We may make statements regarding planned or future development efforts

for our existing or new products or services or statements regarding management'’s
expectations for future growth. These statements are not intended to be a promise

or guarantee of future availability of products, services, features, or expected growth,
but merely reflect our current plans based on factors currently known to us.

These planned and future development efforts may change without notice.
Purchasing decisions should not be made based on reliance on these statements.

These statements are being made as of today, September 7, 2022, and we assume
no obligation to update these forward-looking statements to reflect events that
occur or circumstances that exist or change after the date on which they are made.
If this presentation is viewed after this date, these statements may no longer
contain current or accurate information.
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What is the biggest PAIN POINI for your business?

DiSCOnneCTed Difficulty Growth Decreasing Ineffective Lack of Comm. Lack of Depth
Engaging Slowing Organic Buying & Collab. in Customer
SYSTemS and Data Prospects Down Traffic Process Between Teams  Relationships

B Very / Extremely Painful
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People crave
community
In good times and
not-so-good times
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Google searches Fewer responses Average blog
ended without to sales emails growth rate
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Old go-to
market strategies

will not work

In this new world
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You need more than data ...YOU need context

You need more than content ...YOU need connection

You need more than contacts ...YOU need community
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Be first to the party
with first party data

ALIract

Diversify your
distribution



Earn that open rate

Engage

Bring context to
your conversations




Make buying
a breeze

Delight

Give customers
channel choice




Be first to the party with first party data

Diversify your distribution

Optimize for

Earn that open rate

customer
C()nneCti()n Bring context to your conversations

Make buying a breeze

Give customers channel choice
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nnected Platform
C  nnected Community



C nnected 1 ) 4 — o

App“CCITiOnS Marketing Hub" Sales Hub” Service Hub" CMS Hub’ Operations Hub”
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Applica’rions Marketing Hub® Sales Hub” Service Hub’ CMS Hub’ Operations Hub”

B
C nneCted Commerce-Powered CRM

Platform

Data Reporting  Automation Content Messaging Payments




C  nnected
Applications

C  nnected
Platform

C nnected

Community
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Marketing Hub" Sales Hub’ Service Hub’ CMS Hub’ Operations Hub”

B

Commerce-Powered CRM

Data Reporting  Automation Content Messaging Payments

Tl e

Network Marketplace Academy



Best In class
Best In connectio
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Platform
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Platform
and Applications
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and Applications
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Privacy
Changes

Marketing
Fatigue

Search and Ads
Effectiveness Declining
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Campaigns

Manage Calendar Tasks

# All Campaigns (31) ~ # Draft Campaigns % #* Launching Soon A #* Pending Approval #* Recently created + Add view ~



Loom Builds Demand
Generation Campaigns
With HubSpot CRM

30%

Faster

3€ loom
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Customer Journey
Analvtics

NOW IN PRIVATE BETA

PUBLIC BETA IN OCTOBER
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of CRM data of all ops time of companies have
goes unused Is spent cleaning and data that meets basic
preparing data quality standards



Data 1'h1'

*CLEAN CLEAR
AND CONNECTED
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< Back to Reports
Settings Q

Your Preferences
General
Notifications

Security

Account Setup

Account Defaults

Users & Teams

Integrations e 4
Marketplace Downloads
Tracking & Analytics v
Privacy & Consent
Sandboxes

Business Units

Data Management

Data Model
i

Overview

Properties

Objects v

Import & Export

Tools
Calling

Inbox v

Data model overview

The data model represents the way you store and structure data in HubSpot. It impacts how you import, view, automate, and report on your data.

Import £

Objects

An object is a type of data you're
tracking in HubSpot.

Objects in view

Car

Company
Contact

Deal

Drone

Form Submission
Lamp

Robot

Shipment

Ticket

OO0 RAEA

If you need to track and manage
a new type of data, create a
custom object

& Bowls

Eramae

0 Baw twsurce cmaest (7

Properties (9}

Example Record iID

Aszoclated 1o 1 obect

&~ Deals

Evamgie: ACME conp. e comtract

11 Dwal cosonsts sonated

Properties (621
Example Dosl stage

Assoclated to 3 obects

@ Cars

Exmrple. Cive

3 Cor omsamy cowated 7

Properties 120)

Example: Recoed ID

Aszocated 10 3 objects

@ Drones

Ermngpie
0 Qrome recornds usated <7

Properties {10)
Brample Recoed ID

Asscoated 10 1 object

Rs Companies
Exemple ACME cop
17% Compratry rocunda awated (7

Properties (97)
Exampie: Company name

Aszocated to 5 otyects

& For issi

Exampie

ijmiuhn-lnmm
@

Properties (9)
Evample: Bacord ©

Associated to 0 obyects

& Contacts

Frarvgle Coral Darwer

797 Comtact swamic srusted

Prepertins (209)
Example. Frsl name

Aszociated to & objects

Lamps

Exwrpie Tatie

7 hawom recieshs comatud 0

Progerties (2)
Exsnple: Recod 1D

Aszociated to 1 abject



< Back to Contact ) )
Select an object: Go to contacts settings

Settings Q

Properties (292) Groups Archived Properties (0)

Your Preferences

General
Filter by: All groups ~ All field types ~ All users ~ ° Ari's Account (Account)  All access ~ Search properties Q

Notifications

Security NAME * PROPERTY ACCESS BUSINESS UNIT GROUP CREATED BY L
A Lifecycle Stage : ; -.
Account Setup Bropdonn selset Everyone can view and edit Ari's Account (Account) Contact Aaron Plaut

Account Defaults

A .
Users & Teams Nl?:ber field Everyone can view and edit @ Ari's Account (Account) Contact Aaron Plaut
Integrations -
All-time Favorite Red Sox Pl _
Marketplace Downloads Drop'd"o‘:n ::,:cr: e — Assigned to users and teams @ Ari's Account (Account) Contact Aaron Plaut
Tracking & Analytics Nt
Prvacy & Consent g::);:;‘:::: ::':cr:te D e Assigned to users and teams @ Ari's Account (Account) Contact Aaron Plaut
Sandboxes
:3':‘;:: ::2 eel;enue Everyone can view and edit 0 Ari's Account (Account) Contact HubSpot
Business Units
Ari's Random R .
Data Management N::b;ze‘gm o— Everyone can view and edit @ Ari's Account (Account) Contact Aaron Plaut
Data Model
| —
Overview Number field Everyone can view and edit 0 Ari's Account (Account) Contact Aaron Plaut
Properties
Objects v 2::{: fnee l::x?ewews Everyone can view and edit @ Ari's Account (Account) Analytics HubSpot
Import & Export
B Lifecy... Edi cl M : . s A Pl
D donns it one ore v Everyone can view and edit Ari's Account (Account) Contact Aaron Plaut













4 Format data X

Apply formatting rules to property values to keep your data

in HubSpot useful and consistent. Learn more [4' about

Custom mode

Formula ® Noissues

how this action works.

Insert ~ @ Formula guidance

Enter your formula here

Save formatted data to a property with a
Copy property value action

o

Save and continue Cancel



Contacts v Conversations v Marketing v Sales v~ Service v Automation ~ Reports

Data Quality



Crafted Data
Management

PUBLIC BETA

CLEAN, CLEAR AND CONNECTED
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Ccustomize
the CRM
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Service v Workflows Reports v CRM Development

Overview Activities Custom
14
CREATE DATE LIFECYCLE STAGE LASTACTIVITY DATE

# ' . ’
N &~ &V & T v -— Ll CA TS

Recent Communications

A A D
nainel '*r an sent a eMmal DAY rower
A J = A
naitnel c 1’- C oqQqQed a ca 0D AMY rFrowers
A "
g el *:’ d _»-2--1':'¢_f a Ca Amy p_' er

Companies

S22 DAMNY MALAL ' T 1T R N \" B aTa" T T YBEYPYY 2 BT T YT YR T 1ol



Customize




Something is

MisSsing




Connected

Paymentis




Paymentis
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Easy to

Purchase
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CHOOSE TIME

&

YOUR INFO

Summary

Gold $1,000.00/
Full access to the Gold subscription month
offering

Total $1,000.00

Then $1,000.00 per month

Meeting Time

Friday, August 19, 2022 3:00 PM

We will follow up with next steps to get started!

Email address *

bh@hubspot.com

First name *

Brian

Last name *

Halligan

Payment info

(® Credit or debit card
Credit card number *
visa 4242 4242 4242 4242

Expiration date *

02/23

O

PAYMENT

ACH (bank transfer)

Security code *

123



Easy to

Connect




Create Paid Invoice in Quickbooks Online ¢

Actions Settings Changes



Paymentis
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Applications
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Marketing Hub" Sales Hub" Service Hub’ CMS Hub’ Operations Hub"
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Greetings, tellow humans.




In Person




In Person In Pajamas
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MIT SLOAN FELLOWS PROGRAM Register  Login

IN INNOVATION AND GLOBAL LEADERSHIP

MITSIloan

MANAGEMENT

May 10, 2005

MIT Sloan Fellows win Battle for Clicks Against Harvard Account Login

¥# User Name:

Welcomel!

Welcome to the MIT Sloan Fellows website. ¥# Password:

This site is maintained for participants and partners in the MIT Sloan Fellows program in Global Leadership and Innovation.
(] Remember Login

If you are an MIT Sloan Fellow (past or present), or affiliated with the program, please register for the site. One of the site administrators will need to verify
your information and grant you access. This process usually takes no more than a couple of hours. Login

Register

If you have any problems with the site, please do not hesitate to contact Dharmesh Shah (dshah@sloan.mit.edu).

Password Reminder

Enjoy your visit!

Membership Summary

Membership:
Latest: smithbj
New Today: 1
New Yesterday: 2
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Brian Halligan Me
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G()lden Market unto others as
l you would have them

R“ e market unto you.

of Inbound Marketing:




Happy

HubSpot and
INBOUND!




My own dot.

S~ Sohan







~J






you? ,_\\\\&













Crisis of Disconnection Community




The Power of a
Professional Community
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The Evolution Of Value Led Growth



The Evolution Of Value Led Growth
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Sales Led
Growth



The Evolution Of Value Led Growth
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Consultation



The Evolution Of Value Led Growth
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Sales Led Marketing Led
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Consultation




The Evolution Of Value Led Growth
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The Evolution Of Value Led Growth
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Sales Led
Growth

Consultation
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Growth
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Product Led
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Community Led
Growth
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Crafting The
Ideal Community
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Making a Professional Community

laDaEaAaL
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A peek behind the curtains
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2022 Strategy Offsite



Don’t bring an umbrella to a brainstorm. ~Ted Lasso
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Software




SUCCESS -
Software: |
QaS A Service

HubSpot



Breathe.









nhect:

The connected community for growth professionals.
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INBOUND Event

100,000+

450,000+ 10 million+

Customers & :

150,000+ 10 million+

7,000+
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Dream

big
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Iterate small
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connect.com/member/dharmesh

Current goal

Dharmesh Shah

Co-founder/CTO at HubSpot I-earning new Ski“s

Member since August 2021

Connect with me HubSpot product usage

: m @ Marketing Hub .,iﬂ‘SaIesHub - , CMS Hub

Academy Community
O

Earned certifications

_\\ Inbound Inbound Marketing Inbound Sales
/J Earned Oct 09, 2020 N\ _// Earned Jun 09,2020 \\__/} Earned Oct 19, 2020
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