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INDUSTRY COMPANY PROFILE

Manufacturing Mid-market manufacturing organization operating
multiple product lines with a customized NetSuite
environment and a growing go-to-market team
adopting HubSpot.

SITUATION HUbSF%t

The company was preparing to scale its use of HubSpot across sales and
marketing while continuing to rely on NetSuite as its system of record for
finance and operations.

At a high level, the expectation was straightforward: connect HubSpot and
NetSuite using the native integration so pipeline, customer, and revenue
data would stay aligned as the business grew.

Early testing suggested the integration was “working.” Core records synced,
and initial reports appeared usable. However, as more stakeholders joined the
conversation, questions began to surface about how the integration would
behave once real-world workflows and reporting requirements were in play.
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REALITY

The NetSuite environment was not a standard configuration.

Over time, the company had introduced:

=» Custom records to support quoting and order processes
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complexity that the native integration was not explicitly designed to manage
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without additional design decisions.

“It wasn't that the integration didn‘t work — it was that

we hadn’t agreed on what ‘correct’ actually meant.”
— Operations stakeholder

This moment reframed the conversation. The concern was no longer whether
data could sync, but whether it would remain trustworthy as usage increased

and more teams depended on it.
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THE RISK

Without addressing these realities early, the team faced several downstream risks:

X

Conflicting expectations
around which system owned
key revenue and deal fields

X

Manual reconciliation becoming
a permanent workaround

X

Reporting discrepancies between
HubSpot and NetSuite once
leadership relied on dashboards

X

Rework after go-live, when changes would
impact multiple teams simultaneously

None of these risks would have appeared immediately. They would have surfaced
gradually, as adoption increased and reporting became operationally critical.
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READINESS
OUTCOME

Based on the readiness
conversation, the environment
was classified as Moderate Risk.

Native integration could
likely support portions of the
use case, but only with:

->

Proceeding without this clarity
would have increased the
likelihood of post-launch rework.
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Clear field-level

ownership
decisions

Guardrails
around
bidirectional
sync behavior

%ﬁ

Alignmenton
which reports
were expected
to reconcile
across systems
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RECOMMENDED PATH

Rather than moving directly into implementation, the

recommended approach focused on intentional design:

) 4 )
0] 02 03
Documenting Validating reporting Limiting sync
ownership for @ expectations @ scope initially, with
revenue-critical before automation a plan to evolve
fields expanded as requirements
changed
J \- J

This approach allowed the team to retain the benefits
of native integration while reducing long-term risk.
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WHAT CHANGED

The readiness assessment shifted the
discussion from “Can the integration work?”
to “What does the integration need to
support as the business scales?”

Stakeholders aligned on realistic
expectations for native tools and identified
where additional design effort was
warranted. As a result, the team avoided
committing to assumptions that would
have been costly to unwind later.

The outcome was not a more complex
integration, but a more intentional one.
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PRESSURE-TEST INTEGRATION
ASSUMPTIONS BEFORE
THEY HARDEN

HUBSPOT CUSTOM
INTEGRATION
ACCREDITATION

For teams running HubSpot alongside NetSuite, early
clarity often prevents downstream rework. E

If you're evaluating how your integration should
support real workflows and reporting, a short
readiness conversation can help surface risk before Q’)

it shows up later.
Tony Herrera

Account Executive, Vonazon Inc.
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