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Introduction

Why they partnered with Kuno

Prior to working with Kuno, a technology company was independently utilizing HubSpot and Salesforce,
unaware that the two platforms can seamlessly integrate, enabling sales and marketing to feed each
other, build on success and make the lives of teams across the enterprise easier. The company selected
Kuno as their HubSpot agency based on Kuno's demonstrated knowledge and expertise in revenue
operations (RevOps) and database management to drive sales enablement.

Expectations of Partnership

The business sought to continue being an innovative global leader. Kuno knew that maximizing HubSpot's
tools would be the key to success. Enabling centrally-located tracking for all efforts and seamlessly
connecting Salesforce to HubSpot was the first step. Kuno also demonstrated the power of Zoom's
HubSpot integration, introducing a range of digital communications features and functionality.

Benefits Kuno Offered

Kuno Creative has expertise in driving growth through operational efficiency and keeping all teams
accountable to revenue. Kuno's holistic approach is designed to break down silos across an enterprise. As a
HubSpot Diamond partner, Kuno understands how to seamlessly integrate platforms into HubSpot to
maximize sales enablement.

The Challenge

An incomplete and disorganized database, the result of years of neglect and a lack of firm protocol and
best practices for working, auditing and cleaning up contacts and company records, was holding the
sales and marketing teams back.

Salesforce and HubSpot were siloed from one another. Further, once a contact was removed from
Salesforce, the marketing team had no ability to re-engage them. In addition, integrating a new sales tool
that would help the director of sales and also leverage sales data for the marketing team in a compliant
manner was essential.
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The Strategy

Back to Database Basics with HubSpot. Services Utilized: RevOps and
Database Management

The main goal was to educate sales and marketing teams across the global enterprise so that they could
maximize data capture, better deliver services and increase brand awareness. These elements are key
toward driving conversions and demo requests.

During a discovery session with both the sales and marketing teams, it became clear the processes
weren't reflected within both their HubSpot and Salesforce portals. In further examining both platforms,
Kuno found that their HubSpot instance was not tailored to their contact/company processes, causing
data to be left incomplete and not able to be properly worked. To correct this, we met with both teams to
walk Kuno through their customer and buyer'’s journey.

From this point, the Kuno team began to align the process to HubSpot's lifecycle stages, identifying how
and when a contact would move to the next stages, and also communicate this progress between
HubSpot and Salesforce. Kuno was also able to establish and outline responsibilities to assist their teams
with future creation of workflows for marketing campaigns and sequencing for business development
and sales opportunities.

Lifecycle Stages & Automation
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Next, to clean their database, Kuno identified the criteria each contact must have in each lifecycle stage.
A combination of behavior and demographics helped to identify the data and interactions each lead
needed to progress through lifecycle stages. Using this exercise to clean their database allowed Kuno to
develop thresholds for a lead scoring system and leverage automation to advance qualified contacts
through the buyer’s journey.

The Black Hole Between HubSpot and
Salesforce

Often when setting up synchronized instances of HubSpot and Salesforce, contacts move from HubSpot
to Salesforce (or vice versa) and are never heard from again.

That's why Kuno's initial discovery session with the client identified the process of when a contact is
handed off to a sales representative and initiates what happens after that handoff occurs.

While discussing the process with sales, Kuno found that when a marketing qualified lead (MQL) became
a sales qualified lead (SQL), sales would either work the lead, disqualify it or let the lead sit in the
Salesforce database without the marketing team ever finding out what happened to it.

All Kuno needed to do was develop a process to either push a contact back to MQL status for further
nurturing, or develop SQL automation campaigns to help push those prospects into opportunities. Clients
that work with Kuno often find that unifying and streamlining sales and marketing operations is an
unexpected benefit of working through HubSpot optimization or synchronization with other platforms.

After developing an easy-to-use field in Salesforce, Kuno's automation specialists were able to push
contacts’ lifecycle status in HubSpot, segmenting them into different automated workflows for nurturing
and stuck campaigns to help sales gain fresh opportunities or traction on leads that may have gone
quiet.

ZoomlInfo and HubSpot for Better Marketing
and Sales

Leveraging Zoominfo and HubSpot together as a supercharged integrated data enrichment engine for
better marketing and sales is ideal.

After completing our database audit and correctly moving records into their rightful spaces in lifecycle
stages, Kuno sought to fill in missing data to help marketing and sales best leverage Zoominfo.
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Integrating Zoominfo RevOS to HubSpot enriches company and contact information at certain points of
their respective lifecycles, allows marketing to create better-segmented emails and content without
asking the contact for additional demographic information.

As a bonus, since the data enrichment process happens prior to sales qualification, contacts that
previously entered the BDR and sales teams with only five or six data points and limited history of web
behavior now come in with over 50 data points as well as behavioral information. This provides the sales
team a wealth of information to base sales pitches on, prepare objection-busting responses and
customize more-relevant use case stories to nearly any contact’s circumstances.

The Results

Kuno's guidance and expertise in revenue operations (RevOps) and database management worked to
help the client realize a much clearer, more efficient and integrated workflow for sales and marketing.
Highlights include:

+ An optimized database enables sales to close deals faster
« Number of contacts are reduced to promote accuracy, saving the client time and money

« Tools like maximized lead scoring, workflow nurturing and sequencing are fully integrated for seamless
lead management

Quick Stats

38.000

point reduction in the number of marketing contacts in their portal
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The Future

HubSpot Service Hub and Operations Hub

After mapping the lifecycle stage from prospect to customer, Kuno consultants broached the topic of
what happens after the lead becomes a customer.

Typical sales and marketing teams tend to focus their efforts on moving a lead to a customer, only to
neglect that customer after winning their business.

Many companies don't have a formal plan for managing customer happiness with their product or
service, which both sustains relationships and opens up opportunities for repeat purchases and referrals.
« What about referrals? Upsells and service?
« Customer satisfaction and reviews?
+ Future Case Studies and reference material?
« Do you have a system in place to manage that process?
Using the HubSpot Service Hub has allowed Kuno and the client to begin those conversations and start to

lay out customer satisfaction lifecycle stages to measure and promote service after the sale while
monitoring repeat and referral business.

Is your team ready to improve close rates and increase
sales revenue?

Schedule a free consultation with one of Kuno's experts.

Let’s Plan Your Growth
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https://www.kunocreative.com/plan-your-digital-marketing-growth

