Introduction

Customer Relationship Management (CRM) has evolved beyond
traditional software—it's now a dynamic, Al-powered tool that
transforms how businesses interact with current and potential

customers.

With advanced features like predictive analytics, automation, and personalized insights,

Al-enabled CRMs offer unparalleled efficiency and effectiveness for businesses of all sizes.

Research shows that 91% of businesses with over 11 employees use CRM software,

underscoring its importance in today’s competitive landscape.

Companies leveraging CRM effectively see significant benefits: a 29% boost in sales, a 34%

increase in productivity, and a 42% improvement in forecast accuracy.

For B2B businesses, where long sales cycles and complex buyer journeys are standard,

Al-powered CRMs serve as the foundation for every customer-facing activity.

From hyper-personalized marketing campaigns to real-time sales insights and proactive

customer service, these tools enable teams to work smarter and achieve their goals faster.
In this playbook, we'll explore:

e Why integrating Al-powered CRM is essential for your business.

e How Marketing, Sales, Customer Service, and Operations teams can leverage CRM to
maximise their impact.

e Proven strategies to seamlessly integrate CRM and Al features into your daily

workflows.

Whether you're a small business streamlining your sales process or a mid-sized enterprise
seeking to enhance customer retention, this guide will show you how Al-powered CRM can

drive growth, efficiency, and customer satisfaction across your organisation.
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Chapter 1: Why your B2B business needs an
Al-Powered CRM

In today’s competitive and fast-paced business environment, a traditional CRM system is no
longer sufficient to keep up with evolving customer expectations and complex buyer
journeys.

Al-powered CRM platforms have revolutionised how B2B businesses manage relationships,

streamline operations, and stay relevant in the market.

By combining automation, data insights, and intelligent predictions, an Al-enabled CRM

becomes the cornerstone of effective customer relationship management.

With Al capabilities, businesses can not only centralise data and improve communication but

also predict customer behaviors, identify opportunities, and personalise interactions at scale.

From generating predictive analytics to automating routine tasks, an Al-powered CRM

bridges gaps between teams, boosts efficiency, and unlocks new opportunities for growth.

Whether your focus is on acquiring new customers, nurturing leads, or retaining existing
clients, an Al-empowered CRM becomes the single source of truth that empowers your
teams—Marketing, Sales, Customer Service, and Operations—to work cohesively toward

shared objectives and deliver exceptional results.
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4+ Breeze Copilot

Here's a draft of the sales emall
you asked for. Need any mone
changes? Just ket me know?

Summarize contact record

Below are some key highlights of what an Al-powered CRM brings to your business:

e Centralised Customer Data
¢ Improved Collaboration

e Enhanced Reporting

e Process Automation

By integrating Al with your CRM, your B2B business will not only optimise internal processes
but also deliver a smarter, more personalised customer experience that drives measurable
results.
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Chapter 2: AlI-Powered CRM for your marketing

teams

Al-powered CRM systems are transforming how marketing teams operate, making

campaigns smarter, more efficient, and hyper-personalised.

With Al capabilities embedded in your CRM, marketing teams can align their strategies with

measurable outcomes, delivering exceptional results at scale.

These tools empower teams to better understand their audience, automate repetitive tasks,

and optimise campaign performance in real-time. Below are the key highlights:
1. Lead segmentation and targeting

Al revolutionises lead segmentation, offering deeper insights and more precise targeting.

e Analyse data points like website behavior, email engagement, and purchasing
patterns to create dynamic segments.
e Predictive lead scoring identifies prospects most likely to convert, prioritising them for

marketing efforts.
e Tailor campaigns to specific lifecycle stages or demographics, such as re-engaging

cold leads with relevant content.

For example, you can create ‘lists’ in Hubspot based on the lifecycle stages like below-
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Lists

Contact lists library (492) Company lists library (5) Unused Contact lists (276)
All Hists Folders Search lists a Filter by: All creators - All types -
NAME SIZE TYPE E;;E:‘F‘\TED CREATOR FOLDER Usﬁz -
[*] All Timeline Events Contacts b ; Static Jul 10, 2019 4:51 PM Deactivated User Demo 116
Customers 23,314 ;AI:E Apr 29,2016 2:27 AM Alngor Pirani 92
(save) Disengaged leads 1,588 Static Apr 25,2019 4:25PM Deactivated User 82
{save) Engaged Leads 316 Static Apr 25,2019 4:28 PM Deactivated User 37
Unhappy Cutomers a f.\:e Feb 3,2016 6:49 PM g’::‘:‘“h’ee 27
04: Customers 136 e Jul 10,2019 4:51 PM i 26
AllMQL 0 ﬁ:e Aug 10, 2016 7:37 PM Deactivated User 25

2. Intelligent automation

Automation is supercharged with Al, reducing manual work and improving engagement

precision.
Below are some of the quick automation that can be set for your marketing activities:

e Automate email workflows based on user actions, such as downloading resources or
viewing key product pages.

e Al-powered optimisation tools suggest the best time to send emails and
recommend subject lines to boost open rates.

e Automate social media scheduling, analyse performance, and refine strategies
directly from your CRM.
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——————

& Contact enrollment trigger

Form submission
has filled out Ebook - Ideal
Customer Profile (ICP) Worksheet
on Any page

Z 1 Delay for a set amount of fime  Actions ~
1 day
+
2. Send email Actions ~

[Lead Nurture] Email 1 (7

X 3. Delay for a set amount of time

3 days

4. Send emcil Actions ~

[Lead Nurture] Email 2 - Freemium Pitch
z

Z 5. Delay for a set amount of time  Actions ~

2 days

+

&3 6. If/then bra Actions ~

First, check Signup
Form submission
has filled out [Freemium] Free ac-
count signup page
on Any page

Signup

No signup



3. Smarter campaign analytics

Al elevates reporting by providing actionable insights and predictive analysis.

e Real-time dashboards show campaign performance, such as open rates,

click-through rates, and conversions.

e Use attribution models powered by Al to uncover which channels drive the most

value and refine your strategies accordingly.

e Predictive analytics forecasts campaign outcomes, enabling better decision-making

and resource allocation.

Lead Generation ~

Use this dashboard to understand how our Q1 campaigns are driving our lead generation efforts. See full description

== Filter dashboard

Contacts created New contacts by sou... Website visitor enga...
Date range: In the last 30 days | Frequency: Daily Date range: In tha last 30 days Date range: In the last 30 days
ontacts
¢ 57
OFFLINE SOURCES BOUNCE RATE
53
o,
.u 611 70.96%
A 0.02%
g * DIRECT TRAFFIC
G 35
5
=1 28 =
5 B . . .
= i 252, Blog post total views... Landing page total vi...
2 Date range: In tha last 30 days Date range: In the last 30 days
5] 20 2020
20 - 18 1818
[T
14
i | B " 10 VIEWS VIEWS
b6 s 66
51,937 440,323
¥ 0.17% ¥ 0.06%
24612021 211602021 212672021

New contact conversions by first conversion
Date range: In the last 30 days Date range: In the last 30 days

4. Hyper-personalisation

Assigned: Everyone can edit

Marketing qualified leads by original source
Date ran lays
Directtraffic  # Offline sources

25% (1)
50%(2)
25% (1)
Blog posts by most total views
Date range: In the last 30 days
BLOG POST
How to Solve Your Biggest Issues through Reporting & @

Al makes personalisation effortless and scalable, enhancing customer engagement.

e Generate content recommendations based on individual preferences and past

behavior.

e Dynamically update landing pages and email templates with personalised elements

for each visitor.

e Use Al-driven insights to create tailored offers or messaging, improving the relevance

of your campaigns.

b
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Send Hyper Personalized Al Generated
Videos from HubSpot Directly

Workflow: Personalized Videos to Inbound Leads

imeRange 8 oy03/2008 1o 8 1172872023

® Bot filtering is currently ON

Sent to 638

Open rate 100% @ Click rate 83.33% @ Reply rate 79% @
Click-t

ough rate 83.3% @

5. Predictive insights for strategic planning

Al doesn't just analyse; it forecasts trends and customer behavior.

e |dentify patterns to predict future customer needs and proactively create relevant
campaigns.
e Use predictive models to prioritise high-value opportunities and nurture long-term

relationships.
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Forecast submission

Contacts ~  Conversations - Marketing ~  Sales Service ~  Automation ~  Reporting -

Forecast Sales West
Deal stage Forecast category Analyze m Pipeline
——
Demo Sales Pipeline b4
Search users and teams Q_ | Pipeline: Demo Sales Pipeline ~ Close date:  This month -
Submit History
All Teams > Sales Global
Sales Global Demo Sales Pipel October 2023 < >
Demo Sales Pipeline
GOAL CLOSED WON OPEN F
$850K $96.6K $ .
~ Forecast Accuracy | 0% |
November 2023 A 489% =
Closed won $95,425.40
GAP FORECAST SUBMISSION
Submission average $1,470,000.00
$7534K $2M Learn more about forecast accuracy

V¥ 283%

~ Submissions for October 2023

NAME GOAL ATTAINMENT & ~ WEIGHTED PIPELL. & $2,220,000.00 | Accuracy: 0% |
QOct 27,2023
sales Giopal - = sa0v02520  $720,000.00 Accuracy: 0%
November 2025 tofal $96,56280  of $850,000.00 & i
QOct 26, 2023
- 11%
Sales West
Cancel
2 members $96,562.80 of $850,000.00 © $409,025.20 St

Chapter 3: AlI-Powered CRM for your sales teams

In today’s fast-paced B2B landscape, sales teams need more than traditional tools to meet

growing customer expectations and fierce competition.

Al-powered CRM systems provide sales teams with actionable insights, real-time
automation, and predictive capabilities to close deals faster and work smarter. By leveraging
Al features, sales teams can focus on building meaningful relationships and achieving their

revenue godls.

Below are the key highlights:
1. Intelligent pipeline management

Al simplifies pipeline tracking and removes bottlenecks, helping sales teams work efficiently.

e Track deals at every stage with real-time updates and Al-driven suggestions to
accelerate progress.
e Automate follow-ups and set reminders triggered by specific deal activities or delays.

e Visualise pipeline health and identify opportunities at risk using dynamic dashboards.
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Contacts ~  Conversal Automation +  Reports Asset Marketplace ~  Partner +

Deals~ = Taent Acquisition - All deals - -
wrch escrip Q Deal owner ~ Create date ~ Last activity da... ~ Close date - = All filters (0) Board actions ~ H Save view
SOURCED 7 APPLIED 2 PHONE INTERVIEW 3 MANAGER INTERVIEW § HIRED 4 cLosi
Test deal - New Deal Deal worth 0 DACH - SMB New Deal Julie Rose Tanya Golding
Amount: $0 Amount: $1,200 Amount; $700

5] 5]
Task 18 days ago
! No activity scheduled

testing

oS
Task 7 months ago
! No activity scheduled

HubSpot - New Deal
Amount: $5,000

oD
Task a year ago
! No activity scheduled

Dr. Jones
Amount: $5,700

Total: $13,590.00
Weighted: §1,359.00 (10%) @

2. Predictive lead scoring

Task a year ago
t No activity scheduled

Gleaf - New Deal
Amount: $5,000

Task a year ago
1 No activity scheduled

Total: $5,000.00
Weighted: $1,000.00 (20%) &

@
Note 6 months ago
1 No octivity scheduled

Mark Hechman
Amount: $500

on
Task a year ago
1 No activity scheduled

Tristan King
Amount: $165

No activity for 2 years
1 No activity scheduled

Total: $1,865.00
Weighted: $932.50 (50%) @

(e]

Task a year ago
! No activity scheduled

Justin Long
-
(= e
Task a year ago
 No activity scheduled

Hailey Bieber
Amount: $200

e
Call 8 days ago
! No activity scheduled

Suffolk - New Deal

Total: $9,600.00
Weighted: $7,680.00 (80%) @

15

Connor Devlin
Amount: $1

Ebba Johns - New Deal
Amount: $1,770

7

Dean Abbatt
Amount: $6,290

G4

Total: $8,061.00
Won (100%) &

Al takes lead scoring to the next level, helping sales teams focus on high-priority

opportunities.

e Assign scores to leads based on factors like engagement, activity, and company fit.

e Predictive models suggest which leads are most likely to close and recommend

personalized outreach strategies.
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| Exit | Save Saved with draft changes Best Fit Customers # Score is OFF i

Criteria Contacts Settings taeee

Score limit: 100~  points @ Learn more 4

Group score limit +/- 100 . g
v Fitgroup A ¢ ke g &

Associated company £ Association setfings A v @

=

Properties

Country/Region - is equal to any of >
Add 10 points §
Austria X s’

Company Type v is any of i
Add 1 points }
Merchant > -

[*] Region (demo daota) A is any of o
Add 1 points }

LatAm (Latin America) * -

3. Enhanced collaboration

Al-powered CRMs make team collaboration seamless, ensuring no lead or deal falls through
the cracks.

e Share notes, tasks, and deal timelines across the team, keeping everyone aligned.

e Al-driven tools summarize past interactions and key deal updates, ensuring
continuity in client conversations.

e Integrate CRM with communication tools like Slack or Microsoft Teams for instant

notifications and updates.
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Actions ~ Search activities Campanies (2}

Patrice O'Connell Activity Nates Emails Calls Tasks Meetings Deale (1)
Product Manager at Gucci

| eER—— Filter by: Fiter activity (6/37) ~ Al - Tickets (2)

e @ ° 9 ° January 2022 Payments (0)

> Eventbrite €
~ About this contact Goagle Meet

Registered for The Best Event Ever
Video confarencing

Firstname

This contact was ereated from Offine Sources from gy~ Organ L e

Video conferencing
Title
Microsoft Teams

Date ‘Video conferencing

B 1172172022 piajpad Mestings

Video eonferencing

Have your atendee call you
Attendee descriptic  In-person

07/20/2022 11:31 AM GMT+1 Send a description{  Setan address

Liecycle stage Custom

Customer
B u g g Setestomedesiondatsis

Lead status
+ Addinternal ot conngct video conferencing app

gw.\.mm.g Vi propanybiony one ikl b ganrta for anch resting
I | Ok

4. Revenue forecasting with Al

Al improves the accuracy of sales forecasting by analyzing historical data and current

pipeline metrics.
Identify trends and patterns that inform future sales performance.

Simulate "what-if" scenarios to assess how adjustments to the sales process could impact

revenue

P
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Contacts v Conversations v Marketing v Sales Service v Sequences  Reports v

Forecast View Report 7 ‘ Edit goals

View by: = Teams Pipeline: Sales Pipeline v Close date:  Thisyear v Team: Selectteams ~

Low FORECAST
NAME GOALATTAINMENT & + PROBABILITY MEDIUM & HIGH © SUBMISSION
2021 ] 36%
$9,480.00 $2,509.50 $3,160.00 $14,620.00
8 users $24,280.00
Lars Osterberg a— 89% $1,880.00 $0.00 $0.00 $120.00 2
East Coast $70,766,00 5 deals 0 deals 0 deals 1
— 42%
* John Gamboa o $1,680.00 $7.00 $760.00 $6,800.00 2
@ East Coast $5,080.00 4 deals 1 deal 1 deal
4 Krzysztof Danielewicz =] 13% $2,440.00 $350.00 $520.00 $100.00 2
Southwest $1,600.00 7 deals 1 deal 2 deals Bt
Brian Cox o 7% $1,440.00 $910.00 $0.00 2
Southwest $900.00 3 deals 2 deals 0 deals g

5. Personalised engagement

Al empowers sales teams to create highly personalised communication for prospects.

Generate tailored proposails or follow-up emails based on a prospect's interaction history

and behavior.

Al tools recommend the best time to reach out and suggest optimal messaging based on

past successes.
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What do you want the agent to do for you today?

Automate outreach on inbound leads

®

Re-engage previous leads

®

Manually enroll contact

Chapter 4: Al-Powered CRM for your Customer

Service Teams

1. Case Management

Al enhances case management by automating ticket creation and tracking progress,
ensuring nothing falls through the cracks.

e Automatically generate support tickets from emails, chat interactions, or social
media queries.

e Use Al-driven prioritization to flag urgent cases or recurring issues for immediate
attention.

e Monitor response times and resolution rates through real-time dashboards.
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;« Contacts - Conversations ~ Marketing v Sales~ Service~ Automation v Reports~ Asset Marketplace v Partner v

. . + - «
Service Reporting « Create dashboard Actions = Share
(-]
& Dashboard filters m Manage dashboards Assigned: Everyone can edit
Ticket totals by source Ticket totals over time
Date range: All time Date range: In the lost 30 days = Frequency: Weekly Compared To: Previous 30 days
Email Char Phone » Form Previous period Count of Tickets
| 20
Email 1,745
v 5
k]
8 chat | 1,284 3
=
3 ! 5 10
Phone | 830 §
o
| 5
Form i 829
| o o
0 250 500 750 1K 125K 15K 175K 2K 2/27/2023 3/6/2023 3/13/2023  3/20/2025  3/27/2023
Count of Tickets Create date
Response Time by Quarter Ticket response totals by rep with SLA breakdown
Date range: All time | Frequency: Quarterly Date range: All time
Q42019 Q12020 Q2 2020 Q32020 ® Q42020 Overdue SLA completedon time @ SLA completed late
A3V
York Karsten |
9.36% (139 days) 0% (24 3econch) Marco Chieppe |
0% (0) Mollie Ball |
Sofia Rojas |
11.68% (173.5 d
: =) i i § Michoel Matihews f
12.94% (192.3 days) £ Alison Dowling | 5
R 2 AlexSantangelo

2. Customer History

Al ensures customer service agents have access to the complete context they need to deliver

personalized solutions.

e View a 360-degree history of all customer interactions, including purchases,
inquiries, and past support cases.

e Pre-built templates with Al-suggested responses enable agents to reply faster
without compromising quality.
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Q Search HubSpot

4+ Customer Agent Preview

g8 Overview Content Performance Channels Agent Profile
——
,, Add Content
E]
Sources (38) @ Using Unused
)
Knowledge Base NAME CATEGORY LAST SYNCED STATUS
L]
all
L |
[ ]
(=]
Blog
[ ]
<+
Imported URLs
[ ]
®
[ ]
[ ]

3. Upsell Opportunities

Customer service teams can become growth drivers by identifying upsell and cross-sell
opportunities through Al insights.

e Use Al to analyze customer behavior, usage data, and purchase history to uncover
unmet needs.

e Collaborate with sales teams to propose tailored solutions or upgrades.
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Deals~ =

Search name or descric Q

6-12 MONTHS 14

Renewal for Monroe Shine -
Year 1

Amount: $12,000

Close date: 06/15/2024
Deal owner: Daniel Zarick

Renewal for Useprocket -
Year 1

Amount: $7,500

Close date: 05/21/2024

Deal owner: Stuart Balcombe

Renewal

Renewal for Test Co - Year 6
Amount: $10,000

Close date: 05/08/2024

Deal owner: Stuart Balcombe

Renewal

Renewal for Pasquesi
Partners - Year 2

Amount: $85,000

Close date: 05/08/2024

Deal owner: Stuart Balcombe

Renewal

Renewal for Test Co - Year 4
Amount: $10,000

Close date: 05/08/2024

Deal owner: Stuart Balcombe

e Alreviews customer interactions across channels to detect sentiment trends.

Renewal Pipeline -

<

Al deals

Deal owner ~

Create date ~

3-6 MONTHS. 2

Renewal for Weiss & Company -
Year 1

Amount: $120,000

Close date: 01/16/2024

Deal owner: Stuart Balcombe

Renewal for Test Company -
Year 3

‘Amount: $10,000

Close date: 12/12/2023

Deal owner: Stuart Balcombe
Health Score: Il

Renewal

sentiment analysis.

Last activity date ~

23 MONTHS 1 [

Renewal for Test Co - Year 6
Amount: $10,000

Close date: 12/22/2023

Deal owner: Stuart Balcombe

Close date ~

= Advanced filters (0)

1 MONTH 0

IN-PERIOD CHANGES 1

Upsell for Pasquei Partners
Amount: $2,500

Close date: 07/15/2023

Deal owner: Stuart Balcombe

Upsell

4. Al-Powered Customer Sentiment Analysis

CLOSED WON 21

Upsell for Weis
Amount: $45,000

Close date: 07/14/2023

Deal owner: Stuart Balcombe

Upsell

Expansion for Test Co
Amount: $5,000

Close date: 07/14/2023

Deal owner: Stuart Balcombe

Expansion

Contraction for Procket
Amount: -$500

Close date: 06/21/2023

Deal owner: Stuart Balcombe

Contraction

Procket Upsell
Amount: $1,000

Close date: 06/21/2023

Deal owner: Stuart Balcombe

Upsell
Procket Expansion
Amount: $5,000

Close date: 05/22/2023

Deal owner: Stuart Balcombe

Expansion

<

CLOSED LOST

Gain deeper insights into how customers feel about your product or service through

Board actic

e Use these insights to adjust support strategies and resolve dissatisfaction before it

escalates.
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Responses Analyze

All responses Doterange: 8 12/22/2022 to 8 01/20/2023
438 responses
= More filters
TOTAL VIEWS RESPONSES RESPONSES WITH COMMENTS
26,247 438 124

How satisfied your customers are e

Happy Neutral Unhoppy

31.05% (136)
52.88% (144)

36.07% (158)
5. Proactive Support with Al Automation
Shift from reactive to proactive support by anticipating customer needs.
e Al analyzes trends in customer inquiries to preemptively address common issues
with FAQs or product updates.

e Set up automated alerts for contract renewals or declining usage to retain customers

and boost satisfaction.
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Enrollment triggers Cancel

Company enrollment trigger

Trigger when filter criteria is met Change trigger type
Enroll companies when they meet these
filters:
Trigger Re-enrollment
Group 1

Renewal date is known

Re-enroliment
AND

Allow companies that
p.o u v ‘ Renewal date is less than 90 days from
meet the trigger N now (UTC) ©

criteria to re-enroll.

0O @ Show details

Re-enroll companies if they meet the trigger criteria

and any of the following occurs:

Renewal date is known

Renewal date is less than 90 days from now 1. Send internal email notification
(UTC)
Send Renewal upcoming to Company owner.

@® Show details

ap

® 0
®

Chapter 5: AI-Powered CRM for your Operations

Teams

1. Intelligent Workflow Automation

Al simplifies and automates repetitive operational tasks, ensuring efficiency and consistency.

e Automatically assign leads to the right sales reps or teams based on geography,
industry, or engagement level.

e Schedule follow-ups, reminders, and updates with zero manual effort.

e Sync CRM data seamlessly with ERP, accounting, or project management tools to
create a unified system.
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@ Contact enroliment trigger

Enroll contacts when they meet these filters:

Group 1

| Contact owner is any of Lucas Maciel

Contacts won't re-enroll into this workflow.

© Show details

®

1. Random split
branch

Creates 4 branches that randomly split all

contacts that enter the branch.

L]

o
a

© Show details

(22) 3. Send internal marketing email

) 2. Send internal marketing email

Send [BRA] Inbound Lead Forward to LI (7

to partnerl@email.com. to partner2@email.com.

® Show details I Nl ]

? ?

Send [BRA] Inbound Lead Forward to LI £

© Show details

(E2) 4. send internal marketing email

Send [BRA] Inbound Lead Forward to LI &

to partner3@email.com

®

BP0 E © Show details

() 5. send internal marketing email

Send [BRA] Inbound Lead Forward to LI (£

to partnerd@email.com

?

P00 ® Show details

(1) ¢. set property value

(ifi) 7. set property value

Set Contact owner to Camila Isibara Set Contact owner to Matheus Baziloni

(1)) s. set property value

Set Contact owner to Camila Isibara

(Salesforce).

(Salesforce). (Salesforce)

BP0 d

© Show details

ad0d
® ® O,
() () (o)

<& Show details © Show details

P 0T

2. Advanced Data Management

(i) 9. set property value

Set Contact owner to Matheus Baziloni

(Salesforce).

@ Show details

®P 0T
O,
()

Al helps maintain clean and accurate data, ensuring your teams always work with reliable

information.

e Standardize data entry with validation rules to prevent errors like duplicate entries or

missing fields.

e Use Al toidentify data inconsistencies and suggest corrections in real time.

e Monitor key metrics like customer acquisition cost (CAC), churn rates, and revenue

growth through Al-enhanced dashboards.
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Duplicate Records -
43546 total duplicate issues

Contacts (425) Companies (1)

Last checked for duplioates on 09/23/2024 at 7.55 AM. We scan for duplicates daily.

Search for duplicares Q Contact awner - Lifecyele stage ~ Create date - Last activity date - Discavered date -
CONTACT 1 CONTACT 2 DISCOVERED AT ACTIONS &
&
Lorelai Gilmore o Larelai Gilmore
Revt
o lorelosithedrogoniiycom Igimore@thedragonthy.com Jun 21, 2024 it e
lai Gilmore Lorelai Gilmore
my Lo 0 Fav | [
igimocregpdragontiy.coem igimore@thedragonty.com Jun 21, 2024 =i Reject
Sookie 5t James o Sookie 51, Jomes
B i
. sstiamesidogonily.co sstiemesEredraganihy.com Jun 21, 2024 it e
Sookie S5t. Jomes . Sookie 5t Jome
. P——— fyco il Jun 20, T024 Review Reject
Soockie 5t. James Sookie 51 Jomes
e il e i, Jun 2, 2024 Feview | e

3. Compliance and Privacy Management

Al ensures your organization stays compliant with data privacy regulations, reducing legal
risks.

e Track consent preferences and ensure all customer data is stored and processed per
GDPR, CCPA, or other regional regulations.

e Use Al-powered audit logs to monitor access to sensitive data and identify potential

breaches.
Language © Date and number format @
English v United States v

ormat: 05/10/2018 and 1,234.56

Make all GDPR compliance
options available and turned on

Lead revisit notifications @ by default for all tools that collect . \/
personal data.

EU General Data Protection Regulation (GDPR) ©
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Chapter 6: Steps to implement a CRM

1. Define objectives
o Clearly outline what you aim to achieve with CRM (e.g., increase revenue,

improve retention).

2. Choose the right CRM
o Evaluate options based on your budget, features, and scalability.

o Consider tools like HubSpot, Salesforce, or Zoho CRM.

3. Data migration
o Clean and standardise existing data before importing it into the CRM.

o Map fields accurately to ensure no data is lost.

4. Trainyour team
o Provide hands-on training and resources to ensure successful adoption.

o Set up a knowledge base for common queries.

Chapter 7: CRM success metrics

Track these KPIs to measure the impact of your CRM:

Marketing: Conversion rates, campaign ROI.

Sales: Average deal size, sales cycle length.

Customer service: First response time, CSAT score.

Operations: Task completion rate, data accuracy.
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Sample Onboarding Success Metrics

* Improve sales rep productivity
o % of total deals closed that were
worked in HubSpot (viewable in a

dashboard) Are the reps using the
o Usage of key productivity features system and seeing
(sequences, playbooks, meetings) value in it
o Reduction in # of steps to qualify a
lead (count steps during current
process)

o Rep Net Promoter Score

| o Improve lead qualification

o Higher number of appointments set Is the system helping
Shorter MQL aging the reps focus on the

o]
o Higher SQL to closed conversion rate best leads quicker
o Abandoned leads re-qualified

Conclusion

Implementing a CRM system isn't just about technology; it's about transforming the way

your business operates.

When done right, CRM empowers your teams to collaborate, make data-driven decisions,

and deliver exceptional customer experiences.
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Need help in setting up your CRM?

Elevate your B2B business with an Al powered CRM. Let us help you get started with a
Free CRM Audit.

Book Your Free Consultation



https://meetings-eu1.hubspot.com/speakwithrubianaseem?uuid=532aa320-4343-4c02-a5d7-783d175ca00b
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