HUBSPOT AS A PLATFORM II:
BUILDING A LOVABLE
DEVELOPER PLATFORM
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Hypothesis:
What customers want is
the flexibility of choice and

the sanity of a platform.
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Customer First
_|_

#platformfirst



We’re on a mission:

Make HubSpot a Lovable Developer Platform
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We’re on a mission:(or two):

Make HubSpot a Lovable Developer Platform

Help organizations connect to useful and innovative technologies
that will help them grow better.

g T

Customers Developers HubSpot
Product Team
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Building and supporting a platform ain’t easy

A fundamental shift in how we #SolveForTheCustomer
e Consider current and prospective partners in the solution space

® For HubSpot built products and features - plan for APls and extension points up
front, involve partners early

e Track APl adoption as closely as activation for a feature

® APl and OAuth2 breaking changes are equal to product outages
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Generalized

Business Developers

Agencies, Systems Integrators,
IT, Growth Hackers,
In-House Developers

Specialized

“vertical of one”




Developer Relations

Creating a world where anyone can build with the HubSpot platform.

Tools | Components | Education | Support
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Time to Joy Time to Usefulness Time to Launch Time to Hero



How do we measure success?

&

Installed Connect Developer NPS
Influence on KPIs
Partner Apps (Net Promoter Score)
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How do we want to measure success?

Usage and user retention of each integration
Usage and user retention of each API

Specific, actionable metrics for developer satisfaction
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Integration Installs
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“A great platform company
measures its success based on
the success of its ecosystem.”

— Tod Nielsen, CEO, FinancialForce
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Innovation is




Product Roadmap



New Resources in 2018

New Endpoints New Dev
Resources

New APIs

Beta APIs

5 O + Changelog

Best Practices

8
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New (and coming soon)

(Workplace

by facebook

¢ slack
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HUbSé:bt Developers API DOCS  COMMUNITY  GET FEATURED  CREATE AN ACCOUNT

Intro to Ecomm Bridge

GET /deals/vi/pipelines

cs

Example GET URL:
This endpoint will return all deal https://api.hubapi.com/deals/v1/pipelines’hapikey-demo

Method Detalls

pipelines for a given portal. You can read

more about how Deal Pipelines and how HTTP Methods: E Example response:
they work in our Deal Pipelines [
v ! P Response Format: Json {
Overview.
oper
Reguires Yes
Authentication?

Rate Limited? Yes




AAAAAAAAAAAAA



HELLO

Your Favorite
Shopping Cart

HubSpHit
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HubSpdt  Developers APIDOCS  COMMUNITY  GET FEATURED

Using the Analytics API

The Analytics API allows you to pull detalled marketing performance data from your HubSpot account

Overviev
Autherticoton Using the analytics data
OAUth 2.0

The Analytic ould see in

API s designed around the functionality of HubSpot's various report

ng tools. The data

tuned by these APIs will mimic the data y

FAQ those tools. For example, when pulling sources data, the data in the results would be similar to d see in the sources

Using the developer tools

For more details about how the sources report works, please see the t the page performance report, please see the

ndar AP "
Calendar API article linked here

Companies AP

Analytics APIV?

Many endj

ts allow you to drill down e results using the d1 and d2 par

meters. The available drill down options are going to depend on the data being

Company Properties AP

requests. For example, when pulling sources data, the first level drill down options (using the d1 parameter)

uld be the different source types you'd see in

Contacts APl the in the sourc ling down into organic search (di=organic), the second level drilldown (the d2 parameter)

s organic, direct, or offiine). W

wo

e a specific keyword, allo o get the details for which search engine fed t

traffic for that specific keyword. When looking for which values you

Contact Lists AP
can use for drilling down, it's a good idea to start with the total summary (using total for the :time_period) and looking at the breakdowns in that summary
Contact Properties APl

data,

COS Blog API

A new set of public APIs that allow you to
pull detailed marketing performance data
from HubSpot

Example data
COS Blog Authors API

Below you can see examples of the structure of data you'd receive from the Analytics APL The actual stats that you may get are heavily dependent on the data

COS Blog Comments AP

being requested. See the knowledge base articles linked above for descriptions of the data.

COS Blog Post AP

hen pulling tot

tats or stats broken down by a specific criteria

COS Blog Topics API Example dat
COS Domains API
COS Files API
COS HubDB API
COS Layouts API
COS Page Publishing API
COS Ste Maps
COS Templates API
COS URL Mappings API
CRM Extensions API
CRM Integration Guide

Deals AP|
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What Data?
Web Traffic Analytics

HubSpot Hosted Content
HubSpot Sources Data
HubSpot Sources Breakdown

Availability:

Partner Oauth Apps — Open

Direct Hapikey — Enterprise

Data available will vary by product
tier

Analytics Tools

Traffic Analytics
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CRM:
Products
Line Items
Tickets
Changelog

GET/POST/PUT/DELETE
Batch
Associations

Poll for updates

Deals: the 'of Sales

4f°6s’

Products: the Pr of Deals

Tickets: the 'of Helpdesk

Changelog: track ALL the changes
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APl Updates

New Features:

HubDB v2 — support for drafts

Contacts — get contact property group details

Contacts — track lifecycle stage

a Q Sunsetting:
Keywords API — target date June 2018
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R
The APl Changelog

HUBSPOT API

CHANGELOG

HubDB API Version 2
SUBSCRIBE FOR

MAY 1, 2018 3:41:13 PM UPDATES

Version 2 of the HubDB API released, now includes draft table RDAY18




APl Design Guide & Tools

Improving HubSpot’s APlIs:
Consistency
Completeness
Documentation

Reduced Time to Implement
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In Design
(Confidential and Subject to Change)

Quote for Biglytics

Prepared on February 12th, 2018 - $0012234934-23483951

For Biglytics - Sam Ganges, Charlia Holbarth, and 3 more S mors

Comments from Alison
1 know thare was some ambiguity araund some of the quantitios, but | included a liberal sstimate to help out the
conversation on your end. Let me know If you have any questions.

&

Alison Bechdel - Sales Opa: at Popsicle Inc.

Products & Services

Cloud Service - Enterprise

Bold'y go wherz na ane has gone before. Enterprise level provides 6x10°23 TB 12% discount 561,000/ month

For 1 yeear
of storage. and hologram support.
Installation 3 x 51,000
Labior anet services nwalved with installatan of our cloud products
Cloud Service - Premium 545,000/ month

For ¥ year

This zur 500 kB cloud integration with higl Dial-up reacly. '
Cloud Service - Support $500/ month

Feré mentns
Paid

sort for any of our non-remium praducts

Recurring discaunt $9,000 / month
Recurring subtotal 5106,500 / month
One-time subtotal $3,000

Total §110,150

Print Download e-sign

This quate is valid until March 12, 2019

< Back to dashboard

Report Library

All Reports
Contacts
Companies
Marketing
Sales

Integrations

[ New note Email L, Call =+ Log activity 5 Create task 9 Schedule

What are you meeting about?

Describe your meeting...

Duration

1 Hour ~

Search the repert library

Start time

® 03/29/2018 ~© 4:00PM ~

Add an attendee

Olmeo Maldonado

+ Add a contact ~

Add a conference link

Associated with

+ 2

Marketing Performance

[v3 Add report

NEW CONTACTS

0.13% 203

W .33.66%

350

Create custom report

All reports ~

CUSTOMERS

4.93% 10
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In Design

(Confidential and Subject to Change)

Notifications

Your notifications What's new

Filter (11/11) » Mark all as read 3

Today

expoR i
° Your Emails export for the

"401264__1523263539968.csvzip” has been
delivered

This month

® Apré
You've been assigned the contact "Amanda
MacDonald"

e Amanda MacDonald
SHARE ® Apré
Simon Keating shared the dashboard

“Marketing Dashboard" with you

MENTION ® Apré
Simon Keating mentioned you on the contact

“Jeffrey Sylvan®

*@Simon Keating - test"

e Jefirey Sylvan

¢ Back to Workflows

Notificaciones X

Filro (11/11) »

Tus notificaciones Novedades
Marcar todas como leidas Eed

EXPORTAR
Tu exportacién de correos

"401264__ 1523263539968 .csv.zip” estd lista

® abr. 6
Se te asigné el contacto *Amanda MacDonald®

o Amanda MacDonald

®abr. b
Simon Keating compartié el panel “Marketing

Dashboard" contigo

—
Simon Keating te mencioné en el contacto

*Jeffrey Sylvan®

e Jeffrey Sylvan

Se te asigné el contacto “Jeffrey Sylvan”

€D sefirey sytvan

Performance

Actions Settings

]
-
Enrollment trigger:
The contact property Lifecycle Stage is.

equal to Lead.

+

Send email Lead nurturing email 1

0% click rate

+

'y

Select an action X

History

Building blacks

©

Add delay

Productivity

Create a task

Q

Send salesmsg
message

Marketing

Send email

Sales

o

Create a deal

Contact properties

Marketplace

Storefront Purchased

Showing 1 - 8 of 8 products filtered by  Modules X  Clear all

HubSARt

”
~

Catchy and Descri
Headline

Norating Parallax Hero Banner Noratings Logo Carousel

Froe. Module Fia® Module

() )

Add if/then Add Seventh
branch Sense delay

Noratings. Team Member No ratings Testimonial

Send intemal Send intemal

email sMs. Free Module Free Module

o

Add to a static
list

)

Remove from a
static list

©

Rotate leads
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The New Developer Hub

AP Limits & @
Error logging

Connect Listing
Mgmt & QA Status

Integration Health &
Metrics

DevHub



Agency Partner
Opportunity



\

~

% 1. Ecosystem

3. Productization
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’ 2
’/g What’s Nexi?



HubSpot builds
horizontal apps
for generalist
users to drive
broad platform
adoption.

Industry specialization

functional specialization



Maximizing Launch Impact

Roadmap transparency

Early partner input on APIs and
extensions

Feature APIs in launch PR

Go to market with launch partners
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Agency Partner
Case Study



{leeoneue.com.au

3038 8171
tter than the eagpotition
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Al deals
All saved filters >

Pipeline

INEW LEAD - TO CONTACT

NEW INBOUND ... ~

Al deals

+Add filter

Options +

Total: $0

0

CALLED NO ANSWER - RETRY

0 TOSEND ESTIMATE

HANDOVER

$1,149 MELB 1 x 4hrs
University of Melbourne 10th
May 2018

Close date: 1 May 2018

$919 QLD 1 x 3hrs HUGO
BOSS 5th May 2018
Close date: 24 April 2018

-

$2,396 MELB 4 x 2hrs Cisco
Systems Limited 30th May é6th
13th and 20th June 2018
Close date: 23 April 2018

$1,439 BRIS 1 x 8hrs cievents
21st May 2018
Close date: 16 April 2018

ci c

$699 MELB 1 x 3HS RMIT
Activator 15th May 2018
Close date: 19 March 2018

$699 MELB 1 x 3HS RMIT
Activator 1st May 2018
Close date: 19 March 2018

$699 MELB 1 x 3HS RMIT
Activator 17Th April 2018
Flaca Aatar 10 March 9018

7

RESOU|

$1
Clg

20
Clg

33,

Clg

Clg

$3,

Clg

57"
Em)
Clg

INITIATE CONTACT

Cyprian CzajkewskifFico
Australia (RS2)

Lauren Monaco/Coles (RS2)

Maryjane Chiovitti/Mazda
Australia (RS3)

Marie Dal Negro/Telstra (RS1)

Lisa Martin/BTTB (R51)

Kylie Flinker-Jarrett/Johnson &
Johnson (RS2)

Ainsley Burge/Citadines Hotel
(RS3)

Allie Backman/REA Group
(MB3)

Anna Dallas/Stockland (MB3)

Ben Lawoko-Leaney/Carousell
(RS1)

Feral Lagios/Tabcerp (RS1)

Jace McDonald/Infocus Design
(RS1)

Janet Hogarty/Powercor
Australia (MB3)

FOLLOW UP

KEEP IN TOUCH 19

$770,000 Contract for Etihad
Stadium with Coffee Carts
Close date: 4 Decemnber 2016

$770,000 Contract for Etihad
Stadium with Coffee Carts
Close date: 4 December 2016

$770,000 Contract for Etihad
Stadium with Coffee Carts

Parnership deal The Langham

Melbourne

Adele Townsend at New Age
Veneers (MB2)

Aleisha Clark/Monash
Univarsity (MB2)

Bianca Wirth/IAG (MB2)

Caroline Doran/Cricket
Australia (MB2)

Christoph Grohmann/Walter
and Eliza Hall Institute (MB2)

Gab Patterson/Capital Property
Marketing (MB2)

Hayley Jackman/Foxtel (MB2)

Jess Cronin/Specsavers (MB2)

Katrina Silby/Alpha Events
(MB2)

Future Partnership with
Citadines Hotel deal

Annica Robertson/Papermill
Media (MB2)

Bianca Caia/MYOB (MB2}
Aaron Walker/CCD (MB1)
Effie Koudonis/PTV [MB1)

Fauzia Jannif/Sheraten
Melbourne (MB2)

Fleur Fava/Sportsbet (MB1)

Georgina Adams/Evolve
Development (MB1)

Ivy Mak/Pricewaterhouse
Coopers (RS2)

Matt Aleksoski/JB Caravans
(MB2}

Matthew Nastasi/GPJ (MB2)

Alison Walten/Cafeinabox
(MB1}

Nicole Bokma/Libby Reid
Catering (MB1)

Rachel Daviss/Impact Displays
(MB1)

for a deal

QH Customize = H Import ‘ Create deal

$699 2HS for Peter Clifford TBC
Close date: 12 March 2018

Total: $699
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AT CAPACITY MELBOURNI AT CAPACITY

AT CAPACITY IN SYDNEY

May Day (regional holiday)

<TENTATIVE> 7 HS for Fusions on Mz, 12am

<CONFIRMED> 2018 )| <CONFIRMED> MDC
Twenty 3 Group May | 2018 Sydney The
5:30am - 12pm Domain Twenty 3
Alexandra Gardens | Group May 132018,

m
5:30am - 12pm

<c 3xOHS for
SHS Display B{ Infocus Design SANOF on
BMS 6th until | May 6 10 82017 (3)
2018 (2) Sam - 4:30pm
7:15am - Spn| Melbourne Convention and ) <TENTATIVE- MELB 3 days Bayview <TENTATIVE~ A
MCEC, 30 Smd Exhibition Centre 5 International Hotels & Resorts 10th until Efie T n e
<conFIRM [l <CONFIRMED] EX VAL UL ik ) 653 #3,90 Fridge #6,
£p>3x7HS [l for Infocus De| | <TENTATIVE> MELB 1 x 8:30am - 2:30pm 10 Joey, 30 Linea Hire
May810102( | 2hrs Peet Limited 9th May [ES im #2,30 Twin 6S3 43
9:15am - 4:3q | 9:30 - 11am #2, 50 Hiace, 70
International | | Werribee 1 Branded Cups #1, 70
Centre Sydney J = Branded Panel #1
Sydney 122018 (2) (Large), 90 Fridge #6
5:15am - 5:3
m MCEC, 30
Monash <BUMP OUT White Lines, <BUMP OUT> 2018 M| <BUMP OUT> MDC
12pm, Univg SRSE] 10 Josh, 30 Twenty 3 Group May { 201 Sydney The
White Linea 12~ 4pm Domain Twenty 3
# Alexandra Gardens, 3 | Group May 13 2018
Melbourne VIC 3004, 4| 12 - 3pm
Alain, 10 Anna, 10 Dar| The Domain, Art
TOET 0.9 Gallery Road, Sydney
3om) zom e 30Tin 65343 #2
0 Joey, 30Li

White Linea #1, 50 Big UGG, SUNEW
;E“MS":" 3"‘570“5 ;“J’ ""“; Dog, 70 Branded Cups #2, 70 Branded
prm, Sydney IGC, 10 Joey, Panel #2 (Large), 90 Fridge #1, 90
<BUMP IN> SYD 4 x 8hrs Inf <BUMP OUT> 7 HS for Fusion5 on May 9 <BUMP OUT> 3x7HS for Infoc| <BUMP OUT> SYD 4 x 8hrs In
4pm, ICC Sydney, 10 Joey, 3 4pm, 455 Bourke St, Melbourne iC 3000, Al 4pm, Sycney ICC, 30 White Lin 4pm, ICC Sydney

T The Domain, Art

<CONFIRMED> SYD 4 x 8hrs <CONFIRMED> SYD 4 x 8hrs Infocus Design Gallery Road, Sydney,

8th until 11th May 2018 (4) 30 Twin GS3 #3 #2,
90 Fridge #6 42,30

<CONFIRY
ED> MEL|
11am - 1

<BUMP
12:30pm,

<BUMP OUT> 3x8HS for Infocus Design MEG)
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Results:

Saving the customer ~$5K /month
Expediting the sales process
Enabling more efficient operations

Automating marketing
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What Can We Build Together?

Read the APl doecs:
https://developers. spo m/c ocs [overview

g




GROW
BETTER




. THANK YOU




