ow ner
Field  Type: HubSpot  User 

Nam e: Sales Rep Ow ner
Field  Type: HubSpot  User 

Nam e: CSM Ow ner
Field  Type: HubSpot  User 

Nam e: Sales Rep Ow ner
Field  Type: HubSpot  User 

Nam e: CSM Ow ner
Field  Type: HubSpot  User 

Nam e: Sales Rep Ow ner
Field  Type: HubSpot  User 

Nam e: CSM Ow ner
Field  Type: HubSpot  User 

Nam e: Sales Rep Ow ner
Field  Type: HubSpot  User 

W ORKFLOW S

Nam e / ref
Create w orkflow  'CSM Ow ner 
(Contact )'

Tim e 0.5

Priority 1

Task ID 1hyrh6r

Message

Th is w orkflow  w ill t ake the 
CSM Ow ner on  the com pany 
side, and  popu late th is on  all 
associated  contacts. 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'CSM Ow ner 
(Deal)'

Tim e 0.5

Priority 1

Task ID 1hyrhag

Message

Th is w orkflow  w ill t ake the 
CSM Ow ner on  the com pany 
side, and  popu late th is on  all 
deals created . 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'CSM Ow ner 
(Ticket )'

Tim e 0.5

Priority 1

Task ID 1hyrhr1

Message

Th is w orkflow  w ill t ake the 
CSM Ow ner on  the com pany 
side, and  popu late th is on  all 
t ickets created . 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Sales Rep 
Ow ner (Contact )'

Tim e 0.5

Priority 1

Task ID 1hyrj56

Message

Th is w orkflow  w ill t ake the 
Sales Rep Ow ner on  the 
com pany side, and  popu late 
th is on  all associated  contacts. 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Sales Rep 
Ow ner (Deal)'

Tim e 0.5

Priority 1

Task ID 1hyrjc7

Message

Th is w orkflow  w ill t ake the 
Sales Rep Ow ner on  the 
com pany side, and  popu late 
th is on  all deals created . 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Sales Rep 
Ow ner (Ticket )'

Tim e 0.5

Priority 1

Task ID 1hyrjf3

Message

Th is w orkflow  w ill t ake the 
Sales Rep Ow ner on  the 
com pany side, and  popu late 
th is on  all t ickets created . 

Folder: Adm in

Nam e: Sales Closed Lost  Reason
Field  Type: Dropdow n 
Field  Opt ions: Budget , Com pet itor, 
Too Sm all, Lack of Understand ing , 
Tim ed Out , Other

Nam e: Sale Closed Won Reason
Field  Type: Dropdow n 
Field  Opt ions: FB Challenge, Data 
Issues, Stew ardsh ip, Agency, Other 

W ORKFLOW S

Nam e / ref
Create w orkflow  'Lifecycle 
Stage = Subscriber'

Tim e 0.25

Priority 1

Task ID 1hyrd74

Message

New slet ter subscrip t ion  form  
OR Blog  has been subm it ted , 
set  the lifecycle stage to 
'Subscriber', set  their 
Market ing  Contact  Status to 
'Market ing  Contact ' and  add 
them  to a stat ic list  
'New slet ter Subscribers'

Folder: Lifecycle Stages

GENERAL TASK

Nam e / ref
Create a STATIC list  
'New slet ter Subscribers'

Tim e 0.25

Priority 1

Task ID 1hyrdd j

Folder: Em ail Market ing

W ORKFLOW S

Nam e / ref
Create w orkflow  'Lifecycle 
Stage = Lead

Tim e 0.25

Priority 1

Task ID 1hyre2f

Message

Conten t  Dow nload Form s or 
paid  advert ising  form s have 
been subm it ted , set  the 
lifecycle stage to 'Lead ', set  
their Market ing  Contact  
Status to 'Market ing  Contact ', 
add  them  to a stat ic list  
'Inbound Generat ion  Leads' 

Folder: Lifecycle Stages

GENERAL TASK

Nam e / ref
Create a STATIC list  'Inbound 
Generat ion  Leads'

Tim e 0.25

Priority 1

Task ID 1hyreh1

Folder: Em ail Market ing

GENERAL TASK

Nam e / ref
Create a ACTIVE list  'ALL 
Market ing  Contacts'

Tim e 0.25

Priority 1

Task ID 1hyrcn4

Message:

Th is list  shou ld  include the 
New slet ter Subscriber List  
and  the Inbound Generat ion  
List

Folder: Em ail Market ing

LEAD SCORING

Nam e / ref Set  up  lead  scoring

Tim e 0.5

Priority 1

Task ID 1hyreqe

W ORKFLOW S

Nam e / ref
Create w orkflow  'MQL: 
Com pany Qualif icat ion  & 
Grad ing '

Tim e 0.25

Priority 1

Task ID 1hyrez6

Message

Enrolm ent : Lead Score is 
equal to 'x' AND associated  
com pany's Grade is unknow n 
OR form  subm ission  w as a 
Contact  Us OR Dem o form   
and  the lifecycle stage is none 
of MQL or above 

Then: Set  the lifecycle stage to 
MQL and not ify the Sales Rep 
Ow ner to qualify the 
COMPANY the contact  is 
associated  to and  to set  the 
Grade.  

Folder: Pre-Sales

Nam e: Com pany Grade
Field  Type: Dropdow n Select
Field  Opt ions: A, B, C, D, E, F,  

Nam e: Com pany Grade
Field  Type: Dropdow n Select
Field  Opt ions: A, B, C, D, E, F,  

W ORKFLOW S

Nam e / ref
Create w orkflow  'Com pany 
Grade'

Tim e 0.5

Priority 1

Task ID 1hyrjm h

Message

Com pany Property 'Grade' is 
know n, copy to the Contact  
Property 'Associated  Com pany 
Grade'

Folder: Adm in

Nam e: SDR Ow ner
Field  Type: HubSpot  User 

Nam e: SDR Ow ner
Field  Type: HubSpot  User 

Nam e: SDR Ow ner
Field  Type: HubSpot  User 

Nam e: SDR Ow ner
Field  Type: HubSpot  User 

W ORKFLOW S

Nam e / ref
Create w orkflow  'SDR Ow ner 
(Contact )'

Tim e 0.5

Priority 1

Task ID 1hyrgxn

Message

Th is w orkflow  w ill t ake the 
SDR Ow ner on  the com pany 
side, and  popu late th is on  all 
associated  contacts. 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'SDR Ow ner 
(Deal)'

Tim e 0.5

Priority 1

Task ID 1hyrh4b

Message

Th is w orkflow  w ill t ake the 
SDR Ow ner on  the com pany 
side, and  popu late th is on  all 
deals created . 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'SDR Ow ner 
(Ticket )'

Tim e 0.5

Priority 1

Task ID 1hyrh8m

Message

Th is w orkflow  w ill t ake the 
SDR Ow ner on  the com pany 
side, and  popu late th is on  all 
t ickets created . 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Assign  Sales 
Rep Ow ner'

Tim e 0.25

Priority 1

Task ID 1hyrf27

Message

Com pany Property 'Grade' is 
equal to 'A', 'B' or 'C'

If A = Assign  Sales Rep Ow ner 
to 'x' and  send an  em ail 
not if icat ion  (Hot  Lead)

If B or C = Assign  Sales Rep 
Ow ner to 'x' and  send an  
em ail not if icat ion  (Warm  
Lead) 

Folder: Pre-Sales

W ORKFLOW S

Nam e / ref
Create w orkflow  'Assign  SDR 
Ow ner'

Tim e 0.25

Priority 1

Task ID 1hyrf4e

Message

Com pany Property 'Grade' is 
equal to 'D', 'E' or 'F'
 
If D = Assign  SDR Ow ner to 'x' 
and  send an  em ail not if icat ion  
(Cold  Lead to nurture)

If E or F = Set  Com pany 
Property 'Lead Status' to 
'Disqualif ied ' 

Folder: Pre-Sales

W ORKFLOW S

Nam e / ref
Create w orkflow  'Lead Status 
(Contact )'

Tim e 0.5

Priority 1

Task ID 1hyrhnd

Message
Com pany Property 'Lead 
Status' is know n, copy to all 
associated  contacts 

Folder: Adm in

Nam e: Lead Status
Field  Type: Dropdow n Select
Field  Opt ions: Disqualif ied , Tools 
not  tu rned  on  in  territory

Nam e: Lead Status
Field  Type: Dropdow n Select
Field  Opt ions: Disqualif ied , Tools 
not  tu rned  on  in  territory

W ORKFLOW S

Nam e / ref
Create w orkflow  'Lifecycle 
Stage = SQL'

Tim e 0.25

Priority 1

Task ID 1hyrf8r

Message

Com pany Property 'Grade' is 
equal to 'A', 'B', 'C' or 'D' OR 
Book a dem o has been 
subm it ted  

Delay 5 m inutes and  then set  
the lifecycle stage to SQL and 
create a deal in  the Sales 
Pipeline w ith  the follow ing  
details:

- CSM Ow ner
- SDR Ow ner
- Sales Rep Ow ner
- Deal Nam e = 'Com pany 
Nam e' New  Deal 

Folder: Lifecycle Stages

W ORKFLOW S

Nam e / ref
Create w orkflow  'Lifecycle 
Stage (Com pany)'

Tim e 0.5

Priority 1

Task ID 1hyrhx8

Message

Copy the Com pany Lifecycle 
Stage to all associated  
Contacts EXCLUDING 
Subscriber  + Turn  on  
re-enrolm ent

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Dem o 
Schedu led : Move Deal'

Tim e 0.25

Priority 1

Task ID 1hyrfb6

Message

Meet ing  Link 'x' has been 
com pleted , m ove the deal 
f rom  'Dem o In ten t ' to 'Dem o 
Schedu led ' in  the Sales 
Pipeline

Folder: Sales Pipeline

PIPELINES

Nam e / ref

Set -up  a new  p ipeline called  
'Sales Pipeline' w ith  the 
detailed  deal stages (Deal 
Pipeline)

Tim e 0.5

Priority 1

Task ID 1hyrjda

W ORKFLOW S

Nam e / ref
Create w orkflow  Assign  
Market ing  ow ner

Tim e 0.25

Priority 1

Task ID 1hyrec3

Message

Subscriber and Lead Lifecycle 
Stages get assigned to 'x' 
(Marketing Owner)

Folder: Ow ner Assignm ents

GENERAL TASK

Nam e / ref

Em ail A USER to set -up  a 
m eet ing  link for the deal 
stage 'Dem o Schedu led ' - t he 
m eet ing  link m ust  include an  
em ail rem inder of the 
m eet ing

Tim e 0.5

Priority 1

Task ID 1hyrfcm

W ORKFLOW S

Nam e / ref
Create w orkflow  'Dem o 
Com pleted : Set  Property'

Tim e 0.25

Priority 1

Task ID 1hyrfeh

Message

Deal stage is equal to 'Dem o 
Com plete', set  the DEAL 
property 'Has been Dem o'd?' 
to 'Yes'

Folder: Sales Pipeline

Nam e: Deal Status
Field  Type: Dropdow n 
Field  Opt ions: 
- Not  Ready Yet  (3 Months)
- Not  Ready Yet  (6 Months)
- Not  Ready Yet  (9 Months)
- Not  Ready Yet  (12 Months) 

W ORKFLOW S

Nam e / ref
Create w orkflow  'Deal Status 
Em ail Not if icat ions'

Tim e 0.25

Priority 1

Task ID 1hyrfgd

Message

Deal Status is all BUT 'Tools 
not  tu rned  on  in  territory'

If = 3 m onths, delay 3 m onths 
and  send an  em ail not if icat ion  
to the sales rep  to follow -up

Repeat  for all op t ions

Folder: Sales Pipeline

Nam e: Stalled  for?
Field  Type: Dropdow n 
Field  Opt ions: 
- 1 Month
- 2 Months
- 3 Months
- 4 Months
- 5 Months
- 6 Months

W ORKFLOW S

Nam e / ref
Create w orkflow  'Stalled  Em ail 
Not if icat ion '

Tim e 0.25

Priority 1

Task ID 1hyrfhv

Message

Deal Property 'Stalled  For?' is 
know n '

If = 1 m onths, delay 1 m onth  
and  send an  em ail not if icat ion  
to the sales rep  to follow -up

Repeat  for all op t ions

Folder: Sales Pipeline

GENERAL TASK

Nam e / ref

Add a gated  quest ion  for 
Closed Lost  to include 'Sale 
Close Date' and  'Sale Closed 
Lost  Reason ' - Sales Pipeline

Tim e 0.5

Priority 1

Task ID 1hyrf m 4

GENERAL TASK

Nam e / ref

Add a gated  quest ion  for 
Closed Won to include 'Close 
Date' and  'Closed Won 
Reason ' - Sales Pipeline

Tim e 0.5

Priority 1

Task ID 1hyrf pc

W ORKFLOW S

Nam e / ref
Create w orkflow  Lifecycle 
Stage = Custom er'

Tim e 0.25

Priority 1

Task ID 1hyrftn

Message
Deal Stage is equal to 'Closed 
Won ', set  the lifecycle stage to 
'Custom er'

Folder: Lifecycle Stages

W ORKFLOW S

Nam e / ref
Create w orkflow  'Clone Deal 
to Onboard ing  Pipeline'

Tim e 0.25

Priority 1

Task ID 1hyrfxb

Message

Deal is Closed Won, clone the 
deal in to the f irst  stage of the 
Onboard ing  Pipeline. Needs 
to include SDR Ow ner, Sales 
Rep Ow ner and  CSM Ow ner

Folder: Onboard ing  Pipeline

W ORKFLOW S

Nam e / ref
Create w orkflow  'Clone Deal 
to Renew al Pipeline'

Tim e 0.25

Priority 1

Task ID 1hyrfzx

Message

Deal is in  'x' deal stage of the 
onboard ing  p ipeline, clone 
the deal in to 'New ly 
Onboarded Clien t ' stage in  
the Renew al Pipeline. Needs 
to include SDR Ow ner, Sales 
Rep Ow ner and  CSM Ow ner 

Folder: Renew al Pipeline

W ORKFLOW S

Nam e / ref
Create w orkflow  '3 Month  
Check-In  Not if icat ion '

Tim e 0.25

Priority 1

Task ID 1hyrg1v

Message

Deal stage is equal to '3 Month  
Check-In ' in  the Renw al 
Pipeline, delay for 2 m onths, 
send the CSM a not if icat ion  to 
book the 3 m onth  check-in .

Folder: Renew al Pipeline

W ORKFLOW S

Nam e / ref
Create w orkflow  '6 Month  
Check-In  Not if icat ion '

Tim e 0.25

Priority 1

Task ID 1hyrg7j

Message

Deal stage is equal to '6 
Month  Check-In ' in  the 
Renw al Pipeline 

If: t he deal has been m oved 
f rom  the deal stage '3 m onth  
check-in ' = delay for 2 m onths 
and  then send the CSM a 
not if icat ion  to book the 6 
m onth  check-in . 

If Not : Delay for 5 m onths, 
send the CSM a not if icat ion  to 
book the 6 m onth  check-in .

Folder: Renew al Pipeline

W ORKFLOW S

Nam e / ref
Create w orkflow  '9 Month  
Check-In  Not if icat ion '

Tim e 0.25

Priority 1

Task ID 1hyrgdg

Message

Deal stage is equal to '9 
Month  Check-In ' in  the 
Renw al Pipeline 

If: t he deal has been m oved 
f rom  the deal stage '6 m onth  
check-in ' = delay for 2 m onths 
and  then send the CSM a 
not if icat ion  to book the 9 
m onth  check-in . 

If Not : Delay for 8 m onths, 
send the CSM a not if icat ion  to 
book the 9 m onth  check-in .

Folder: Renew al Pipeline

Nam e: Renew al Start  Date
Field  Type: Date Picker  

Nam e: Renew al End Date
Field  Type: Date Picker  

Nam e: Renew al Term
Field  Type: Dropdow n Select
Field  Opt ions: 3 Months, 4 Months, 
12 Months 

Nam e: Sale Close Date
Field  Type: Date Picker  

Nam e: Renew al Close Date
Field  Type: Date Picker  

Nam e: Renew al Closed Lost  Reason
Field  Type: Dropdow n 
Field  Opt ions: Budget , Tim e, Value, 
Disengaged, M ism atch , M isf it , 
Mover, Acqu ired , Deliberate, 
Support , System , Com pet itor 

GENERAL TASK

Nam e / ref

Add a gated  quest ion  for 
Closed Lost  to include 
'Renew al Close Date' and  
'Renew al Closed Lost  Reason ' 
- Renew al Pipeline

Tim e 0.5

Priority 1

Task ID 1hyrg5f

W ORKFLOW S

Nam e / ref
Create w orkflow  'Closed Lost : 
'x' Month  Follow -Up'

Tim e 0.25

Priority 1

Task ID 1hyrgg2

Message

Deal stage is equal to closed  
lost  (renew al p ipeline), delay 
'x' m onths, send the 
CSM/Sales Rep a not if icat ion  
to follow  back up.

Folder: Renew al Pipeline

W ORKFLOW S

Nam e / ref
Create w orkflow  'Renew al 
Agreed: Clone Deal'

Tim e 0.25

Priority 1

Task ID 1hyrgk2

Message

Deal stage is equal to 
'Renew al Ag reed ', clone the 
deal w ith  ALL in form at ion  
includ ing  SDR Ow ner, Sales 
Rep Ow ner and  CSM Ow ner 
to the deal stage 'New  
Renew al Deal'. Send a 
not if icat ion  to the CSM ow ner 
to com plete the follow ing  
in form at ion :
- Renew al Start  Date
- Renew al End Date
and to then  m ove to w h ich  
check-in  is requ ired .

Then: increase the associated  
com pany property 'Renew al 
Years' by 1

Folder: Renew al Pipeline

Nam e: Renew al Years
Field  Type: Num ber

PIPELINES

Nam e / ref

Set -up  a new  p ipeline called  
'Renew al Pipeline' w ith  the 
detailed  deal stages (Deal 
Pipeline)

Tim e 0.5

Priority 1

Task ID 1hyrjhx

PIPELINES

Nam e / ref

Set -up  a new  p ipeline called  
'Onboard ing  Pipeline' w ith  
the detailed  deal stages (Deal 
Pipeline)

Tim e 0.5

Priority 1

Task ID 1hyrjpu

W ORKFLOW S

Nam e / ref
Create w orkflow  'Lifecycle 
Stage (Contact )'

Tim e 0.5

Priority 1

Task ID 1hyrj92

Message

Copy theContact  Lifecycle 
Stage to the associated  
Com pany EXCLUDING 
Subscriber  + Turn  on  
re-enrolm ent

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Support : 
New  Ticket  Creat ion '

Tim e 0.25

Priority 1

Task ID 1hyrgng

Message

Contact  us has been f illed  out  
and  'Custom er?' con tact  
p roperty is equal to Yes, create 
a t icket  in  the support  t icket  
p ipeline, not ify 'x' and  assign  
the CSM ow ner to 'x'.

Folder: Support  Ticket  Pipeline

Nam e: Custom er Tier
Field  Type: Dropdow n Select
Field  Opt ions: 1, 2 and  3  

Nam e: Custom er Tier
Field  Type: Dropdow n Select
Field  Opt ions: 1, 2 and  3  

Nam e: Custom er Tier
Field  Type: Dropdow n Select
Field  Opt ions: 1, 2 and  3  Nam e: Custom er Tier

Field  Type: Dropdow n Select
Field  Opt ions: 1, 2 and  3  

W ORKFLOW S

Nam e / ref
Create w orkflow  'Custom er 
Tier (Com pany & Contact )'

Tim e 0.5

Priority 1

Task ID 1hyrjw a

Message

Deal Property 'Custom er Tier' 
is know n OR has been 
updated  in  the last  1 day, copy 
to the Contact  AND Com pany 
Property 'Com pany Tier'

Turn  Re-enrollm ent  on

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Custom er 
Tier (Ticket )'

Tim e 0.5

Priority 1

Task ID 1hyrjyn

Message

Deal Property 'Custom er Tier' 
is know n OR has been 
updated  in  the last  1 day, copy 
to the Ticket  Property 
'Com pany Tier'

Turn  Re-enrollm ent  on

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Partner 
Referral (Com pany)'

Tim e 0.5

Priority 1

Task ID 1hyrk18

Message

Deal Property 'Partner 
Referral' is know n OR has 
been updated  in  the last  1 day, 
copy to theCom pany Property 
'Partner Referral'

Turn  Re-enrollm ent  on

Folder: Adm in

Nam e: Partner Referral
Field  Type: See the equ ivalen t  deal 
p roperty for in form at ion . 

W ORKFLOW S

Nam e / ref
Create w orkflow  'Market ing  
Ow ner (Contact )'

Tim e 0.5

Priority 1

Task ID 1hyrh6r

Message

Th is w orkflow  w ill t ake the 
Market ing  Ow ner on  the 
com pany side, and  popu late 
th is on  all associated  contacts. 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Market ing  
Ow ner (Deal)'

Tim e 0.5

Priority 1

Task ID 1hyrhag

Message

Th is w orkflow  w ill t ake the 
Market ing  Ow ner on  the 
com pany side, and  popu late 
th is on  all deals created . 

Folder: Adm in

W ORKFLOW S

Nam e / ref
Create w orkflow  'Market ing  
Ow ner (Ticket )'

Tim e 0.5

Priority 1

Task ID 1hyrhr1

Message

Th is w orkflow  w ill t ake the 
Market ing  Ow ner on  the 
com pany side, and  popu late 
th is on  all t ickets created . 

Folder: Adm in

Nam e: Market ing  Ow ner
Field  Type: HubSpot  User 

Nam e: Market ing  Ow ner
Field  Type: HubSpot  User Nam e: Market ing  Ow ner

Field  Type: HubSpot  User 

Nam e: Market ing  Ow ner
Field  Type: HubSpot  User 

Market ing Sales Service

CRM Enteries Subscriber Lead MQL Sales Opportun ity Custom er

Dem o In ten t Dem o Schedu led Dem o Com plete Negot iat ions Order Form  Sent Stalled Closed Lost Closed Won

New slet ter Subscrip t ion  Form

Onboard ing  Pipeline

1 - New  Onboard ing  

Renew al Pipeline

1 - New ly Onboarded Clien t 2 - New  Renew al Deal 3 - 3 Month  Check-In 4 - 6 Month  Check-In 5 - 9 Month  Check-In 6 - Closed Lost 7 - Renew al Ag reed6 - Renew al Negot iat ion2 - Reached Out  3 - In  Prog ress 4 - At  Risk 4 - Com plete

Support  Ticket  Pipeline

1 - New  Ticket 2 - W ith  Custom er 3 - W ith  COMPANY NAME 4 - Closed

Form  1

Blog  Subscrip t ion  Form

Form  2

Lifecycle Stage is set  to 
'Subscriber'

Stat ic List  1

Market ing  Contact  Status 
changes to 'Market ing  

Contacts'

Add to a stat ic list  
'New slet ter Subscribers'

Paid  Advert ising

Conten t  Dow nloads

Form  3

Lifecycle Stage is set  to 
'Lead '

Market ing  Contact  
Status changes to 

'Market ing  Contacts'

Add to a stat ic list  
'Inbound Generat ion  

Leads'

Assign  'x' as Contact  
Ow ner

Workflow  1

Workflow  2

Contact  w ill recieve 
m arket ing  em ails along  

w ith  increasing  their 
lead  score 

Lead Score 
is equal to 

'30 ' or above

Contact  Us Form

Book a Dem o Form

Form  4

Form  5

Manual Ent ry (Linked In  Sales 
Nav)

Sales Extension

Send the SDR Ow ner a 
not if icat ion  to qualify the 

lead  and set  the Com pany 
Grade

Workflow  3

Grade = A

Grade = B Or C 

Grade = D 

Grade = E  

Set  the Lead 
Status to 

'Disqualif ied '

Set  the 
lifecycle 
stage to 

'MQL'

Send an  em ail 
not if icat ion  to 'x' to 

decide w hether th is is a 
Sales or Support  

Enqu iry.

Workflow  5

If a support  enqu iry, it  
not ifys 'x' to create a t icket  

in  the t icket  p ipeline.

Workflow  6

If Sales Enquiry

Sales Rep ow ner to 
send an  em ail to 

schedu le the dem o 
call

Once the m eet ing  
has been booked, 
m ove the deal in to 
Dem o Schedu led  

(Autom at ically)

Using  a Meet ing  Link

Workflow  7

W hen the dem o is 
com plete, Sales Rep 

to m anually m ove the 
deal to 'Dem o 

Com plete'

Set  the deal status if t he com pany is not  
ready to p roceed:
- Not  Ready Yet  (3 Months)
- Not  Ready Yet  (6 Months
- Not  Ready Yet  (9 Months)
- Not  Ready Yet  (12 Months)
- Tools not  tu rned  on  in  territory

Workflow  8

Workflow  9

Sales Rep to p roduce 
a p roposal/quote

Sales Rep to send the 
p roposal/quote

If t he p rospect  can 't  
start  righ t  aw ay, Sales 
Rep to com plete Deal 
Property 'Stalled  for?'

Workflow  10

Set  the 'Stalled  for?' p roperty if t he 
com pany is not  ready to p roceed:
- 1 Month
- 2 Months
- 3 Months
- 4 Months
- 5 Months
- 6 Months

Sales Rep to add  
Closed Date and  

Closed Lost  Reason

Prospect  is then  
added to the 

m arket ing  list .

Stat ic List  2

Sales Rep to add  
Closed Date and  

Closed Won Reason
Custom er Tier

Pilot  Opportun ity

New  Pilot In it ial Contact 1 Month 2 Month Cont ract  Negot iat ion Closed Lost

Not e: A deal is NOT 
autom at ically created  

w ith in  th is p ipeline.

If closed  lost , a deal is 
au tom at ically created  

w ith in  the sales 
p ipeline for the Sales 

Rep to follow -up

Custom er

Closed Won

If closed  w on, a deal 
is au tom at ically 

created  w ith in  the 
onboard ing  p ipeline.

Workflow  11 Workflow  12

Clone the deal f rom  the 
Sales Pipeline tp  the 
Onboard ing  Pipeline 

Send an  em ail 
not if icat ion  to 'x'

Set  the CSM Ow ner to 
'x'

Workflow  13

CSM has com pleted  the 
clien ts onboard ing  and  

can now  pass to the 
renew al p ipeline.

CSM to m anually m ove 
the onboard ing  to the 
'Reached Out ' stage. 

CSM to m anually m ove 
to the 'In  Prog ress' 

stage.

CSM to m anually m ove 
to the 'At  Risk ' stage.

CSM to m anually m ove 
to 'Com plete' stage.

Workflow  14

CSM to m anually m ove 
the deal to 3 m onth  
check-in  if requ ired .

The deal w ill be 
autom at ically cloned f rom  

'Renew al Ag reed '  and  a 
not if icat ion  to the CSM to 

com plete the start  and  
end date and  then to 
m anually m ove to the 

check-in  requ ired .
The CSM w ill get  a 
not if icat ion  after 2 

m onths to get  the 3 
m onth  check-in , booked 

in .

Workflow  15

CSM to m anually m ove 
the deal to 6 m onth  
check-in  if requ ired .

The CSM w ill get  a 
not if icat ion  after 5 

m onths to get  the 6 
m onth  check-in , booked 

in .

UNLESS the deal has been 
m oved f rom  '3 m onth  

check-in ', t he delay needs 
to be 2 m onths.

Workflow  17

CSM to m anually m ove 
the deal to 9 m onth  
check-in  if requ ired .

The CSM w ill get  a 
not if icat ion  after 8 

m onths to get  the 9 
m onth  check-in , booked 

in .

UNLESS the deal has been 
m oved f rom  '6 m onth  

check-in ', t he delay needs 
to be 2 m onths.

Workflow  18

CSM to m anually m ove 
the deal to closed  lost  if 
t he clien t  decides not  to 

renew.

CSM to com plete Close 
Date and  Closed Lost  

Reason.

Sales Rep to get  not if ied  
in  6 m onths to follow -up

CSM to m anually m ove to 
Renew al Negot iat ion  un t il 

t he clien t  decides to 
either go ahead or not .

Workflow  16

If t here is any m issing  in form at ion  and  a deal is m oved to any of these th ree stages, the CSM 
w ill be not if ied  to com plete the in form at ion .

Workflow  19

CSM to m anually m ove 
the deal to closed  w on if 

t he clien t  ag rees to renew

Workflow  20

If a con tact  us form  is 
f illed  out  and  "Custom er" 

is equal to Yes, a t icket  w ill 
be autom at ically created  

and w ill not ify 'x'.

Grade = F 

'x' to assign  and  
left  here.

'Onboarding or Pilot' is equal to Pilot

Pilots skip the onboarding pipeline

If t he Count ry 
IP is equal to:

UK, Ireland , 
Aust ralia 

ROW

Assign  to 'x'

Assign  to 'x'

Workflow  4

https://app.hubspot.com/workflows/8395451/platform/flow/128537929/edit
https://app.hubspot.com/workflows/8395451/platform/flow/127973895/edit
https://app.hubspot.com/forms/8395451/fb81ff2f-67cc-4315-b647-2dbf13e540ad/performance
https://app.hubspot.com/forms/8395451/fb81ff2f-67cc-4315-b647-2dbf13e540ad/performance
https://app.hubspot.com/forms/8395451/fb81ff2f-67cc-4315-b647-2dbf13e540ad/performance
https://app.hubspot.com/forms/8395451/fb81ff2f-67cc-4315-b647-2dbf13e540ad/performance
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