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Agenda

1. Understanding Your Audience: from the Board to the Recruiter

2. HubSpot Reporting Dashboard Overview

3. “Out of the Box” Reports

4. Understanding Custom Reports

5. What are the reports all networks should have (and understand) if using
HubSpot

6. Discussion, Q&A

/. Next Steps




Understanding Your Audience

e Executive/Board Objectives
o Understand recruitment funnel and conversions to target - at point
in time and final state,
o Year over Year changes and trends
o Data to drive financial, staffing and capacity decisions
e Marketing Team Objectives
o Understand source of leads, engagement of leads, conversion of
leads into applicants and into enrolled students
o Data to drive decisions about content, campaigns, sources and
workflows to increase leads, engagement and thus conversions
e Recruiting Team
o Understand precise status of leads/applicants, activity history and
next expected actions
o Data to drive specific activity from team members who have “boot
on the ground” responsibility for weekly/monthly applications
and/or enrolled students




Vocabulary

Dashboard: A HubSpot dashboard is a customizable tool that integrates data from HubSpot features to
track key metrics.

Object, Custom Object & Custom Property: HubSpot custom objects allow you to customize your CRM
with additional fields and properties (objects) that are specific to your network.

“Out of the Box": The reports that are already configured in HubSpot depending on what customer
platform you are using (Starter, Pro, Enterprise)

Custom Report: Reports that you build that are unique to your organization and enable you analyze and
visualize objects in relation to marketing, sales, and service activities.

Asset and Asset Type: Specific content created/uploaded in HubSpot like individual videos, blog posts,
landing pages. Asset types are groups of assets like integrations, website pages, ads, landing pages, and
blog posts.

Contact: Sometimes referred to as a Lead, but not to be confused with Lead object

Attribution: Attribution in HubSpot is a tool that assigns credit to marketing
assets and channels for converting visitors into customers and contacts.




The HubSpot Reporting Dashboard Overview

1. Overview

a. Free — 3 dashboards, 10 reports per dashboard
b. Starter — 10 dashboards, 10 reports per dashboard
c. Pro— 25 dashboards, 30 reports per dashboard
i. Custom reporting
ii. Campaign reporting
iii. Marketing asset comparison reporting
iv. Contact create attribution reporting
d. Enterprise — 50 dashboards, 30 reports per dashboard
i. Behavioral event triggers reporting
ii. Customer journey analytics (Marketing Enterprise)
iii. Deal create attribution reporting
[ Revenue create attribution reporting




Out of the Box HubSpot Reports

HubSpot has 196 out of the

box reports across all
objects that can be

implemented immediately.

Search for what you want
to report on or filter based

on source and/or
visualization

Should handle standard
reporting needs, but will not

incorporate custom
properties or objects

Create reports from templates

Activity of recently created contacts

What's the activity of contacts who recently submitted a
form?
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Blog posts by most total views

Which blog posts are getting the most views?

Blog post total views and bounce rate

How many views do all my HubSpot blogs have? How many
leave the page?
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Contact created totals by first conversion

Which forms are contacts submitting on first?
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Single Object HubSpot Reports

Create simple reports o

based on a single =
object (ex. Contacts or ...
Leads or Deals, etc.) =
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Filter results, add
properties, build a
simple report

Applicant
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Attribution HubSpot Reports
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e Answer the questions:

o What asset type created the most
contacts?

o What interaction sources created
the most contacts?

o  Which campaigns created the most
contacts?

o How are my marketing channels :
generating leads over time? = [ o

o What asset title created the most - || e o
contacts? T

o What type of interactions happened (e
before a contact was created?

o How are my marketing assets
generating leads over time?
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Funnels HubSpot Reports

e (Contact or deal funnel
reporting LT

Configure funnel

Lifecycle Stage
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Understanding Custom Reports

Search sample reports Q

Data sources Sample reports.

Start with a report that uses one of your selected data sources. (Contacts)

How many of my customers have paid over time? Who owns the contacts created this month?

What are the original sources of my most recently created contacts? How many marketing qualified leads do T have? And how am I getting them?

o . o
. | I O W to t h I n k t | l rO u g h yO u r O bJ e Ct I V e What are the original sources of my most recently created marketing qualified leads? Which forms are contacts submitting on first?

W it h a C u S't o I T ] re p 0 r‘t Which forms are marketing qualified leads submitting on first? How many contacts are created on a daily basis?

W h 't t h 1 -t / -t .t What lifecycle stages are my top 50 company contacts in? How many contacts are in each deal stage within my default pipeline?

. How many new contacts have not been contacted by sales yet? How many contact views am I getfing on my HubSpot landing pages?
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Must Have Reports in the Charter Sector

—

Year over Year Lead/applicant comparison

Contact/Lead create attribution (by campaign, by marketing
channel, by marketing asset)

Contacts by... month/week/school/original source/latest source
Leads/Applicants to goal

Hot Leads Report

Contact/Lead Funnel Report

Productivity Report

N

3.
4,
d.
6.
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Year Over Year Contacts (Leads) Created

Number of SR Contacts per Month YOY ©
THIS YEAR SO FAR | MONTH  COMPARED TO | LAST YEAR  FILTERS (2)

Last year Count of Contacts
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Year Over Year Meetings Booked

Meetings Booked YoY by month ©
IN THE LAST 365 DAYS | MONTH  COMPARED TO | YEAR BEFORE  FILTERS (3)
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Leads/Applicants to Goal

@® Count of confacts

750

1.07K

COUNT OF CONTACTS

Leads to Goal ® = 3

Applications to Goal ®

@ Count of confacts

287

COUNT OF CONTACTS




Leads by Feeder Schools

Leads by Feeder School @

abc middle school Imno middle school xyz middle school (No value)
Total Count of contacts: 494

21.05% (104)

46.56% (230)
7.49% (37)

24.9% (123)




Leads by Source: Channel

Enrollment CRM Lead Source ©
® Organic Search @ Paid Search @ Email Marketing @ Organic Social

A2V

Total Count of contacts: 300

13.67% (41) 13.67% (41)

6.67% (20)

13.33% (40)

33% (99)

13% (39)

6.67% (20)




Conversions

Number of Conversions by Create Month @
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Productivity

Call and meeting totals by rep

Productivity @
IN THE LAST 7 DAYS  COMPARED TO | PREVIOUS 7 DAYS  FILTERS (1)

Which sales reps are engaging most with their leads?

IN THE LAST 30 DAYS FILTERS (1)

CALL NOTE MEETING
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Selected: None

.
X e rt I I p S porasources Sample reports

Search sample reports Q

Start with a report that uses one of your selected data sources. (Contacts)

How many of my customers have paid over time? Who owns the contacts created this month?

What are the original sources of my most recently created contacts? How many marketing qualified leads do I have? And how am I getting them?

.
e Use Sample Reports in Custom
. Wha.' .nre the original sources of my most recently created marketing Vibich forms are contachs submitting on first
Re po r‘t B u I I d er qualified leads?
. B e-t a S Which forms are marketing qualified leads submitting on first? How many contacts are created on a daily basis?
M . i in? How many contacts are in each deal stage within my default pipeline?
O O p_t I nto t h e A I Re p O r_t I n g What lifecycle stages are my top 50 company contacts in
. How many new contacts have not been contacted by sales yet? How many contact views am I getting on my HubSpot landing pages?
Assistant Beta
e Cloning Dashboards
)
o Create coples Of each report
e Addimages, text, and video
e Add external content e
. Dashboard Walk Through HubSpot Portal Documentation
. T EST | N G Describe your report to get started EvolmentCR.. % © @ g T ’

File Edit View Insert ..

Full HubSpot Demo Walk Through

Landing Page Walk Through

Which contacts closed

131

> 0:00/40:47

> 0:00/2053

What do you want o learn from this report?

ryincluding detaits ik abiecs,properte, fiters or  fim range. QA 6 2 & A F 5% ~ | Tie 2 7~ ~
= 4y, 8 Enrollment CRM HubSpot Portal
Documentation
Not sure what to write? Try these examples '
Gioka prompt 1o pest  cbove nd Touseasasrig pole oy e eprt
How many deals did we create his quarter? How mich feedback am T geffing from my customers each day?

How many contacts were added in Q3 by country? Which deals have been updated recently?




Discussion, Q&A



What's Next

1. Direct Advisement: Submit your specific help with your reporting needs here!
We're here to help take a little work off your plate.

2. Reach out to others in the Community who may have similar challenges

3. Additional Workshops: Look for a short survey on your top priorities for
smaller, hyper focused workshops to tackle some of the common HubSpot
challenges.

4. Join the CSGF/COP Slack Channel!



https://www.enrollmentcrm.org/direct-advisement
https://join.slack.com/t/csgfenrollmen-a3b9133/shared_invite/zt-2dne24d82-4uUzApBVgON9k4CkLDxS~g

What's Next

Webinar Series in Complete!

1. The HubSpot Stack: What you get, what you need and what what are the
trade-offs associated with these decisions in our charter-specific setting.
2. Achieving Excellence Using the Starter Customer Platform in the Charter

a. PART 1: Configuring your HubSpot Instance for the Public Charter School Sector;
Establishing a simple recruitment process using HubSpot: Landing Pages, Quick Apply
Forms, Automations, Managing Data & Basic Reports

b. PART 2: Using more complex workflows and personalization; Data Integrity & Data
Management - keeping contacts and lists organized, removing non-active contacts

4. Reporting & Communicating Data using HubSpot for Student Recruitment

sector
3. Achieving Excellence: Managing & Converting Leads in the Charter Sector %




