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I help people fall in love with
HubSpot by posting daily
#HubSpotTipsAndTricks videos
on LinkedIn, hosting weekly
HubSpot Admin User Group
webinars, and speaking at
events (like INBOUND!)

I also love Billy Joel, Joan of
Arc, and living in Boston with
my beautiful family.
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New Features

01

03

Operations Hub is now Data Hub!

Datasets are now part of Data
Studio, which can combine data
from multiple sources and use it for
much more than reporting.

Commerce Hub CPQ!

Commerce Hub now includes tiered
products and AI-powered quotes,
tied to professional and enterprise
Commerce Hub seats.

02

04

Breeze Studio!

we’ve got a whole marketplace of
agents and assistants, and you can
build custom assistants for your
teams to use inside HubSpot.

Marketing Hub’s Gone Wild!

Campaigns are now Marketing
Studio. AI-powered email is super
flexible and personalized. Better
video tools, social featues, etc!

M2s



New Pricing and Packaging

01 Data Enrichment and Data Quality 02 HubSpot Credits
Enrichment is included in all paid You can now choose between
plans and no longer consumes auto-upgrades or pay-as-you-go!
credits! Data Quality available to all You can also set a monthly limit
Starter+ portals, not just Data Hub! that can’t be exceeded by users!
03 CPQ vs Legacy Quotes 04 Standalone CRM
The new CPQ lives in Commerce You can get access to pro- and
Hub. Sales Hub customers will keep enterprise-level platform features
access to legacy quotes for now, (workflows, custom objects, etc.)

but the magic is in Commerce Hub. without having to buy a hub!
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CRM

e Homepage

e Data Model Builder
e Index Pages

e Record Pages

e Enrichment

a

Search HubSpot

ontacts ~

Search

Contact owner ~

(8) Al contacts (353)

Create date ~

Katie Jepson
Kyle Jepson

Fran Johnson
Zach Reynolds
hubspothug@gmai
Joan of Arc

Bob Jones

Brian Halligan

> Ashley Hovatter

Hank Johnson
Chuck Atoyot
Harper Williams

Elizabeth Davis

Last activity date ~

Contact Owner
Kyle Jej
Kyle Jepsc
Kyle Jey
Andre Dominguez
Kyle Jepson (kjepson@.
Kyle Jepson (Kiepson@.
Kyle Jepson (jepson
Kyle Jepson (kjepson
Kyle Jepson (Kiepson@.
Andre Dominguez (thee.

Kyle Jepson (kiepson@.

Kyle Jepson (kiepson@

Kyle Jepson (Kepson@

&) Follow-ups

Lead status ~

(8) UK Leads

8T

+ More = Advanced filters

Contact  Company (Primary)

Marriott International, In

HubSpot

Domino's Pizza LLC

france.gov

Disney,

Amazon

FedEx

The Boeing Company,
Toyota Motor North America
Takeout Town

Takeout Town

11 Next >

) My need contact contacts +)

25 per page ~

@ Copilot

o || [ e | [ expor

@ The Eccentric Sage

B oo

Lo

<
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Marketing - oo |

e Segments (formerly lists)

e Marketing Studio (formerly
campaigns)

Pro
e Journeys
A I
° pprovals
- Ent
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S O | e S Search Hubspot Q) (+ . B @ & 4 Copilot @ The Eccentric Sage ~

Q
Sales Kyle Jepson ~

Al

e Email scheduling and templates
o o o 2 Your tasks Overdue ~ Your outreach activities (2) Sciedue Tnsights
e Meeting scheduling and routing ' —
* Workspace 4 = - e T L
ro ) AES m) All tasks in sequence $700.1M N /A
e Sales Performance 5 i
ro

e Playbooks
Pro

P LeO d fo rm ro u TI n g + All actions 5 Deal related Q $Q
@

e Deal approvals s TR

Your activities this week
Got feedback?

Your report this month
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Commerce Hub

e Payments
e Products

e Tiered Pricing
Pro

e Templates
Pro

e Quotes
Pro

e Approvals*
Pro

e E-signature
Pro

e Advances approvals*
Ent

*Approvers DON’T need a seat

Back | File v

xecutive summary

2 Header

& Parties

a

B Line items

© Payments

[ Acceptance

Demo Deal - VP Sales Karen Walker & (et

Draft

Seller

Kyle Jepson

28 North Crescent Circuit
Boston, MA 5

USA

Kyle Jepson (kjepson@hubspot.com)

Effective date Term length
On agreement Until canceled

Line items

Item

Onboarding

Sales Seats
Starts on effective date, billed monthly for 12 months

This is the number of sales seats the team wants

Cool product (Copy)
Starts on effective date, billed annually u

Helpful description

Autosaved m

Buyer

Contacts

Karen Walker (karenwalker@visual demospot.org)

Quantity Unit price Netprice  Total over term

1 $1,000.00 $1,000.00 $1,000.00

$600.00

$1,000.00 $1,000.00
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S I . / \
e V I Ce Search HubSpot Q) (+ e B ¢ & 4 Copilot @ The Eccentric Sage ~

‘ (e} All Open (282) + Ticket #28795230356 | + Add Contact | #:
The call from Comeast Xfinity alert
) all
Help Desk o that their 50% discount on the monthly bill would be Ticket owner
() S h O red I n box TR X removed unless they called back immediately 1o e
arch [Unknown Contact] refain if.
took plac Key notes

Pipeline

53 summary o * 50% discount on the monthly bill is at ‘Support Pipeline
Tina Ticket o remov

e Inbound/outbound calling

discount. New~
€@ Manage views X Coniail Ticket'e « Call back using the number displayed on caller
. You can now hide default Conrad Zéeman o v About this ticket
® . N N Topics discussed
views, choose @ homepag

and customize sharing Discount Notification

@ Khadija Ticket o . .
ettin Khadija Traynor pient informed about the potential

Settings & removal of the 50% discount.

-~ L S « Emphasis on the urgency to act in c
S A [ Unassigned James Ticket ® keep the discount.

P R James Hammond
ro 3 Assigned To Me 62 4 Please note: sensitive data isn't permitted fo be used in AEenerating
5 i help desk. Please refrain from including sensitive data in !
° @ My Team's Unassigned 3 our responses fo end users. © 08/21/2025
Clare Reid
@ My Team's Open 3 No conversation star
P ro & Al open © Email ~ Comment Ticket Summary

Chris Ticket ®
ch

e IVR * o m—
Ticket #28795230356

@ My Mentions
Ent Ticket #262157069... ® ated Aug 25,2025 Cf

v AllClosed [Unknown Contact]
. - A call took place The ticket #28795230356 pertains td}
o S k I | | S - bq S ed ro u TI n g 7 More + Create view inbound call from Comeast Xfinity,
Ticket #249729862.. ® Ju — informing the recipient that their 50|
E nt ©® You're away ~ [Unknown Contact] Insert~ discount on the monthly bill will be

A call took place L

e Capacity limits

Ent 3

e Spaces

e Agents (Customer, KB, Handoff) IN 25



Data

e Data Sync field mappings
e Data quality
e Data Studio (Datasets++++)

e Snowflake, AWS S3, BigQuery

Pro

nt

Exit

Dataset preview

 Contac...
Kyle

John
Zach
Katie
Brion
Russell
Kyle

Fred

Buck
David
Daniel
Just
Kathleen
Berry
Lauren
Asfara

Sal
Garbaluza

Adliyah

Abigail

Reynolds
Jepson
Hallig:

Nelson

Speers.

Star
Football
‘Wolchonok
Testinit
Kelly
Smoothie
Espresso
Noormohamed
Conroy
Mackymack
Anderson
Anderson

Taylor

Kjepson@hubspot.
john@microsoft.cc
zreynolds@domin

importanttest@m

bhtest@hubspot.c.

buck@starbucks.c.
davide
dwolchonok@hubs
garbaluzat

NULL
berries@smoothie,
lauren@starbucks.

ancormohamed@.

ataylor@chickenc

% Contact ..
+18575407200
+18885550000
+18885552346
+19162120213
1-888-482-7768
1230633981
267.549.00
347-446-8403
3845371711

4385749244

617-899-2064

7481038490

7482947194
209 9296

877.399.9397

NULL

Power Buyers &

< Choose columns

0SS sourc

367 properties, 1 source + Add source

% Contacts

CALCULATED CONTACT INFORMATION

U Property details

Member essed private content

Fill rate

41.64%

membership_has_accessed_priv

cription
1if @ member has acc ny

private content, 0 or nullif not

Data type

Property<number>

M Brands
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Workflows

e Templates (use testimonials
example)

e Required properties
e New creation flow

e Deeper data sources
e Metrics

e Troubleshooting

e Action sets

P

Back to workflows
Filev  Edit - Settings  View v

Choose an action

G

Browse all actions

(©)

Delay ‘ Branch

HubSpot

R AL
Ask A

Action sets

Implementation &

Fomi

When this happens

Group 1

Has completed: Property value

changed

and Property name is Deal stage

New value: Deal stage is any
of Closed Won (Default

pipeline)

lloff | Details

Implementation,

[ ]

Details

Workflowis ON | Enroll

[ 7est | [ performance
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Scoring

e Marketing Hub - Lead Scoring
e Sales Hub - Predictive Deal Scores

e Service Hub - Health Scores

e NEW: Manually score deals and
companies in Sales Hub

Exit Save | Saved with draft changes

Learn more ~

Scorelimit:0to 100 ¥ | points @

v New scoring group ¢

Sales Email (1:1) (Contact) - Association settings

Events

‘ Sales email send

| sales email click

‘ Sales email open

‘ Sales email reply

=Filter event

=Filter event

SZFilter event

Highly Engaged &

Criteria

3 months ¥

Add timeframe ~ #Add frequency,

£JAdd timeframe  #Add frequency,

£IAdd timeframe ~ #Add frequency,

£JAdd timeframe  #Add frequency,

Add~ H 1

Add~ H 3

Turn off Review and update

Score every fime ~

Add ¥ H 2 points

nddw || 4 po

IN 25



Reporting i %

Search Hubspot Q) (+ . B @ & 4 Copilot @ The Eccentric Sage ~

e Reports library ———

Average deal size

Settings About More ~
Q ~ CreateDate~  Alltime ~
. @
® Re OrT viewer . e | o |G| =i || s Customize seftings fo highigh key insights.
Analytics suites
> Marketing ~  Define
Over time Totals
e Analytics tools N
y o > Activities & leads cted properties (0)
*4 Report summary €D )
A v Deals Chart type
e Custom report builder
Deal change history
$4,122 512.43
& Deals created
Deal funnel X
Al AllTime  Filters (1) ——"
Dea 50Ns
alloss begsor unt in 3
Amount in company cur;
’ Deal pipeline waterfall

e 3 $9,726,6277 N
Deal push rate Average

$79,666.67
Deal velocity

$56,016.67 Group
Deals won & |

Deal owner

$2,07535 Dimension
Sales velocity

Deal owner
Andre Dominguez | $1,244.63
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Search Hubspot Q) (+ . B @ & 4 Copilot @ The Eccentric Sage ~

Enterprise Features [ Y

o Your Preferences

Account Cleanup

General

Notifications Automated (0) Manual (9)

e Account Cleanup

Organization Latest account cleanup results
Management

e Custom Objects N ... o

Account Management

g count Defaults
e Sandboxes J—
& . A
Audit Log You have caught up with all notifications
« .. a Users & Tean By reviewing and deleting assets, you can free up space in your portal and find important
e Sensitive data
e Product Updates i
& Infegrtions; Available automations
[ —— Once you enable automation, you'll receive monthly notifications under ‘Latest account cleanup results’ and a monthly cleanup summary email
ol Tracking & Analyfics v
B — Archive unused assets
+ Sandboxes

> Marketing emails
curity

Multi-Brand

Delete unused assets Next sche
rovals

Routing

IN 25



Please Rate My Session

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

Thank you!




INBOUND

Thank You!

Follow “HubSpot Tips and Tricks”
on your favorite social platforms!




