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Congrats! You've Listed {Or Updated}
Your App on HubSpot’s App Marketplace.

Now What?
l




HubSpHt

What Do You Get
wWhen Your Sales Team
Goes To Market Around

Your App Partnership
With HubSpot?

A HubSpot app partnership provides
clear advantages that streamline your
sales cycle, leading to faster
conversions and a stronger offer:
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2 Easier Selling

Integration with HubSpot reduces sales friction, as prospects already use and trust
the platform. This removes a major barrier to adoption and shortens deal cycles.

% Impactful Demos

Your sales team can showcase the integration live, demonstrating the combined
power of your app and HubSpot directly within their familiar interface. This makes
the value tangible and immediate.

9 Leveraging HubSpot's Trust

Sales conversations benefit from the inherent trust customers have in HubSpoft.
Prospects are often more receptive to solutions that seamlessly fit info an
ecosystem they rely on.

B High-Quality Leads

Leads originating from the HubSpot ecosystem are often pre-qualified and
actively seeking solutions to enhance their HubSpot experience, leading to higher
win rates.
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Share the news with

the world about your new
HubSpot integration
through Sales.
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Enable your account executives to do better, targeted outreach to their
prospects that are HubSpot users and proactively suggest the
integration in your sales cycles.

- Enable your AEs to infroduce/include the HubSpot integration in their
sales demos to open opportunities.

Update internal content including account executive/customer success
manager templates, employee onboarding collateral, tasks, etc.

Coordinate with the sales team to identify potential prospects who
are also users of HubSpot. Utilize this information to prioritize leads.

Empower salespeople with tailored outreach campaigns that highlight
the benefits of the integration.

Routinely monitor progress and your sales funnel to optimize sales efforts.
we're eager to have you get similar results to CallRail, QuotaPath, and Aircall
—among many others.



https://www.hubspot.com/app-partner-case-studies/callrail
https://www.hubspot.com/app-partner-case-studies/quotapath
https://www.hubspot.com/app-partner-case-studies/aircall
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Here are our sales
best practices
for app partners.
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Educating your customer facing tfeams

Tell your Sales & Customer Success Organization about the
integration and how to bring it up with their accounts by:

« Sharing the live listing in the App Marketplace with all
customer facing teams.

« Creating quick bite size internal training materials to
distribute.

 Building a case study showcasing the impact of the
integration, like the one Crossbeam created.
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Meta Ads

By HubSpot 127K installs

Get full ROI, cross-network

reporting, and more in HubSpof.

©

Google Contacts
By HubSpot 93K installs

Data Sync - Sync Google

Contacts with HubSpot contacts

LinkedIn Sales

Navigator
By HubSpot 71K installs

Access LinkedIn Sales Navigator

tools within HubSpot contact
records.

N

Google Ads

By HubSpot 124K installs

Get full ROI, cross-network
reporting, and more in HubSpot.

Slack
By HubSpot 79K installs

Get HubSpoft notifications, tasks,
and slash commands within Slack

o

By HubSpor 56K installs

conversa
HubSpot

Zoom
By HubSpot 105K installs

Use Zoom with HubSpot
meetings, workflows, contact
records and more.

LinkedIn Ads
By HubSpot 77K installs

Get full ROI, cross-network
reporting, and more in HubSpot.

wtl

Google Meet
By HubSpot 55K installs

meeting links, recordings &
transcripts for Google Meet in
HubSpot


https://ecosystem.hubspot.com/marketplace/apps
https://www.crossbeam.com/resources/case-studies/how-everflow-shaved-four-months-off-of-enterprise-deal-cycles-with-partner-data/

HubSpHt

Identify Who In Your
Database Uses HubSpot
to Win New Customers
From The Integration

Leverage technographic tools like
ClearBit, Apollo, ZoomInfo, Breeze Al,
etc. to identify which of your leads/
prospects use HubSpoft.

Send them targeted emails to educate
them on the value of the integration,
making your tools more desirable as the
fit within their existing workflow.
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Nurture Your Leads

Highlight your app with HubSpot to
leads and prospects who use HubSpot.
Educate them on the benefits it offers
to HubSpot users, and the value your
solution can provide to them through
your great integration.
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A Discount Sign Up Page

Distribute and drive new users to your
tools and your HubSpot integration
by offering a discount sign up page
to collect leads.

App Partner Examples: Aircall
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https://aircall.io/p/hubspot-offer/
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Find Out Who’s
Installed Your App
To Send Them A Post-

Install Email Series

Inspect your OAuth Tokens to see
everyone who’s installed your app.

This will help you find the right contacts
to send your Post-Install Email Series
to, ensuring quick time to value and
preventing churn.
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: After you've used OAuth to find who's installed your
FOIIOW UP WlTh The Leads/ PrOSpeCTS app, help your leads/prospects get quick time-to-value
WhO Have IﬂSTC]”ed Your App through best practices and timely outreach
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Create a feature comparison guide

Review our prep pack here to understand how your tool ties into
HubSpots offerings.

From there, you can create a feature comparisonguide, allowing
your team to understand how your app stacks up against
HubSpots native offerings.
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https://drive.google.com/file/d/109jXssfNU9I7Tlu_FKHOGlWg4GpfIpwC/view?usp=sharing
https://docs.google.com/presentation/d/1iZrkDbu5Br9ZsSAFFjBtKJ4jiwdxitOejszv0wMARys/edit?usp=sharing
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Fill out our App and Integration
Guide Template

Fill out our App and Integration Guide Template to help HubSpot
customer facing teams understand when your app Is a good fit

for a customer or prospect.

Easily equip our teams with industries your focus on, regions you
serve, and keyword that resonate with your solution.
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https://docs.google.com/presentation/d/1dVRdgQJUSxyTLVKsct0HeWMnci7j73hRKmPy8VjC7kM/edit?usp=sharing
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Provide your Sales/CS point-of-contact
InNformation

By filling out this form, you'll enable HubSpot Sales and
Customer Success teams to:

e reach out to request product or technical support
for a prospect/customer

« send referrals when your app meets a prospect’s
or customer’s need

» collaborate on upsell or cross-sell opportunities.

Please note that this form works at the app level - if you would like to provide
a point of contact for each app you have in our marketplace, you would need

to submit the form once per app.
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https://share.hsforms.com/1w6jDtwriTc-A7-tEJQYOkQ96it
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OTHER WAYS TO GROW ADOPTION

Running/Sponsoring
an Event

Showcase your integration with
HubSpot by leveraging in person and
virtual events.

- Run a thought leadership webinar
or demo to showcase your integration
with HubSpot.

« Sponsor HubSpot’s annual event,
INBOUND.

* Include HubSpot in your event
calendar.
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https://www.inbound.com/sponsors

Thank You



