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Agenda

ERe orting Dashboards
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About Hubspot
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What is Hubspot and how will we use it?

What it is or will become What it is NOT and what it will NOT replace
v HubSpot is a cloud-based customer relationship X Hubspot is not a trading system
management (CRM) platform X Replacement for ETRM or bid-offer tool
v Primary platform to manage prospects (pre-KYC) X Source of truth for KYC'ed counterparties
v A way to track sales activities (emails, calls, meetings etc.)
v Automated way of tracking cold outreach & leads
v Semi-automated way of tracking new opportunities &

client elevation (post-KYC)
v" Productivity tool to manage and automate tasks

v" Platform to enable collaboration across teams and regions
through data visibility

v" Reporting tool to track sales activities, deals and do
forecasting
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Functionalities MVP

« Comprehensive database with one-way sync from DataWarehouse (Contacts, Companies & Trades) and new
objects (trades & leads)

 Prospecting workspace with sales dashboard with automated lead tracking

« Team specific opportunity pipelines to track longer commercial opportunities

« Automated “activity” tracking (Email, meetings (Teams & Zoom), and Zoom telephony)
 Productivity features with (automated) tasks

« Reporting dashboards on sales activities, leads and pipeline

 Linkedin Sales Navigator integration

 LinkedIn Sales Navigator integration

« Automated cold sales outreach (sequences)

© STX Commodities B.V.



Still to come...

« One-way sync from DataWarehouse (Bid-offers)
« Two-way sync with counterparty services
» Prospecting agent

e And more..
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Important resources
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The Hubspot Academy is your friend!

One of Hubspot's best features is its short, easy to understand
trainings. We will post relevant trainings throughout the
document, but we highly recommend following the Hubspot
Sales Sales Hub Certification course. It's only Th40min and you
can add it to your LinkedIn profile!

HubSpdt Academy
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https://academy.hubspot.com/courses/hubspot-sales-hub-software

Breeze Copilot is your personal Al assistant to help you master
Hubspot and their support team will get back to you in 24/h

@ & L0 <+ Copilot @ sTXGroup ~
| * Chats X
New chat created. Keep using your last chat instead > *
BETA
« v 2 o @ @ + Copilot @ STXGroup ~
Breeze Based on the ChatGPT LLM, Breeze Copilot has been trained
Copilot 2 X on all of Hubspot's functionalities. If you are unsure of how to
Hi Werner, how can we help? . . . . . .
. do something, it can provide you with a detailed explanation
Fow can Brecze Coplorhelp you? and links to relevant resources you might find useful. It can

£ Support Inbox

& Surmmonie o contact, company or deal even create some basic reports to get you started!

[@ Droft a blog post, email or LinkedIn article -

M Prepare for meetings, calls or events

See more prompts >
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Teams and permissions
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User profiles & teams

Standard Licenses Sales Licenses

Costs: Free Cost: €1k

» View all contact & company records Standard license PLUS

* View, edit & delete their team'’s deals, tasks, email » Connect Outlook email to track correspondence

correspondence & notes « Connect Outlook calendar to track meetings and use the

« Manually log sales activities (calls, meetings, calls etc.) meeting scheduler tool
» Access reports * View and manage leads
» Use the Hubspot mobile app * Email sequences

« Management / Strategy profiles have additional access to
view other teams’ deals Post MVP

« Sales templates & snippets
Learn more :
* Forecasting tool
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https://knowledge.hubspot.com/user-management/hubspot-user-permissions-guide

Teams

« Simplifies reporting with team specific dashboards
« Joint Meeting scheduling links
» Access controls
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Configuration settings

24

© STX Commodities B.V.



Logging in

HubSppt

Don't an account? Get started free

Login faster and safer to your HubSpot account

Next time we'll remember how you'd like to sign in so you can skip entering an email. You can always go back to classic login.

Hubspot is single-sign-on (SSO) using |

your Microsoft account and password E—— |
= 3

Remember to use the long form! “

v Werner.schoeman@stxgroup.com

X wschoeman@stxgroup.com

HubSppnt

Don't have an account? Get started free

If prompted, select: | _
Which account would you like to
/ STX G ro u p ConTinue TOQ Login faster and safer to your HubSpot account

Next time we'll remember how you'd like to sign in so you can skip entering an email. You can always go back to classic login.
X Sandbox

DOMAIN

~ s Welcome,
STX Group Sandbox SP-group-sa...

~
145644075 werner.schoeman@stxgroup.com Change b
" Remember me 2=
stxgroup.com
® STX Group 27215429

Log in with SSO
Continue with this account
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Bookmarks

Workspaces

)| CRM

Marketing

Content

 Commerce

Automations

Reporting

Data Management

Library

Breeze

[r] CRM Development

Q, search HubSpot

Contacts ~
81,976 records

Sales

Help Desk

Bookmarks

Workspaces

| CRM

Marketing

Content

» Commerce

Automations

Reporting

Data Management

Library

Breeze

[?] CRM Development

Q_ search HubSpot

Contacts ~
81,976 records

All contacts

Contacts
Companies
Deals
Tickets

Trades
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Creq

Bookmarks

Waorkspaces

.| CRM

\ Marketing

Content

» Commerce

Automations

Reporting

Data Management

Library

Breeze

[#] CRM Development

Q, Search HubSpot

Contacts ~
81,976 records

All contacts

Contact owner ~

Dashboards

Reports

Marketing Analytics

Sales Analytics

Service Analytics @

Forecast

Goals

| Bookmarks

Workspaces

2] CRM

Marketing

Content

2 Commerce

2 Automations

Reporting

Data Management

Library

Breeze

tt] CRM Development

Navigating Hubspot: Which areas you will use as part of the MVP

Q, search HubSpot

Contacts ~
81,976 records

All contacts

Contact owner ~

Templates

Meetings Scheduler

Files

Documents

Playbooks

Snippets

Coaching Playlists



our profile and the most important settings

Basic info
Default homepage

General
Profile Email Calling Calendar Task|

These preferences only apply 1o you.

Global

This applies across any HubSpor accounts you have

Profile Image

First name

Werner

Last name

Schoeman

Language @

English v

Date, time, and number format @
Format: March 27, 2025, 03/27/2025, 6:50 AM EDT, and 1,234.56

United States hd

Phone number
We may use this phone number to contact you about security events.
Please refer fo our privacy policy for more information &2

us~ +1

Defaults
This only applies fo this HubSpot account.

Email (Sales users only!)
Connect Outlook, add email signature, never log

General
Profile Email Calling Calendar Tasks Security Automation

These preferences only apply to you. For account level email management, go to email logging settings.

# Protip Get the new add-in for Office 365 fo use HubSpot in your Outlook.

Email
Connect your persenal email accounts to HubSpor o log, rack, send, and receive emails in the HubSpot CRM. To manage any team

emails, go to inbox settings.

EMAIL

werner.schoeman@stxgroup.com
Inbox type: Outlook 365

Configure

Add email alias

An ema allows emails sent outside of HubSpot 1o b ciated with your user. Learn more.

Manage email signatures

Your signature will be used in one-an-one emails through the HubSpot CRM and os a personalization

token for morketing emails.

Include unsubscribe link

your emails allowing recipient
ond improve deliverability.

ribe. It will help you stay

Prospecting agent

Enable agent access
Enable the prospecting agent to send emails using your inboxes. Learn more &2

Default Home Page @

Dashboards -

Never Log
Emails sent to addresses on this list will not automatically be saved to your CRM. There are some cases where emails sent to or from
these addresses will be saved to your CRM, but they will not be associated to contacts on this list. Learn more about never log list. To

manage your never log list for all users, go to your email logging settings.

s Q View: All ~ Domains and Emails ~

Calendar (Sales users only!)
Connect Outlook, sync calendar, enable
meeting scheduling pages & 000,
customize domain

General

Prof

Email Calling Calendar Tasks ecurity Automation

These preferences only apply fo you

Calendar
Connect your calendar fo use HubSpot Meefings and calendar sync.

ACCOUNT

[] wernerschoeman@stxgroup.com
. d

Account Settings
Manage your calendar accounts

our primary calendar o existing

Tasks Calendar Sync
cre

t2 and connict @ new calendar fo see HUbSPot tazks on your colendar. Learn more.

Connect your calendar =

Meeting Scheduling Pages

15 to book availabie fimes directly 1o you

Aps
e

al scheduling page that aliows
ry colendor.

Availability Calendars

Select which calendars you want fo use fo determine your availability for baokings

dar must be fied o

ith the mes

Learn more.

Out of office calendar sync
Kesp out of
Manage out of offica

ates in syn

ween HubSpot and your connectsd colendar.

Meetings

Customize your HubSpot Meetings URL and domain
Meetings URL
Your new meetings URL wil only apply fo future meefings and won't affect links created before.

connect stxgroup.com/meetings/ | werner-schoeman

Meeting domain

Praviously sent links are stil accessible from their old locations.

connect.stxgroup.com -

Default meeting link

The default meeting link is used for personalization fokens and can't be deleted.

Senedule meeting with Wemner ~

Scheduling pages

You can turn off this feature, which will disable all scheduling pages owned by your user.

Turn off

© STX Commodities B.V.

Task
Set default preferences

General
Profile Email Calling Calendar Tasks Security

These preferences only opply fo you

Defaults
Set preferences for task creation.

Due date Due time

In 3 business days v @ 8:00 AM -
Reminder

One hour before -

Follow-up tasks
Set preferences for follow-up reminders.

Get prompted to create a follow up task every time you complete o task from a
list view

Get prompted to create a follow up task every time you disqualify a lead

Autemation




Security settings & email logging

General . . . . . .
Please ensure your security settings is updated, including adding a trusted phone number and two-factor

Profile Email Calling Calendar Tasks Security Automation . .
These preferences will only be applied to you. For account security seftings please go 1o account settings. a Uthe ntl Catl O n !
SECUMY et ey e e
Email logging

When you log an email, it becomes visible to your entire team. Logging sensitive or inappropriate emails
can have serious consequences. Never log emails that include confidential information—such as
correspondence with Legal, Tax, HR, or Finance providers, or messages containing personal details like
salaries. Consequences can include: Breach of privacy legislation, commercial damages, loss or legal

s s privilege etc.

To prevent accidental email logging we have taken the following precautions:

*  We blacklisted internal domains so correspondence with colleagues cannot be logged,

«  We blacklisted all our HR, Legal, and Tax advisors,

Removefrom tis account *  We made email logging opt addition, so you need to use your own discretion when logging an email.

This action will remove your user from this account. If you're part of other accounts, you'll
still have access fo them.

Additionally, please update your personal “never log” list (see previous slide for instructions). Use this to
R block specific domains—such as personal email addresses you might use when contacting family or
partners from your work account, or domains of providers involved in sensitive discussions like HR. This

helps prevent accidental logging and potential embarrassment. n
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Connecting Outlook 365

General

Email

Save time in HubSpot and your inbox

Send and schedule emails from HubSpot

\
Log email replies to HubSpot automatically @
Suggest follow-up fasks and capture contact details from your email

Requires inbox automation

Turn on inbox automation

Learn more &

Set up your email account

Email address *

wemer.schueman@sTxgroup.coni

Automatically capture contact
details to update your records,
and get follow-up task

suggestions. You'll be opted in
to new features in the future.
Learn more [

STATUS INBOX AUTOMATION © DEFAULT SIGNATURE @

Use global default

® Enabled

werner.schoeman@stxgroup.com
is now connected to HubSpot
Did you know?
HubSpot has extensions for Gmail and Outlook [Z' that let you

quickly access your CRM and sales fools from within your own

inbox. Stop switching tabs, and get your work done faster.

Download Extension | No, thanks

© STX Commodities B.V.

Navigate to: Profile & Preferences > Email >
Connect personal email

Select “turn on inbox automation”> connect your
inbox

Enter your email > next
Select > Connect Outlook 365

A pop-up should appear asking you to download
the extension for Outlook, select "download
extensions”

Afterwards press refresh to see the connection
and enable “inbox automation”



Outlook extension

X
. . Outlook on the web ‘Outlack 2016
Qutieskccem Outlock 2010
Operating Mac | PC Mac | PC PC
o
i@ ] (oo | * Select download Outlook desktop extension
» Click through to continue installation
*  You will be asked if you want to let vstor_redist.exe make
:
N X —

changes to your device. Just click “no” and the installation

HubSpot for Outlook Installation W| | | co ntl nue

HubSpot Sales helps you find leads, connect with those leads, and close more
deals while managing all your contacts in one central database.

Microsoft Office Customization Installer

Publisher has been verified = ?

Are you sure you want to install this customization?

Name: HubSpot Sales for Outlook
From: https://dl.getsidekick.com/outlook/vsto/Sidekick.vsto
Publisher:  HubSpot Inc.

While Office customizations from the Internet can be useful, they can potentially harm your

computer. If you do not trust the source, do not install thi; tion...
o
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Connect your Calendar

General Calendar Sync

Calendar Tasks Security Automation Calendar sync logs new meetings from your primary calendar to existing contacts in HubSpot.

Profile Email Colling

&

only apply fo you

Tasks Calendar Sync

ot et e o cor 0 ek et e s * Navigate to: Profile & Preferences > Calendar >
Connect your calendar

Calendar . .
A ot o e e e i ke Meeting Scheduling Pages

A personal scheduling page that allows contacts to book available times directly to your account’|

@ « Select Microsoft Outlook > Connect your calendar

v va ‘ s Availability Calendars . .
your colendar Select which calendars you want to use to determine your availability for bookings [ ] Acce pt te rms a nd |og I nto M Icrosoft accou nt to a pprove
:

Connect your calendar Don't see your calendar? Your calendar must be tied to the same email address you're using

v Send meetings din

Make sure “calendar sync”, “meeting scheduling pages”

out of office calendar syne and “out of office calendar sync IS turned ON

Update your meeting URL

u Meetings
Customize your HubSpot Meetings URL and domain.

Google / Gmail Microsoft Outiook Microsoft Exchange

Meetings URL

Your new meetings URL will only apply to future meetings and won't affect links created before.

SO L connect.stxgroup.com/meetings/ werner-schoeman
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Set up a Meeting Scheduling page

[0 Library

Templates

Meetings Scheduler [

@O
63 o

One-on-One Group
Contacts can schedule a meeting Contacts can schedule a meeting
th gle pe y ith multiple people on your tea
t
View example use cases View example use cases

Overview

Internal name * @

Organizer @

werner Schoeman (me)

Event title @

Meefing STX Group

Location @

Add videoconference link - Remove

Cancel and reschedule

Include cancel and reschedule links in the event description

Description @

Meeting with Contact: First name

Werner Schoeman

Need to make changes?

» Reschedule: | Reschedule Link
« cancet

B I U L § Personalize -

“ontact: Last name and

Personalize ~

© STX Commodities B.V.

Learn more

Navigate to: Library > Meeting scheduler

Select one-on-one (you can set up group meetings if
you meet together with another team member often)

Fill in your preferences:

Internal name: This is not seen externally. Be descriptive so you
know which setup it refers to, e.g. 30 min or 60 min meetings

Event title: This is the name of the meeting. Use personalization
tokens, such as company name, so you can easily see who the
meeting is with.

Location: Add your Teams / Zoom meeting scheduling link

Enable cancelation and rescheduling in case the person can no
longer make it.

Description: Include personalization tokens to remind you who
the meeting is with.


https://knowledge.hubspot.com/meetings-tool/create-and-edit-scheduling-pages

Setting up your Meeting Scheduling page

Collect payments

Scheduling page link * @

https://connect.stxgroup.com/mee...

test

Attendees will be asked to pay after they choose a time.

Schedule Form Confirmation

Scheduling title

Duration options

Your time zone

Availability window

Consider working hours
Check working hours fo know when users are available for meetings. Users will

not be booked outside of their working hours.

> Additional settings

Meet with Werner Schoeman

UTC +01:00 (Europe) Central European Time

Monday > | from @ 900AM~¥  to

Tuesday v from @ 900AM¥ | 1o

Wednesday ~ from @ $00AM~ | to

Thursday v | from @ 9:00AM~¥ to

Friday v from @ 900AM~¥ | 1o
+ Add hours

@ 5:00 PM

@ 5:00 PM

© 5:00PM

© 5:00 PM

@ 5:00 PM

Scheduling page link * @

https://connect.stxgroup.com/mee.. fest

Collect payments

Attendees will be asked to pay after they choose a time.

Schedule Farﬂ Confirmation

Ask prospects and customers a few qualifying questions as they are booking

meetings with you.

+ Contact property  + Custom question

CAPTCHA (spam prevention)
Include a CAPTCHA challenge to your booking form fo prevent

spam.

Block free email domains
Block free email domains from booking meetings. See list &

+ Block specific domains

Allow guests
Allow customers to include other guests to attend your meeting.

Learn more &

Data privacy and consent Learn more &
Add consent checkboxes and text to your form to follow GDPR and

other data privacy laws.

Customize Preview

Learn more

Pay attention to the following fields when configuring your meeting
preferences

Scheduling page link title

Meeting duration options (how long the meeting will last)

* Available window for when the meeting can be scheduled (the system
will detect if you are free during this window)

*  Enable working hours

* Under form:
*  Allow guests
* Disable data privacy and consent checkbox (it's not needed as you will be
communicating with known prospects or clients only)
»  Click "next”

* Under automations, disable confirmation email (it's not needed as they
will receive a separate email with the meeting invite) as well as pre-
meeting reminder (it's not needed)

»  Click “create scheduling link”

© STX Commodities B.V.

Automation

Confirmation email

Send a confirmation email to attendees immedictely affer they schedule a meeting.

Send test email | Test email will be sent to wernerschoeman@stxgroup.com

Pre-meeting reminder

Send an email reminder to attendees before a meeting starts.



https://knowledge.hubspot.com/meetings-tool/create-and-edit-scheduling-pages

Installing the Sales Navigator App

(Only available to users with a sales license & Sales Navigator license)

1. Navigate to Apps in the top right-
hand of the screen

2. Search for Sales Navigator

3. Select install

HubSpot App Marketplace

Connect your favorite tools to HubSpot

Marketplaces 2. salesn|
1 Apps
° . q
& Q‘u w \weagg  LinkedIn Sales Navigator
tew= by HubSpot 71K installs Sales Enablement
1STAs sales Enabiement |
Apps Templates Solutions = Salesforce
by HubSpot 20K installs CRM
=l Vidyard (Video Sales Agent)
Ma nﬂg e U by Vidyard 900+ installs Sales Engagement and Video
Salesmsg SMS Texting & Calling
Cnn n ECTEd A'p pE o by SalesMessage, Inc 3K installs SMS and Calling
Mﬂrkerplﬂce Downloads "=, Dubb Video Email for Sales
by Dubb 500+ installs Video
See all 1,794 apps
App Marketplace » Linkedln Scies Nevigator This app & Is already Installed
‘on this account.
e LINkedIn Sales Navigator
Soesavigair  ACCeSS LinkedIn Sales Navigator tools within HubSpot contact records. View set¥igguide
HUBSPOT CERTIFIED APP

Details

rovider
HubSpot &

Categ:

Sales Enablement

Spanish

Requirements

Longuages this HubSpot opp is available in

Dutch, English, French, German, Tralian, Portuguese, and
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Activating LinkedIn Sales Navigator

(Only available to users with a sales license & Sales Navigator license)

~ @ Sales Navigator
1.

Everyone needs to individually connect their LinkedIn Sales
Navigator account to Hubspot:

| “ SALES NAVIGATOR

Access Sales Navigator features in your
CRM

1. Navigate to a contact record and view the LinkedIn Sales =

If you're an on Advanced Plus plan. access Account 1Q,

Navigator plug in on the right-hand side of the records
_ Sign in with Linkedin
Ensure pop-ups are allowed

Want to make sure that you sign in?
Allow popups in your browsers to ensure seamless experience for Sales

Sign in with your STX email

Help Privacy & Terms Linked}

3' Linked [
Please note that HubSpot connects to your professional O weemena

LinkedIn Sales Navigator account, not your personal LinkedIn
account. It will only track and log messages sent via Sales
Navigator — not through your private LinkedIn account.

tay updated on your professional world

- a X

2.

ﬂ Business Control -...

N+ O @

Pop-ups blocked: x

- «_httpsy/api-eulhubs..cales?portalld=27215429 ® STX Group v

O Always allow pop-ups and redirects from
3 https://app-eul.hubspot.com + Add

lize record
° @ Continue blocking

~ + Add
Manage

Wipnunu orumsma v

et

Director Sustainability at Akzo Nobel Industrial Chemicals BV,
wijnand.bruinsma@akzonobel.com ®

Phone: --

You op thi with this third party in your
LinkedIn settings. HubSpot terms apply. Learn more.

Not you?

‘ Cancel ‘

You will be redirected to https://app.hubspot.com

B n



Using Linkedln Sales Navigator

m SALES NAVIGATOR m SALES NAVIGATOR +
1. Search for contacts 1. 2. (o '
No results — please refine search
2. Match ‘Fl:lrramg | @ EETE%:”IEE;Z%%IEZEE:::menta\ Liability Manageme... 2 i a
Last name
3. View profile in Hubspot [ s |
Current company Match
. Akzo Nobel Polsk:
4. Send (and Iog) InMaIlS ‘Curre:ttll;ee = |
directly from HUbSpOt Past Company |
| |
Help Privacy 8 Terms ~ Linked

The first time you log a message,
you will be asked to connect - =

your Sales Navigator to Drew Storm, PG 2

P»

b4 Environmental Specialist - Environmental Liability 5end Eduardo a message @
H U bS pot. Management ‘ Subject |
A - States -
@ Antioch, Tennesses, United States Click here to type your message.
82 192 connections
@D 1shared connections
Current Werner Schoeman &
Enviranmental Specialist - Enviranmental Liability Management st AkzoNobel
+ 3yrs7mos
Previously
Environmental Consultant 4 / Professional Geolegist at Tennessee Department
v

of Environment and Conservation

Help Privacy & Terms ~~ Linked B Log this conversation to CRM

View more Send InMail




Create or match CRM contact records directly in Sales Navigator

1. Select the CRM drop-down

2. Create a record for contacts that do not yet exist in the CRM (it will automatically check for potential duplicates)

3. Match the record to the CRM record to populate Sales Navigator with CRM content and to be able to log InMails

2. 3.

[ SALES NAVIGATOR  Home Accounts  Leads

Smartlinks  Messaging  Admin

Create new contact

x Match CRM record for Werner X
Q search Lead filters + | | Account filters + Saved searches Personas
A Wemer Schoeman :I\‘-';‘al’:c:h::;e.ct::;ih-l;::\r;:[;nakhsd with the right LinkedIn profile to get insights on the
¥ Global Head of Marketing | Executive MBA
Q Werner Schoeman
Record type

© Contact

STX

A y First Name * Last Name *
‘ Werner ‘ ‘ ‘
Werner Schoeman bwed: 4/2/2025 [T}

Werner Schoeman

Schoeman
Global Head of Marketing | Execi Country * Job Title
Amsterd, lia therlands 88 500+ connection: i

Q Amsterdam, North Holland, Netherlands 88 500+ connections ‘ Netherlands. ‘ Global Head of Marketing ‘

Follows your company 5 TeamLink connections (1 Executive) ) 500 mutual connections 2 recent posts on Linkedin
Email * Phone
Current role Contact information ® Email is required
Global Head of Marketing at STX Group Q 0031646404968 Account * Opportunity
N s s werner.schoeman@gma... ‘ STX Group ‘
No job description

Also worked at Puro.earth, Sustainalytics, Leader Biomedical See more

[
leadlQ  About Relationship Experience CRM

Add contact info

b> Search on Bing

® Account is required

Stakeholder Role

* indicates a required field

Contact Owner

No match? Create new CRM record




Activating Zoom Phone

The first time you try to call, you may need to connect to Once you connect, the call will be logged by default and you
Zoom Phone can make notes and choose /choose not to record calls.
.. Overview Activities ¢ Comtacts hetions -
ély_ VIVA Vlvldn Kwok Eva Ibanes Overview Activities
= i ez@grmailcom
AN GrOUP  CFO gt vivacan.com evaiibanez@gr . ) L
ivian kwok@vi - Search activities Q v Zoom Phone _
" L K 5 e tings
vivian. kwok@vivacan.com @ = D @ - - Meeting
Activ ITY Motes Emails Mote Emai Ca Task  Meeting  Mare | teams ~
z % g @ ~ About this contact Actions ~ ¥ E:‘EEZ“:;;:Z
Filt : Filter activity (17/37) «  All Lo
Naote Ermail Call Task Meeting More lirer by: Fi Ivity (17/37) conract
OQutcome borm.us/fintegration/ph
Vivian Kwok October 2024 c
~ Abouf fhiS contact Comments pom.us/integration/ph
. Call +1 (416) 321-0622 (Phone Number) Department
Marketing email sent to Vivian Kwo
Add ph b Conmact Role
Contact owner * phone number Last Chance to Join: Optimize Sco
vivacan.com :::ii"banm’rnqmm com lom.us fintegration/ph:
Jok e + Add phone number ® Delivered .
CFO Phone number
Unable to generate the COI"I‘IPCII'IY'S name Mabile phone numbe om.us fintegration/ph
+ Add phone number Marketing email sent to Vivian Kwo 1o R ez Cancel “
Department
Call from: Zoom Phone > Other Providers A o e fetons =
Contact Role . Zaom Phone \/ Netherlands = [Outbound]
Open call options 7
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Data model
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Our Data Model

Contacts

An individual at a client or
prospect company. Each contact
record includes key details such as
name, email address, job title,
phone number, and other relevant
information.

Companies

A record representing a client or
prospect organization. It includes
key information such as company
name, industry, size, location,
website, and associated contacts
or deals.

A record used to track early-stage
commercial interest and outreach.
Leads are always attached to a
contact or company and help
prioritize unqualified prospects.
This object is only available to
users with a Sales Hub license and
is designed reaching out to a
large number of companies or
contacts. It is not needed when
there is an existing relationship in
which case you can go directly to
deals.

A record used to track a potential
or ongoing commercial
opportunity. It captures key details
such as the deal name, stage,
value, expected close date, and
links to associated contacts and
companies, along with related
activities and notes. Opportunities
should be created for longer sales
cycles or strategic opportunities—
not for short-term, transactional
trades.

~

A custom object that makes
trades visible on company records.

A custom object that makes bids
and offers visible on company
records.




Navigating Hubspot (views &
filters)



Record filters and views (applies to contacts, companies and deals)

Contacts ~
73,042 records

Select a pre-created view > | niconracts x| Mycontacts

Unassigned contact|

O R I Contact owner ~ Create date ~ Last activity date ~ Lead status ~ + More = Advanced filters I

Search name, phone, err Q

Quickly filter records on fields such as
owner, create date, activity or any other
of the fields in Hubspot.

Select filter criteria

Customize quick filters

NAME

@ rithikaKa..  Preview
»~ jan.gilot@power-puls...
Sarah Luccioni

Terry Ndirangu
c.duvermy@notrelec.fr

Smaranda Birca

r O 0 660

Ann Demaegdt

Guillaume MERCIER

t

Gleb Iudin
Mahora Sapim
Larissa

Ralf Qiriako

kee-nic.li@stxgroup.c..

060060

EMAIL
rithikakamath@gmail.com
jan.gilot@power-pulse.be
sarah.luccioni@filpar.com
terri.njeri@outlook.com
c.duvermy@notrelec.fr
s.m.birca@gmail.com

ann.demaegdt@oleon.com

guillaume.mercier@chopar...

glebdn3@gmail.com

mahora.sapim@laposte.net

larissavanlieshout@hotmai...

rgiriako@gmail.com

kee-nic.li@stxgroup.com

PHONE NUMBER

353894865482

01628421045

+31 62 3520342

+32 475 8276 30

+4122 939 83 77

+31 62 5453851

+337 59 6228 22

+31 63 4190961

CONTACT OWNER
No owner

Felix van den Horst (feli...
a Henry Houyvet (henry.h...
No owner

Felix van den Horst (feli...
No owner

Felix van den Horst (feli...
No owner
No owner
No owner
No owner
No owner

No owner



https://knowledge.hubspot.com/records/view-and-filter-records#select-filter-criteria
https://knowledge.hubspot.com/records/customize-quick-filters?hubs_content=knowledge.hubspot.com/records/view-and-filter-records&hubs_content-cta=customize%20your%20quick%20filters

Using advanced filters

1. Add elements to filter on
2. Select filter criteria

Select filter criteria

Contacts ~
73,042 records

All contacts X My contacts Unassigned contacts

Contact owner ~ Create date Last activity date ~ Lead status = + More ‘ I; Advanced filters I

Search name, phone, enr Q

NAME EMAIL PHONE NUMBER CONTACT OWNER

@ Rithika Ka... Preview rithikakamath@gmail.com 353894865482 No owner

ntacts

Last act

EMAIL
vitali
vbori
toth.i
thran
teane
tama

stirlir

All Filters

Advanced Filters Discard Edit filter
Group 1 ]
Type
L) is any of

Contact priority is any of Very High

AND

Type is any of Seller

AND

—

OR

+ Add filter group



https://knowledge.hubspot.com/records/view-and-filter-records#select-filter-criteria

Tailor your contact, company and deal views

1. Edit the columns you want to see
2. Make a copy of the newly created view
3. Save the new view

w
Contacts & Data Quality | Actions ~ ‘ ‘ Impor |
82,091 records

All contacts X Werner Contact View + Add view (2/50) All Views 2 3
Contact owner ~ Create date ~ Last activity date ~ Lead status ~ + More = Advanced filters e
Search name, phone, em¢ Q, Export | Edit columns |

d

NAME L COMPANY NAME : CONTACT — COMPANIES : CONTACT OWNER l

- EG Retail (Belgium) BVBA EG Retail (Belgium) BVBA No owner




Add the view to your profile or use the tailored views we created of
deal records for each team

All deals

= E Strive & BD US ~ Deal owner ~ Create

TOTAL DEAL AMOUNT

€17.27M

Average per deal: €539.56K

Q

DISOVERY INITIATED 284 & < DISCOVERY COMPLE

»

Air Liquide CAE - RY25
Product Interest: EAC, Amount: $20,000
Renewable Natural Gas Product Interest:
No activity for 20 hours Email 2 days ago

! No activity scheduled ! No activity sched

X US Certificates

HubSpot Provided (6) <

All deals

Deals I'm collaborating on [EEE
Forecast

My deals

My won deals this month

New deals this month

Create new view

Air Products Oceaneering - 5 Year Strip

Strive

Admin Promoted (2) <

All deals 2.

My Deals + Collabs

Meeting in 13 days

Created by me (5)

Associate companies
RNG EU

RNG US

Strive

US Certificates

1.

I + Add view (3/50) I A

Q

Created by others (1) <

My Deals + Collabs | 16H

e Product Lnterest: EAC




<« Companies Actions ~
Nouryon Chemicals LLC
www.nouryon.com & g
0016102935500 @
z . =] ®
Note Email Call Task Meeting More
~  About this company Actions ~ &

Nathan Buckler ~

Description @

Nouryon is @ global leader in specialty chemicals, offering
essential sustainable solutions worldwide with @ strong focus on
innovation and sustainability.

LinkedIn company page @
https://www.linkedin.com/company/nouryon

Last Traded

© 01/24/2025

Website URL

https://www.nouryen.com

Company gwner bodkuo

Overview Activities Intelligence
Search activities Q
Activity Notes Emails Calls Tasks Meetings
Filter by: Filter activity (7/22) +  All users ~ All reams ~
February 2025
~ Email - RE: Indicative prop: bi hi sourcing Nouryon from Yash Chawla
Yash Chawla Reply all Reply
10 Tejera Vazquez, M. (Martin), Pieter Haage, Felix von den Horst

® sent

Tracking data is not available for this email.  This email is logged but not tracked. Learn more &

Great, thanks Martin. Hope the meeting went well and look forward to hearing from you Monday.
Have a great weekend,

Yash

From: Tejera Vazquez, M. (Martin) <martin.tejeravazquez@nouryon.com>

Sent: Wednesday, February 26, 2025 17:37

To: Chawla, Yash <Yash.Chawla@stxgroup.com>

Cc: Horst, Felix van den <Felix.Horst@stxgroup.com>; Haage, Pieter <Pieter.Haage@stxgroup.com>
subject: Re: Indicative proposal biomethane sourcing mandate Nouryon

% Customize record

Expand all ~

Pin Copy link Feb 28, 2025 ot 5:58 PM GMT+1

Forward Delete

Company, contact and deal records follow the same desi

é ;

logic

Trades (7) + Add

Contacts (4) +Add
Dave Davis

Nouryon Chemicals LLC
david.davisjr@nouryon.com
Phone: --

Contact with Primary Company

Nouryon Chemicals LLC @

stefan.granath@nouryon.com ®
Phone; --
Contact with Primary Company

Eduardo Nardinelli

Nouryon Chemicals LLC
eduardo.nardinelli@nouryon.com @
Phone: --

Contact with Primary Company

Invoices

Nouryon Chemicals LLC
ap.us.invoice@nouryon.com
Phone: --

Contact with Primary Company

Left panel
Shows information
about the record

Middle panel

Shows a summary of tracked sales activities, i.e. call, meeting,
logs, as well as Marketing activities, i.e. website visits, webinar
registrations, newsletter subscriptions etc.

email

Right panel

Shows associated
records, such as
related contacts, trades
etc.




With HubSpot, cookied marketing actions—Ilike page views, form
submissions, newsletters and downloads—are now also visible

< Back Actions = ~ Companies (2) + Add

o Susana Carvalho Call-to-action Nov 4, 2028 af 112 PM eymthomer PLC

Group Sustainability Director at Synthomer PLC Susana Carvalho viewed the Banner CTA FY25 @3 - Strive - Sticky banner - CDP webinar on the page Content - thank you page - STRIVE by STX (2 Company owner: -

susana.carvalho@synthomercom @ Company owner backup: ==

Strive global account manager: -

¢

Page view Nov 4, 2024 at 1:12 PM C

z . 8 ®

Susana Carvalho viewed Case study: Pioneering eco-friendly ammonia | STRIVE by STX and one other page Bondalti Chemical
Note  Email  Col Tk Meefing  More b
Company owner: -
Content - thank you page - STRIVE by STX

4,2024 at 1112 PM GMT+1

Company owner backup: -

~  About this contact Actions ~ i Strive global account manager: --

: Pioneering eco-friendly ammonia | STRIVE by STX
ov 4, 2024 at 110 PM GMT+1

View associated Companies
Jab title
v~ Leads (0)
~ Form submission Nov 4, 2024 at 112 PM
Susana Carvalho submitted FY24 Q4 - Strive - Chemicals - case study - download on Case study: Pioneering eco-friendly ammonia | STRIVE by STX Track the prospecting activities associated with this record.

Updated 9 properties

> Deals (0) +Add
First name Susana
> @ sales Navigator
Email
susana.carvalho@synthomer.com, carvalho.msusana@gmail.com, ..
Last nome Carvalho > Org Chart (1)
Phone number
+39 327 8152152
Company name Synthomer plc
Mobile phone number
Company Industry Chemicals
~ Address Actions ~ %t
. Job title Group Sustainability Director
United Kingdom ~
city Country United Kingdom
Lisboa
Postal o 1 am interested in: Company looking for decarbonization solutions
Street address
Corporate sustainability / decarbonization solutions Activate my suppliers, Net-zero and decarbonization fraining, Renewable Fuels Solutions

Email susana.carvalho@synthomer.com




Company enrichment - industry

¢ Compunies Actions ~ # Customize record > Trades (7) + Add
) Overview Activities Intelligence Contacts (4 Add
v
Nouryon Chemicals LLC ontacts (4) *
www.nouryon.com & (@
Dave Davis
0016102935500 @ <+ Breeze Intelligence has data for 15 properties for Nouryon. a
Nouryon Chemicals LLC
david.davisjr@nouryon.com @
Z (5 8 ® Phone: --
. X Nouryon Contact with Primary Company
Note Email Call Task Meeting More [ §) fin] ]
~  About this company Actions ~ %t Nouryon Chemicals LLC @
Industr i
=iy Gtk stefan.granath@nouryon.com @
Company owner Company description .
it ° Country  Netherlands Phone: --
Nathan Buckler ~ Nouryon is a global leader in specialty chemicals, offering essential sustainable Contact with Primary Company
Description @ solutions worldwide with a strong focus on innovation and sustainability. Employees 7650
Nouryon is a global leader in specialty chemicals, offering Founded year - Eduardo Nardinelli @
essential sustainable solutions worldwide with a strong focus on Nouryon Chemicals LLC
innovation and sustainability. eduardo.nardinelli@nouryon.com @
LinkedIn company page @ Phone: -~
i . Contact with Primary Company
https://www.linkedin.com/company/nouryon
Last Traded Invoices @
01/24/2025 Nouryon Chemicals LLC
Website URL 4_) ap.us.invoice@nouryon.com @
https://www.nouryon.com Phone: --
Contact with Primary Company
Company owner backup Enrich CRM with B Intelli
nrich your wi reeze Intelligence ; :
Keegan Dean ~ View associated Contacts
Harness the power of Breeze Intfelligence, with data available on over
Strive global account manager illi iles.
200 million contact and company profiles > Deals (2) + Add
Additional firmographic data, for over 50 company and contact v




Deal views are tailored to each team

< Deals Actions ~

Baxter - Elevation 2025
Amount: $300,000

Close Date: 12/31/2025
Stage: Follow-up Agreed ~
Pipeline: Strive & BD US

L4 L% 8 )

Note Email Call Task Meeting More
> About this deal Actions ~
> Opportunity Metrics Actions ~ #t
>  Strive Deal Metrics Actions ~ I

> Collaborators +Add

Overview Activities

Search activities Q

Activity Notes Emails Calls Tasks Meetings

Filter by: Filter activity (1/21) v Allusers ~  All teams ~

This deal was created by Nathan Buckler

# Customize record ~ Companies (1)

Baxter Healthcare Corporation

Expand all ~ Company owner: Nathan Buckler

Company owner backup: --

Strive global account manager: --

View associated Company

Mar 26, 2025 at 8:34 PM GMT+1
> Contacts (2)

> Deals (0)

> Attachments

+ Add

Baxter

+ Add

+ Add

Add ~




Viewing all record properties (contact, company & deals)

< Deals

Global Advisors

Amount; --

Close Date: | B MM/DD/YYYY

Stage: Follow-up Agreed ~
Pipeline: RNG US

L4

Mote Ermail

> About this deal

> Opportunity Metrics

»  Strive Deal Metrics

» Collaborators

.

Call

8

Task

1. |

&

Meeting

Actions ~

Follow

View all properties

M

Acti

Acti

Acti

View property history

View association history

+ Summarize

Restore activity £
View record access
Merge

Delete

+Add

1. To view all record properties, click on actions > “View all

properties”.

2. Search for the relevant property by property category or
using the search bar. You can edit properties directly from

this v

iew.

Please note that deal properties are customized per pipeline, so
some may appear relevant but remain unpopulated as they're

used by other teams for different deal types.

Manage properties for Global Advisors

All properties

> Deal activity

> Deal revenue

18 properties

eeeeeeeee

> Deal information 12e proper ties
> Analytics history 7 roper ties

> Deal Stage Properties 173 proper ties

Manage properties

Hide blank properties



Customizing record views (contact, company & deals)
3. I Add properties I

¢ Deals Actions - 1. All record views (contact, company and g Company name
clobal Advicors deals)‘are fully cus'FomlzabIe by .
N selecting the gear icon on the record £ Company owner v v @
Close Dore: | 8 MM/DD/ 7YY you want to customize
Stage: Follow-up Agreed ~ . . - -
Pipeline: RNG US 2. You can add new “cards” with different §  Company owner backup v VoA T
. D ® G properties or edit the properties or on
R, e wene e 1 eX|st|ng cards £ Strive global account manager v ~
== 3. To add property, select edit > add
> About this deal Actions § #
property and add the property you want
Sort by O Choose a property ~
> Opportunity Metrics Actions § # tO see
> strive Deal Merrics actions | # Please bear in mind deal properties are
— | tailored to different square’s pipeline. ! Add properties v
» Collaborators +Add
3, I |Se::-'-:;-"| properties Q I
Edit layout Settings ° M “Assigh Tecins | -
Overview ~ Activities + Change tab order I Add cards I .
Company owner
Addiconds Companies 0
Pt{'a hvfgh'i};h'ys‘ o - Remove Company information
2.1 | e |7 (e .

- »
.
3
1

About this deal &

el (defol . Upcoming activities © Sort by © Choose a property ~




Data hygiene




Data Hygiene - record history

. I e~ Property history for OCI Global
< Companies Actions ~

Aci
OCI Global Follow
OF'G"‘““ PROPERTY CHANGED TO MADE ON + SOURCE
hed oci-global.com & (g
0031207234500 View all properties tellige 3/26/2025
Last modified date 03/26/2025 4:09 PM GMT+1 at 4:.09 PM HubSpot Processing @
I View property history I GMT+1
Z . 8 )
: ] 3/26/2025
Note Email Cal Task Meeting " View association history HubSpot team Strive EMEA at 4:09 PM HubSpet Calculation @
GMT+1
iv  About this compan Acti i
i pany 4+ Summarize _ 3/26/2025
HEL Last modified date 03/26/2025 4:05 PM GMT+1 at 4:.05 PM HubSpot Processing @
Company owner world GMT+
. Search in Google &
Felix van den Horst ~ Jcts. T
ipti d fuel 3/26/2025
Description R ‘ HubSpot team - at 4:05 PM HubSpot Calculation @
OCI Global is a world leading producer and distributor of ~ Restore activity & GMT+1
methanol, and hydrogen products. They are revolutionizir )
energy intensive industries that shape, feed, and fuel the View record access 3/26/2025
driving forward the decarbonization of these industrie... M Last modified date 03/26/2025 4:04 PM GMT+1 at 4.04 PM HubSpot Processing @
erge GMT+1
LinkedIn company page
. . . . Delete
https://www.linkedin.com/company/ociglobal 3/15/2025
Last modified date 03/15/2025 8:44 AM GMT+1 at 8:44 AM HubSpot Processing @
GMT+1

Last Traded




Data Hygiene — duplication?

1. UniquelD

US DataHive: >700,000
MX DataHive: 500,000+
NL DataHive: 0 < 100,000

nouyen X

COMPANY NAME .
Akzo Nobel Chemicals S.A. (Nouryon)
Nouryon
Nouryon

@ Nouryon Chemicals LLC

@ Nouryon Specialty Chemicals B.V.

4

2. Company_UUID

Unique values indicate unique records in different or the same instance of DataHive

No UUID - typically Marketing-sourced records

UUID + No UniquelD = merged records in DataHive

NU... : COMPANY OWNER
1 No owner
0 Keegan Dean (keegan....

- 3 Keegan Dean (keegan....
E Nathan Buckler (natha...

5 Felix van den Horst (feli...

COMPANY DOMAIN ...

www.nouryon.com [

www.houryon.com (4

No

No

No

Yes

No

UNI...

12,030

700,137

700,227

25,054

COMPA...

D17564AC-...

FD7C4430-...

C7DBE44D-...

DO80OF584-...

4EE81288-...




Creating new records




First check whether the records already exists or not

gggrfc?::es - See Target Accounts @ Data Quality Act - Create company
All companies * My companies + Add view (2/50) All Views
Company owner ~ Create date ~ Last activity date ~ Lead status ~ + More = Advanced filters E @ H
I >eqar ime, phor rd Q I Export Edit columns
COMPANY NAME COMPANY OWNER CREATE DATE (GMT+1) v PHONE NUMBER LAST ACTIVITY DATE (GMT+1) CITY 1
L No owner Yesterday at 19:41 GMT+1 +1 254-761-6400 - Deer
fronteravp.com No owner 21 Feb 2025 21:14 GMT+1 - -- -
A==  Marriot Springhill Suit... No owner 21 Feb 2025 20:22 GMT+1 +1 859-225-1500 -- Lexir
M North American Meat ... No owner 21 Feb 2025 19:40 GMT+1 - - Wast




Make sure to first create the company before

creating new contacts

First create the company

Companies ~
39,317 records

All companies X My companies Companies for Monthly Re... Net New Logos

Company owner ~ Create date ~ Last activity date ~ Lead status ~ + More = Advanced filters

Search name, phone, orc Q

COMPANY NAME = NU... COMPANY OWNER COMPANY DOMAIN ... 5 A.
- 1 No owner ganeshkrish.com (4 --
- 1 No owner agetware.com [ -

Companies - source Zoom...

Contact demo

Company demo

See Target Accounts & Data Quality ‘ Actions ~ ‘ ‘ Import ‘

Companies - source BCC_... Companies - Marketing so... Companies to delete once ... =+ Add view (8/50) All Views
~ @ dH
Export Edit columns

UNI... H COMPA... RECORD SO... B RECORD SOURCE DETAIL 1 RECORD SOURCE DETAIL 2
- - CRM Setting "Create and associate comp... -
- - CRM Setting "Create and associate comp... -

Then the contact, since you always need to associated a contact with a company

Contacts ~
82,000 records

All contacts + Add view (1/50) All Views

Contact owner ~ Create date ~ Last activity date ~ Lead status ~ + More = Advanced filters

Search name, phone, em¢ Q

NAME - COMPANY NAME CONTACT — COMPANIES
- EG Retail (Belgium) BVBA

- Totsa Total Oil Trading -

EG Retail (Belgium) BVBA

& Data Quality ‘

-~ '@ H
Export Edit columns
CONTACT OWNER CONTACT OWNER BACKUP CREATE DATE (GMT+1) COUNTRY
No owner No owner Jan 31, 2025 8:30 PM GMT+1 -
No owner No owner Jan 31, 2025 8:30 PM GMT+1 -



https://knowledge.hubspot.com/records/create-contacts
https://knowledge.hubspot.com/records/create-companies

Creating records through the Hubspot interface Contact demo

Company demo

| domain name (website address) is required since that is

werner@akzonobel.com| .
{ : used to match contacts to companies:
Edit this form (£ . stxg roup.com
Company domain name * Last name * ° Werner.SChoeman@Sth roup.com
akzonobel.com
— . If you indicate that the contact is not related to an
Compuny name * Is this contact related to an existing lead or deal? * eXiSting Iead or deall it Wi” aUtomatica“y Create a |ead
Test - object.
Country * A . A A
- N You are also required to indicate the legal basis for
ania v obtitle . . . .
storing information. If the person is a lead or contact,
Compuny owner * Legal basis for processing contact's data * this is Sufficient.
werner SChOEmUn v Allow your team to market to this contact
Serhis conect o a marketingconft @ REMINDER: Always create the company record first so
Company owner backup R you can associate the contact with the company.
No owner o
Strive global account manager A:OCiG: B -
ND owner v Association label * @
Primary J



https://knowledge.hubspot.com/records/create-contacts
https://knowledge.hubspot.com/records/create-companies

Automated ways of creating new contacts

New mail

%

When you log emails through Outlook, it will automatically T et fometied Paw o onen = O wbsorses = x
create the contact if it does not already exist, using the ﬁ Si;f; | D o
email address to match the contact to the right company N

Message tools

B Send From: Werner.Schoeman@stx... v ® v e
I Log 1/1 records ~

Clipboard Basic Text Styles Insi 4

Other automated ways of creating contacts

[ Templates
1. Business card scanner To  Wwerner@akzonobel.com X X : -
-] equences
2. Excel leads list imports (ask Marketing for help!) c @ Documents
. . C i} Meetings
3. From Marketing campaigns = aiopers
4. Linkedln Sales Navigator Bcc 027215429@bcc.eul.hubspot.com <272154... X + Write an email for me
) ) Add a subject Draft saved at 12:44 PM Contact profile
CAUTION: With automated contact creation, the company
will be created automatically if it does not exist in Hubspot . _ _ =
or is unable to match the email domain to the company Type / to 27 Draft with Copilot werner@akzonobelcom

domain. This risks creating duplication. P
recipient will be added os a contact
in your CRM.




Account & contact mapping

24



Make sure the relevant records are correctly associated
with the new record, such as related companies and contacts

« Companies Actions ~ Chona reconc ol v Comtactz () i I
Overview Activities Intelligence Robert Bahl —
Q Collopse all = rebert.bahl@marrictcom &
Marriot Springhill Suites Conbact with Prissary Compusy
rriott Activity Ernails Calls asks Maelings e i
" marrioteomZ B
2 : View associated contacts
3951500 @ Filler by: Filter activity (12/21) » Allusers -  All teams - !
February 2025 ~  Deals (0
4 = " & . @
S Record Enriched
1 property wos updated: Company name
~ About this company Actions -~ # IU Companies (0) + Add I
~ Attachments
~ Commercial Status Actions = 8




Creating relationships between company records Read more
(parent > daughter > assets)

et ¥ Contacts () + Add On the company record:
e - 1. Select "+Add"
S robertbohi@marriot.com
— e 2. Search for the company and select "next”
View associated contacts 3.  Choose the correct association label:

e  Parent: overarching entity or group, e.g. Tesla or Unilever

~ Deals (0)

Track the revenue opporturities cssociated with this record. e  Child: Regional legal entity, e.g. Tesla France or Dove (a sub-brand of Unilever)
1. [ componies @ caas | e  Asset: The assets associated with an entity, such as different wind farms in the same country
e See the businesses or organizations associated with this record. " "
’ 4.  Select "Save
Add existing company X SO
B Add existing company
Create new Add existing

I:—‘Fm':.h companies Q I
1 selected
45,355 companies Default (Recently added) v [ Create new Add exisfing

offsets.credit
ailcom Association Labels

Marriot Springhill Suites (marriot.com)

North American Meat Institute (meatinstitute.org) i ﬂiI.Cﬂm ><

2. | +Add association label © |
1 2 3 4 5 (-] 7 8 9 10 > 10 items w=



https://knowledge.hubspot.com/object-settings/create-and-use-association-labels#:~:text=In%20your%20HubSpot%20account%2C%20click,Click%20Create%20association%20label

Tracking Marketing &
Sales Activities




Marketing & Sales activity tracking and logging

Activities consists of tracked actions in Hubspot:

« Marketing activities: Actions tracked by cookies from
clients and prospects’ engagement with our Marketing
materials, such as website visits, newsletter subscriptions,
webinar registrations etc.

 Sales activities: Sales engagement, such as notes, calls,

meetings and emails tracked by Hubspot.
Contact

Company Emails
Deal Marketing activities are tracked automatically. Sales activities
are tracked under these conditions:

« Call tracking requires use of Zoom telephony

« Emails have to be logged when sent or sent through
Hubspot

« Outlook has to be connected to Hubspot to track meetings

Meetings




Automatically track and log email with the Hubspot plugin

Options LStriv
=l ing
B LELN " HubSpot Sales
L Pictures oo
Do g e
= Attach Link Signature Record - ! Apps
filev  ~ v @ Table ~ Message tools
s Insert
1 Track email opens and clicks
>N From: Wer... @ + I
2. Leg 1/1 records ~
To peter.pan@akzonobel.com x  [E Templates
§ Sequences
Cc
& Documents
Bcc 027215429@bcc.eut.hubspo i Meetings
- I= Snippets
Add a subject Draftsave 4 write an email for me

X

»

3.

Track email opens and clicks

Log emails in Hubspot to make them visible to
the rest of the team (be mindful of what you
log!)

You can choose to log the email to related
contact, company and deal records. Hubspot
should identify relevant records automatically,
but if you don't see them, you can search and
add them manually.

Message tools

Track email opens and clicks

J—
Log 1/1 records ~

akzonobel X

marc.tilmant@akzonobel...

Steven Kooiman

steven.kooiman@akzono..

Companies

AkzoMNobel USA

Akzo

akzonobel.com

Akzo Nobel Industrial ...

www.akzonobel.com

International Paint Si...




Automatically log meetings with the Hubspot meeting scheduler tool
and calls (if you use Zoom telephony)

CHOOSE TIME YOUR INFO
Meeting duration
What time works best?

Meet with Werner Schoeman Showing times for March 31, 2025
MQI’Ch 2025 v UTC +02:00 (Europe) Central European Time

N UE WED THU FRI SAT 3:45 pm
346 pm
3:47 pm

3:48 pm

349 pm

3:50 pm

351 pm




Emails and meetings executed through Hubspot will also be tracked

< Contacts Actions ~

L4 L. 8 ® -
Note §Email fCall  Task Meeti.. More July 2023

To email a contact, navigate to the envelope icon on the top

. Overview Activities
Rich Sammel left of the contact record.
akzoNobe' Manager, Purchasing o . . .
(Americas) at Akzo Nobel NV Search activities Q The first time you email someone through Hubspot, you need
richard.sammel@akzonobe Activity  Notes  Emails  Calls  Tasks to specify the bases for consent, which is either:
.Lom
Filter by: Filter activity (17/37) +  All users ~ All tean B Legltlmate intereSt - Lead

- Legitimate interest — Customer

v Email > X
Templates Documents Meetings - Quotes ~

"

From Werner Schoeman (wemerschoeman@stxgroup.com) Cc Bee
Subject

Rich Sammel (richard sammel@akzonobel.com) dossn't have the subscription type

Sales Email | One to One.

Change subscription status for 1 contact.

You need fo give a one-fime legal basis for sending this email.

Give one-time legal basis

Give one-fime legal basis for

Rich Sammel (richard.sommel@akzonobel.com).

Legal basis for communicating * @

Select legal basis -

Legitimate interest - Lead

Legitimate interest - Customer

Legitimate interest - Gther

Performance of a contract

! Freely given consent from contact .




It is also possible to manually create or log activities

< Contacts Actions ~ # Customize record
Rich Sammel e | e Activities can be created or logged for contact, company and
Hhzonobe :Ai:‘;}r?:;;:Z:C:EzS;ngobe\N.V Search activities Q Expand all ~ deal records:

richard.sammel@akzonobel

Activity Notes Emails Calls Tasks Meetings ° Create a note

Filter by: Filter activity (17/37) + Allusers ~  All teams ~

.com

2 = & o ® « Email

Note Email Call Task Meeti.

‘ ISeorch

July 2023

* C(Create a task
 Etc.

] Email - RE: STX//AkzoNobel - Renewa... Pin Copy link Jul 10, 2023 at 2:27 PM GMT+2

~ About this ¢

3 ‘y Rich Sammel Reply Forward Delete
Contact owner \skobe' 10 Harrison Wittenberg . . . . " "
Harrison wirten @ Engoge on Linkedln > e To log an activity that already took place, simply click “More
Job fitle 1-9.‘

Log sMs on the top left of the contact record and select the type of

Manager, Purch From: Wittenberg, Harrison <HarrisonWittenberg@stxgroup.com>

Log a LinkedIn message Sent: Monday, July 10, 2023 8:22 AM aCtiVity yOou wa Nt to |Og .

To: Rich Sammel <richard.sammel@akzonobel.com>

.
a

Department

6]

Log a WhatsApp message . .
Subject: RE: STX//AkzoNobel - Renewable Energy and Carbon Solutions

’ Read more

. You don't often get email from harrison.wittenberg@stxgroup.com. Learn why this
Reorder activity buttons

is important



https://knowledge.hubspot.com/records/manually-log-activities-on-records

The most common sales activities have a dedicated section on contact
and company records

¢« Companies Actions

Intelligence

i —y Navigate to the “activities” tab in the center of the contact,
2‘ I Activity Notes Emails Calls Tasks Meeti ings I Compa ny Or deal record

Akzo Nobel NV

akzoNobe! Gkzonobelcom @ R

+3188 969 0139

Filter by: Filter activity (12/22) ~  All users ~  All teams ~ . . . . . .
R Select the type of activity to view past activities or create new
About this company Actions #
+ Email - RE: Vervolgstappen Akzo Nobel & STX omtrent decarbenisatie from Wijnand Bruinsma O n e S
Commercial Status Actions # . Wijnand Bruinsma
"t 1o Felix van den Horst, Roos Nijzing, Yash Chawia H M
R e S Colleagues can be tagged in notes and they can be pinned to
Hi Felix en Roos,
Vioor jullie ook;eallemeste wensen voor 2025. |k heb een hele goede kerstvakantie gehad. Hopelijk jullie cok! t h e to
» Emissions Actions - # Zoals ik mogelijk al had gedeeld, zijn er wat veranderingen in de teams die ik hierbij wil betrekken. Vanaf 1 maart begint een 1| p
‘Groet, Wijnand
»  Address Actions ~ & From: Horst, Felix van den <Felix.Horst@stxgroup.com>

Sent: Thursday, January 9, 2025 1:38 PM



Productivity tools: Tasks

24



Where to create new tasks

Tasks represent your “to do” or reminders you set yourself to complete a task, follow-up, call, update etc.:

1. Creating new tasks from company, contact and deal records (see slide XX)

N

< Deals Actions ~
. Overview Activities
Global Advisors
Amount: -
Search activities Q

Close Date:| 8 DD/YYYY
Stage: Follow-up Agreed ~ Activity Notes Emails call
Pipeline: RNG US

= AN a ®

Note Email Call Task Meeting  More Upcoming

> About this deal Actions ~ % ¥ Task assigned o Alex Agrons

(© Follow up with Chris Negus

C e aaiaia. weession Masiaae

2. Creating a new task from the sales workspace (sales users only)
Sales Werner Schoeman «

Summary Prospecting Schedule Feed

NEXT ACTIVITY (GMT42)

=} Follow up with Cian Boland

Leads Open leads @
Be Target accounts m Lead stage ~ Lead Label ~ Company ~ Lead Type ~ = Advanced filters (2) Clear all
& Leads
| Q
q i 4 LEAD LEAD LABEL © COMPANY STAGE LAST ACTIVITY (GMT+2)
Targef accounts 0 . e Meeting Scheduled Send another
“ © cian Boland 2025-03 ® Hot w"  Periti Digital g Meeling Scheduls =] anomer
for & days @ Was due 7 days ago Due in 2 days
Recent activity 0
Not in sequence 4 Jill Abelson ¢ : Prospect Identified =  Email Jill Abelson
Created by you D \¥) Conils for 20 doys @ Was due 5 doys ago

All leads ]

Schedule ~

# Customize record °

Expand all ~

Actions ~  Overdue: Ma

LEAD ENGAGEMENT (GMT+2) ©

@  Booked meefing
11 days age

~ Companies (1) + Add

White Oak Global Advisors, LLC
Company owner: Robert Cooleen
Company owner backup: ==

Strive global account manager: -

View associated Company

> Contacts (0) + Add
> Deals (0) + Add
> Attachments Add ~

®

Got feedback? We'd love to hear it

m Edit columns




Creating new tasks from company, contact and deal records

Enter ask
ctivity dote @ | Please il ot tis field. | Send reminder @ After selecting “"Create task” on the corresponding record, the
In 3 business days (Friday) - (SRS 1 hour before - following screen will appear where you can:
Set fo repeat 1. Set the due date,
Task ... Priority Queue Activity assigned to 2. Set a reminder'
To-do ~ None - None ~ Werner Schoeman ~ .
3. Choose the type of task: To-do, call, email, connect /
message via LinkedIn,
4. Priority, etc.
B I UL Mwe-|1 BB resociaed with 1 record - It's also possible to create and assign tasks for another team

member.



Creating a new task from the sales workspace

(Sales users only)

1. Directly select the type of task from the drop-down

2. Add the detalils in the pop-up

Open leads &

Lead stage * Leod Label © Company * Lead Type

0 oo

© cion Botand 202503 ® Hot
@ i ansen .

(@ T ontoct recard 2 » cold

@ o comoctrecona

= Advanced filters @ Clear all

company sTaGE

Periti Digital x
fieet

Kamile

test-with-contacts =z leeting

rest-with-contocts 2

LAST ACTIVITY (GHT42)

Send ancther
Email Jill Abelson

Call Peter Pan

Call Test contact recar

MEXT ACTIVITY (GHT42)

& Follow up with Cion Boland

Follow up with Jill Abelsan
= ® Due

Schedule -

Today -

2

% Coltask

[}

B Soles Navigoror - Indol
®  schecue

LEAD ENGAGEMENT (GMT+2) &

Task details

Task Title *
Call Peter Pan
Task Type *
Call
Associate with records @

Associated with 2 records

Priority *

None

‘ @ eeterpan x ‘ ‘ Test contact record 2 X

Assigned to

Werner Schoeman

Queue

None

Due date

Today

Set to repeat

Reminder

No reminder

Notes

B I U T More~r ¥

® 12:30 PM




Access your list of tasks from the 1) sales workspace (sales users only)
or the dedicated 2) Task dashboard

All

BB Workspaces

Sales Werner Schoeman «

o 2] CRM Contacts L
Summary Prospecting Deals Schedule & Marketing Companies
Content Deals ITLE
Tickets Email |
Your tasks Overdue ~ = Commerce
Trades Schedy
HIGH PRIORITY 8 To-dos (12) & Automations
3 Email ¢
& Calls (7) all Reporting Qualify
ALL TASKS Emails (8) SR — Show
27 Create
LinkedIn (0) (3 Library
Add 5t
Follow




The Task dashboard is your productivity tool to systematically work
through your to do'’s

Tasks el - |
30 records

All X Due today Overdue Upcoming + Add view (4/50) All Views
(1) Assignee ~ Task type ~ Due date ~ Queue ~ 3= More filters H save weq °
Search task title Q Edit columns
STATUS TITLE ASSOCIATED CONTACT ASSOCIATED C( | . .
1. Select start tasks to begin working through your set of
Email BBB Test o Arwi Tuit
Schedule meeting u” Periti Dig ta S ks

2. The tool will systematically take you through all your tasks,
g opening the relevant record and corresponding action.

m| )

@ /v Tui ask fitle
2 N Arwi TUIt g i Bep Tost ® Reschedule
< Contacts Actions ~ @ Customize record v Col

o |- - °m_v_ 3. For example, when handling email tasks, it will
P s @ 2. e e automatically open the contact's record with the email

Activity  Notes Emaills  Colls  Tasks M
Z = L 8 e - — w7 Lzl ¢ X .t | d t
Note Emal Coll Task Meefi. More Filter by: Filter activity (17/37) ~  All users -~ All teamns - OO rea y O use-
D Meetings ~  Quotes ~
iis confact was created from Offline S m Integra
o . ©
rom Werner Schoerma

Contact Role
Email
" B I U T Morew § Insert Associated with 2 records ~
info@nbpcompany.eu, bbb@test-with-lead2.com
Phone number Create a To-do ~ task to follow up.
ooooooooooooo In 3 business days (Friday) -



Pipelines: Leads




We track commercial interest in Hubspot with two objects

LEADS DEALS (OPPORTUNITIES)

Prospect Outreach Meeting o Discovery Discovery Follow-up Negotiations Contracting
identified sent Connesied scheduled Oualified Initiated completed agreed initiated Initiated Closed won
Closed lost

Unqualified

When to use When to use

Cold outreach Onboarding of new CPs

Outreach to a lot of companies Complex and longer-term deals with existing CPs

When NOT to use: When NOT to use

Recurring business Creating a deal is not needed for short-term trades or transactional sales

Where there is an established relationship

Limitations Limitations
Requires sales license to view and edit You can only view and edit your team’s deals or deals in other pipelines where you were
You can only delete your own deals added as a “Collaborator”

You can only delete your own deals n



What are leads? Manage leads

(Sales licenses only)

Sales workspace

* Leads represent individuals that we want to connect with at a company.

* Itis a dimension of contact records. Any information on the contact will transfer automatically to the lead, e.g. lead owner will
be the same as contact owner.

* Leads are tracked automatically through 5 stages:

Prospect identified: You identified the right person at a company you want to reach out to.

Outreach sent: You have sent an email, called, or tried to connect via LinkedIn Inmail.

Connected: The person responded or the call went through.

Meeting schedule: You have scheduled a meeting with the person.

Qualified / disqualified: The lead is either converted into a deal when qualified or disqualified after the initial meeting.

» Leads are created manually with the default stage being prospect identified. From that stage up until the qualification or
disqualification, the lead stages are tracked automatically by Hubspot as long as your emails are logged and your Outlook
calendar is connected to Hubspot.

« After your meeting, a task will automatically be created for you to qualify or disqualify the lead.


https://knowledge.hubspot.com/records/manage-leads
https://knowledge.hubspot.com/prospecting/use-the-sales-workspace

Creating leads

(Sales licenses only)

» Creating leads is manual, because not all contact records are leads and you need to use your

discretion for when a contact is a lead. Click here for automated ways of creating contacts to make

this process seamless.

» To create new leads, simply navigate to the contact record and select “+ Add".

» Companies (1)

v Leads (0)
Track the prospecting activities associated with this record.
»  Deals (0)
> [ Sales Navigator

»  Org Chart (1)

+ Add

+ Add

Create new Add existing

Edit this form (£
Lead Name *

Patricia Davis

Lead Pipeline

Select a pipeline hd

Lead stage

Prospect Identified (Lead pipeline) hd

Lead Type *

New Business -

Lead Label

Warm s

Manage leads

Sales workspace



https://knowledge.hubspot.com/records/manage-leads
https://knowledge.hubspot.com/prospecting/use-the-sales-workspace

Navigating to the prospecting dashboard Manage leads

(Sales licenses only)

To view and manage your leads, navigate to the prospecting tab of your sales
dashboard

Sdles

Help Desk

Sales Werner Schoeman v @
Summary Prospecting Decls Schedule Feed Got feedback? We'd love to hear it
Leods . Openleadso e more [~ | [
i Torget accounts (28 Lead stage ~ Lead Label ~ Company ~ Lead Type ~ = Advanced filters (2) Clear all
Lead:
| <SIEEES Q @ Edit columns
I T o LEAD LEAD LABEL © CoMPANY STAGE LAST ACTIVITY (GMT+1) NEXT ACTIVITY (GMT+1) LEAD ENGAGEMENT (GMT+1) @
Target accounts 0 N P Meeting Scheduled Send another Follow up with Cian Boland Booked meeting
9 © cian Boland 2025-03 ® Hot w” Periti Digital = 4 =] =] PV ® & meeting
for 4 days @ was due 3 days ago Dueiin 6 days 7 days ago
Recent activity 0
Not in sequence 4 Jill Abelson ’ s Prospect Identified o Email Jill Abelson B
Created by you warm U Kamio for 16 days © Was due 21 hours ago Schedule
Allleads 6
’ i Call Peter Pan
Test contact record 2 ° cois restowith-contacts g Meeting Scheduled % Sehedule - B
Created by you for 22 days @ Was due 21 hours ago
’ Call Test contact record 1
Test contact record 1 ® Hot test-with-contacts §) Connected [N Schedule + .
Created by you for 22 days @ Was due 8 days ago



https://knowledge.hubspot.com/records/manage-leads
https://knowledge.hubspot.com/prospecting/use-the-sales-workspace

Managing leads

(Sales licenses only)

1. Filter on different dimensions, such as lead stage, priority level etc.
2. Get a quick overview most recent activities and plan follow-up activities directly from the dashboard

Manage leads

Sales Werner Schoeman v

Prospecting

Summary

Leads @

R Target accounts  [EE2Y

| £ Leads
| Open leads 4
Target accounts 0
Recent activity 0
Not in sequence 4
Al leads 6

Deals

Schedule Feed

Open leads @

I Lead stage ~

Lead Label ~

Company ~

Lead Type ~

= Advanced filters (2) Clear all I

Search lea

LEAD

Q

Cian Boland 2025-03

Jill Abelson
Created by you

Test contact record 2
Created by you

Test contact record 1
Created by you

LEAD LABEL @

@ Hot

Warm

@ Cold

@® Hot

COMPANY

w” Periti Digital

O Kamilo

test-with-contacts

test-with-contacts

STAGE

Meeting Scheduled
for 4 days

Prospect Identified
for 16 days

Meeting Scheduled
for 22 days

Connected
for 22 days

LAST ACTIVITY (GMT+1)

=]

Send another
@ was due 3 days ago

Email Jill Abelson
© Was due 21 hours ago

Call Peter Pan
© Was due 21 hours ago

Call Test contact record 1
@ Was due 8 days ago

=]

.

4

@

NEXT ACTIVITY (GMT+1)

Follow up with Cian Boland
Due in & days

Schedule ~

Schedule ~

Schedule ~

LEAD ENGAGEMENT (GMT+1) &

@ Booked meeting
7 days ago

®

Got feedback? We'd love to hear it

] =

Learn more

o Edit columns



https://knowledge.hubspot.com/records/manage-leads
https://knowledge.hubspot.com/prospecting/use-the-sales-workspace

Lead stages are tracked automatically and qualified leads are
converted into leads

~ Companies (1) + Add

Primary

test-with-contacts
Click for the lead stages and tracking. Company owner: -

Comparny owner bockup: -

Strivie global account manager: --

These stages can be skipped if an activity was not tracked. For
example, a lead can move from “outreach sent” to “meeting

View associated Company

scheduled” if a it did not register an email response from the fe Leads ) A
lead.
Test contact record 2
Owner: Werner Schoeman @
After the meeting with a prospect, a task will automatically be Lead type: New Business -
created to qualify or disqualify the lead. e tmemesme
« For disqualified leads, you will be asked to give a reason
for analytic purposes
> Deals (0) + Add

* Qualified a lead will prompt you to create a deal.

> [ Sales Navigator

*  Org Chart (1)




Pipelines: Deals




We track commercial interest in Hubspot with two objects

LEADS DEALS (OPPORTUNITIES)

Prospect Outreach Meeting o Discovery Discovery Follow-up Negotiations Contracting
identified sent Connesied scheduled Oualified Initiated completed agreed initiated Initiated Closed won
Closed lost

Unqualified

When to use When to use

Cold outreach Onboarding of new CPs

Outreach to a lot of companies Complex and longer-term deals with existing CPs

When NOT to use: When NOT to use

Recurring business Creating a deal is not needed for short-term trades or transactional sales

Where there is an established relationship

Limitations Limitations
Requires sales license to view and edit You can only view and edit your team’s deals or deals in other pipelines where you were
You can only delete your own deals added as a "Collaborator” You can only delete your own deals



What are deals?

All deals

Deals in HubSpot tracks longer or more complex sales
opportunities with a sales lifecycle of one or more months.

Shorter trades, transactional trades do not require a deal object.
You can create a deal:
*  When a lead is qualified, or

» Directly in the pipeline, for existing relationships or recurring
business (when you did not use a lead object).

A single counterparty can have multiple deals.

Create a separate deal for each product, as each follows its own
process and timeline.

Each square has its own pipeline.

Deals are only visible to:

The Deal Owner,
Members of the Deal Owner's team,
Strive Owner,

Collaborators (e.g., Ops or other squares users added to the deal).

Strive collaboration
Strive:
« Has its own pipeline for deals they fully own.

« Can create new deals in other pipelines when it is a collaboration
with another square.

When a “Strive Owner” is added to a deal in another pipeline:
* The deal becomes visible to the Strive owner,

* A clone is created of the original deal in the Strive pipeline and
the two deals become linked.



https://knowledge.hubspot.com/records/create-deals

The standard deal stages for all pipelines

» Deal stages are harmonized across pipelines, but the (required) fields you need to complete are tailored to the needs of the different squares. That is why it is very
important to create RNG deals in the RNG pipeline and biofuel deals in the biofuel pipeline.

» Deal stages follow sales best practices:
»  Each stage is mutually exclusive (e.g., "KYC approval" is not a stage),
» Each stage is phrased as a past tense verb, making it clear when to progress the deal to the next stage.

*  Only the "Follow-up agreed” deal stage can be skipped.

Pipeline stage

Discovery initiated Following at least one meeting or call, a commercial opportunity has been identified, but the parameters of the deal may not yet be clear.
Discovery completed Following several meetings, it is clear what the CPs needs and what the parameters of the deal could look like.

Follow-up agreed This stage can be skipped. If the timing of the deal is off, you can park it here which will create a task to set a reminder for yourself to follow up.
Negotiations initiated We entered into negotiations on the terms of the deal with the CP.

Contracting initiated Negotiations have moved to the contracting phase.

Closed won We won the deal.

Closed lost We lost the deal.




How to see your team'’s deals

Deals ~ .
123 records NaVIgate tO CRM > Deals
. ) ' . . .
x| Us certificates st 1. Make sure your team's pipeline is selected, e.g. RNG US
Deal owner ~ Create date ~ Last activity date ~ Close date ~ + More = Advanced fi 2 Select tO view yOUI’ dea|S as a ||St or boa I’d
TOTAL DEAL AMOUNT ‘WEIGHTED DEAL AMOUNT dd . ) y q (
€1.3M €756.77K
. ) . . . . "e . " .
Average per deal: €259.57K Average per deal: €151.35K 3. Deals are either in USD or EUR, but the pipeline “insights” are in the company
Search or de ptic Q
DEAL NAME ACCOUNT TYPE COUNTERPARTY TYPE (US ... DEAL STAGE Deals ~ &
All deals X US Certificates Strive + Ac g (3/50) All Views
NW Natural - Bid for Open ... Corporate -- Discovery Initiat _
= B ELE Deal owner ~ Create date ~ Last activity date ~ Close date - + More = Advanced filters “ @ H
T N —ENNN DT e Claead | ~ed FDM
TOTAL DEAL AMOUNT 'WEIGHTED DEAL AMOUNT OPEN DEAL AMOUNT CLOSED DEAL AMOUNT NEW DEAL AMOUNT AVERAGE DEAL AGE
Deals ~ €1.3M €756.77K €535.71K €226.41K €0 14 days
% . Stive + Addview 3/50) A Average per deal: €259.57K Average per deal: €151.35K Average per deal: €178.57K Average per deal: €226.41K
B B U Deal owner ~ Create date ~ Last activity date ~ Close date ~ + More = Advanced filters Search name or descriptic Q Board options ~
TOTAL DEAL AMOUNT WEIGHTED DEAL AMOUNT OPEN DEAL AMOUNT DISCOVERY INITIATED 54 < DISCOVERY COMPLETED o < FOLLOW-UP AGREED 2 < NEGOTIATIONS INITIATED 13 ¢ CONTRACTING INITIATED 1 < CLOSED WON 2 < CL
€1.3M €756.77K €535.71K . .
Average per deal: €259.57K Average per dedl: €151.35K Average per deal: €178.57K NW Natural - Bid for Open Global Advisors ART RFP L'Oreal USA Inc - 2025 RTC L'Oreal USA Inc - 2025 REC 3
LCA RNG l Feedstock: Food Waste Amount: $0 ' Deal deal »
Feedstock: Any Prod. Start Date: 06/02/2025 ‘Amount: $600,000 Amount: $226,410 C
Prod. Start Date: 07/01/2025 Vedium Close date: 03/28/2025 Close date: 03/21/2025 F
Search name or descriptic Q Tosk 5 days ags s |
& + No activity scheduled No activity for 6 days @ High
DISCOVERY INITIATED 54  (  DISCOVERY COMPLETED © ¢ FOLLOW-UP AGREED 2 ( NEGOTIATIONSINITIATED 15 {  CONTRACTING INITIATED 1 ¢  CLOSED WON 2 No activity for 6 days ! No activity scheduled Note 13 days ago
! No activity scheduled Calgren ! No activity scheduled Duke Energy
Feedstock: Dairy Montauk Supply April to Close date: 03/06/2025 ¥
NW Natural - Bid for Open Global Advisors ART RFP L'Oreal USA Inc - 2025 RTC L'Oreal USA Inc - 2025 REC Nutrien v June Feedstock: Landfill C
LCA RNG Feedstock: Food Waste Amount: $0 Deal deal = s Amount: $0 - o ¢
Feedstock: Any Prod. Start Date: 06/02/2025 Amount: $600,000 Amount: $226,410 . Note 25 days ago Feedstock: Landfill N
Prod. Start Date: 07/01/2025 Medium Close date: 03/28/2025 Close date: 03/21/2025 No activity for 6 days v t No activity scheduled Prod. Start Date: 04/01/2025 & ) L
k 3 d AmT - )
& T,“f.,f,jf.‘.:‘f;m,med No activity for 6 days ® High m Total: €0 Total: €0 Total: €0 Total: €0 Total: €535,714 Total: €226, 410
No activity for 6 days + No activity scheduled Note 13 days ago Weighted: €0 @ Weighted: €0 @ Weighted: €0 @& Weighted: €0 @ Weighted: €530,357 @ Won (100%) @
1 No activity scheduled Calgren + No activity scheduled Duke Energy
Feedstock: Dairy Montauk Supply April to June Close date: 03/06,/2025
Nutrien Amount: $0 Feedstock: Landfill
Medium Feedstock: Landfil
/) Note 25 days ago Prod_Start Date: 04 /01 /20 ® High




How do you see an overview of your deals
1. | o

x| us certficates
E # | RNGUS~ Create date ~ Last activity date ~ Close date ~

1. You can easily filter on your deals in the pipeline overview.

.| Bookmarks . T . . , .
A ' 2. While the pipelines view shows an overview of your team’s deals, the sales prospecting workspace enables you

to see an overview of all your deals, regardless of the pipeline (please note that rhe sales prospecting space
requires a sales license!)

BE Workspaces

Sales 3. From this view, you can see high-level analytics of all your deals, including ones in different pipelines (which is

often the case for Strive).
CRM Help Desk

4. From this view you can easily see the last activity for all your deals as well as planning follow up activities.

Sales Werner Schoeman v @
® summary Prospecting Deals Schedule Feed Got feedback? We'd love to hear it
Deals Strive 2 ° m
q €10,763,908 (Avg £290.916 per deal)
reset views @
Strive & BD US v Create date ~ Last activity date ~ Close date ~ = Advanced filters (1) Clear all I
Open Deals 0
Q
stalled Deals 0
€ DEAL NAME STX PRICE COMMENT ACCOUNT TYPE DEAL STAGE ©® DEAL OWNER & STRIVE OWNER TRADE TYPE AMOUNT & DEAL PROBABILITY & PRODUCT INTEREST
Recent Activity 0 o tnitiared
" . isovery Initiated ~
< Kaiser Permanente - - 15 hours §  Nothan Buckler (nathan buckie $ Nathan Buckler (nathan bucke - - 1% PPA/VPPA, Carbon Offset
No Activity Scheduled 0
€0 Disovery Initiated ~
EMCOR Group, Inc. - 2024 RECs - Corporate L houre John Gallagher (john.gallagher.. No owner Short $12,000 20% EAC
stale Close Date 0 ours
Discovery Completed ~
All Deals 0 Pure Strategies EACs (unknown en.. - Consultant 7 hours John Gallagher (john.gallagher.. No owner Short $12,000 20% EAC
Closed Won 0 Disovery Initiated ~
< Test CLONE - NG adoys @ cion Boland (cboland@peritidi @ oovid Laly aly@peritidigital - - 1%
Closed Lost 0
) Disovery Initiated ~
TIX CLONE - - 4doys € Joran Woll (jordan woll@stxgr € Tordon Woll ordanwoll@sxgr - - 1%
Saved views @
Disovery Initiated ~
All deals 426 Haveli Investments - - adays Sarah Dahl (sarah.dahl@stxgr. No owner - - 1% Carbon Offset, EAC
€10763,508
US Certificates 30 Negotiations Initiated ~
5184821 Deciem - VER Deal - Corporate 5 doys @ ~molie Doetsch amalie.doetsc. @ ~moaie Doetsch (@malie doetsc. Short $10,000 90% Carbon Offset
strive 426
€1053,908 Follow-up Agreed ~
s salonCentric - 2025 RECs CLONE - Corporate 5 days & Mark scorsolini (mark scorsolin... @ ~malie Doersch (@maliedoetsc.. Short 'H’S‘?SS 50% EAC




Creating deals — deal information

Creating deals consist of two components: deal information and associations (next slide).

Edit this form &7 Remember: You can have more than one deal with a company, so create a separate deal for each
Deal name * prOdUCt!
Pipeline * Deal information:

RMG US - . . .
* Deal name: Be consistent in the naming, e.g. [company name] — [product]
pealstage” * Pipeline:
Discovery Initiated -

 Strive: Select the relevant product pipeline OR Strive pipeline (see )

Dependent properties © * Other teams: Choose your team'’s pipeline.
Account Type ™

* Deal owner:

* The deal owner should always be the lead from the relevant square. So, for collaborative deals
Deal owner * between Strive and RNG, the RNG lead should be made the deal owner. Strive should only be

Werner Schoeman - the deal owner for deals in the Strive pipeline.
 Strive owner:

Strive Owner

Mo ouner 7 » This is an optional field. Add the Strive lead for collaborative deals. Please note that this will

create a clone of the deal in the Strive pipeline for visibility.

Country



Creating deals — associations

Associate Deal with

~ Contacts
Associate records

Search v

Association label

It is required to associate contacts and companies to deals:

No label -
+ Contact associations help track all correspondence related to the deal.
« Company associations show which organization the deal is linked to.
© Companies You can add multiple contacts or companies to a deal, but only include those directly involved to
R keep tracked correspondence relevant.
Search -

Add the activity timeline to make past correspondence visible on the deal record.

Association label = @

Primary




Adding collaborators to deals

SalonCentric - 2025 RECs

Amount: $60,000

Close Date: MM/DD/YYYY
Stage: Follow-Up Agreed ~
Pipeline: US Certificates

Once a deal has been created, you can add “Collaborators” to

= . S ® the deal on the deal record to enable colleagues from other

Note Email Call Task Meeting More teams to view and edit your deals.
>  About this deal Actions ~ %t
> Opportunity Metrics Actions ~ %t
>  Strive Deal Metrics Actions ~
> Collaborators




Moving a deal to a different pipeline

(Strive only)

< Deals Actions ~

Pure Strategies EACs (unknown end
client)
Amount: $12,000

Close Date: MM/DD/YYYY

Pipeline: Strive US

L4 . a8 )

Note Email Call Task Meeting More
> About this deal Actions ~ 3
> Opportunity Metrics Actions ~ 3%

Overview Activities

Search activities Q
Activity Notes Emails Calls Tasks
Filter by: Filter activity (1/21) ~ All users ~ All teams

This deal was created by John Gallagher

Sometimes, Strive will need to move a deal from the Strive pipeline to a product
pipeline when it becomes a collaborative deal.

Click the pipeline dropdown and select the new pipeline and deal stage. You
will be asked to fill in the relevant dependent properties from that deal

pipeline.

After moving the deal, assign yourself as the Strive owner to trigger the
workflow that creates a clone of the deal in the Strive pipeline.

Then, assign the product lead as the new “Deal owner.”

Add "Collaborators” to the new deal (they will not be transferred)

IMPORTANT:

The sequence matters: adding a “Strive owner” before changing the pipeline won't
trigger the cloning workflow. And if you change the “Deal owner” before assigning
yourself as “Strive owner,” you'll lose access to the deal.



Cloned deals
(Strive only)

Cloned deals allow Strive to track deals from other pipelines within the Strive pipeline.
Cloned deals are labeled with “"CLONE" in the title and are linked to the original deal.

Never edit the cloned deal—always make changes in the original deal in the product pipeline.

Updates to the original deal will sync to the clone, but changes may take time to appear due to the complexity of the workflow.

i o i bt
< Deals Actions ~ # Customize record

SalonCentric - 2025 RECSJCLONE ey Ade

Amount: $60,000

Companies (1)

Primary

SalonCentric

Search activities Q Expand all Company owner: Amalie Doetsch
Close Date: MM/DD/YYYY Company owner backup: --
Stage: Follow-up Agreed v Activity NGies Emails Calls Tasks Meetings Strive global account manager: --
Pipeline: Strive US ——
Filter by: Filter activity (1/21) v Allusers ~  All teams ~ View associated Company
@ (% 8 )
This deal was created Mar 27, 2025 at 7:59 PM GMT+1 >  Contacts (0)
Note Email Call Task Meeting More
v Deals (1)
> About this deal Actions ~ 3%
SalonCentric - 2025 RECs
> Opportunity Metrics Actions ~ # Cl k h T ——
IC ere to Stage: Follow-Up Agreed v
> Strive Deal Metrics Actions ~ %t naV|gate to the
e @ View associated Deal
original deal
> Collaborators +Add

>

Attachments

+ Add

+ Add

+ Add

Add ~




Deal creation workflow for all product squares, except Strive

Select your square’s pipeline as the
“pipeline”

Is the deal a collaboration with
Strive? Adding a “Strive Owner” will

create a clone of the deal in
the Strive pipeline. This can be

done at any time, also at a
later stage or for existing deals.

Make yourself the “Deal owner” Make yourself the “Deal owner”
Leave “Strive owner” blank Add Strive lead as “Strive owner”

Does anyone outside your team
need access to the deal?

Yes

Add them as “Collaborators” after

creating the deal

v




Deal creation workflow for Strive

Not yet - it's too early to know which
product or team I'll be working with

Are you collaborating on the deal
with another square?

Create deal in “Strive” pipeline
Make yourself the “Deal owner”
Leave “Strive owner” blank

Product / team
becomes known

Create deal in "Product” pipeline Create deal in “Strive” pipeline
Make square lead “Deal owner” Make yourself the “Deal owner”
Make yourself “Strive owner” Leave “Strive owner” blank

1. Move deal to relevant product pipeline
2. Add yourself as “Strive owner”
3. Make square lead “Deal owner”

! IMPORTANT:
Does anyone outside your team Follow the sequence!

need access to the deal?

Add them as “Collaborators” after
creating the deal




Progressing deals through deal stages

Drag and drop deals to move them between stages. When a deal enters a new
| stage, tailored required and optional fields will appear—striking a balance between

_ , data quality and ease of use to minimize friction while capturing valuable insights.
= E Strive US ~ Deal owner ~ Create date ~ Last activit
Q We always ask to update three fields for all deal stages:
«  Amount: The best guess of estimate of the potential margin to be made on
DISOVERY INITIATED 294 & < DISCOVERY COMPLETED 14 < the deal
EMCOR Group, Inc. e - * Deal probability: The likelihood that STX/Strive will win the deal in
RECs Kaiser Permanente - percentages_
Amount: $12,000 Product Interest: PPA/VPPA, Voluntary Certifications *
Product Interest: EAl Carbon Offset - * Close date: Your best guess for when the deal could close.
=< (e ” We know these three fields can be hard to fill in early, but they're key for accurate
Email 2 hours ago Note a day ago Prod, Staet Dote . ' . .
{ No activity scheduleq| Task due in 2 months ACs o forecasting. That's why we ask at every stage—to improve data quality as the deal
wanniuwi ciia wiient) Taokive/parm prog resses.
Test CLONE Amount: $12,000
Praduct Tntaract: EAC Tenure, /Term Extension Option

Volume (GWh/year)

HINT: Be conservative—it's always better to surprise on the upside!

Volume (GWh total)

88




Sequences




What are sequences?

What it does

A sequence is a series of targeted, timed actions used for cold outreach and to nurture new contacts. With it, you send:

*  Pre-created at specific times that you can personalize and tailor to the prospect

*  Automatically or reminders for yourself to follow-up with the contact by calling, connect with them on LinkedIn etc.

*  When the contact relies to your email, they are automatically unenrolled from the sequence!!

Example of a sequence
* Send a cold outreach email based on a pre-created template at 14:00 on the first coming Monday.
« Set a reminder to call the prospect two business days later (you can manually unenroll them if they answer!)

» Set areminder to send an LinkedIn InMail one business day later.

« Send a follow-up second cold outreach email based on a pre-created template two business days later if s/he has not responded.

* Set a reminder to connect via LinkedIn.

* Unenroll the contact if they did not respond.

Requirements
+ Sales License

*  Outlook and Sales Navigator must be connected to Hubspot

Learn More



https://knowledge.hubspot.com/templates/create-and-send-templates?hubs_content=knowledge.hubspot.com/sequences/create-and-edit-sequences&hubs_content-cta=email%20templates
https://www.hubspot.com/products/task-management?hubs_content=knowledge.hubspot.com%2Fsequences%2Fcreate-and-edit-sequences&hubs_content-cta=automatically%2Fcreate%2Ftasks&_ga=2.65899495.830986709.1749027067-25749301.1749027017
https://knowledge.hubspot.com/sequences/create-and-edit-sequences

Step 1: Create a new sequence

msssssssssssssssssssssssmn 1. Select sequences
Sales I I

4 of 5,000 created

2.  Select create sequence

Sales Workspace

2. 3. Select Dynamic sequence OR a pre-made
Target Accounts te m p | ate
Prospecting Agent
Documents 3.
: = .
Meetings Scheduler Create a dynamic sequence Why select dynamic sequences?

Sequences HubSpot's recommended

With both dynamic and regular sequences, you can send
automated emails and create manual tasks for yourself. Wit
a dynamic sequences, you can opt to only trigger a manual
task if the contact engages with the email by opening it.

outreach strategy.

Activity Feed

Forecast

Start from scratch

This ensures you only do the manual tasks for those
Bnk sequence contacts that show “intent” or interest in your outreach.

own emails and

Coaching Playlists

Sales Analytics




Setting up your sequence

1.

My first sequence

Add automated email

Steps Email template

L] n — —~ -
Choose an existing template or create a new one

3
L]

All templates

AUTOMATED STEPS DAYS TO COMPLETE MANUAL STEPS UNENROLL CRITERIA

0 2 0 2

Search templates

Power Broker Qutreach
Updated 12 hours ago by Nathan Buckler

Configure your initial step
cold short

2 f\” contacts will receive this first step Updated 12 hours ago by Lucia Campomanes Gonzalez

reconnecting with past clients
Updated 7 days ago by Lucia Campomanes Gonzalez

Automated email
Automatically send an email for me

‘.4.‘

[ ]

Name the sequence
Select automated email

Create a new template for the
campaign or select one created
by your colleague

(Remember to team up to save time
and help your colleagues!)




Creating you email template

Create new template X

| Subject: & Shared with everyone~ s Select a Folder ~ |
[ ]

Owner: Werner Schoeman

N =

Insert personalization token
Type

Contact

Status source name
B I YU T, More-~ 33I Personalize I Insert -
A Your signature will be included when you use this templatdl Edit signature ¢ 5

Generate template with AI

‘ Cancel ‘

1. Name the template (this is internal use and to find it easil in your
sequence)

2. Write the email subject and body, select who you want to share it
with (choose your team!) and where to save it (create a folder for
your team if it does not yet exist!).

3. Remember to personalize emails by inserting personalized tokens,
such as <<first name>>, <<company name etc>>.

4. IMPORTANT: Make sure you have set up your signature in
HUBSPOT! You need to do this manually, it does not happen
automatically through Outlook. See instructions

5. Feeling uninspired? Use Hubspot's Al to help with the first draft,
but always remember to proofread the final version!

* It's very important to import new contacts correctly for this to work.
That's why the marketing team created templates to important
potential leads for you. Please reach out if you need support!



Add additional follow-up emails

My first sequence ¢

Steps Settings Automate

NNNNNNNNNNNNNNNN

Leads will receive automated steps until they engage

e Signals: 2 opens or 1 click & 41

As soon as a lead engages, the sequence will start to queue up manual steps

Create dynamic follow-up steps

Configure a series of task steps that starts as soon as a contact engages with

your automated outreach

o o
( \‘ Manual email task

(= ) ! )
1 \_ / Ceta task reminder to send an email
v =

End enroliment in: 1 business day Call task

Get a task reminder fo make a call

Choose email type

Email type

(®) Reply — send this email as a reply to a previous
email

New thread — email will start a new thread

Which email do you want to reply to?

(@) Step1:

N —

Add additional automated emails

Choose between creating a new thread /
email or a “reply” email. A “reply” email will
look like you are responding to the
original automated email you sent, which

makes it look you are following up on it. ﬂ



Set up additional criteria to unenroll leads from the sequence

* These "engagement signals” will “unenroll” the lead from
the sequence, meaning they will no longer receive

quence “ Edit Engagement Signals automated emails.

* This unenrollment criteria are IN ADDITION to them
replying to your automated email in which case they

Engagement signals

MANUAL STEPS UNENROLL CRITERIA Rep-led outreach will start when a contact meets any of the
O 2 following criteria. Changing engagement signals will impact always unenrO”ed by defaU|t fOr any Sequence.
enrollments currently in progress. . .
Engagement signals include:
W it cpens Count « Email opens: The recipient opened the email suggesting
Signals: 2 opens or 1 click ## ~N 2] 2 : they may have read the Content.
J Clicks Count » Clicks: The recipient clicked on a link in the email.
ON 1 -
.
Why use engagement signals to unenroll?
Create dynamic follow-up steps + These engagement signals suggest they may be more
COMIQUIE & SEres LTSS Sheps That SIoris 22 5 open to outreach. Unenrolling them allows for more

personalized contact, like cold calling, helping you focus

on prospects most likely to respond. n



Set up manual tasks for recipients who engaged with your emails

* Manual tasks can include, reminders to email directly, call
them or connect via LinkedIn.

+ Itis most beneficial to set this up and start using Huspot

tasks as part of your normal work routine. Click to

Leads will receive automated steps until they engage As soon as a lead engages, the sequence will start to queue up manual steps I e a r n I I l O re .

o oestess Create dynamic follow-up steps

« If you don’t use the tasks workspace — which we highly
y recommend — you need to use email reminders for these

+
/" ™\ Manual email task .o
“x\ /‘" Get a task reminder to send an email taSkS to be notlfled Of them.
. .
End enroliment in: 1 business day Call task

Get a task reminder to make a call

\?.‘ General task
/ Set a general task reminder

72\ InMail task
/‘ Get a task reminder to send an InMail

/ \ Connection request task
‘\ /' Get a task reminder to send a request




Confirm the setting of the sequence

My first sequence ~

Steps Settings Automate
Execute steps on business days only 1 ON
1f enabled, emails will be sent and tasks will be created on business days only. °
Automated email send window
when enrolling a contact, you can customize the specific send time & time zone.
Send window
2 ° ¢ 8:00AM - ® 600PM
¥ HubSpot will choose times with the h ighest open rate during this range. Learn mor
3 Tasks
L]
Email reminders
o : o
Receive an email reminder at the time you choose.
Reminder time
® 8:00 AM
4. kqmpaigns
Add to marketing campaign
Add this sequence to a campaign, so you can track, manage, and report on this and other connected marketing assets.
Discover the benefits of campaigns (' .
Select a campaign v

Make sure to only send automated emails during week
days.

Hubspot will send the emails during the “recipients” time
zone. If it does not know the recipients time zone, it will
default to Eastern Daylight Time. The system will know this
if the person has interacted with any of our Marketing or
Sales outreach. The best time to choose is to send emails
in the morning between 09:00 and 12:00. That way it will
be during office hours even when Hubspot does not know
the recipients time zone.

If you don't use tasks, do set up an email reminder so you
don't forget to check in on your sequences.

If they outreach forms part of a Marketing campaign, e.g.
following up on a webinar you can select the campaign
here. Marketing will provide you with this information.



Set up the automations

1. Contacts will automatically be unenrolled if they reply to
an email or book a meeting with you using the meeting
scheduling link (which you can add to the automated

emails).

Back My first sequence # . .
= 2. If you are reaching out to multiple people at the same

company, make sure this is switched on so you unenroll
everyone if one of the people responds. This prevents us
spamming prospects.

1 e, Eufomure your sequence
L

1.3 following automations are created by HubSpot and some may not be turned off

When a contact replies to any email — Unenroll the contact from this sequence

when a contact books a meeting — Unenroll the contact from this sequence

when a contact replies to any email or books a meeting — Unenroll all contacts at the same company from this sequence . e

Custom automations

Create an automation
Use automation to enroll or unenroll contacts from this sequence




Save the sequence

Save and manage sharing X

Sequence name *

My first sequence]

Who can see this sequence?
(® Private @
Everyone

Specific users or teams

Be sure to coordinate with your team upfront if you create a
sequence to avoid duplicating efforts!

“ ‘ cance




When you finished creating the sequence, it will take you to the
overview where you can see how your sequence is performing

1. Click on the top menu bar to edit the sequence.
ig:gEO gmuuzn B EEEEE | E,I.KCKED | :)zmzn | 3 EEEEEE | noyuscnyn-:n I :)EALSCLOSED 2. Manua”y enro” Contacts

ENGAGH (] NO ENGAGEMENT O NO RESPONSE © BOUNCE RATE © UNSUBSCRIBE RATE © LEADS REACHED
0% 0% 0% 0% 0% 0%
0 Contacts 0 Contacts 0 No Response 0 Bounced 0 Unsubscribes 0 Contacts




Other ways to enroll contacts in a sequence

Adding contacts on a list to a sequence Add them directly from the contacts overview

1 . NaVI gate to IIStS- Search name, phone, ema Q 3 selected$ Enrich records = Assign il Share # Edit U Delete + Create msk + Creq|

2. SeleCt the IiSt provided by Ma rketi ng E] NAME = COMPANY NAME H CONTACT — COMPANIES H PHONE NUMBER

. EG Retail (Belgium) BVBA EG Retail (Belgium) B...
3. Select the contacts you want to enroll. The top left °-
checkbox selects all o -
. CSO 0il Storage Metherlands... CSO 0il Storage Neth...
Companies B
Opportunities NAME i
Tickets
Trodes e il Pdated List ) HubSpot Sales = x | Or from
Updated List within Outlook

>

2. ley26 sTRIVE US . Details g

Search in list Q 25 selected=> Assign & E.B. B Enroll in sequencel] ® Exclude from list + Create leac
3. NAME EMAIL PHONE NUMBER CONTAC

All 25 rows on this page are selected. Select all 197 records.

Message tools

Track email opens and clicks

Log No records ~

M Ben Gruitt ben_gruitt@meccormick.com 2404183460 () Templates

@ Maggie Hume maggie.hume@interface.c... - o Ji
I Sequences I




Reporting Dashboards

24



How to access your dashboards

Navigate to:
Reporting > Dashboards

Select the right dashboard

(Depending on your team and role,
the available dashboards can differ)

Q, Search HubSpot

77 Deal analytics ~

Search dashboards

My dashboards

N
Deal analytics

Other dashboards

Front Office - Pipeline Performance Dashboard
Sales Activities Workspoce

Strive Global v

Bookmark / set as homepage

Click the ‘Favorites star’ next to the
dashboard name to make it the first
dashboard you will land on.

Under settings, when you scroll down,
you can set the dashboard as your
home page within HubSpot.

+ Copilot #* STX Group ~

Defaults
This only applies to this HubSpot account.

Default Home Page @

Dashboards v




How to get the most out of your dashboards & reports

Dashboard filters: At the top of the dashboard, you can find the quick filters. Once you select a filter
here, it will be applied across the reports in the dashboard in all reports where this
filter can be selected.

Sales Team Leads: Opportun ities

Report Legend: Within a report, there may be a legend to specify break downs. You can hover over

one of the items to see that highlighted in the report, or you can (un)select to cater

Products by Team

Flwﬂ:’e Acfion Consulting EAC @ Energy Efficiency @ Insefting @ PPA/VPPA the report to your needs.
Report level filters: At the top right of a report, you can click the three lines to open the report menu.
N . In the pop-up report menu, you are able to adjust the Dimensions or Break down of
Q ‘ i " thereport in some cases. These might allow you to gain different or additional
e insights.



	Slide 1: Hubspot  User Guide
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32: Template - Decision Diagram
	Slide 33
	Slide 34
	Slide 35
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40
	Slide 41
	Slide 42
	Slide 43
	Slide 44
	Slide 45
	Slide 46
	Slide 47
	Slide 48
	Slide 49
	Slide 50
	Slide 51
	Slide 52
	Slide 53
	Slide 54
	Slide 55
	Slide 56
	Slide 57
	Slide 58
	Slide 59
	Slide 60
	Slide 61
	Slide 62
	Slide 63
	Slide 64
	Slide 65
	Slide 66
	Slide 67
	Slide 68
	Slide 69
	Slide 70
	Slide 71
	Slide 72
	Slide 73
	Slide 74
	Slide 75
	Slide 76
	Slide 77
	Slide 78
	Slide 79
	Slide 80
	Slide 81
	Slide 82
	Slide 83
	Slide 84
	Slide 85
	Slide 86
	Slide 87
	Slide 88
	Slide 89
	Slide 90
	Slide 91
	Slide 92
	Slide 93
	Slide 94
	Slide 95
	Slide 96
	Slide 97
	Slide 98
	Slide 99
	Slide 100
	Slide 101
	Slide 102
	Slide 103
	Slide 104

