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Hello and Welcome!
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Zenaty Schmaltz
Senior Professor, Senior Professor,
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HubSpot Academy

Our vision is to power a global learning
community through content, experiences,
and credentials, so that we drive adoption,
maximize career potential, and scale
HubSpot capabilities upmarket.



Before We Get Started

This session is meant to be interactive! If you
have your laptop or tablet we recommend
following along in your portal or in our workbook

We have session leaders, a HubSpot product
manager, and plenty of knowledgeable peers in
the room today. We're all here to help!

We have a lot to cover, and we want to deep dive
where possible. For any questions we can’t cover
live, add them to our community AMA

!
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ou can download our ctep-by-
step tutorial quide and accece the
community AMA here!



Ice breaker:

First fime at INBOUND?



Ice breaker:

East Coast vs. West Coast?



Ice breaker:

Parks and Rec vs. The Office?



Session
Agenda

Unifying Your Customer Data With
HubSpot Smart CRM

Creating a Framework for Your Data
Keeping Your Customer Data Clean

Making Your Data Accessible and
Actionable

Build Along: Record Customization

Wrap-Up, Q&A and Resources
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Unifying Your
Customer Data With
HubSpot Smart CRM




Why is unifying your
data important?




The world has changed. Your CRM should too.

The The
Challenge Impact

Today’s
Goal

Traditional CRMs
oversold and under
delivered, leaving
tfeams with
disconnected data
and missed
opportunities.



The world has changed. Your CRM should too.

The The Today’s
Challenge Impact Goal
Traditional CRMs Marketing misses
oversold and under targets, sales works
delivered, leaving inefficiently, service
teams with scrambles without
disconnected data context, and
and missed leadership decides on

opportunities. incomplete insights.



The world has changed. Your CRM should too.

The The
Impact

Challenge

Traditional CRMs
oversold and under
delivered, leaving

Marketing misses
targets, sales works
inefficiently, service

teams with scrambles without
disconnected data context, and
and missed

leadership decides on

opportunities. incomplete insights.

Today’s
Goal

HubSpot's Smart
CRM unifies your
customer data,
tfeams, and tech
stacks to create
personalized
experiences at scale.



The world has changed. Your CRM should too.

The

Challenge

Traditional CRMs
oversold and under
delivered, leaving
tfeams with
disconnected data
and missed
opportunities.

The
Impact

Marketing misses
targets, sales works
inefficiently, service

scrambles without
context, and
leadership decides on
incomplete insights.

HubSpot's Smart
CRM unifies your
customer data,
tfeams, and tech
stacks to create
personalized
experiences at scale.

Today’s
Goal

Learn how to
transform your CRM
from a data
graveyard into a
growth engine.



Creating o
Framework for
Your Customer

Data




Data modeling is the process of
structuring how your customer
information connects and flows

through your CRM to reflect real
customer relationships rather
than rigid organizational silos.



Why is data modeling
important?




59%

of organizations
lack a unified data
strategy

95%

of IT leaders report
that integration
challenges hinder AI
adoption

85%

of companies using
HubSpot say their
CRM effectively unifies
ALL their data



Search HubSpot

Data Model

Create and edit your custom objects, properties, and associations all within a single, unified view. [EEZaEIEVIERIEE!

Data Model Tool [P

ts B Filterby: Viewing all objects ~

What it is: a visual command + | (cmotien
center that maps all your customer
relationships, processes, and data
connections in one place.

Why it matters: Before you can custom bt
optimize your data, you need to
see it clearly.

) Activities

IN 25




(og in to your HubSpot account, or -

download the ceccion
‘ workbook here!
L
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Overview Tab
Left Nav Bar > Data Mode/

e Zoom in and out of
objects

e Click an object to see
its relationships

e Click “Details” to see
usage, properties,
and associations

Search HubSpot

Data Model
Overview Limits Analysis
tg | B Filterby: Viewing all objects ~

LS

A ateern » o'y

Take a tour

Assistant

¢ Edit Data Model Import &4

Explore data model recommendations




Limits Tab

Left Nav Bar > Data Mode/

e View your object and
property limit
numbers

e View your
association, custom
object, and pipeline
limit numbers

e Merge duplicates

Data Model

Overview Limits

& Edit Data Model Import &

Analysis

Record Limits ©

Objects

Associations

Definition Limits ©
Properties v
Custom Properties
Calculated Properties
Association Labels
Pipelines

Custom Objects

Objects

Number of actual objects for various object types that your organization can store in HubSpot

Contacts @

You have a maximum of total number of Contact records.

5,666 of 50,000 11.332% Used

Contact
——
HubSpot Defined Objects ©
You have a maximum tofal number of records for each kind of object
(1) Object status ¥ X
Object Number Of Records =

139 of 15,000,000 0.001% Used

Company



Analysis Tab

Left Nav Bar > Data Model

e View your object
changes over time

e Adjust timeline,
source, and action
Type

e Chart and table
views available

¢ Edit Data Model Import (2

Data Model
Overview Limits Analysis
 ——
Contacts -

View daily updates on the Contact records broken down by source types, counts are updated daily, shown in UTC fime. @

Daterange: | & 06/07/2025 to | & 09/04/2025 Action types: Update ~ Source types: 8 source types~ (O

125K

750

Count of contact updates

250

o oammmmm%mmmmmmm%ymﬁmwow
06/07/2025 06/17/2025 06/27/2025 07/07/2025 07/17/2025 07/27/2025 08/06/2025 08/16/2025 08/26/2025
Date

Analytics CRM Setting CRM UI Data Enrichment Email Activity HubSpot AT HubSpot Calculation @ Salesforce



New!

Data Model Builder

Left Nav Bar > Data Model >
Edit Data Mode/

e View all objects and
properties in one
place

e Rename objects
(even standard CRM
objects!)

e Visualize
associations and
association labels

< Exit Data Model Builder

Data Model it ht Appointments o Companies

Objects Associations

{~ Create a custom object

Search for an object

v All(21)

Listings 74 Projects

<& Companies




Other Tools to Know:

A centralized catalog of goods and
services you sell; create once, then
associate with deals, quotes, and
invoices; tracks pricing, SKUs, and
product details across your entire
sales process.

Search HubSpot

(@)

Create date ~

Name

Plant Care Class
Succulent

Pothos

Monstera

All products (5)

Advanced filters

SKU Unit Price
XMAS-CLASS-1

CARE-CLASS-1

SUCC-1

POTH-1

MONS-1

25 per page ~

3 Filters

$40.00

$30.00

$20.00

$10.00

$15.00

Product Type

Service

Service

Inventory

Inventory

Inventory




Other Tools to Know:

Fields that store unique information
specific to your business; create drop
down lists, checkboxes, date pickers,
and more to capture exactly what
matters to your customers and
processes.

Search HubSpot

Sandboxes
Security
Brands
Approvals
Routing

Al

pPayments Account (I

Data Management
Properties

Object Library

Objects

Translations

Data Enrichment
Markets

Import & Export

Backup &

Properties

ot @ Fern Baby Fern v

Data Quality Export all properties

Properties are used to collect and store information about your records in HubSpot. For example, a contact might have properties like

First Name or Lead Status.

Select an object: Contact properties

Properties (294)

All groups ~  All field types =  All users~  All brands ~

[DX] Fit Score
Aesthetic

Annual Revenue

Archived (0)

All access ~

Property Access

Everyone can view and edit

Everyone can view and edit

Everyone can view and edit

Everyone can view and edit

Go to Contacts settings

found Create property

Fern Baby Fern (Accoun

Fern Baby Fern (Accoun

Fern Baby Fern (Accoun

Fern Baby Fern (Accoun



Data Model

Other Tools to Know:

Create a custom object

(Ent Only) Unique business entities
that can't be managed with standard
objects; use when you need to track
business processes or relationships
that need their own records and
associations.

Data Model Builder

Custom objects

Demo Shipment

Shipment




Other Tools to Know;

Use Breeze AI to automatically
research and populate custom CRM
fields with business-specific
information.

Companies

4 records

All companies

Search name,

COMPANY NAME

@ Frontier Airlines
@ setBiue

& spirit Airlines

JetBlue Airways

My companies

Create date Last activity date

LOCATIONS IN EUROPE

See Target Accounts

Enrichment

Lead status

+ SMART PROPERTY_

Frontier Airlines has an over...
JetBlue Airways has an

Spirit Airlines overall..
JetBlue Airways has an over.

1 25 per page

= Advanced filters

CREATE DATE (EDT)

Mar 21, 2025 1:14 PM EDT

Data Quality

COMPANY OWNER

No owner

No owner

No owner

No owner

[N P13



Keeping Your
Customer Data Clean




Data hygiene is the ongoing process of
maintaining clean, accurate, and
complete customer information by
eliminating duplicates, updating outdated
records, and filling missing data gaps.




Why is data hygiene
important?




Poor data quality costs
organizations an average of

$12.9M

annually

(plus the trust their
teams lose in the
system)



Company Name

Contact

Manage perty is provided by HubSpot, and only some rules can be modified.

Details

Field

Select property rules

Data Validation

Visibility

What it is: built-in property

validation rules that enforce data e Validation
o Specify what values are
STG ndGrdS GT The pOInT Of enTry editing, and impor
AdCross O” CRM pI’OperTleS Validate using simple rules
Validate using regular expre
Why it matters: your team can Simple validation rules

Require unique vc

trust data accuracy for
segmentation, reporting, and
automation.

|_ c
I:I Set max character limit
Allowed characters

Allow all charact:

Allow numbers only
Th

IN 25




(og in to your HubSpot account, or -

download the ceccion
‘ workbook here!
L
@
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Data Validation

Settings > Properties > Contfact Phone Number
Contact
Properties > Rules s
Manage Validate phone numbers for this property
g Cl ICk Ru Ies TO G pply petale With this setting turned on, phone numbers must:
d OTO va | idGTion Field type v « Include a valid country code, starting with a plus sign (+)

* Matfch number formatting for the chosen country code

Smart proper m v
property « Contain between 4 and 15 digits

e Click Preview to test

. . Rules 4 » Contain only numbers and a leading plus sign (+)
your validation
Manage access v Numbers will be saved without formatting. In HubSpot, numbers will display
[ ] D | ffe renT pro pe rTy Preview using the regional format. Learn more £
Types W| | | hCIVG Use default country code (optional)
d iffe renT dOTO Monitor A default country code can be used to validate numbers without a country code.

If valid, it'll be added to the number before saving.

validation options Usage (18

Data quality (0)

US United States +1 M



Regex/Al Validation

Settings > Properties > Confact S—
acl ostal Coae
Properties > Rules ¢ ot . [ save |

Validation
Manage Specify what values are allowed for this property. These rules apply when creating,
Y U se Reg ex TO o . editing, and importing records with the CRM. Learn more &
VGlldOTe Comp|eX Field type (® Validate using simple rules )
Validate using regular expression (regex) @
Smart property m v/
data formats
Rules v Simple validation rules
[ ] Use Breeze prompTS Manage access 7 Require unique values for this property (0 of 10)
TO GUTomGTiCG”y Preview Set min character limit
generGTe Regex Set max character limit
. Monitor Allowed characters
e Preview and test
Usage (2)
Allow all characters

your code



Duplicate Management

Left Nav Bar > Data Quality > Manage
Duplicates

e Automatically find
duplicates based on
common properties

e Create a habit of
reviewing and
merging/rejecting

e Create custom rules

Manage Duplicates

132 total duplicate issues

Review rejected duplicates

Contacts (107) Companies (0) A Alerts

HubSpot model (default) Last duplicate check: Sep 5, 2025 1:13 AM PDT. ®

Search for duplicates Q Contact owner ~ Lifecycle stage v

Create date ~ Last activity date ~ Discovered date ~

Contact 1 Contact 2

Lily Cleanwell
lily.cleanwell@hotmail.com

Lily Cleanwell
lily.cleanwell@sudsyretreat.com

Export duplicates Create custom rule



Other Tools to Know:

78 records

Bulk create and update CRM records
by uploading spreadsheet files with
built-in column mapping, error
detection, and validation rule
enforcement to ensure clean data
enters your database.

ORIGINAL SOURCE




Other Tools o Know:

Maintain accurate and complete
information in HubSpot Smart CRM
by enriching contact and company
records with additional data.

Q Search HubSpot
Hitsquaders Actions

Colin
Gillingham

actor of Ri

escreenai @

About this hitsqu..  Actions

we Operations

Gillingham

Hi there,
I'm currently out of the office with limited access to email.
If your message is time-sensitive, please reach out to our Director of Product

Record Enriched

6 properties were up Postal Code, Street Address, Job Title, Phone

Email - Great connecting earlier!
t-3@awebster.com.h: XqQ.Ce
Hi Taylor,

It was great speaking with you earlier today. I'm looking forward to exploring
collaborate this quarter, especially around the new onboarding workflows yot
you'd like to schedule a deeper dive next week—I'm flexible Tu y and Th

Record Enriched
7 properties v 1K Postal Code, Country/Region, Stre

City, State/Region

Lifecycle change

View details

Email - hello there fror
to support-3 ter

y tied up with a few internal p

This cc c from from Conversations

25



OTher TOOlS TO Know: Datasets

Create tailor-made datasets for your unique
needs.

(Pro+) Access ready-to-use
collections of CRM data that can be
immediately utilized in custom
reports without manual configuration
of data sources and relationships.




Other Tools to Know:

(Ent Only) Create custom properties
with enhanced encryption and
restricted access to securely store
personal, financial, or medical
information in compliance with
regulations.

Search HubSpot

Organization
Management

ulti-Account o

Account Management

ults

Product Updates
Integrations
Marketplace Downloads
Tracking & Analyfics

Privacy & Consent

Brands
App
Routing
AL

Payments Account ()

Data Management
Propertie:

Ohiect | ikrans

Data pr
Privacy tools

Monitoring t

+ . B @ & 4 Copilot M Fern Baby Fern |

Data request manager

Data privacy request page @ o
Configure your Data Privacy Request page 1o allow your contacts request actions
related 1o their personal data. You can process their requests in the Data Request

Manager. Learn more.

Configure Preview

Delete inactive contacts automatically

©On the 1st of each month, contacts that are inactive in your account will be
automatically deleted.

View inactive contact ¢i 2

Delete Contacts with no activity

After 9 c ermanently e u restorable

contacts [F .

Privacy policy text
Define the data privacy content that will be displayed in forms, documents, and

meetings.

25



Making Your Customer
Data Accessible and
Actionable




Data accessibility is the practice of
organizing and presenting customer
information so teams can quickly find,
understand, and act on the data most
relevant to their specific roles.




| recognize almost.none
of those words.

Why is data accessibility
important?




Perfect data becomes an

expensive
paperweight

when teams can't easily find,
understand, or act on customer insights.



(et’e build: Record Customization Revival (20 min)

Our goal: help TechGrow Solutions (fictional B2B software company)
enhance their feam’s CRM experience by reviving their record layouts and
making their data more accessible and actionable.

How to participate:

1. Follow along in your own HubSpot account: create a test record
layout that you can delete later

2. Use the lab workbook: download our step-by-step guide where you
can plan your own customizations

3. Watch and learn: follow the demo and take notes for later
implementation.

Your takeaway: a proven framework for CRM customization that you can
immediately apply to improve your team'’s efficiency.

Download the ceccion
workbook here!

El el 0
AL .




Search HubSpot Q + . B @ & L2 Assistant @ Fern Baby Fern ~

[1 Bookmarks

@ Contacts ~ \E;I Cora's Contacts \E/\I My contacts (3) -+ % @ All contacts > +
Search Q & Table view = Edit columns = Filter (1) X 1 Seort Metrics Export [(w]
(1) Contact owner >~ < Create date ~ Last activity date = Lead status ~ + More Clear all = Advanced filters
Marketing
. Name - Company Name = Email = | & Contact Owner &
=| Content
q Priya Khan TechCorp Industries priya.khan@techcorp-indu... @ Cora Zenaty (corazena...
Sales "
ﬂ Marcus Ostberg StartupVentures marcus.ostberg@startupve... @ Cora Zenaty (corazena...
SRR N zara williams GlobalTech Corp zara.williams@globaltech.c... @ Cora Zenaty (corazena...
Service ¢ Prev | 1| Next 25 per page v

Data Management

Reporting

Breeze

Sales Rep Cora

Partner




ol
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Search HubSpot

{ Contacts Actions v

Priya Khan

Vice President of Operations at

TechCorp Industries

priya.khan@techcorp- -
D
industries.com
(e Q is @
Note  Email Call Task Meeti.. More
v Contact Context Actions ~

Email

priya.khan@techcorp-industries.com

Job title

Vice President of Operations

Phone number

(555) 234-7891

Contact owner

Cora Zenaty

Last contacted

08/27/2025 11:27 AM PDT

City
Austin

Overview

Data highlights

CREATE DATE
08/28/2025 2:30 PM PDT

RECENT SALES EMAIL CLICKED DATE

Demo Feedback

DEMO FEEDBACK

Activities

Intelligence

LAST ACTIVITY DATE
09/03/2025 5:00 AM PDT

LEGAL BASIS FOR PROCESSING

CONTACT'S DATA

Legitimate interest - Lead

DEMO STATUS

Very impressed with the automatio... Completed
Tickets +Add
Search Q Ticket owner ~ Create date ~ More ~
Ticket Name - Ticket Owner

Issues with Trial Account

@ Brenna Zenc

Assistant @ Fern Baby Fern v

> Breeze record summary
»

v Companies (1) +Add

( Primary )
TechCorp Industries fn
techcorp-industrie.. 7 ©

Phone: --

View associated Company,

v Leads (1) +Add

Primary )
Priya Khan
Owner: Cora Zenaty (O
Lead type: New Business
Stage: Qualified ~ (O (Lead pipel...

Qualified on 8/29/2025 and TechCorp
Industries - Enterprise Automation

Platform Implementation created

VIR V2R VA R



Search HubSpot S Assistant @ Fern Baby Fern v

A
¢ Contacts Actions ~ Overview Activities Intelligence
> Breeze record summary
»
@ Marcus
OsTberg Data highlights
A Director of Sales at CREATE DATE LAST ACTIVITY DATE v Companies (1) +Add
StartupVentures 08/28/2025 2:30 PM PDT 09/03/2025 5:00 AM PDT
( Primary )
morcus‘.ostberg@stonupve © RECENT SALES EMAIL CLICKED DATE LEGAL BASIS FOR PROCESSING oy
ntures.io ) CONTACT'S DATA StartupVentures [
g Legitimate interest - Lead startupventures.io @ ©
(8 Q i= ® Phone: --
& o = (7
G | I Task
N i Meeti.. M ’ ¥
ote Emai Cal as eeti ore View associated Company,
A Demo Feedback
DEMO FEEDBACK DEMO STATUS
g v Contact Information  Actions ~ . Not Scheduled
v Leads (1) +Add
I] Email
ol :
marcus.ostberg@startupventures.io s ("Primary )
Phone number ickets +M'g
Marcus Ostberg
(555) 987-6543 No associated objects of this type exist or you don't have permission to view them.
4 ; ) B hype K Y PRI I Owner: Cora Zenaty &
Contact owner
Lead type: New Business
Cora Zena
© " Sti :N Lead pipeli
Last contacted Deal stage tracker Qs ez (o preine)
07/15/2025 6:45 AM PDT Created on 08/29/2025 10:56 AM PDT

No associated objects of this type exist.

Lifecycle stage G

New Bloom



Search HubSpot

Data Management Contacts

Properties - o P
opertie Setup Associations Lifecycle Stage Record Customization More ~ View C

[ (] Object Library
Create views to customize the layout and content of Contact records.
Objects ~
Contacts

Companies Search by view name Q Create team view

Settings > Data Management > Objects > -
Select Object > Record Customization tab Decls e pdoneate

Tickets - .
e Default view All unassigned teams and users

Products

.
e Create tailored record Pt s O Detosssimoosa  (wenier) (o) .
Quotes o e w +6 more Brenna Zenaty

Support West, Sales Global, Sales West,

IOYOUT VIeWS Subscriptions
Sales East, Marketing West, and

Projects D Marketing East

e Assign custom views to Senvices
specific teams o

Listings
Appointments
Invoices

Forecast



TechGrow Solutions - Default View &

Edit layout Settings ° Assign teams
——
Overview = Activities Intelligence + Change tab order = Breeze record summary ©

= Breeze Copilot record summary (defoult)

Data highlights

Data highl Companies (1)

- Contact (default)

Companies Association card (default)

Demo Feedback ©

Lead stage tracker @

Contact Information @ MNew data highlight card - (08,/28,/2025 8:52 PM)

About this contact (default) 0 2 Lead stage tracker (default)
Tickets © s
Marketing - Everything © P Tickets Association table (default) 5
New property list card - (08/28/2025 8:3... Deals Association card (default)
Deal stage tracker @ P ¢'
All Sales Data @ P % New association stage er card - (08/ Quotes
New property list card - (08/28/2025 8:3. ¥ Quotes (default)

Activities card @

. - 174 . .
Support History @ P Mew activities card - (08/29/2025 5:52 PM) Tickets P
New property list card - (08/28/2025 10.... Tickets Associatior rd (default)
Companies © s
Company Info © #  Companies iation table (default) Payment Links © P
Mew property list card - (08/28,/2025 B.... = Payment Links Association cord (default)
Deals ©
74

Contacts

Deals Association table (default)




Create team view

Settings > Data Management >
Objects > Select Object > Record
Customization tab

e Create a new team view

e Clone an existing view

Contacts

Setup Associations Lifecycle Stage Record Customization

Create views to customize the layout and content of Contact records.

Preview Customization

More ~ View Contacts in the .. o

(support East ) (‘support Global ) (Marketing Global )

4 N
([ Search by view name Q /\ Create team view
N )
E\ View Name = Assigned To =
e Default view All unassigned teams and users
[: Tech Gr_ow Solutions - Optimized No teams assigned
Sales View
[: TechGrow Solutions - Default
! View +3 more

< Prev m Next >

Last Updated +

Sep 5, 2025 8:29 AM PDT

Brenna Zenaty

Sep 5, 2025 8:21 AM PDT
Brenna Zenaty

Clone view

Delete view



Tech Grow Solutions - Optimized Sales View ¢ m

Edit layout Settings @ Assign teams

Overview v Activities Intelligence =+ Change tab order = Breeze record summary

Data highlights s
yta highlights - C Companies
5 174
Demo Feedback P
Contact Information P » t t Lead stage tracker
Tickets
Marketing - Everything k Tickets A % Deals
Deal stage tracker
: 9 Vs ¢
All Sales Data P New @ it tage tracker card - (08/29/2025 5:26 PM = Quotes
= Activities card P
Support History C 2 New octivities card - (08/29/2025 5:52 PM = Tickets G
Companies 0
Company Info A Payment Links
e iR 12 i i i 12
Deals
o

Contacts



Tech Grow Solutions - Optimized Sales View ¢ m

Edit layout Settings @ Assign teams

Overview ~ Activities Intelligence + Change tab order = Breeze record summary

" Breeze Copilot record summary (defoult

Data highlights
Data highlights - Contact (default z Companies

Companies Association card (de

Demo Feedback

Contact Information light card - (08/28/2025 8:52 PM) : Lead stage tracker

About this contact (default “  Lead stage tracker (default)

I
. : Deal stage tracker

ation stage tracker card - (08/29/2025 5:26 PM) : Deals

Activities card
2] [~ &
New activities card - (08/29/2025 5:52 PM) ¢ Quotes

jotes (default)

Companies
Companies Association table (default :  Tickets

ckets Association card (default)

Deals
jls Association table (default z  Payment Links

Payment Links Association card (default)

Contacts

Contacts Assc ation card (default



@

Search HubSpot

< Contacts Actions v

Priya Khan

Vice President of Operations at

TechCorp Industries

priya.khan@techcorp- =
(m]

industries.com
] ® = v
MNote  Email  Call Task Meeti.. More
v~ Contact Context Actions ~

Email

priya.khan@techcorp-industries.com

Job title

Vice President of Operations

Phone number

(555) 234-7891

Contact owner

Cora Zenaty

Last contacted

08/27/2025 11:27 AM PDT
City

Austin

Overview Activities

@ Fern Baby Fern «

Data highlights

CREATE DATE
08/28/2025 2:30 PM PDT

RECENT SALES EMAIL CLICKED DATE

Legitimate interest - Lead

09/03/2025 5:00 AM PDT

LEGAL BASIS FOR PROCESSING

Intelligence ~ Tickets (1) +Add
»
Issues with Trial Account
Open 11 days
LAST ACTIVITY DATE Owner: Brenna Zenaty

Status: Waiting on contact ~

View associated Ticket
CONTACT'S DATA

Demo Feedback

DEMO FEEDBACK

Very impressed with the automatio...

Tickets
Q Ticket owner ~

Search

Ticket Name

Issues with Trial Account

Nanl etrns trackar

v Payment Links (0) Add ~

Give customers a fast, flexible way to

DEMO STATUS pay. Add a payment link to accept a
Completed payment and associate it with this
record.
+Add
~ Contacts (0) +Add
Create date ~ More -

= Ticket Owner

@& Brenno zenc See the people associated with this

record.



Tech Grow Solutions - Optimized Sales View ¢ m

Edit layout Settings @ Assign teams

Overview Activities Intelligence =+ Change tab order = Breeze record summary

¥ Breeze Copilot record summany

Data highlights
Data highlight ntact (default z Companies

mpanies A ciation card (default

: Demo Feedback
Contact Information % New data highlight card - (08/28/2025 8:52 PM) : Lead stage tracker

About this contact (default % Lead stage tracker (default)

L
. : Deal stage tracker

ation stage tracker card - (08/29/2025 5:26 PM) : Deals

Activities card ¢
New activities card - (08/29/2025 5:52 PM :  Quotes

(default)

Companies Association table (default) z  Tickets

ckets Association card (default)

Deals Association table (default z Payment Links

Payment Links Association card (default)

Contacts

Contacts Association card (defoult



Tech Grow Solutions - Optimized Sales View ¢ m

@ Assign teams

Edit layout Settings
—_—
Overview ~ Activities Intelligence + Change tab order : Breeze record summary
Recent Engagement P
R s hic $ card - (09 Companies
oo 0
Demo Feedback o
Sales Essentials o New data t card - (08/28 M Lead stage tracker
Allbound Timeline &
tact Context Allbound Tirr contact (def Decls
Contact Contex P o N - o
Deal stage tracker 0 ¢
Account Details 7 A ssociation stage tracker ¢

Activities card
o 74
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Search HubSpot % iy Assi @ Fern Baby Fern ~

H
< Contacts Actions ~ Overview Activities Intelligence
> Breeze record summary
»
£ Marcus Ostberg
Director of Sales at StartupVentures Data highlights
a " marcus.ostberg@startupventures. CREATE DATE LAST ACTIVITY DATE RECENT SALES EMAIL CLICKED ~ Companies (1) +Add
[
o u 08,/28,/2025 2:30 PM PDT 09/03/2025 5:00 AM POT DATE
= B Primary
I Q i= ® LEGAL BASIS FOR PROCESSING StartupVentures h
CONTACT'S DATA e
g Note Email  Call Task Meeti. More startupventures.io @ ©
Legitimate interest - Lead Phone: --
o Budget Approver
~ Contact Context Actions ~ View associated Company.
= Demo Feedback
_ Email DEMO FEEDBACK DEMO STATUS
=2 marcus.ostberg@startupventures.io . Not Scheduled
~ Leads (1) +Add
_ Job title
al Director of Sales
Primary
Phone number Tickets +Add
(555) 987-6543 Marcus Ostberg
+ . : . . \ e ;
N ted objects of th t don't h T them. ~
Contact owner O QSsSOCIal objects Of IS Wm exist or you don ave permission 1o view them Owner: Cora ZEHUW D
o) Cora Zenaty Lead type: New Business
Las acted Stage: New ~ (Lead pipeline)
07/15/2025 6:45 AM PDT Deal stage tracker
Created on 08/29/2025 10:56 AM PDT
City No associated objects of this type exist.
Boston 1
Stare/Region
Massachusetts
P Activities card
Country/Region ~ Deals (0) +Add
United States

Search activities Q Collapse all ~
LinkedIn URL

= (5) Activity ~ = All time



Tech Grow Solutions - Optimized Sales View ¢

=3 X

Sales Essentials

Contact Context

Account Details

Edit layout Settings

Overview ~ Activities Intelligence + Change tab order

Recent Engagement C P
- =
PP
Demo Feedback e
174
are B !
Allbound Timeline
A i T =,
Deal stage tracker 7

Activities card

@ Assign teams

Breeze record summary

Companies

Lead stage tracker

Deals



Association labels

Settings > Data Management >
Objects > Select Object >
Associations tab

e Create labels to
identify
relationships
among records

Contacts

Setup Associations Lifecycle Stage Record Customization Preview Customization

Manage associations in the data model builder

Index Customization View Con...

This page is going away soon. You can now manage associations, labels, and limits — all in the data model builder. | Open data model builder

Use associations to identify and track the connections between your objects. Learn more

Select object association Contacts-to-Companies ~ 3 Reverse

Association limits
« Each Contact can be associated to many Companies.
« Each Company can be associated fo many Contacts.

=

/ ~N N
\\ Search Q ) Filter by: Alllabel limits ~ ‘ { All users ~
. /
Label Limits © = Object Association
Advisor (Many) 1-to-many Companies
Billing Contact (Many) 1-to-many Companies

Budget Approver (Many) 1-to-many Companies

Created By
HubSpot

No

Yes

No

ate and configure

Configure association limit
Set limits for unlabeled

associations. Learn more

Create and configure label
limits
Specify the relationship
between associated records
and set limits for labeled

associations.




Search HubSpot 3 2 Assistant @ Fern Baby Fern v

2 Data Management Contacts
Properties
Setup Associations Lifecycle Stage Record Customization Preview Customization Index Customization View Con... &7
Object Library
a Objects v
Manage associations in the data model builder
Contacts x = . S s : s
This page is going away soon. You can now manage associations, labels, and limits — all in the data model builder. | Open data model builder
Companies
g Leads
Use associations to identify and track the connections between your objects. Learn more 2
Deals
G
Tickets
- Select object association Contacts-to-Companies ~ S Reverse
= Products
8 EaymentLoks Association limits
Quotes « Each Contact can be associated to many Companies.
& « Each Company can be associated to many Contacts.
Subscriptions
> rc Q Filter by: All label limits ¥ All users ¥ Create and configure v
ol Projects D ek K t i e
Services
Label + Limits © + Object Association Created By v Used In
< HubSpot
Courses
Listings Advisor (Many) 1-to-many Companies No 8
Appointments
® Billing Contact (Many) 1-to-man Companies Yes 0
Invoices 9 Y. Y
Forecast
Contractor (Many) 1-to-many Companies No 8

Activities



Search HubSpot R &8 GC by Assistant @® Fern Baby Fern ~

H
< Contacts Actions ~ Overview Activities Intelligence
> Breeze record summary
»
® Priya Khan
Vice President of Operations Recent Engagement
= at TechCorp Industries RECENT SALES EMAIL RECENT SALES EMAIL LAST PAGE SEEN v Companies (1) +Add
3 CLICKED DATE OPENED DATE
priya.khan@techcorp- ==
(@] - -
industries.com Primary
LAST ENGAGEMENT DATE TechCorp Industries
g (s Q = 2 = techcorp-industries.com & ©
Note  Email Call Task Meeti More SHORG=
G
View associated Company
A Demo Feedback
= v Sales Essentials Actions ~
DEMO FEEDBACK DEMO STATUS
=] Very impressed with the automation capabil... Completed
Last & ant Dét v Leads (1) +Add
ol
Last activity date Detoih X . Primary
09/03/2025 5:00 AM PDT Allbound Timeline .
Priya Khan
DX] Fit Score All time ~ All activities ¥  Activity assigned to ~ HubSpot team ~
< ‘ i i Gecines VY w0 e Owner: Cora Zenaty
<12 Sep 2025 Today Lead type: New Business
@ DX] E S
Outbounds Stage: Qualified ~ © (Lead pipeline)
Fern Bab...
Qualified on 8/29/2025 and YechCorp
gbs 2 Industries - Enterprise Automation
Priya Khan Platform Implementation created
v Contact Context Actions ~



|

4

(]

< Contacts Actions ~

Marcus Ostberg

Director of Sales at StartupVentures

marcus.ostberg@startupventures. o

io

] @ (= il

MNote  Email  Call Task Meeti.. More

v Sales Essentials Actions ~

Last Engagement Date

Last activity date
09/03,/2025 5:00 AM PDT
[DX] Fit Score

[DX] Engagement Score

Now in Seq

~ Contact Context Actions ¥

Email
marcus.ostberg@startupventures.io
Job title

Director of Sales

Overview

Recent Engagement

RECENT SALES EMAIL CLICKED
DATE

LAST ENGAGEMENT DATE

Allbound Timeline
All time = All activities = Activity assigned to ~

<

Outbounds
Fern Bab...

Inbounds
Marcus Q...

Mon 1 Tue 2

Activities card

Search activities Q
(5) Activity = x

i= > Cora Zenaty was assigned o task

O Follow up with Marcus Ostberg

Due date Task Tvoe

Activities

RECENT SALES EMAIL OPENED
DATE

Intelligence

LAST PAGE SEEN

HubSpot team ~

Sep 2025

wed 3

Pricritv

> Breeze record summary

»

~ Companies (1)

Primary
StartupVentures
startupventures.io &' ©

Phone: --
Budget Approver

View associated Company

Today

v Leads (1)
Primary
Marcus Ostberg
Owner: Cora Zena
Thu 4 Today Saté
Collapse all -
All time

Overdue: Sep 3, 2025 at 5:00 AM PDT

+Add

(]

+Add




Your Framework for

01

03

Audit with purpose: Look at your
current records through your
team'’s eyes, not an admin'’s eyes.

Label relationships strategically:
Make connections meaningful, not
just functional.

02

04

Customize for roles: Different
teams need different information
prominently displayed.

Test with real users: Get
feedback from the people who
actually use the records daily.

[N P13



Wrap-Up and
Resources




What’s New for HubSpot Smart CRM

e Conversational enrichment: self- generating CRM
data and AI-powered smart properties

e Smart Insights: AI catch-up cards on records, cee A“d make’

Smart Digest trend reports on record index pages,
Column Insights to uncover data patterns

e Flexible CRM views: Gantt chart, calendar, and hubsoT com SOT“hT
map visualizations for CRM index pages hubspot.com/new

e HubSpot connectors for ChatGPT and Claude

*Demo stations on the
and hides potentially sensitive information main conference floor

e Sensitive data masking: automatically identifies

e Smart Transfer tool: guides users through 3rd
party data migration fo HubSpot


http://hubspot.com/spotlight
http://hubspot.com/new

Questione?



INBOUND

Resources

e Session workbook and slides
e HubSpot community AMA
e Smart CRM resources

e Additional Academy learning




Please rate our session!

We hope you enjoyed today’s session.

Please head to the INBOUND mobile app
to provide your feedback.

[N P13



Thank You!
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