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Part 1: Advanced Audience Building



Contact-Level Lists

Types of contact-level lists:

● Top down lists (intent driven)

○ Bottom up lists (psychographic driven)

○ CRM generated lists (named accounts / contacts)

○ Retargeting lists (website driven)

○ Lifecycle marketing lists (pipeline acceleration / renewals)

01



Top Down Example



Bottom Up Example



Retargeting List Example



Dynamic Audiences

● Use natural breakpoints in your campaign 
to refresh your audience (and your creative)

● Use HubSpot as a list source for dynamic 
data

● Use recency and frequency of intent to 
generate in-market lists dynamically
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Dynamically Refresh Audiences



HubSpot Generated ABM Lists



Recency / Frequency of Intent



High-Quality, Double-Verified Data

● Double-verify each contact for email 
deliverability and employment verification

● Hand off hot leads with verified emails to 
sales inside HubSpot

● Add to sequences and start selling!
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Contact-Level Advertising

● Deliver personalized ads at the 
contact level across every channel

● Reduce CPL by focusing spend on 
contacts, not accounts
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Personalized Advertising



Reduced CPL



Full Omnichannel Campaigns

Potential Channels

● Essential
○ Marketing Emails
○ Facebook / Instagram
○ LinkedIn
○ Programmatic Display

● Advanced
○ Reddit
○ Direct Mail
○ CTV / Audio / OTT Video
○ YouTube
○ Google Video
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Contact-Level Channels



Contact-Level Scoring

● Score individual contacts based on 
behavior, intent, and fit

● Prioritize outreach to the warmest, most 
engaged prospects

● Help sales focus on the contact most likely 
to convert
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Contact-Level Scoring
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Fully Integrated ABM Engine

● HubSpot is the centerpiece of the ABM Engine

● ABM data should seamlessly flow into HubSpot

● Bidirectional syncing allows HubSpot to be used as a 
CRM and a data source for your ABM campaigns
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Fully Integrated ABM Engine



Every ABM Data Point Syncs to CRM

● Push accounts, contacts, impressions, clicks, and website visits 
directly into HubSpot

● Keep sales in the CRM, don’t make them go to another tool

● Customize reporting in HubSpot, no need to go elsewhere
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ABM Data in HubSpot



Automated Sales Alerts and Sync

● Instantly notify sales when high-intent 
activity happens

● Choose to sync only validated contacts 
with accurate, up-to-date details

● Deliver sales a clean, actionable 
pipeline every time
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Sales Alerts Outside of HubSpot
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Advanced HubSpot-Level Reporting

Common HubSpot Reports:

● Hot leads with ad clicks in the last 30 days

● ABM Influenced Deals YTD

● Contacts who visited the pricing page on 
website

● High intent accounts

● Most engaged contacts
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Customize ABM Reporting in HubSpot



Contact-Level Attribution

● Tie ad clicks, website visits, and conversions to 
specific people

● Access minute-by-minute timelines for each 
contact

● Deliver clean actionable data to your sales 
team directly in your CRM
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Inbound

Contact-Level Engagement Data



Hot Leads Report in HubSpot



Full Pipeline Attribution Reporting in CRM

With all ABM data in HubSpot…

● See exactly how each campaign, channel, 
and play influenced pipeline

● Measure performance from first touch to 
closed-won

● Give marketing the credit they deserve 
and sales the context they need
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Full Pipeline Attribution Reporting in CRM



ABM Coach

AI-Powered Campaigns







Q & A



Thank You! 
Visit Booth #4 for an ABM analysis and a personalized demo.



Please Rate My Session

We hope you enjoyed today’s session.
Please head to the INBOUND mobile app 

to provide your feedback.
Thank you!


