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Can you walk us through the initial
SFDC integration set-up?
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Account Engagement

Salesforce Connector Settings

CONNECTOR SETTINGS USER SYNC MARKETING DATA SHARING CAMPAIGNS

Change Trusted Connection User

Current User

b2bmaintegration@ Change Trusted Connection User

Customize Connector Preferences
v Automatically create prospects in Pardot if they are created as a Lead or Contact in Salesforce

Choose Campaign

<>

Created from Salesforce

v If records do not have a CRM ID to match when syncing, use email address to match.
v Exclude Salesforce "Partner" and "Customer Portal" users from Prospect assignment
> Email Logging

> Email Notifications

A
J» ETUMOS



HubSpot-Salesforce: Integration

Cancel

Connect HubSpot and Salesforce

For powerful lead intelligence and sales reporting

% el salesforce

Ready to Connect Salesforce to HubSp

There are a few steps to follow, but the process should

take about 10-15 minutes. Before you start, make sure:

+ You have administrator access to your Salesforce a

+ Your Salesforce edition has APl access. Learn more

Will you be connecting to a Salesforce sandbox? Learn more

Yes this will connect to a sandbox

Log in to Salesfc

You're almost done

Here's a summary of your chosen settings. Take a look and when you're happy, hit done. Your connection to Salesforce will

be finished.

Contact sync change

You've chosen to sync all your HubSpot contacts with Salesforce.

Activity and task sync change

A task will be created in HubSpot when a task is created in Salesforce.

1/13 activities in HubSpot will be synced to Salesforce tasks.

Standard object and property sync change

29 standard contact properties in HubSpot will be synced with contact or lead fields in Salesforce.
9 standard company properties in HubSpot will be synced with account fields in Salesforce.

No standard deal properties in HubSpot will be synced with opportunity fields in Salesforce.

’ < Back ‘ Cancel

sh setup and begin syn
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Marketo Salesforce Sync User

Clone Profile e
Enter the name of the new profile.
You must select an existing profile to clone from. I =Required Information Get started with the Salesforce.com sync
Step 1: Enter credentials
Bxisting | ("standard User +)

User License  Salesforce @
Profile Name l Marketo Sync .

l- 1‘“1 Token: | sesasensnesnensansaranses @}
Sandbox: o
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What considerations are there with
data syncing to/from SFDC?

A
J» ETUMOS



Marketo Engage Connector
for Salesforce CRM LB Salesforce CRM

A Adobe Marketo Engage
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HubSpot: Data Syncing Overview

HubSpot Object

Salesforce Object

Managed By:

Contact

Lead, Contact

Contact Sync Rules + Property Mappings

Company

Account

Company Sync Rules + Property Mappings

Deal

Opportunity

Deal Sync Rules + Property Mappings

Activity

Task

Salesforce Task Sync Setting

Hubspor

% Create or update the contact

% Donothing
Salestorce
& Create or update helead

Hubspor
% Delete the contct
% Delete the contact

Salestorce

& Donoting

3

1o comacted apps
Salesforce
Learn more about this integration (2 Sotings wers sz upssad on
e (past 24 hours)
General Contacts Companies Desls Timeline sync Syncerrors @
Sync Contacts
Contact Property Mappings
e link between . Hafield
, and which
mappings C 0 0
View: All mappings ~ seachmappings Q|
HUBSPOT PROPERTY sussrorceELD serue starus 4 2 4
| e | vieamessee propen y values
Prefr Salesforce ok o
Prf . o
Prf . c
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Account Engagement Field Mapping &

Sync Behavior

Edit custom field

Name " Closed - Not Converted Reason

Custom Field ID " Closed_Not_Converted_Reason

Tags add a tag

Tags are applied to the custom field only

salesforce.com Field  Closed - Not Converted Reason (Closed_Not_Converted_| v 23
Name

Keep this field's type and possible values (for dropdowns, radio buttons, checkboxes) in sync with the CRM.

Sync Behavior® If values differ when data is synced:

Use Salesforce's value v
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What are the considerations with
setting up scoring?
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HubSpot Scoring Rule Set-up

Positive Negative
Add points when a record meets this criteria Remove points when a record meets this criteria
No positive score No negative score
criteria criteria
To start adding positive To start adding negative
score criteria click "Add score criteria click "Add
criteria" criteria"
+ Add criteria + Add criteria
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Account Engagement Scoring Rules

Scoring Rules

Custom Redirect Click 3 points SponlAbens SR

Email Open 0 points Opportunity Won 0 points

File Access 3 points Foes Micw R Lpoint

Form Error -5 points Site Search Query 3 points

Form Handler Error -5 points Social Message Link Click 0 points

Form Handler Submission 50 points Third Fartyllicc Sipoints

Form Submission 50 points Tracker Link Click 3 points

Landing Page Error -5 points Visitgr Sessioy 3 points

Landing Page Success 50 points biRslE el 0 b

Olark Chat 10 points Webinar Invited 0 points

Opportunity Created 50 points Webinar Registered 0 points
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Marketo Scoring Rules

Marketing Activities

Q Search within tree Y

v @ ZOP - Scoring: Behavior
v [0 1.Scoring Campaigns
> [ Contact Us/Hand-Raise
v [ Content
; Content - Content Consumption: High Value
v [ Email
% Email - Clicks Link: Any Email
% Email - Clicks Link: The Goat Newsletter
> [ Events/Webinars
> [ web
> [0 z Scoring Exclusion
> [ _Behavior Score is Empty

> [ _Reset Recycled Records From Lifecycle

ZOP - Scoring: Behavior Assets Setup My Tokens Members

x
These tokens can be referenced using this naming convention: {{my.My Token}} M a r keto SCO ri n g
Configuration
3 Local (13 Tokens) 1. Tokens with scores
{{my.Content - Content_Consumptio... +15 2. Ca m paigns Wh ere yO u
{{my.Email - Clicks Link}} +2 set criteria and
{{my.Event - Hosted Event_Attended}} +15 po p u late score ﬁ e ld
{{my.Event - Hosted Event_Attended-... +30 Wlth to ke n

{{my.Event - Tradeshow_Influenced}} +20
{{my.Event - Tradeshow_Visited Boot... ~+10
{{my.Event - Webinar_Attended}} +30

{{my.Event - Webinar_Attended On-d... +20

{{my.Form - Fills Out_Hand-Raise}} +60
{{my.Form - Fills Out_Other Formj}} +10
{{my.Web - Visits_Any Pages}} +2
{{my.Web - Visits_Key Web Pages}} +5
{{my.Web - Visits_PPC Scoring}} +5
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How can you leverage Al or predictive
modeling in the platform?
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How is lead to revenue processing
tracked in the tool?
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HubSpot Lifecycle Stages

Subscriber
v Date ronge: Al time
LATEST
LATEST TIME
LATEST TIME IN LATEST
Lead LATRY T TIME IN MESARE ) "SALES LATEST TIME IN TIME IN A
COUNT OF oI “LEAD gt QUALIFIED “OPPORTUNITY “CUSTOMER A Re L
LIFECYCLE STAGE CONTACTS s (LIFECYCLE > LEAD (LIFECYCLE (LIFECYCLE s
v ° k2 STAGE AT e (uFEcYeLE STAGE STAGE gImees
e e PrreLINEY o nm.s;n“l“r PIPELINEY" & PipeLINey R e
M Q L PIPELINEY 6 <
Subscriber 3 44 seconds 816.9 days o 82.8 days 0 0 0
Leod 5 98.1 days 346.1 days 82,8 days 0 0 0 0
Q Marketing Quaified Lead 2 ] 697.7 days 27 seconds o 1] 0 0
Opportunity 1 3 minutes 4.3 hours o 98 days 16 seconds 0 0
.
Opportunity
Customer 2 ° 25.1 days 0 0 5715 days 9.7 days 82.8 days
v Evangesist 2 2.8 minutes 14,2 days ] 47.6 hours 82.8 days 348 days 28 seconds
CUStomer Report Total 13 98,1 days 1,900.2 days 82.8 days 182.8 days 4543 days 357.7 days 82.8 days
o
Evangelist

J» ETUMOS



Account Engagement Lifecycle Re

Lifecycle Report

Prospect Creation Date Range(Based on 12am EDT):
Comparing Mar 26, 2024 - Apr 25, 2024 to Feb 24, 2024 - Mar 26, 2024

Last 30 Days v
Net New Prospects New Opportunities Won Opportunities
Pipeline Velocity
Average Transition Time

Visitors -
— Visitor to Prospect

10.2 hours
Marketing Qualified (MQL) v
[ setes Quaiiied (sQu ] Prospect to MQL
Sales Qualified (SQL) v

22.7 hours
 Won Deais | v

MQL to SQL
16.9 hours

$0.00 Total Revenue SQL to Won
No data

Total
2.1 days
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Marketo Lead Lifecycle

v @ !ZOP - Ops: Lifecycle Processing
> [0 oo0.Sortinto Lifecycle Processing ‘\

> [ 01 Marketing Accepted Lead (MAL) Anonymous Known Nurturing maQL SAL Opportunity
> [0 02. Marketing Engaged Lead (MEL) »‘,.} > @ » @ Q O j

v [(7] 03. Marketing Qualified Lead (MQL)

v
&

= 1300 - MQL: Definition v

’Q 300a - MQL: Status Trigger (Hand-Raise) ungualified Lost Opp Sasoivir. Chued
- ‘

@ 300b - MQL: Status Trigger (Recycle) j j < j

Racycled

3

$a 301 - MQL: Controller

303 - MQL: Alert Sales (New MQL)

’Q 310 - MQL: Date/Time Stamp

Fey31-MQL: Setto MRL Marketo Revenue Cycle Model
> [§ _Archive MQL

> [ 04.Sales Accepted Lead (SAL)

> [ 05.Sales Qualified Lead (SQL)

> [ 06.Customer

> [0 07 Marketing Qualified Customer (MQC)
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Questions?




Epic MAP Battles!

Resources

Account Engagement

The Top 3 Account °
Engagement Integrated
Services for B2B

Companies .

Eliminating Data Quality
Issues in Account .
Engagement with

Automation

Using Prospect Grading & .
Scoring in Account
Engagement to Maximize
Conversion

HubSpot

How to integrate HubSpot
with Salesforce

8 Tips to Optimize your
HubSpot Lifecycle Stages

Lead Scoring Basics:
Calculating Lead Scores

in HubSpot

GUIDE: Implementing
HubSpot Marketing Hub
Software

Marketo

How to Integrate Marketo
with Salesforce

Why Lead Lifecycle Is the
Backbone of Every
Marketing Automation
Platform

Lead Scoring Basics:
Calculating Person Scores
in Adobe Marketo Engage
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https://etumos.com/account-engagement/the-top-3-account-engagement-integrated-services-for-b2b-companies/
https://etumos.com/account-engagement/the-top-3-account-engagement-integrated-services-for-b2b-companies/
https://etumos.com/account-engagement/the-top-3-account-engagement-integrated-services-for-b2b-companies/
https://etumos.com/account-engagement/the-top-3-account-engagement-integrated-services-for-b2b-companies/
https://etumos.com/account-engagement/eliminating-data-quality-issues-in-account-engagement-pardot-with-automation/
https://etumos.com/account-engagement/eliminating-data-quality-issues-in-account-engagement-pardot-with-automation/
https://etumos.com/account-engagement/eliminating-data-quality-issues-in-account-engagement-pardot-with-automation/
https://etumos.com/account-engagement/eliminating-data-quality-issues-in-account-engagement-pardot-with-automation/
https://etumos.com/pardot/using-prospect-grading-scoring-in-account-engagement-to-maximize-conversion/
https://etumos.com/pardot/using-prospect-grading-scoring-in-account-engagement-to-maximize-conversion/
https://etumos.com/pardot/using-prospect-grading-scoring-in-account-engagement-to-maximize-conversion/
https://etumos.com/pardot/using-prospect-grading-scoring-in-account-engagement-to-maximize-conversion/
https://etumos.com/hubspot-marketing-hub/how-to-integrate-hubspot-with-salesforce/
https://etumos.com/hubspot-marketing-hub/how-to-integrate-hubspot-with-salesforce/
https://etumos.com/hubspot-marketing-hub/8-tips-to-optimize-your-hubspot-lifecycle-stages/
https://etumos.com/hubspot-marketing-hub/8-tips-to-optimize-your-hubspot-lifecycle-stages/
https://etumos.com/hubspot-marketing-hub/lead-scoring-basics-calculating-lead-scores-in-hubspot/
https://etumos.com/hubspot-marketing-hub/lead-scoring-basics-calculating-lead-scores-in-hubspot/
https://etumos.com/hubspot-marketing-hub/lead-scoring-basics-calculating-lead-scores-in-hubspot/
https://etumos.com/hubspot-marketing-hub/guide-implementing-hubspot-marketing-hub-software/
https://etumos.com/hubspot-marketing-hub/guide-implementing-hubspot-marketing-hub-software/
https://etumos.com/hubspot-marketing-hub/guide-implementing-hubspot-marketing-hub-software/
https://etumos.com/marketo-engage/how-to-integrate-marketo-with-salesforce/
https://etumos.com/marketo-engage/how-to-integrate-marketo-with-salesforce/
https://etumos.com/marketing-automation/why-lead-lifecycle-is-the-backbone-of-every-marketing-automation-platform/
https://etumos.com/marketing-automation/why-lead-lifecycle-is-the-backbone-of-every-marketing-automation-platform/
https://etumos.com/marketing-automation/why-lead-lifecycle-is-the-backbone-of-every-marketing-automation-platform/
https://etumos.com/marketing-automation/why-lead-lifecycle-is-the-backbone-of-every-marketing-automation-platform/
https://etumos.com/marketo-engage/lead-scoring-basics-calculating-person-scores-in-adobe-marketo-engage/
https://etumos.com/marketo-engage/lead-scoring-basics-calculating-person-scores-in-adobe-marketo-engage/
https://etumos.com/marketo-engage/lead-scoring-basics-calculating-person-scores-in-adobe-marketo-engage/

Etumos

Join Our Next Webinar!

Elevate Your Email Game with Marketo
Email Personalization

When: Tuesday June 4, 2024 at 1:00pm ET
Register: https://tinyurl.com/etumos-june-webinar

Personalization is the name of the game in marketing
but getting your Marketo Engage instance prepared to
successfully and creatively personalize your
campaigns is its own battle.
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