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and a sales process 
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@aboutinbound



ACTIVITY: Introduce yourself

Hi, my name is …..

My company, [company name]

Provides/ is developing [value/ service/ outcome] 

@aboutinbound



Inbound Strategy Workshops 
& Hubspot consulting for successful teams. 

• 15 years experience in sales & marketing
• Helped consult & train 350+ Hubspot customers
• Trained staff internally at Hubspot
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GOAL
1. Implementing better structures when building a sales 
team

+
2. Implementing a robust sales process 

=
3. Helps sales teams sell efficiently at a higher velocity 



Go to @aboutinbound on Twitter

Q. What is the main thing that prevents your sales teams from 
selling more?

Live Twitter Poll @aboutinbound

• Lack of quality leads?
• Lack of productivity?
• Lack of training?
• Lack of tools?
• Other?? Add a comment



1. Building a sales team



1. Building a sales team



70%
of a buyers research is done 
before they talk to sales. 

What 
department is 
having the 
greatest impact 
on the sale?

@aboutinbound

Source: Hubspot



70-95%
of the revenues come from 
renewals and upsell. 

INITIAL 
SALE

Source: Forentrepreneurs
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What 
department is 
having the 
greatest impact 
on revenue?



It’s a team effort.
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“IN A WORLD WHERE OUR AIM IS 
TO CROSS-SELL MULTIPLE 
PRODUCTS INTO THE SAME 
COMPANY, IT’S MORE 
IMPORTANT FOR US TO DEFINE A 
TARGET COMPANY THAN A 
TARGET INDIVIDUAL” 



ACTIVITY: BUYER PROFILE
1. Are there customer sizes that are ideal/ not 

ideal?

2. How do you define size?                              
e.g. employees, customers revenue or another metric.

3. Are there geographic locations that are 
ideal / not ideal?

4. What  types of business’s do you sell to? 
e.g. b2b, b2c, ecommerce,  software etc. 





Buyer Seller

H2H

Build a team around your customer 



• Is it your website?
• Is it your content?
• Is it your reps?

Seller

?

Who is doing the selling?
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1.Hiring = coachability
2.Culture = employer branding, always be helping
3.Shared revenue goals = alignment
4.Continual learning = competitive advantage

Finding the right seller for your team 
& keeping them engaged?
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2. Building a sales   
process



Sales methodology

@aboutinbound

Definition:
Your organisations 
philosophy or 
approach to driving 
sales effectiveness. 

Examples:
• Inbound sales methodology
• Solution selling
• SPIN selling
• Challenger selling
• Consultative selling
• Strategic account selling
• Customer focused selling
• Conceptual selling



Inbound sales methodology



Sales Process
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Definition:
A set of repeatable 
steps your sales team 
takes with a prospect 
to move them from 
early stage to a closed 
customer

Examples:
• Inbound Process 
• SPANCO
• BANT
• MEDIC
• GPCT



The two philosophies that drive inbound sales are:

1. Inbound sales teams base their entire sales strategy on the 
buyer rather than the seller.

2. Inbound salespeople personalise the entire sales experience to the
buyer’s context
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@aboutinbound

Researching and identifying 
leads that are active in the 
buyer’s journey

Identify

Identify > Connect > Explore > Advise



@aboutinbound

Researching and identifying 
leads that are active in the 
buyer’s journey

Identify

Buyer

Identify > Connect > Explore > Advise
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Active over passive

Buyer Inbound sales people 
prioritise active buyers 
ahead of passive buyers. 

Identify > Connect > Explore > Advise
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Start with propsects showing signs of interest

Identify > Connect > Explore > Advise



Build off warm pathways that already exist

Identify > Connect > Explore > Advise



Trigger events – other Sources of active buyers

We can reference these updates as trigger events to engage our prospects 
in real conversations.

Customize alerts to send real-time, daily, weekly, or monthly updates on 
whichever keywords are relevant to our prospects. We can use these to tailor 
our outreach.

Connect with prospects after they stop using a competitor’s product to 
engage them while they’re on the market for a better offering.



Identify contacts that are in engaged
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Identify > Connect > Explore > Advise

Behavioural

• Email clicks

• Social clicks
• Form submissions

Demographic Behavioural

Frequency Recency

• City
• No. of employees
• Industry
• Annual revenue

• Email clicks/opens
• Social clicks
• Form submission
• Event attended
• Meeting booked

• Number of visits
• No. of pageviews
• No. of submissions
• No. of events clicked
• No. of video views

• Last email open
• Time of last visit
• Recent conversion
• Became a lead date
• Most recent social 

click
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Connecting with leads that 
are active in the buying 
process with personalised 
messaging. 

Connect

Identify > Connect > Explore > Advise



more emails & calls

usually doesn’t equate to better 

results.

EMAILS SENT 
THIS MONTH

PEOPLE 
ENGAGING
THIS MONTH

WE 
AUTOMATED 
THINGS!
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Identify > Connect > Explore > Advise

Instead of blasting out thousands of
untargeted messages in the hopes of 
a few worthy replies…
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Identify > Connect > Explore > Advise

Choose a worthy starting point and tailor each 
message
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Identify > Connect > Explore > Advise

Use snippets within Outlook or Gmail to quickly 
add content and personalise your message



Use sequences to engage leads



Explore qualified leads' 
goals or challenges to 
assess whether they are a 
good fit.

Explore



Use survey’s to get more context before a call 



Use the tools that are collecting information on your
buyers to apply context



Log notes and follow up after a call with helpful
relevant content & clear next steps



Advise

Advise prospects on why 
your solution is uniquely 
positioned to address the 
buyer's needs.



Before you dive into a demo customise it to the 
buyers context based on what you’ve learnt



Listen for signs of interest to tailor the next step.



Document deal stages in your CRM to keep on track



Questions?



Slides & additional resources 

Aboutinbound.com/HFS



Hubspot for Startups Onboarding Package

Aboutinbound.com/HFS


