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Presenter Notes
Presentation Notes
Thank you for downloading the presentation from Vonazon's webinar, Master HubSpot’s Fall Updates: Actionable Insights from INBOUND 2024. In this session, we explored the latest updates in HubSpot's Sales Hub, Breeze Copilot, Breeze Intelligence, and Marketing Hub. Through live demonstrations, we showed how these tools can drive efficiency and enhance customer engagement, providing actionable insights for immediate implementation.

https://www.youtube.com/watch?v=c-Pcjgaeg-E
https://www.youtube.com/watch?v=c-Pcjgaeg-E


DIDN’T CATCH IT LIVE?
WATCH THE REPLAY NOW!

W A T C H  W E B I N A R  R E C O R D I N G  H E R E  »

Presenter Notes
Presentation Notes
If you missed the live webinar or want to revisit any part of it, you can access the full recording by following the link below. This recording includes all the demos and discussions on HubSpot’s Fall 2024 updates, covering everything from Breeze Copilot to the Marketing Hub enhancements.

Webinar Recording Link:


https://www.youtube.com/watch?v=c-Pcjgaeg-E
https://www.youtube.com/watch?v=c-Pcjgaeg-E
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Presenter Notes
Presentation Notes
In the webinar, we walk through key updates in HubSpot’s Sales Hub, Breeze Copilot, Breeze Intelligence, and Marketing Hub. Each section included live demos of the new features and a Q&A session to ensure attendees left with practical insights on how to apply these tools.
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Presenter Notes
Presentation Notes
During the webinar, you are guided by Vonazon’s team of HubSpot specialists. Each speaker provided insights and live demos of HubSpot’s latest features, showcasing their expertise in different areas.

Vonazon Speakers:

Shannon Brady - Webinar Moderator, HubSpot Onboarding Specialist�
Miles England - HubSpot Onboarding Manager & Director of Partnerships, covering Breeze Copilot & Breeze Intelligence�LinkedIn: https://www.linkedin.com/in/miles-england�Email: miles.england@vonazon.com

Derek Reynolds - Sales & Marketing Implementation Manager, covering Sales Hub updates�LinkedIn: https://www.linkedin.com/in/derek-reynolds-florida�Email: derek.reynolds@vonazon.com

Tyler Tait - Senior Marketing Automation Specialist, covering Marketing Hub updates�LinkedIn: https://www.linkedin.com/in/tyler-tait-3a410418a�Email: tyler.tait@vonazon.com




S A L E S  H U B  U P D A T E S  

Pipeline automation tools to streamline sales processes 

Improved deal tracking and reporting for better insights 

New features to close deals faster and more efficiently 

AI-powered forecasting for smarter decision-making 

Presenter Notes
Presentation Notes
In this section we cover the latest updates in HubSpot’s Sales Hub. These enhancements streamline your sales processes with new pipeline automation, deal tracking improvements, and AI-powered forecasting tools. Derek demonstrates how these features help your team close deals more efficiently.


Sales Hub received several powerful updates designed to improve efficiency and help your team close deals faster. The new pipeline automation tools reduce manual tasks, and real-time deal tracking provides better insights into your progress. AI-powered forecasting is a standout, helping your team make smarter, data-driven decisions. 

Pipeline Automation Tools: �HubSpot’s Sales Hub now offers enhanced automation tools that streamline the pipeline process from lead capture to deal closure. These tools allow sales teams to automate repetitive tasks, like follow-up emails and lead scoring, freeing up time to focus on more strategic activities. You’ll be able to track leads more effectively and ensure nothing falls through the cracks. 

Improved Deal Tracking & Reporting: �The updated Sales Hub features real-time deal tracking and advanced reporting. This allows sales managers and teams to get a clear view of where deals stand and make data-driven decisions to push them forward. With enhanced reporting tools, teams can generate insights into their sales performance and identify bottlenecks in the process, ensuring more efficient operations. 

Faster Deal Closure: �The latest tools in Sales Hub are designed to reduce friction in the deal-making process. This includes new automation features that handle repetitive tasks, making it easier for sales reps to focus on high-priority leads. In addition, AI-powered deal forecasting helps sales teams anticipate potential challenges and close deals faster. 

AI-Powered Forecasting: �One of the standout features is the new AI-powered forecasting. This tool uses historical data and real-time information to predict future sales outcomes, helping teams allocate resources and time more effectively. Sales leaders can now make more informed decisions, improve their pipeline management, and optimize sales performance based on predictive insights. 

Referenced Links & Resources:
Sales Hub Fall Updates: https://www.hubspot.com/spotlight#all-releases?filter=sales-hub



S A L E S  H U B  U P D A T E S  

To manage how users can create and move deals through a pipeline, Super 
Admins can set rules for their deal pipelines.  The following rules can currently 
be enforced for each individual pipeline:

• Set stages where new deals can be created.

• Restrict skipping stages in the pipeline.

• Restrict moving deals backwards in the pipeline.

• Limit who can edit deals in certain stages in the pipeline.

• Set up an approval process for deals in the pipeline (Sales Hub Enterprise only).

Set up rules for deal pipelines

Presenter Notes
Presentation Notes
In this section, we explain how to configure pipeline rules in HubSpot's Sales Hub, ensuring smooth deal progression and accurate reporting. 

Step-by-Step Instructions:

 Access Pipeline Settings:
In your HubSpot account, click the settings icon (top navigation bar).
From the left sidebar, navigate to Objects > Deals.
 Select a Pipeline:
Navigate to the Pipelines tab.
Use the Select a pipeline dropdown menu to choose the pipeline for which you want to configure rules.
 Customize Pipeline Rules:
Click the Pipeline Rules tab.
Turn on the switch for each rule you want to apply.
Customize the settings for each rule as needed:
Limit deal creation to specific stages.
Restrict skipping stages.
Restrict deals from moving backward.
Set permissions for who can edit deals at specific stages.
Set up an approval process for deals in Sales Hub Enterprise.
 Save Changes:
After making any adjustments, click Save to apply the changes to your pipeline.

These features enable teams to streamline deal movement, ensure accurate reporting, and maintain data integrity.



S A L E S  H U B  L I V E  D E M O  

To set up rules:

1. In your HubSpot account, click the settings settings 

icon in the top navigation bar.

2. In the left sidebar menu, navigate to Objects > Deals.

3. Navigate to the Pipelines tab.

4. Click the Select a pipeline dropdown menu, then 

select the pipeline for which you want to set rules.

5. At the bottom, click the Pipeline Rules tab.

6. In each row, toggle the switch on to apply the rule.

7. Depending on the rule, customize the settings

Presenter Notes
Presentation Notes
In this section, we demonstrate how to set up and customize pipeline rules in HubSpot’s Sales Hub. These rules ensure that deals move through the sales pipeline efficiently, and provide the foundation for real-time tracking and advanced reporting.

Step-by-Step Instructions:

 Access Pipeline Settings:
In your HubSpot account, click the settings icon in the top navigation bar.
 Navigate to Deals:
In the left sidebar menu, go to Objects > Deals.
 Select a Pipeline:
Under the Pipelines tab, click the Select a pipeline dropdown menu, and choose the pipeline you want to customize.
 Access Pipeline Rules:
Scroll to the bottom and click the Pipeline Rules tab to view the rules available for that pipeline.
 Enable Rules:
Toggle the switch on for the rules you want to enforce, such as restricting deal creation to specific stages, preventing skipping stages, or stopping deals from moving backward in the pipeline.
 Customize Rule Settings:
For each rule, customize its settings based on your sales process. For example:
Limit deal creation to specific stages.
Restrict which stages can be skipped.
Limit editing access based on user roles or teams.

These pipeline rules improve deal tracking accuracy and help sales teams maintain better reporting standards.




S A L E S  H U B  L I V E  D E M O  

Edit or turn off pipeline rules:

1. In your HubSpot account, click the settings icon in the top navigation bar.

2. In the left sidebar menu, navigate to Objects > Deals.

3. Navigate to the Pipelines tab.

4. Click the Select a pipeline dropdown menu, then select the pipeline for which you want to set rules.

5. At the bottom, click the Pipeline Rules tab.

6. To edit an existing rule, click the edit icon in the rule's row. Make your changes in the right panel, then click Save.

7. To turn off a rule, click to toggle the switch off. In the dialog box, click Delete pipeline rule to confirm.

Presenter Notes
Presentation Notes
In this section, we walk through how to edit or turn off pipeline rules in HubSpot’s Sales Hub. These features ensure flexibility in managing your sales process and allow you to quickly adjust or remove rules as needed.

Step-by-Step Instructions:

 Access Pipeline Settings:
In your HubSpot account, click the settings icon in the top navigation bar.
 Navigate to Deals:
In the left sidebar menu, go to Objects > Deals.
 Select a Pipeline:
Under the Pipelines tab, click the Select a pipeline dropdown menu and choose the pipeline for which you want to set or adjust rules.
 Access Pipeline Rules:
Scroll to the bottom and click the Pipeline Rules tab to view the rules set for the selected pipeline.
 Edit an Existing Rule:
In the rule's row, click the edit icon (pencil). Make your changes in the right panel, then click Save to apply the modifications.
 Turn Off a Rule:
To turn off a rule, toggle the switch off. A confirmation dialog box will appear—click Delete pipeline rule to confirm and remove the rule from your pipeline.

These steps allow sales teams to maintain control over their pipeline processes, providing flexibility to adjust rules or disable them entirely when they no longer align with current sales strategies.




What is Breeze Copilot?
Breeze Copilot is an AI assistant integrated throughout 
HubSpot's interface. It helps with tasks like drafting 
emails, summarizing data, and providing insights.

B R E E Z E  C O P I L O T

Presenter Notes
Presentation Notes
Breeze Copilot

What is Breeze Copilot?
Breeze Copilot is your AI assistant integrated across HubSpot’s platform. It helps automate tasks, summarize data, and provide actionable insights in real-time.



AI-driven insights to support smarter workflows 

Real-time suggestions for customer interactions 

Automate routine tasks with ease 

Agents available for personalized experiences 

B R E E Z E  C O P I L O T

Presenter Notes
Presentation Notes
Breeze Copilot and Agents are designed to bring AI-driven insights into your workflows. From real-time suggestions during customer interactions to automating routine tasks, these tools help your team focus on higher-value activities. Breeze Agents also add a layer of personalized engagement to customer service. 

 AI-driven Insights: �Breeze Copilot offers AI-driven insights that help sales and support teams work smarter, not harder. It provides real-time data analysis to recommend next steps, enabling teams to be more proactive with customers and leads. 

 Real-time Suggestions: �During customer interactions, Breeze Copilot generates real-time suggestions for responses, helping sales reps stay on top of conversations and ensuring they always have the right information at their fingertips. This minimizes response time and increases the likelihood of closing deals faster. 

 Automating Routine Tasks: �One of Breeze Copilot’s key strengths is automating routine tasks. For example, it can automatically log calls, assign leads, and trigger follow-up emails, reducing the manual burden on your team and ensuring every customer touchpoint is covered. 

 Agents for Personalized Experiences: �Breeze Agents further enhance customer experience by offering personalized interactions. These AI agents can respond to common queries, guide customers through decision-making processes, and assist with personalized recommendations, all in real-time. 

Referenced Links & Resources:
Breeze Fall Updates: https://www.hubspot.com/spotlight#all-releases?filter=sales-hub%2Cbreeze 




B R E E Z E  C O P I L O T

How to Access Breeze Copilot

1. Log into your HubSpot account.
2. Look for a sidebar or icon 

labeled "Copilot" or "AI Assistant" 
- it often looks like a chat 
bubble or AI symbol.

3. You can access Copilot from 
various areas including contact 
records, email composer, and 
dashboard views.

Presenter Notes
Presentation Notes
This section walks you through how to access Breeze Copilot within HubSpot to start utilizing its AI-driven insights and automations.

Step-by-Step Instructions:

 Log into HubSpot:
Start by logging into your HubSpot account.
 Locate Breeze Copilot:
Look for the Copilot icon, often represented by a chat bubble or AI symbol. This can be found in various areas, such as:
Contact Records: To pull up customer-specific insights.
Email Composer: To get suggestions or draft responses.
Dashboard Views: For real-time insights and task management.
 Access Copilot from Multiple Tools:
Breeze Copilot is integrated throughout HubSpot and can be accessed while you’re working in contact records, emails, or reports, making it available wherever you need it most.

These quick access points allow users to leverage Breeze Copilot’s capabilities seamlessly across different stages of their workflow.

Referenced Links & Resources:
Breeze Fall Updates https://www.hubspot.com/spotlight#all-releases?filter=sales-hub%2Cbreeze 



Using Breeze Copilot

1. Click on the Copilot icon to open the AI 
assistant sidebar.

2. Type your request in natural language. For 
example:

- "Summarize recent interactions with 
[Company Name]"
- "Draft a follow-up email to [Contact Name] 
about our last meeting”

3. Copilot will generate a response based on your 
CRM data and request.

4. Review and edit the Copilot's output as needed.

B R E E Z E  C O P I L O T

Presenter Notes
Presentation Notes
Once you’ve accessed Breeze Copilot, here’s how you can start using it to automate tasks and get real-time suggestions.

Step-by-Step Instructions:

 Open Breeze Copilot:
Click on the Copilot icon to open the AI assistant sidebar.
 Input Your Request:
You can type natural language commands into Breeze Copilot, such as:
"Summarize recent interactions with [Company Name]."
"Draft a follow-up email to [Contact Name] about our last meeting."
"Create a task to follow up with [Client Name] next week."
 Receive Real-Time Suggestions:
Breeze Copilot will analyze the CRM data and generate the requested content or recommendations in real-time. These might include next steps for a lead, email drafts, or task reminders.
 Edit and Finalize:
Review the AI-generated responses, making any necessary edits to match your preferred tone or additional information before completing the task or sending out communications.

Referenced Links & Resources:
Breeze Fall Updates https://www.hubspot.com/spotlight#all-releases?filter=sales-hub%2Cbreeze



Practice Exercise

1. Try asking Copilot to 
"Draft an email 
introducing our new 
product to [Customer 
Name]". 

2. Review the output and 
make any necessary edits.

B R E E Z E  C O P I L O T

Presenter Notes
Presentation Notes
In this practice exercise, you’ll have the opportunity to get hands-on with Breeze Copilot by generating AI-powered content and automating a task.

Step-by-Step Instructions:

 Draft an Email with Breeze Copilot:
Open Breeze Copilot and ask it to Draft an email for you. For example:
"Draft an email introducing our new product to [Customer Name]."
 Review and Edit:
Breeze Copilot will generate a draft based on the input and CRM data.
Review the content and make any edits to match your brand voice and customer specifics before sending.
 Create a Task with Breeze Copilot:
Try asking Breeze Copilot to create a task automatically. For example:
"Create a follow-up task for [Client Name]."
Copilot will generate the task and set reminders based on your request.

This practice exercise helps you familiarize yourself with Breeze Copilot’s ability to streamline communications and task management.

Referenced Links & Resources:
Breeze Fall Updates https://www.hubspot.com/spotlight#all-releases?filter=sales-hub%2Cbreeze 




What are Breeze Agents?
Breeze Agents are specialized AI tools for specific tasks. 
Let's cover each one…

B R E E Z E  A G E N T S

Presenter Notes
Presentation Notes
Breeze Agents
What are Breeze Agents?
Breeze Agents are specialized AI tools that handle specific tasks within HubSpot. They enhance customer engagement and automate routine activities, providing tailored support across different areas of your business.�
Key Features of Breeze Agents:

 Content Agent:
Assists with generating blog posts, landing pages, and other content types using AI. Based on CRM data, it can draft content quickly, giving you a head start on your marketing campaigns.

Streamline your content creation process.
Creating consistent content that captures audience attention is challenging. Breeze content agent uses AI to create engaging content powered by your CRM data. It helps marketers quickly produce different types of content that attract visitors and generate leads, including high-quality landing pages, podcasts, case studies, and blogs.

 Social Media Agent:
Helps you create and schedule social media posts with AI-powered suggestions for content and optimal posting times.��Automate your social media management.
Social media teams often find it difficult to create new and exciting content that grabs attention. At the same time, they need to ensure that brand messaging stays consistent across multiple social media channels.

Breeze social media agent is an AI-powered expert that enhances your social media strategy. It analyzes your social performance, company details, and marketing best practices to develop a multi-channel content strategy that amplifies your social presence.�
 Customer Service Agent:
Manages customer inquiries by responding to routine questions and escalating complex cases to human agents, ensuring smooth and personalized customer service.

Automate customer support using AI.
Customer service teams can struggle to keep up with support ticket volume. Breeze customer agent is an AI-powered expert that can engage with customers on your website at any time to provide instant answers. The best part — with Breeze, your service team can enhance efficiency and provide exceptional support around the clock.


 Prospecting Agent:
Automates lead identification and outreach by analyzing CRM data and drafting personalized messages to potential clients.��Automate prospecting tasks to drive sales efficiency.�Sales teams often struggle with the time-consuming nature of prospecting and the tedious task of crafting personalized outreach. Breeze prospecting agent increases your team’s capacity by researching and executing personalized outreach strategies for prospects within HubSpot's Smart CRM, using your data to create personalized outreach. The best part — this AI-powered agent is always on, driving pipeline for your team 24/7.





Content Agent

1. Navigate to the Content or Marketing hub in 
HubSpot.

2. Look for a "Content Agent" or "AI Content Creator" 
option.

3. Select the type of content you want to create (blog 
post, landing page, etc.).

4. Provide a brief description or topic for your content.
5. The agent will generate a draft based on your input 

and CRM data.
6. Review and edit the generated content as needed.

B R E E Z E  A G E N T S

Presenter Notes
Presentation Notes
In this section, we walk through how to use Breeze Content Agent to generate AI-powered content like blog posts, landing pages, and emails based on your CRM data and input.

Step-by-Step Instructions:

 Access the Content Agent:
Log into your HubSpot account and navigate to the Content or Marketing hub.
Look for the Content Agent or AI Content Creator option in the sidebar menu.
 Select Content Type:
Choose the type of content you want to create, such as blog posts, landing pages, or emails.
 Provide a Brief Description:
Enter a brief description or topic for your content. For example, you might enter “Introducing our new product to [Customer Name]” for an email, or “Top 10 Benefits of Using Our Service” for a blog post.
 Generate a Draft:
The Content Agent will use your description and existing CRM data to generate a draft. It pulls relevant data from contact records or company profiles to tailor the content.
 Review and Edit:
Review the generated content and make any necessary edits to align with your brand’s tone and message.

This tool speeds up the content creation process while ensuring the output is relevant to your audience based on CRM insights.



Social Media Agent

1. Go to the Social Media section in HubSpot.
2. Find the "AI Assistant" or "Social Media Agent" 

option.
3. Choose the social platforms you want to post to.
4. Provide a brief description of what you want to 

post about.
5. The agent will suggest post content and optimal 

posting times.
6. Review, edit, and schedule the posts as desired.

B R E E Z E  A G E N T S

Presenter Notes
Presentation Notes
In this section, we cover how to use HubSpot’s Social Media Agent to streamline the process of creating and scheduling social media posts with AI assistance.

Step-by-Step Instructions:

 Access the Social Media Agent:
Log into your HubSpot account and navigate to the Social Media section in the Marketing hub.
Look for the AI Assistant or Social Media Agent option in the sidebar.
 Choose Social Platforms:
Select the social media platforms you want to post to, such as Facebook, LinkedIn, or Twitter.
 Provide Post Details:
Enter a brief description of what you want to post about. For example, you might describe a product update or an upcoming event.
 Get AI Suggestions:
The Social Media Agent will suggest post content based on your description, including suggested copy and optimal posting times to maximize engagement.
 Review and Edit:
Review the generated post suggestions, making any necessary edits to align with your tone and goals.
 Schedule Your Posts:
Once you’re satisfied with the content, schedule the posts to go live at the suggested times or adjust the schedule as needed.

This tool helps automate social media management by offering content suggestions and ideal posting times, enabling you to focus on higher-level strategy.




Prospecting Agent

1. In the Sales Hub, look for a "Prospecting Assistant" 
or similar option.

2. Input criteria for the types of leads you're looking 
for.

3. The agent will identify potential leads and draft 
personalized outreach messages.

4. Review the suggestions and customize as 
needed before sending.

B R E E Z E  A G E N T S

Presenter Notes
Presentation Notes
In this section, we explain how to use HubSpot’s AI-powered Prospecting Agent to identify leads and draft personalized outreach messages, saving time in the sales process.

Step-by-Step Instructions:

 Access the Prospecting Agent:
In HubSpot’s Sales Hub, look for the Prospecting Assistant or AI Prospecting Agent option in the sidebar.
 Input Lead Criteria:
Provide specific criteria for the types of leads you’re looking for, such as industry, company size, or geographic location.
 Lead Identification:
The Prospecting Agent will search HubSpot’s database to identify potential leads that match your criteria.
 Draft Outreach Messages:
Once leads are identified, the agent will generate personalized outreach messages based on CRM data and the criteria you’ve set.
 Review and Customize:
Review the suggested messages and make any necessary customizations before sending to ensure they align with your tone and messaging goals.

By leveraging AI, this tool helps sales teams quickly identify new leads and automate the initial stages of outreach, allowing for faster lead engagement.



Customer Agent

1. In the Service Hub, find the "Customer 
Support AI" or similar feature.

2. Set up the agent with your FAQ and 
common customer queries.

3. The agent can now handle routine 
inquiries automatically.

4. For complex issues, it will escalate to 
a human agent with context.

B R E E Z E  A G E N T S

Presenter Notes
Presentation Notes
In this section, we walk through how to use HubSpot’s Customer Support AI Agent to automate responses to routine customer inquiries and streamline your support process.

Step-by-Step Instructions:

 Access the Customer Support AI Agent:
In HubSpot’s Service Hub, locate the Customer Support AI or similar feature in the menu.
 Set Up the Agent:
Input your organization’s FAQ and common customer queries into the system. These serve as the foundation for the AI's responses.
 Automate Routine Inquiries:
The agent will now handle routine customer inquiries automatically, providing instant answers based on the information you've set up (e.g., order status, product details, troubleshooting steps).
 Escalation for Complex Issues:
For more complex or sensitive issues, the AI agent will automatically escalate the case to a human agent. It will provide all relevant context from the customer interaction to ensure a smooth handover.

This feature enables your team to focus on more complex customer needs while allowing AI to handle repetitive tasks efficiently.




Practice Exercise

1. Use the Content Agent to 
draft a blog post about 
your industry. 

2. Then, use the Social Media 
Agent to create a week's 
worth of posts promoting 
this blog content.

B R E E Z E  A G E N T S

Presenter Notes
Presentation Notes
This practice exercise helps you apply both the Content Agent and Social Media Agent tools to create and promote content efficiently using AI.

Step-by-Step Instructions:

 Draft a Blog Post with the Content Agent:
Navigate to the Content or Marketing Hub in HubSpot.
Use the Content Agent or AI Content Creator feature to generate a blog post.
Provide a brief description about your industry as the topic for the blog post.
The Content Agent will draft the post based on your input, which you can review and edit.
 Create Social Media Posts with the Social Media Agent:
Navigate to the Social Media section in HubSpot.
Use the Social Media Agent or AI Assistant to create social posts.
Input a brief description to create a week's worth of posts promoting the blog content you just generated.
Review, edit, and schedule the posts for the most optimal times suggested by the AI.

This exercise shows how you can leverage AI to quickly produce content and promote it across multiple channels, saving time and ensuring consistency.




Conclusion

Remember, these AI tools are here to assist and enhance your 
work, not replace human judgment. Always review and refine the 
AI-generated content to ensure it aligns with your brand voice 
and specific needs.

B R E E Z E  A G E N T S

Presenter Notes
Presentation Notes
Remember, these AI tools are designed to assist and enhance your work, not replace human judgment. Always review and refine AI-generated content to ensure it aligns with your brand voice and meets your specific needs.

As you continue using these tools, you'll uncover more ways to integrate them into your workflow. Don’t hesitate to experiment and find what works best for you and your team.
If you have any questions or need further assistance, feel free to reach out to HubSpot’s support team or your account manager.

Happy Breezing!



M A R K E T I N G  &  C O N T E N T  
H U B  U P D A T E S  

AI-powered content creation tools 

Enhanced campaign management and performance tracking 

Create and deploy campaigns faster than ever 

Presenter Notes
Presentation Notes
HubSpot’s Marketing & Content Hub updates focus on efficiency. The AI-powered content creation tools help you generate content quickly without sacrificing quality. The new campaign management features provide better visibility and performance tracking, while streamlined processes allow for faster campaign deployment. 

 AI-powered Content Creation: �HubSpot’s Marketing & Content Hub now includes AI tools that streamline content creation. Whether it’s generating blog posts, ad copy, or social media content, the AI helps reduce time spent on writing while maintaining high-quality output. This is especially helpful for teams looking to scale their content efforts without expanding their team. 

 Enhanced Campaign Management: �Managing marketing campaigns just got easier with new features designed to simplify workflow. The updated tools help you organize and track campaigns from start to finish, giving you clear insights into what’s working and where adjustments are needed. This level of oversight allows marketers to improve performance while staying agile. 

 Faster Campaign Deployment: �The new updates focus on reducing the time it takes to build and deploy campaigns. With streamlined processes, marketing teams can launch more campaigns in less time, ensuring they reach their target audience quickly and effectively. These updates are designed to maximize efficiency without compromising on quality. 



Navigate to: Content » Remix

M A R K E T I N G  &  C O N T E N T  
H U B  L I V E  D E M O  

• Watch AI-powered content creation in action 

• Manage campaigns with real-time 
performance tracking 

• Deploy campaigns faster and smarter 

Navigate to: Reports » Reports » Custom Reports

Presenter Notes
Presentation Notes
Now, let’s take a closer look at these tools in action. We’ll start with AI-powered content creation and show how it can help generate marketing assets quickly. Then, we’ll demonstrate the campaign management tools and wrap up by showing how to deploy campaigns efficiently. 

 AI-powered Content Creation: �Begin by demonstrating the AI-driven content creation tools. Show how the system can generate marketing assets like blog posts, social media updates, or email copy with just a few prompts. Highlight how this reduces time and effort while maintaining content quality. 

 Campaign Management & Tracking: �Next, showcase how the enhanced campaign management tools work. Walk through the steps of creating, organizing, and tracking a marketing campaign. Demonstrate how real-time performance metrics can be monitored, allowing marketers to adjust on the fly to optimize results. 

 Faster Campaign Deployment: �Wrap up the demo by showing how quickly a campaign can be deployed using the new tools. Highlight how the streamlined processes allow teams to create and launch campaigns faster, helping them stay ahead of trends and connect with their audience more efficiently. 


Step-by-Step Instructions:

 Access Content Creation Tools:
Navigate to the Marketing Hub in your HubSpot account.
Select the Content section and look for the AI-powered tools, such as the Content Agent.
Use the AI Assistant to generate blog posts, email copy, or social media updates. Provide prompts or keywords to guide the AI on what to create.
 Create a Campaign:
Go to the Campaign Management section of the Marketing Hub.
Start building a new campaign, setting up the assets like landing pages, emails, and social posts.
Use the AI suggestions to streamline content creation, and review the AI-generated content to ensure it matches your brand voice.
 Monitor Campaign Performance:
After launching the campaign, navigate to Reports > Custom Reports in the HubSpot dashboard.
Use the Campaign Report Builder to track your campaign’s performance in real-time. You can monitor key metrics such as engagement rates, conversions, and revenue attribution.
The real-time insights will help you optimize your campaign by adjusting elements like content or timing based on performance data.
 Deploy Campaigns Faster:
Demonstrate how the new features reduce the time needed to build and deploy campaigns.
Highlight the ability to automate repetitive tasks, allowing teams to launch more campaigns in less time.

These updates focus on maximizing marketing efficiency, helping teams quickly generate and launch campaigns while maintaining high content quality.


Referenced Links & Resources:
https://www.hubspot.com/spotlight#all-releases?filter=marketing-hub



B R E E Z E  I N T E L L I G E N C E

What is Breeze Intelligence?
Breeze Intelligence enhances your CRM data with AI-
driven insights, including data enrichment, buyer 
intent tracking, and form optimization.

Presenter Notes
Presentation Notes
What is Breeze Intelligence?
Breeze Intelligence enhances your CRM data with AI-driven insights, including data enrichment, buyer intent tracking, and form optimization.

HubSpot Breeze Intelligence is currently in public beta, meaning it is available to use but is still under development and may have some limitations; you can access it by opting in to the beta feature within your HubSpot account. Once you've done so, you'll be able to access Breeze tools available in your HubSpot subscription. Beta terms are applicable

Key points about Breeze Intelligence beta: 

Public Beta:
You can access and use Breeze Intelligence features within your HubSpot account, but it is considered a beta version. 

Data Enrichment Focus:
The primary function of Breeze Intelligence is to enrich customer data by pulling in additional information from various sources, providing a more comprehensive customer profile. 

Buyer Intent Capabilities:
Breeze also includes features to identify potential buyers based on their online behavior, allowing you to target high-intent leads. 

Access within HubSpot:
To access Breeze Intelligence, navigate to the "Breeze AI" section within your HubSpot account. 



B R E E Z E  I N T E L L I G E N C E

Enrich data from over 200 million contacts & company profiles

Track  buyer intent directly through website interactions

Improve conversion rates with form-shortening capabilities

Make data-driven decisions faster and more effectively

Presenter Notes
Presentation Notes
Breeze Intelligence is a game-changer for businesses looking to grow smarter. With access to 200 million enriched contact profiles, you can keep your data up to date, target high-intent prospects, and optimize conversion rates by shortening forms. This tool integrates directly into HubSpot, making it seamless to collect and use enriched data, monitor buyer intent, and streamline lead qualification. Let’s explore how it can impact your business by turning data into actionable insights that drive conversions.

 Enrich Customer Data: �Breeze Intelligence enhances the data you already have by enriching customer profiles, pulling from over 200 million contacts and company profiles. This provides deeper insights into each prospect, allowing for more precise and personalized marketing and sales strategies. 

 Track Buyer Intent: �One of the standout features of Breeze Intelligence is its ability to track buyer intent. By analyzing customer behavior patterns, it helps your team understand when a lead is likely ready to convert. This insight enables better targeting and timing, helping you reach out when it matters most. 

 Lead Enrichment and Form Shortening: �Breeze Intelligence also automates lead enrichment by pulling in additional data points without manual input, reducing the need for long, detailed forms. This form-shortening capability improves conversion rates by making the sign-up process quicker and easier for potential leads. 

 Make Data-Driven Decisions: 
With enriched data and buyer intent tracking, your team can make data-driven decisions faster and more effectively, ensuring your outreach and engagement are aligned with prospect behavior.

Referenced Links & Resources:
https://knowledge.hubspot.com/account-management/use-breeze-ai



B R E E Z E  I N T E L L I G E N C E  
L I V E  D E M O

Data Enrichment

1. Navigate to a contact or 
company record in your CRM.

2. Look for an "Enrich" or 
"Intelligence" button.

3. Click this button to 
automatically fill in missing 
information like industry, 
company size, or job titles.

Presenter Notes
Presentation Notes
In this section, we demonstrate how Breeze Intelligence can automatically enrich your contact and company data, helping you fill in missing information and gain deeper insights.

Step-by-Step Instructions:

 Navigate to a Contact or Company Record:
In your HubSpot CRM, go to a specific Contact or Company record that you'd like to enrich.
 Locate the Enrich Button:
Look for the Enrich or Intelligence button, typically found in the record’s details panel.
 Click to Enrich:
Click the Enrich button to automatically fill in missing fields, such as:
Industry
Company size
Job titles
Breeze Intelligence pulls this data from various sources to complete the record.
 Review the Updated Information:
After the enrichment process, review the new data to ensure it aligns with your expectations and is useful for further segmentation and outreach.

This feature helps ensure that your CRM records are always up-to-date and complete, enhancing your ability to personalize interactions.

Available with any of the following subscriptions, except where noted:

Marketing Hub: Starter, Professional, Enterprise
Sales Hub: Starter, Professional, Enterprise
Service Hub: Starter, Professional, Enterprise
Operations Hub: Starter, Professional, Enterprise
Content Hub: Starter, Professional, Enterprise

Referenced Links & Resources:
Enrich your contact and company data (BETA)
https://knowledge.hubspot.com/records/enrich-your-contact-and-company-data



B R E E Z E  I N T E L L I G E N C E  
L I V E  D E M O

Buyer Intent

1. Go to the Reports or Analytics 
section of HubSpot.

2. Find the "Buyer Intent" or 
"Intelligence" tab.

3. Set up criteria for what constitutes 
high intent (e.g., visiting pricing 
pages, multiple site visits).

4. The system will now flag high-
intent leads for your sales team.

Presenter Notes
Presentation Notes
In this section, we explain how to use Breeze Intelligence to identify high-intent leads based on behavior signals such as page visits or site activity.

Step-by-Step Instructions:

 Navigate to the Reports or Analytics Section:
In your HubSpot account, go to the Reports or Analytics section from the main menu.
 Locate the Buyer Intent Tab:
Look for the Buyer Intent or Intelligence tab within the Reports or Analytics dashboard.
 Set Criteria for High Intent:
Define the specific behaviors that indicate high buyer intent. This could include actions such as:
Visiting pricing or product pages
Multiple visits to the site within a set time frame
Downloading key assets (e.g., eBooks, case studies)
 Track High-Intent Leads:
The system will now monitor visitor behaviors and flag those who meet your high-intent criteria.
These flagged leads will be highlighted for your sales team to prioritize for outreach.
This feature allows your sales team to focus on leads that show clear buying signals, increasing the chances of conversion.

Referenced Links & Resources:

Use buyer intent (BETA)
https://knowledge.hubspot.com/reports/use-buyer-intent?hubs_content=knowledge.hubspot.com/privacy-and-consent/breeze-intelligence-faq&hubs_content-cta=%20buyer%20intent



B R E E Z E  I N T E L L I G E N C E  
L I V E  D E M O

Practice Exercise

1. Enrich data for 5 of your 
contacts and review the 
new information added. 

2. Then, set up a basic buyer 
intent rule to track visits to 
your pricing page.

Presenter Notes
Presentation Notes
This practice exercise helps you apply Breeze Intelligence to enrich contact data and set up a basic buyer intent rule. Follow the steps below to complete the tasks.

Step-by-Step Instructions:

 Enrich Data for 5 Contacts:
Navigate to the Contacts section in your HubSpot CRM.
For each contact, open their record and click the Enrich or Intelligence button.
Breeze Intelligence will automatically add any missing information (e.g., industry, job title, company size).
Review the new data added to ensure it’s accurate and complete for all 5 contacts.
 Set Up a Buyer Intent Rule:
Go to the Reports or Analytics section in HubSpot.
Find the Buyer Intent or Intelligence tab.
Set a rule to track visits to your Pricing Page. Define the visit to this page as an indicator of high buyer intent.
Once set, monitor how the system flags these high-intent leads for future outreach.

By completing this exercise, you’ll see how data enrichment improves your contact records, and how buyer intent tracking can help your sales team focus on the most interested leads.



P E R S O N A L I Z A T I O N  &  
S E G M E N T A T I O N

Use data enrichment to create detailed customer profiles. 

Segment your audience based on behavior, demographics, 
and more. 

Personalize campaigns to deliver the right message at the 
right time. 

Personalization and Segmentation for Targeted Outreach 

Presenter Notes
Presentation Notes
In this section, we explore the importance of personalization and segmentation in delivering targeted campaigns. HubSpot’s AI tools make it easier to create detailed customer profiles and segment your audience based on behavior, demographics, and other criteria to deliver highly personalized content.

Step-by-Step Instructions:

 Access Data Enrichment Tools:
Navigate to the Contacts or Companies section in HubSpot.
Use the Data Enrichment feature to automatically gather more detailed information about your customers, such as industry, company size, and job title.
 Create Audience Segments:
Go to the Lists section in HubSpot.
Create a new list based on behavior, demographics, or intent (e.g., visited a pricing page, opened an email).
Define your criteria to ensure your audience is segmented for personalized outreach.
 Personalize Campaigns:
In your Campaign Management section, use the newly created segments to send personalized emails, ads, or other content.
Review how your personalized messages align with customer data to improve relevance and engagement.
 Monitor Results:
Use HubSpot's reporting tools to track the effectiveness of your segmented campaigns. This will provide insights into how well your personalized messages resonate with your audience.

Referenced Links & Resources:

View all releases: https://www.hubspot.com/spotlight#all-releases?

Benefits of AI Segmentation: https://blog.hubspot.com/service/ai-for-customer-segmentation

AI Data Enrichment: https://www.hubspot.com/products/artificial-intelligence/data-enrichment?hubs_content=www.hubspot.com/products/artificial-intelligence&hubs_content-cta=wf-link-to-content-card-text-link

Top 5 Use Cases for AI Personalization in Marketing: https://blog.hubspot.com/marketing/ai-personalization-marketing




A D D I T I O N A L  
H U B S P O T  T O O L S

Multi-Step Forms: 
Create dynamic forms that 

improve user experience. 

New HubSpot Tools to Streamline Operations 

Objects Library: 
Build custom objects for 
lists, services, and more. 

Extended Data Sets 
for Reporting: 

Access advanced reporting 
capabilities in Pro tiers. 

Presenter Notes
Presentation Notes
HubSpot’s updates go beyond just AI-driven tools. The new Objects Library allows you to create custom objects, making your data even more flexible. Multi-step forms enhance user interactions by creating a more dynamic experience, and extended reporting through data sets gives you more insights to drive performance improvements. These tools offer even greater flexibility and control, helping you tailor HubSpot to fit your unique business needs. We’ll provide you with links to these updates at the end of this webinar. 

Objects Library: Object Library within HubSpot is seeing improvements, including a new index page for easier navigation, advanced filtering options for searching products by custom and default properties, enhanced search functionality, and the ability to sort and customize columns displayed in the product library; these updates are aimed at making it simpler to manage and access product data within the platform.

Create Custom Objects with the Objects Library:

1. Navigate to Settings in HubSpot.
2. In the left sidebar, select Objects > Custom Objects.
3. Use the Objects Library to define and create custom objects for your business needs, such as specialized data sets that aren’t included in default HubSpot objects.
4. You can now tailor your CRM to handle specific lists, services, or other unique business models.



Multi-Step Forms: A HubSpot Multi-Step Form allows you to break down a lengthy form into smaller, sequential steps, providing a more user-friendly experience by reducing information overload and making the process of filling out the form feel less daunting, ultimately leading to higher conversion rates. Breaks down long forms into manageable chunks, reducing form abandonment by keeping users engaged step by step.

Set Up Multi-Step Forms:

1. Go to the Marketing Hub and select Forms.
2. Choose to create a new Multi-Step Form. This breaks long forms into smaller, manageable steps, which reduces abandonment and increases user engagement.
3. Customize the form steps to collect the most important information upfront and spread other details across multiple steps.


Extended Data Sets for Reporting: HubSpot is expanding access to datasets, its data preparation and curation tool, now available in Operations Hub Professional. You will gain customizable datasets, while a selection of templated, non-customizable datasets became accessible for all Professional and Enterprise Hubs starting September 18th, 2024.

How to access Extended Data Sets for Reporting:

1. Go to the Reports section in HubSpot and select Custom Reports.
2. HubSpot’s new Datasets Tool allows you to build reports using both templated and customizable datasets. This feature is available in Operations Hub Professional and is designed to help you make sense of larger amounts of data across multiple hubs.

Referenced Links & Resources:

Define your data model using templates and the object library (BETA): 
https://knowledge.hubspot.com/data-management/data-model-templates
https://community.hubspot.com/t5/Releases-and-Updates/September-2024-Release-Notes/ba-p/1048129#:~:text=HubSpot%20is%20expanding%20access%20to,Hubs%20starting%20September%2018th%2C%202024.





Q & A

Ask us anything about HubSpot’s new updates 

How can these tools impact your business? 

Let’s dive deeper into your questions! 

Presenter Notes
Presentation Notes
We’ve covered a lot of ground today. Now is your chance to ask any questions about the HubSpot updates we’ve discussed—whether it's about the tools themselves or how they can apply to your specific business.

Business Impact of HubSpot’s Updates: These tools go beyond feature enhancements—they’re designed to reshape how your business operates. Sales Hub’s AI-powered forecasting helps with more accurate revenue predictions, while Breeze Copilot’s real-time insights enable sales reps to engage customers with precision, increasing conversions. The Marketing & Content Hub’s AI tools reduce time spent on content creation, allowing you to launch campaigns faster and adapt to market changes.

"If you’d like more personalized advice on implementing these tools in your business, feel free to reach out to our team for deeper insights—Vonazon is here to help!



Want to see how these updates 
can work for your business? 
Request a personalized demo or 
consultation with our team! 

Contact us: info@vonazon.com

Visit: www.vonazon.com 

N E X T  S T E P S
T H A N K  Y O U

Presenter Notes
Presentation Notes
Before we wrap up, we’d love to help you dive deeper into how these HubSpot updates can work for you. Whether it’s a personalized demo or a one-on-one consultation, our team is ready to show you exactly how these tools can fit your business needs.

Next Steps!
 
Let’s take things to the next level. If you're excited to see how HubSpot's latest features can be customized for your business, reach out for a personalized demo or consultation. We’ll walk you through how to harness these updates for maximum impact.

Contact Information:�Have questions after today’s session? Want to keep the conversation going? Don’t hesitate to contact us at info@vonazon.com or visit https://vonazon.com/contact-us/. We’re here to make sure you’re getting the most out of HubSpot.

mailto:info@vonazon.com


THANK YOU!

Presenter Notes
Presentation Notes
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