HubSpot CRM Optimization Checklist
Onboarding Discussion

✅ 1. Review CRM Uploads & Record Structure
· Confirm data accuracy in Contacts, Companies, Deals, and Tickets
· Review Custom Properties:
  • What fields do we need for segmentation and reporting?
· Define and standardize Lifecycle Stages (e.g., Lead, MQL, SQL)
· Confirm or revise Lead Status options (e.g., New, Open, In Progress)
· Review current User Permissions:
  • Do we need specific roles or teams set up?

✅ 2. Sales Process in the Deals Pipeline
· Review Deal Stages:
  • Are stages mapped to the real-world sales process?
  • Should we reduce the number of stages or keep the current setup?
· Define Required Fields at each stage (e.g., Budget, Close Date)
· Plan for Pipeline Automation:
  • Would you like help creating task automation or internal notifications?
· Decide whether to use Products & Line Items to track revenue

✅ 3. Enhance Marketing Automation (Now or Future)
· Confirm Forms are integrated with landing pages and syncing properly
· Set up Lists:
  • Use active lists based on lifecycle stage, engagement, or form submissions
· Plan for Workflows:
  • What nurture or follow-up series are needed? (e.g., content downloads, demo requests)
· Enable Lead Scoring (optional):
  • Based on activity (email opens, page visits)
  • Based on demographics (title, company size)

✅ 4. Reporting & Dashboard Visibility
· Build or update Custom Dashboards for:
  • Sales performance (deals closed, pipeline velocity)
  • Marketing performance (conversion rates, lead sources)
· Set up Attribution Reporting to analyze campaign effectiveness
· Create tailored Report Views by team (Sales, Marketing, Executive)

✅ 5. Centralize Sales & Marketing Assets (Planned for Future)
· Upload and organize key assets in HubSpot:
  • Sales Documents (case studies, one-pagers, decks)
  • Email Templates for outreach
  • Snippets for fast personalization
  • Playbooks for call scripts and objection handling

🚀 Next-Level Projects
· Integrate with other tools:
  • Zoom, Calendly, Slack, LinkedIn Sales Navigator
· Implement Account-Based Marketing (ABM):
  • Use Target Accounts features
  • Tag Ideal Customer Profiles (ICPs)
  • Apply Company Scoring for prioritization
