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HOW TO USE THIS GUIDE v

This Standard Operating Procedure (SOP) document outlines Evenbound’s suggested
customer journey for using HubSpot. It provides detailed descriptions of each stage of the
journey, from the initial contact creation to the final closed-won status.

The SOP highlights the precise definitions for each stage, the corresponding marketing and
sales actions to be taken, and the criteria for progressing contacts through the customer
journey. By following this process, teams can ensure a structured and efficient approach
to managing customer relationships and optimizing the sales pipeline within HubSpot.

Note: This SOP serves as a starting point for a structured customer journey in HubSpot.
Keep in mind that each HubSpot portal and business’s sales process is unique, so you
should adapt this guide to your specific needs rather than adhere to it rigidly.

Data Model

Before we get started, let’s talk about the HubSpot Data Model tool. The native HubSpot
Data Model tool is a reflection of all our systems, processes, and data within the CRM. It
should be specific and customized to our operational needs within this SOP.

Data medel management

Data model averview Sl o |
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KEY:

This key will help you better understand the following

instructions by clarifying which actions require manual input,

which can be automated, and where customization is
necessary to tailor the process to your team's needs.

Manual: An action that must be taken manually within the

HubSpot user interface by a HubSpot user.

Automated: An action that may be automated by either a

default HubSpot automation or workflow.

Customize: Fill in highlighted text with information

specific to your team.

CUSTOMER JOURNEY DEFINITIONS v

To effectively implement your sales process into HubSpot, you'll need to outline your
customer journey definitions and lifecycle stages. This ensures each stage is clearly defined
and aligned with both marketing and sales efforts within HubSpot.

1. HubSpot Lifecycle Stages

e Subscriber: a contact who has opted in to hear more from you by signing up for your
blog or newsletter.

o Automatically set by the following form submissions:

Example Subscriber Form
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e Lead: a contact or company that has converted on our website or through some other
interaction beyond an email subscription or blog sign-up.
o Automatically set by default for a contact or company record created through

HubSpot CRM Ul or the following form submissions:

Example Lead Form

e Marketing Qualified Lead: a contact or company that has shown clear interest or
engagement with your marketing efforts (submitted a form, reached certain lead score

criteria, engaged with key content pieces, etc.), indicating they are ready to be

"marketed to."

o Automatically set by the following form submissions:

Example Marketing Qualified Lead Form

Customize lifecycle stage based on submissions

Choose a lifecycle stage for any records created or updated by submissions to this form. Learn more about the limitations of this setting.

Set lifecycle stage to

Marketing Qualified Lead -

MNote: This setting will override the default Lifecycle stage in Lifecycle stage settings, bur it will never move a contact or company back to a previous lifecycle
stage.

e Sales Qualified Lead: a contact or company that fits one of your ideal customer
profiles (ICP) and is ready to talk to sales.
o lAutomatically set when contact or company is associated with a scheduled meeting

activity, requested a quote, etc.
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e Opportunity: a contact or company that is associated to an open deal in the [deal
pipeline].
o Automatically set by HubSpot’s lifecycle stage settings.

Automation

Sync lifecycle stages
Update a conact’s lifecyce stoge whenever their primary company’s stage changes, Mote: This

satting doasn’t opply when a company moves backwards in your process.

. .~ | Set lifecycle stage when a contact or company is created
St o stage for new contocts of companies created in HubSpot

Set lifecycle stage to

Lead hd

. .~ | Setlifecycle stage when a deal is created

Set o stage for associated contacts and companies when a deal is created of newly associated

Set lifecycle stage to

Opportunity -

. . | Setlifecycle stage when a deal is wen
Set o stage for ossecigted contacts and companies when a deal is won

Set lifecycle stage to

Customer v

Set lifecycle stage when a lead is associated
Set lifecycle stage for o contact or company when a kead |5 associated

e Customer: a contact or company associated with a closed won deal.

o Automatically set by HubSpot’s lifecycle stage settings.

e Evangelist: a contact or company that has given a 5-star review.

o Manually set by [person or team].

e Other: a contact or company that does not fit any of the above stages.
o Manually set by [person or team] or automatically set by the following form

submissions:

Example Other Form
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2. HubSpot Lead Record Pipeline Stages

— Lead records are automatically created when the lifecycle stage is set to

‘Marketing Qualified Lead’ and have not yet been contacted by sales.

— Leads records are automatically moved into this stage based on when a

user sends an email or calls a lead.

— Leads records are automatically moved into this stage when a lead
replies to an email, logs a connected call outcome, or logs a completed meeting

outcome.

Qualified — Leads are manually or automatically moved into this stage when
qualification criteria is met. This could include a specific, high-intent activity such as a

‘discovery’ or ‘connect’ meeting is scheduled:

@ Lend ensalsent 17igQer

Enroll leods when they meet these filters:

Lead enroliment trigger

+~ Mo changes needed
Group 1

~ What this trigger will do
Lead is associated ho

Any Activity Enrell leads when they meet these filters:

And associated Activity has all of
Group 1
Call and meeting Hype is any of
Connect Meeting
. Lead is associated to:
Mastina rbcome i< nrw of

© Hide details Any Activity

And associated Activity has all of;
®

Call and meeting type is any of
Connect Meeting

(1) 1. 301 property value
- Meeting outcome is any of
Scheduled

Set Leod pipeline and stage 1o Qualified (Lead
pipeline)

@40 E = Show details
®

=
(ilh) 2 creare record

T Legds won't re-enroll into this workflow,

Create deal| « Leod Mome | Gnd assign 1o John

e Disqualified — Leads are manually moved into this stage when the disqualification

3 f. 5

reason is known:

o [Disqualified reasons]
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3. HubSpot Deal Record Pipeline Stages
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e Identified Need (20%) — The stage where a specific need or problem has been
identified within the potential customer’s organization.
o Deal records are automatically created in this stage when a lead record is set to

‘qualified’ by the sales team. Required deal properties include:

e Pipeline
Lead enroliment trigger
e Deal Stage e
Enroll leads when they meet these filters:
e Deal Owner
Group 1
® Deal’ Type Lead Pipeline Stage is any of

Qualified (Lead pipeline)

= Leads won't re-enroll info this workflow.

0 @ Show details

@ 1 Create record
Create degl New Deal | | = Company name

and assign fo Lead Owner,

L] 0w & Show details




cVENBOUND

e Discovery Completed (40%) — At this stage, the discovery process has been
completed, and the potential customer has been further qualified as a good fit for your
product or service.

o Deal records are manually moved into this stage after a ‘Discovery’ meeting has
been completed and the prospect’s requirements are understood. Required deal
properties include:

e Close date

e Amount

Solution Proposed (60%) — The stage where a formal solution has been proposed to
the potential customer based on the identified needs and discovery process.
o Deal records are manually moved into this stage after a proposal or

recommendations have been provided to address the customer’s needs.

Under Evaluation (80%) — At this stage, the potential customer is evaluating the
proposed solution and determining if it fits their needs and budget.
o Deal records are manually moved into this stage when the prospect is actively

reviewing and considering the solution.

Negotiating Terms (90%) — The stage where terms and conditions, including pricing
and contract details, are being negotiated with the potential customer.
o Deal records are automatically moved into this stage once the customer has

expressed interest in moving forward and is associated with a pending quote.

Closed Won (100%) — The deal has been successfully closed, and the customer has
agreed to purchase the product or service.
o Deal records are automatically moved into this stage when associated with an

accepted quote or signed contract.

Closed Lost (0%) — The deal was not successful, and the potential customer decided
not to move forward with the purchase.
o Deal records are manually moved into this stage when a closed lost reason is

known.
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Need Assistance Setting Up Your HubSpot
Sales Process®?

At Evenbound, we know that no two businesses are the same. If you need further guidance
tailoring_HubSpot to meet your specific needs, our team is here to help. Whether it’s

refining your sales stages, creating custom workflows, or optimizing your marketing and
sales alignment, our team has the expertise to set up your HubSpot portal for success!

Contact us today to schedule a free consultation and take the next step toward
streamlining your customer journey with HubSpot.
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https://evenbound.com/our-work
https://evenbound.com/technical-hubspot-services
https://evenbound.com/lets-talk

