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Next HUG dates 

#JoburgHUG

Q2 – June 2018
• Contact re-engagement – TBC 

• Speaker: Kareem Mostafa – Partner Marketing Consultant 

Q3 – 22 August 2018
• Reporting and Metrics 

• Alison Leishman and Jackie Stierlin

Q4 – 14 November 2018
• INBOUND wrap up 

• Speaker TBC



1. Advanced User Groups 

2. Job ads on the Joburg HUG website 

3. Blog contributors 

4. Speakers 

Announcements 



#SteenGordon

Steen Gordon
Principal Channel Manager at HubSpot

Introducing speaker 



Sales ROI from your HubSpot 
investment

Steen Gordon

https://www.linkedin.com/in/steengordon/


The Hubspot Growth Stack

Hubspot offers a full stack of products for marketing, sales, and customer 

relationship  management: powerful alone, and even better when 

used together.

HUBSPOT MARKETING

Bring your team, tools, and data 

together in one place.

HUBSPOT SALES

Sell in an efficient, modern,  

human-friendly way.

HUBSPOT CRM

The-easy-to use crm system 

your  sales team will love.



HUBSPOT MARKETING



The ROI of Using the HubSpot Growth Platform

https://www.hubspot.com/roi



Marketing Vs Sales

Leads





Inbound Sales methodology

Selling the Way Prospects Buy





If the salesperson can not add value beyond the
information the buyer can find on their own,

the buyer has no reason to engage with the salesperson. 



Sales Process Sales Methodology



Our Process

Research & 
Connect

➢ Activity Levels
➢ Rate leads
➢ Qualify & Fit
➢ Prospecting smart

Explore 
& Strategize

➢ Define Offering
➢ Connect
➢ Exploratory
➢ Questions
➢ GPCT & BAN
➢ Metrics & 

Measurement
Present & 

Close

➢ Create a Plan
➢ Position your Services
➢ Price by Value
➢ Close

Observe reps.

Actions that move 

to the next stage

Map observations



Define your prospect fit matrix



Activity
Process

Skills

Your Success in Sales is driven by



Sales Process Activity Levels



Connect Call- WHY open the conversation 

● Establish an initial relationship
● Start to build credibility & trust
● Achieve Qualification Data points
● Advance the sales process…to exploratory call if appropriate



What the Connect 
Call is NOT…

❑ An elevator pitch
❑ An opportunity to 

explain about 
your product.

❑ A chance to 
budget qualify 
right away

What it is…

❑ Do They have a Pain?
❑ Do They know They 

have a Pain?
❑ Do They want help 

with that Pain?
❑ Do They want that 

help from you?



21X higher chance of qualifying a lead if called in 5 minutes versus 30 minutes

5 minutes to 10 minutes  - chances of qualifying decrease 4 times.

http://www.leadresponsemanagement.org/lrm_study

Connect Call - WHEN ? 



Digging Deeper with open questions



● Identify the pain
● Quantify the Pain

○ How many leads are you generating 
today?

○ If that continues will you meet your 
goals?

● Uncover how painful it is:
○ is that a problem for you
○ tell me more on that
○ If it remains unaddressed what happens?



Closing Framework

❏ Bringing it together
❏ Opportunity to bring everything together for a Closing 

Sequence (Contract)
❏ Summarize their Current Situation
❏ Summarize their Goals
❏ Share Challenges the Prospects is Facing
❏ Continue Qualifying to make sure you haven’t missed 

anything



Defining a Sales Process

https://offers.hubspot.com/sales-process-template



Bake your process into your CRM





NEXT STEPS
* Write down the buyer’s journey and map your sales
process to it
* Identify one or two of your recent calls and see if it aligns
with the buyer’s journey
* Sign up for the Inbound Sales Certification Course in HubSpot 



Thank you!


