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what is hubspot?

— Think about your worst sales or marketing
experience, like pop-ups you have to click away like
it's a game of whack-a-mole. We've all been there.
HubSpot's software is designed to help sales and
marketers focus on treating people like people,
because at the end of the day we all just want to

be treated like humans, right?
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the inbound
methodology

—— There's good news for companies that want that for their
potential customers—it's called the inbound methodology. With
inbound, customers are at the center of the process, and go through
the Marketing, Sales and Service phases. Each phase is meant to further
inform your lead, turn them into a customer and then into a promoter.

If you're going to go all in on inbound, there's one CRM, marketing and

sales software we recommend: HubSpot.



ATTRACT CONVERT CLOSE DELIGHT

\
) e P 4 e ) @ > Promoters
Form

Blog CRM Surveys

Keywords Calls-to-Action Email Smart Content

Social Publishing Landing Pages Workflows Social Monitoring

customers are at the center of the

process with the inbound methodology
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whatis
hubspot?

—— HubSpot was created with one idea in mind: that people
were tired of being sold to. With the advent of the internet,
consumers suddenly had all the choices in the world (literally)!
They could easily pick and choose which companies they trusted

and ignore companies they had bad experiences with.

HubSpot harmonizes your CRM, Sales, Marketing, and Service
efforts in one user-friendly platform. With the addition of CMS
Hub, you don't need a developer or IT to understand the backend

of your website, and it can be set up quickly and efficiently, so

1. Marketing Hub
2. Sales Hub

3. Service Hub

4. CMS Hub
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PRO TIP

Better equip your team
by harmonizing your
CRM, Sales, Marketing,
and Service efforts in one

user-friendly platform.

your team experiences little-to-no downtime. The suite

of tools has options at every price point, so HubSpot will
grow with your small-to-medium-sized business. You

can plug and play, choosing which platforms you want,
and which you can do without. Each “hub” feeds into one
another, allowing you to see a bird's eye view of all of your
marketing and sales efforts, and use context to keep track
of each prospect in their buyer’s journey. Sounds great,

right? It is—and you can take our word for it.

We know your sales and marketing teams have zero
time as it is. So why spread your marketing efforts
throughout numerous different platforms? The more
segmented everything is, the harder it is to get a clear
picture of whether your efforts are making a dent—
and redundancies will add hours to your day. That's
why we use HubSpot, an all-in-one marketing platform
that shaves hours off of our weeks. HubSpot allows you
to focus on more important things—Ilike your clients

(remember them?).
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hubspot
crm

—— HubSpot's free CRM allows you to manage your pipeline with ease—showing
you by-the-minute updates of your prospects’ interactions with your company,

so you can confidently make your next move. The CRM is extremely customer-
centric. It equips you with the tools to support your leads and customers from the
first touchpoint until far after they've purchased. Follow every opened email, every

completed form, every booked meeting, all in one place.

HubSpot's CRM is easy to set up, and customizable to your unique sales process.
You can customize your deal stages in less than an hour and configure it to your

business preferences.



A lot of the marketing and sales process happens
in your inbox. A few of our favorite features are

email templates, tracking and, scheduling.

Templates turn a repetitive sales email into a saved

template, so you all you have to do is personalize
it, click send or schedule for the time of day when
your prospect will be most likely to see it! A lot of
companies like their sales reps to work out of the
CRM when sending a responding to emails. With
HubSpot, you can track your email conversations
within the CRM or in your preferred email provider,
such as Gmail, Outlook, or Office 365. Log the
information into the CRM with just a click of a

button!

Although email is used frequently, everyone has a
different way of looking for answers. One person
may use email, another may use live chat and yet
another uses social media. Keep track of all of your

conversations in one inbox, so you can read and
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reply to all of your messages in the same place. And when you're ready to meet with
your prospect to further the conversation, skip the back-and-forth involved in setting
up a meeting and send them a link from the Meetings tool. Your prospect can see

your available dates and times and choose the one that works best for them.

When meeting over the phone, your CRM records and transcribes the call for you. It
also tracks every touchpoint, so when you reach out to start the sales conversation,
you know exactly what their conversion path has looked like. This allows you to give
each person the unique information they need to feel comfortable taking the next

step in the buyer’s journey.

Throughout your sales process, set up tasks, so HubSpot can
remind you at a date and time to send an email, or make a

call to a prospect. And when your prospect opens your email
downloads an attachment or views your proposal, HubSpot's

real-time notifications will let you know, so you can follow up
Easily set up and customize

as soon as possible. Getting back to a prospect when you're on your Hubspot CRM to align with

their mind might be the action that closes a sale for your team. your unique sales process for

full customer visibility.



marketing
hub

—— HubSpot's Marketing Hub is a
comprehensive suite of tools designed to attract
visitors, convert them into leads, close deals, and
delight customers. The Marketing Hub connects
with your HubSpot or Salesforce CRM to track the
progress of leads, so your marketing and sales

teams never miss a beat.
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Your website is a 24/7 salesperson for your business, so it should be beautiful and functional,
seamlessly guiding your visitor through the buyer’s journey—no pressure. HubSpot CMS offers
easy-to-use drag and drop features, so anyone can build a website. With HubSpot, you won't

need to write one line of code in your website build (unless you want to, of course).

Marketing ~ Sales Service ~ Automation Reports +

[Sales] Hot Lead Qutreach #

Search actions
A Alerts @ View or edit goal Actions Settings Performance Histary
Building blocks

100% i r
Enrollment triggers: Add delay Add iffthen
- branch

The contact property Predictive Lead Score is
greater than 50.

AND
Productivity
~ See all 4 criteria e e o
Create a task Send an Send

internal SMS netification

e Marketing
Create a task
“Hot Lead, call immediately” and assign to 0

Contact owner
Send email Send internal Add to a static

email list

Remove from a
mimilin B



attract

People actually have to find your website for it to do its job, though. If you're focusing on organic search, this
is where the SEO tool comes in. You can publish web page after web page and blog after blog but if no one
sees them, it's wasted time and money. The built-in SEO features will ensure you're adding keywords, meta
descriptions, inbound links, and more to up your SEO game, so you can get to page one and get results. If
your strategy also includes paid search, the Ads tool easily allows you to hook up your Facebook and Google

Ads accounts to track performance and create audiences.

During the buyer’s journey, blogs can help answer questions and guide visitors to the next step. According

to HubSpot, 53% of marketers say blog content creation is their top inbound marketing priority—something
so important they should have the right tools to back it up. With HubSpot's blogging tool, you can create an
inline blog or select draft mode to collect your thoughts in a distraction-free space. Optimize, schedule, and

analyze the results of your posts, all in one robust blogging tool.



convert

Once a visitor finds your website, entice them with a call-to-action (CTA) to sign up for your email list,

download an ebook, or participate in a live demo. With the CTA tool, you're able to create a button or an

image-based clickable object that you can put pretty much anywhere on your website—you can even put

one in a video! It also tracks the data on who clicked it, when they clicked it and where they clicked it, so you

know what works and what doesn't.

Once they've clicked the CTA, it'll bring them to a landing page. Create your
own landing pages by creating a form in the form tool and plugging it into

one of HubSpot's templates with content. Hit publish and come back when
you have results. Through the landing pages analytics, you can see who has

converted, and HubSpot adds the new contacts to your CRM automatically.

Another way to grab a lead’s contact information is through a pop-up

form. Pop-up forms will leverage page visitation data, or completing a
behavior threshold like time on page or scroll depth actions, and provide an
opportunity to convert the user with an offer or value proposition. The form
is dynamically generated right there on-site, so the user does not have to

leave the page to convert!

Find your conversion rate
by dividing your number of
conversions by your number
of visitors and multiplying
that number by 100 to get

the percentage.



close

Once your visitor becomes a lead, you can use that information
in many different ways to turn them into a customer. Use the
marketing automation feature to add them to a drip camypaign.
This will send them well-timed emails with information that
will actually interest them. Also, set up a workflow that assigns
new contacts to their buyer persona, so you can tailor your

marketing messages to their specific needs.

When your lead is this far into the buyer's journey, they don't
want to see another CTA for that awareness-level ebook they
read months ago. Instead, use Smart content to show them a

CTA they'll actually convert on—maybe a free trial, perhaps?




delight

Just because you turned your lead into a customer doesn’'t mean your work is done. Now is where the hard
part begins—keeping them as a customer. We've all heard that getting new customers costs a lot more
than retaining old ones. But according to research by Fredrick Reichheld (creator of the net promoter score),

increasing customer retention rates can also increase profits by 25% to 95%.

Use social media to delight your customers by answering questions and responding to concerns ASAP.
Do this by monitoring your mentions and hashtags through the social media tool. You can also schedule
Facebook, Twitter, LinkedIn—and even Instagram posts, so you're providing valuable content to your

followers every day, no matter where they are in the buyer’s journey.

At every stage, you should be checking your progress. What works,
what doesn’t work, what needs help... and HubSpot's analytics tools give
you the whole puzzle, not just a piece of it. Access the analytics from
inside each tool, or from the report drop-down menu to see views, click-
through rates, bounce rates, session times and a whole lot more. The
numbers tell you what you're doing right and what you can do better to

give visitors, leads & customers the best experience possible.




— Toss those spreadsheets into the virtual garbage can.
HubSpot's Sales Hub software helps your team uncover more
leads and turn them into customers faster. The Sales Hub
allows you to see your pipeline in an easy-to-manage interface,
so no one slips through the cracks, and your prospects get all

of their questions answered before making a purchase.
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Once a lead is ready to talk to a salesperson, they're
usually halfway through the buyer’s journey—67%,
according to a study by SiriusDecisions. That's where
predictive lead scoring comes in. Understanding
your leads and where they are in the journey is key

to connecting to the right prospect at the right time.
With predictive lead scoring, HubSpot uses artificial
intelligence to look at who's converted on what, what
pages of your website they've visited and more, and
connects the dots to predict who has the highest
likelihood of closing. That way, you can focus on
connecting with the warmest leads, and leave the colder

ones to the marketing team.

Once you connect with a lead, add them to an email
sequence. As salespeople, we know getting back to
prospects is extremely important, but there is only so
many hours in a day! With email sequences, you can
enroll prospects in a series of automated emails after

speaking to them once, getting their information at



a tradeshow or by another factor. This way, you're not
spending hours sending the same email over and over
again to different prospect’s, or forgetting to send an

email altogether.

These emails will usually include resources for the
prospect such as case studies, pricing sheets, proposals,
and other documents. Instead of having to search for
them, the Documents tool will hold all of your important
resources in one place. HubSpot also tracks who

opened what and which documents lead to clicks, and

eventually sales, so you can leverage your winners.

Once your prospect is ready to buy, use the Product and
Quote tools to whip up a company-branded quote to
send to them. With the Product tool, add the products
your company sells, and then add the products your
prospects have interest in-in to the deal. Once they're
ready for a quote, a click of a button will create a visually-

appealing quote you can easily attach to an email.

PRO TIP

Understanding your leads and
where they are in the journey is
key to connecting to the right
prospect at the right time.



—— HubSpot's newest product, Service Hub, allows you
to provide your customers with top-notch customer service.
Customers have more power than ever before, and giving
them support when and where they need it will allow you to

retain customers and turn them into promoters.
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Connect with customers in the conversations inbox, which takes every incoming email, DM, and more, and
keeps it in one easy-to-use inbox. When you reply, your response goes right back to the medium they used.
Live Chat is also connected, so when a customer asks a question through the chat window on your website,

you can answer immediately.



When a customer contacts your team about an issue, create a ticket so you can route it to the best person
for the job. The ticket will record what the problem is, who it is assigned to, what the priority level is, and
more. Create tickets with automation, by setting up rules, or directly in a contact record. Open and keep

track of all of your tickets on the dashboard, so everyone's questions get answered in a timely manner.

Avoid answering the same question over and over again. Next time you get a FAQ, turn the answer into an
article in the Knowledge Base. Optimize it for search engines or send it to a customer when they ask. That
way, you're spending less time on repetitive questions and they're spending less time waiting for an answer.
Another way to help your customers get an answer ASAP is through a conversational bot. Unlike live chat,
there is no real-life person on the other end, but it can help a customer or lead find their way around your

website, to a helpful article or salesperson.

When everything is said and done, you want to know et
how you did, right? Use the feedback feature to send :':

a survey to a customer you just helped, to a list of =
customers who had the same problem, or to just get PRO TIP

a pulse check on your customers. You can also use the Customers have more power than

reporting features to see customer feedback, ticket ever before, and giving them support

. when and where they need it will
response time, knowledgebase usage and more to

allow you to retain customers and

keep Improving your customer service initiatives. turn them into promoters.



service hub starter

HubSpot has the simplest and easiest to use ticketing system for support teams with
Service Hub Starter, add that to Marketing Hub and/or Sales Hub and you now have
more visibility on the customer lifecycle than ever before, and it's all in one place.
With Service Hub Starter you can build your own Customer Success help desk and
scale it with your business. Offering customers the experience they want to have with

your business is the best way to grow, Service Hub allows you to do this at scale.

Service Hub Starter Features:

Tickets

* Conversations, all in one inbox for customer support

HubSpot Messages, live-chat software

Email sequences

Email and Chat support




service hub professional

Building your help desk solution for your business gets a serious leg up with
Service Hub Professional. Take your standard ticket system to the next level by
taking action in greater scale. With the Professional subscription, you're able to dig

deeper into CX data, respond quicker with knowledge center articles and videos,

and create custom reports.

Service Hub Professional Features:

e Custom fields for support forms

e Customer service reporting

e Password-protected articles for Knowledge Base
e Knowledge Base feedback including, CX surveys
e Expanded customer insights reporting

e HubSpot Video




— Finally, a CMS that makes it easy for marketers and IT
teams to work in harmony. Built for companies of all sizes, the
CMS Hub allows marketers the control they need to manage
their most important asset while giving the IT team the peace
of mind they require to protect their network from potential
threats. Site visitors get the personalized attention they deserve.

A win-win for all.




Easily create and manage website pages personalized for different visitors - and optimized for devices and

conversions. Enable your marketing team to make those last-minute updates on their own.

The commitment to your safety and website reliability is backed by a dedicated 24/7 security team and out-of-

the-box features like enterprise-class web application firewall, SSL, custom CDN, SSO memberships, and more.
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cms hub professional

CMS Pro is for growing companies and is the next evolution of our
HubSpot's CMS. Features make it easier for both marketers and
developers to work within the CMS. With the addition of themes you

are able to edit pages within an all new drag and drop interface.

cms hub enterprise

CMS Enterprise is for scaling organizations that want to build

powerful web app experiences and have more governance over

a growing team, CMS Hub Enterprise comes with everything

found in CMS Hub Professional and robust features like
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serverless functions and memberships which allows you to

blur the lines between static web pages, and web apps. As you

grow your business, you'll be able to build out and report on two

separate websites within the same CMS.
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enterprise
growth suite

— It's no secret that HubSpot was originally built to help small to medium
sized companies. However, post INBOUND 2018, we now know that HubSpot has
built capacity to meet the needs of the largest companies. Enter the the Growth
Suite, a bundling of HubSpot's three enterprise service offerings: Marketing Hub

Enterprise, Sales Hub Enterprise, and Service Hub Enterprise.

A lot of the new updates for enterprise are focused on the logistics of larger and
more sophisticated teams who use HubSpot. There have been some massive
improvements to Marketing Hub Enterprise and they've added two new product

offerings: Service Hub Enterprise and Sales Hub Enterprise.



platform features

Each product offering has a unique configuration designed to meet the
needs of companies and teams at each stage of growth and business
maturity. To create a tool that provides comprehensive of the inbound
methodology through marketing, sales, and service many features are
now shared across the products; Marketing Hub Enterprise, Sales Hub
Enterprise, and Service Hub Enterprise. These features are referred to as

“platform features”.

Note to the reader: some features are available right now others will
come out soon. All features discussed at the Enterprise level can be

accessed in a bundle HubSpot is calling the Enterprise Growth Suite.

the enterprise system of record

HubSpot provides everyone on your team a single shared view of the contact and HubSpot Sales Enterprise
has all of the team management features that larger and more sophisticated teams need to make HubSpot
their system of record. With features like: hierarchical teams, enhanced permissions, and single sign-on

HubSpot has built a tool that will match the way your company is structured.



You now have more control to make sure the complexity of your business does not get in the way of your
team’s work. For teams who do not have a traditional office or communicate with remote workers should
consider the native Slack integration to better manage team communication! Integrations are great
however HubSpot has also built out tools to help you better manage content across languages, regions,

and teams.

At the Enterprise level, things were messy! Now teams from different verticals, brands, or languages can
be organized to work side-by-side in HubSpot and never get in each other’s way. Let's take a look at how

HubSpot is going to help us get organizational with new features in the HubSpot Enterprise Growth Suite.

Content partitioning is a great feature because it allows
you to finally segment your blog, landing pages, website ' H
pages, forms, and all content assets by teams within a ( F
company and therefore your portal. To use an example,
Team Europe never really has to worry about sorting
through all of team United States’ work to get to their
own. For teams concerned about different regulatory
practices, like GDPR, across multiple countries, this

is great! Content Partitioning has three aspects to

consider.




what is content partitioning in hubspot?

Membership-based Content: Huge opportunity for companies that want a paywall for some content. Now
you can use HubSpot Lists to power access to certain parts of your site. You can restrict access to certain
content from regular site visitors and serve up a premium experience on your site for paying members,

internal company use, and other variations on Lists in HubSpot.

Enhanced User Types: Creating Users in HubSpot thus far has been pretty straightforward, you manage
portal wide access to HubSpot apps. Well now you can group permissions, layouts, and views upon HubSpot

by user type. This is a real enterprise feature for those working across the globe.

Hierarchical Teams: This is another layer of organization. You can manage your
user types but now you can also group your HubSpot portal users on multiple
tiers. Now you can reflect in HubSpot the very way your team operates; organize

users by teams, region, business unit, product line, or any other dimension.

HubSpot has also added new features to Enterprise that more closely aligns
with the custom data that most big companies need to make decisions. Custom
Events and therefore Custom Properties are now searchable within the HubSpot

search bar. Now Enterprise users will enjoy a more robust database that more

accurately reflects their world of data.



sales hub enterprise

Get the flexibility you need to manage the most complex sales strategies with ease. Sales Hub Enterprises

updates are all about advanced deal management and sales rep productivity.

Deals at the Enterprise level can be complex and pipelines need custom configuration. Keep track of
recurring revenue, collect e-signatures on quotes and other documents, and seamlessly accept payments
via our native integration with Stripe. Create fields in HubSpot that perform useful calculations and roll up
data from other fields, like sales commissions and splits. With more functionality, sales reps need to remain

productive.

HubSpot Sales Hub Enterprise saves sales reps time with a bunch
of exciting productivity and acceleration updates: e-signature, call

transcription, and the anticipated playbooks feature.

Playbooks is a brand new feature that lets managers arm their team
with call scripts, competitive battle cards, and more. This means that
you can use rules-based automation to surface the most valuable

content to your sales team, right inside of HubSpot.




marketing hub enterprise

HubSpot started as a premier marketing solution for small to medium sized businesses, now with
Marketing Hub Enterprise there's an option for each stage of company growth. Since the launch of

Enterprise, a lot has trickled down to Starter and Pro editions of HubSpot Marketing.

New features now included with HubSpot
Marketing Starter:

e Email marketing tools, including drag and drop email builder
e Suite of lead conversion tools
e HubSpot Conversations, including HubSpot Messages (live-chat)

e The top-rated CRM for small to medium sized businesses

Get started there, for only $50 a month and as you grow HubSpot
Marketing has an option for every tier. Marketing Hub Enterprise
gives the larger and more complex marketing teams the
advanced features they need with the user-friendly experience

that HubSpot has become well known for.




New features to HubSpot
& ol s Marketing Enterprise:

e Analytics views

e Content partitioning

CMS membership

Facebook messenger integration

Continuous testing with machine learning

With Traffic Analytics in HubSpot you can view sessions, contacts, and customers from every marketing
channel. With the new Analytics Views in Enterprise you can now break down your sources report with
specific segments of traffic: country, domain, specific URL structure, and more. So let’s say you're hosting a
blog at a specific subdomain, you could see how many sessions, contacts, and customers were drove there

by a specific social media channel.

With Teams in Content Partitioning in HubSpot Enterprise you're able to group users together for reporting
and permissions. You're also able to limit viewing, editing, and publishing to specific users and even teams.
This makes it possible for large teams, especially those working internationally or with various languages, to

work side-by-side in a single instance of HubSpot.



CMS membership restricts content access to
internal audiences like paying customers or

other groups of contacts. This is possible through
HubSpot lists, and can be incredibly powerful for
membership organizations, exclusive content, and

customization.

Facebook messenger is a powerful and new
marketing channel that is getting amazing results.
With HubSpot, you can build a full conversion path
that is native in Facebook messenger without

the need for emails, landing pages, forms, or site

content.

Pop-up forms (previously lead flows) is now
powered with machine learning and artificial
intelligence. Set and forget HubSpot Pop-up forms
while the algorithm sorts the best placement and

version of your lead generation tactic.

Originally built to help small to
medium sized companies, HubSpot
has built capacity to meet the

needs of the largest companies.
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hubspot
video

—— Massive update alert: the whole HubSpot platform is now powered

with HubSpot Video. HubSpot has long championed the power of video to

move the needle on a variety of success metrics for businesses. However,

production and resources have long held back the average company from

achieving success with video.



Now, there's HubSpot Video. The whole point here is to give businesses the confidence and the tool set
to create shorter, more personal, more authentic videos—quicker and more efficiently than ever. This
empowers businesses to create the video strategy that will have the most impact, instead of investing in a

few overproduced and toiled over video assets.

Hubspot Video Features Include:

e Simplified video creation
e Access to video assets in 1:1 communication tools

e Video Analytics and tracking

HubSpot's thinking for service and sales teams when it comes to video:
it's so much easier to solve a customer’s question and form a personalized

relationship with that customer with video.

When it comes to marketing, now marketing teams have access to the video
library management tools they've been waiting for. Now you can easily keep

organized, track your success, and power up your videos with interactive

features. In-video-CTA's and forms are now available. Furthermore, video
engagement metrics can power lists, workflows, and smart content. There is

also, an entirely new video dashboard for video analytics.



the history of
hubspot

— Brian Halligan and Dharmesh Shah, the founders of HubSpot, met while

attending graduate school at MIT.

As Brian was helping venture-backed startups with their marketing strategies, he
noticed that the tried-and-true marketing tactics (flyers, cold calls, email blasts)
weren't as effective anymore. At the same time, Dharmesh’s blog, OnStartups, was

gaining a ton of traffic with no budget.

So, after many discussions, Brian and Dharmesh came to the conclusion that
people didn't want to be harassed by a salesperson anymore. They wanted to be

helped—through what they called “inbound marketing.” And so, HubSpot was born.
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hubspot
ecosystem

—— The easy-to-use marketing and sales software is not all that HubSpot is. It's
also a community of people, an educational platform, and a marketplace that is

there to help you and your business succeed.



Start honing sales and marketing skills through HubSpot Academy. Nineteen certifications including
Inbound Marketing, Inbound Sales, and Social Media will allow you to grow in your inbound knowledge and
apply it to your business. And—unlike your college education—they're all free! While you're on the website,
peruse the free marketing resources HubSpot has to further your education. From guides to templates,

to webinars and more, the resources can give you ideas for your own business and educate your team

on marketing best practices. And when you're ready to start building a website and other assets (emails,

landing pages, modules), you can find templates in HubSpot Marketplace.

HubSpot is fully aware that they aren’t the be-all, end-all

software solution to marketing and sales. That's why

they've partnered with software companies that want to

integrate their software with HubSpot's. HubSpot Connect

Partners must meet a few criteria to be considered for

the partnership, like sharing customers and abiding by

inbound marketing and sales principles. Through the Use Hubspot Academy to grow
Connect Partners integrations, you can see analytics from your inbound knowledge and
every stage of the cycle, right in your HubSpot dashboard. sPRY It toyour business

Some notable HubSpot Connect Partners are Slack,

SurveyMonkey, and Eventbrite.


https://app.hubspot.com/portal-recommend/l?slug=ecosystem/marketplace/apps
https://app.hubspot.com/portal-recommend/l?slug=ecosystem/marketplace/apps

If you don't know where to start with HubSpot, or you'd like to see better results with your inbound
marketing and sales, that's where a partner agency can come in. Media Junction and agencies around the
world have partnered with HubSpot to better serve their customers and grow their businesses. A HubSpot
Partner Agency can help with your brand and social media management, website design, content creation
and more. There are four tiers, based on the success of each partner: Diamond, Gold, Platinum, and Silver.
Deciding whether you should partner with an agency can be difficult. You can do everything alone, but

do you really want to? Partnering with an agency that knows HubSpot inside and out—even for just six
months—can set you up for success in the long run. Choosing between agencies is hard, as well. Finding an
agency that fits your goals and culture is important, and with over 2,500 partner agencies, there's definitely
one out there that will fit your business. You can also lean on the HubSpot Community for questions about
anything HubSpot-related. Post to the forum or find the answer from a past question. You can also post to

the HubSpot Ideas forum to tell HubSpot what you'd like to see!

Gather with other HubSpot partners, agencies and enthusiasts
for the annual INBOUND conference in Boston. INBOUND
attracts tens of thousands of marketers, salespeople and
innovators from across the globe each year to hear speakers
and connect with other HubSpotters. Speakers have included

Michelle Obama, Rand Fishkin, Shonda Rhimes, and more!




the agency team

you'll love.

REQUEST A FREE TRIAL AT
www.freehubspottrial.com

Partnering with an agency that
knows HubSpot inside and out
can set you up for success!

Have more questions?

We're here to help. Let's talk! Finding an agency that fits your goals
and culture is important, there's definitely one out there that will fit m

your business.


http://www.freehubspottrial.com
https://www.mediajunction.com/work-with-us

¢% mediajunction

1021 Bandana Blvd E. STE 214
St Paul. MN 55108-5111
651.426.8669

www.mediajunction.com
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©2020 Media Junction® is a custom web design and inbound marketing agency based in Saint Paul, Minnesota, and is a registered trademark
of Site Solutions, Inc., Minneapolis, Minnesota. All custom web designs are the virtual assets of Media Junction® and our respective clients.

Duplication and/or reproduction of our work and/or content is prohibited and should not be used without written consent.
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