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Unstructured data
The remaining 80% of customer 
intelligence that is trapped.
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The Customer’s 
Circle of Trust

Connected Insights
A platform that connect the dots

Strategic Intelligence
Answers before questions
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Three Fundamental Shifts

Scattered Reactive Generic
Connected Predictive Strategic
Link data across 

touchpoints
Spot patterns before 

problems
Strategic from word one
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Sales Meetings
Every conversation captured, 
transcribed, and understood

Deal Intelligence
Connect dots across every 
touchpoint automatically

Buyer Intent
Understand engagement patterns 
and behaviors

STEP ONE

Meetings in the 
Sales Workspace

STEP TWO

Predictive Deal Score 
and Insights

STEP THREE

Buyer Intent
Signals
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Sales Workspace
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Results & 
Implementation

Faster Sales Cycles

Increased deal velocity

Significant revenue growth

How quickly did you see results?

Premium white glove service



How quickly did you see results?

WEEK ONE

Better meeting 
notes

MONTH ONE

Reps catching details 
they'd missed

MONTH THREE

Full
transformation

Your Monday Morning 
Action



Monday Morning

Pick your biggest deal

Audit the last 5 touchpoints

Find 3 insights NOT in your CRM

Those insights 
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Your 80% gap

Those insights 



Visit hubspot.com/spotlight

Thank You



Q&A



Please Rate My Session

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

to provide your feedback.
Thank you!


