Talk the Talk:

Master Customer
Communication with HubSpot
and Aircall Integration
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Housekeeping & Rules of Engagement
Welcome!

Thank you for joining our webinar!

Before we begin, here are some housekeeping notes:

Attendee lines are muted and cameras are turned off.

Please feel free to use the "Chat" feature and the "Q&A" to submit questions.
Recording Notice: This webinar is being recorded.
The webinar content will be available on the Struto uniVERSE after this session.

Your feedback is valuable to us! Please complete the webinar survey when you receive it.

Marketing Opt-In: By joining this webinar, you are opted in for our marketing updates. You
can unsubscribe at any time.

We hope you enjoy the webinar and find it valuable!
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https://www.struto.io/sphere/dashboard
https://survey.hsforms.com/13hzixomtThWnSFzR4_gfaA3k17

Your Hosts

Ryan Waters Sean Fowles Molly Sunwoo Nsovo Shimange
Solutions Architect y Head of Revenue & - Senior Partner Manager at Aircall Digital Marketing Executive
Customer Success

Ryan Waters is the lead Solutions Architect at Sean Fowles heads up Customer Success at Molly manages Aircall’'s partnership with the Nsovo Shimange is a Digital Marketing Executive
Struto and brings a wealth of technical and Struto and brings a wealth of sales and technical HubSpot ecosystem across the UKI & Nordics. She at Struto, where he focuses on driving impactful
analytical expertise. implementation experience. works closely with HubSpot & HubSpot partners. inbound marketing strategies.

strute



Agenda

 The Aircall > HubSpot > Struto Synergy.

» Let's Talk the Talk: Telephony Pain Points.
« HubSpot to Aircall Integration.

« Use Cases & Benefits.

¢ Q&A
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The Aircall, HubSpot & Struto Synergy
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Let's Talk the Talk: Telephony Pain Points
Affecting Sales Teams

45%

S ENERIVEIRENS
performed by a
support agent can
be automated.

40%

productivity
reduction from
frequent task

switching.

1%

of sales reps report
they spend too

much time on data

entry.

28%

of sales reps'
time spent actually
selling.

« Manual call logging drains productivity
« Fragmented customer data and siloed communications
* Lack of automation slows down operations

« Manual entry prone to human error
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Telephony Pain Points Affecting Business
Leaders

79%

of consumers say
just one bad
experience is

enough to switch to

a competitor.

£30bn

annual loss of UK
business revenue
due to unanswered
calls.

60%

of unhappy clients
will take their

business elsewhere

after poor service.

85%

of calls that go
answered will
not call back.

* Missed sales calls and customer frustration leads to lost revenue opportunities.
 Unanswered support calls translate to unhappy customers and higher churn risk.
» Poor service encourages customers to go elsewhere.
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Telephony Pain Points Affecting Customers

87%

of customers feel
brands should put

more effort into
providing seamless
experiences.

89%

of customers get
frustrated repeating
their issue to reps

76%

of customers expect
personalised
experiences.

« Lack of caller context and personalisation from no call logging / no integration.
* Disconnected phone systems create a fractured omnichannel experience.

* Lack of integration means the company fails to present one unified face to the
customer.

* Experience gaps can hurt satisfaction scores (CSAT) and loyalty.
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Telephony Pain Points Affecting Team Leads

17%\

of sales leaders increase in number

name training & of deals closed by

development as effective sales
their #1 challenge. coaching.

27%

$1tn

annual loss of
revenue from
poorly managed
leads.

» Difficulties in training, coaching and quality assurance.
* Lack of time & resources prevent managers from coaching their team.
« Data inaccuracies and reporting errors.

 Duplicates and inconsistent records clutter the CRM, skew analytics and hinder decision-
making.
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Use Cases & Benefits

* Use cases:
o Call recording
o Transcription
o Integration features that enhance customer

interaction HubSp t 69 OCIiI"CG"

« Unique benefits:

o Omnipresence in communications across the
customer lifecycle

o Data enrichment in HubSpot

o The capability of running automation
triggered by customer calls
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Solution: Immediate Gains

Y  Q Search HubSpot %K+ ® Upgrade © 8@ @ @ 4 + Copilot ® Aircall Dema v2 ~

R
< Contacts
Heymarket Messages (0) + Add

Bugs Bunny

BB - - B : ~  Companies (0)

* Immediate customer context through :
customised Caller Insight Cards.

About this contact Actions = & 1 7707044055 @

anua

& Qualified To Buy =

(Recording)

* Hours saved per week through Automatic
Call Logging (Recording, Notes, Al Summary).

$i& AW Demo[HS]

« Consistent activity tracking and full visibility | o
into customer interactions.

Bugs Bunny Bg
+44. 7707 044055 - Looney Tunes

CALLER INSIGHT CARDS -
@ SeeBugsBunny.  HubSpot 7

Lifecycle Stage  opportunity
First Name Bugs

Last Name Bunny
Company Name Looney Tunes

Most recent HS... -

@ Looney Tunes - New.. HubSpot 7

 Decline &, Accept
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Solution: Building on Solid
Foundations

« Automate post-call follow up tasks & CRM management.

» Customer Story — SaaS, Outbound Sales:

o Sales team of 40 people, making 50 outbound calls
per day.

o Each call =1 min of post-call follow up.
o 200 minutes saved per day — 16 hours saved per week.
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Contact enrollment trigger

Enroll contacts when they meet these filters:
Group 1

Last used Aireall tags is equal to any of
Qualified - Create Deal, Nurture -

Sales Hub, Nurture Service Hub, No

Answer - Call Back, or Qualify Out
Post-Ca

Contocts won't re-enroll into this 3 . & . ca"ing InteQrat on I HUbSPOt &
F I I U 0 app.hubspot.com/cal... @ &

® Show details

% O Aircall

1 Branch

Qualify Out, ><
Qualified - Create Deal, Nurture - Sales Hub,
Nurture - Service Hub, No Answer - Call
Back, and None met.

Selected:

® Show details

tart typir

No Answer

. Prospect_Uninterested

END

i) 2 set property value li}) 3. Set property value (=3} 4 6o to workflow ) 5. Go to workflow

il}) & create task

Set Lead status o Ungual t Lead status to Open Deal. fo Sequence 85766188 automation - Thu to Sequence 85746034 automation - Thu Qualified

Jun 08 2023 16:09:49 GMT+0530 - Jun 08 2023 10:55:55 GMT+0530 (4

Create task Call back and assign to Contact

awner.

Show details v © Show details > Show details @D Show details

ied - Create deal

Question

d}) 7. Rotate record to owner

Rotate contact within 1 team.

Recordings

> Show details

Reference check

8. Create racord

Create deal | w Company Name |- New deal

Respuesta negativa

and n to Contact owner.

© Show details

Respuesta Positiva

9. Send internal email notification

d New deal assigned - | « Company Name

Contact owner,

Show details
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Ryan Waters Sean Fowles Molly Sunwoo Nsovo Shimange
Solutions Architect y Head of Revenue & - Senior Partner Manager at Aircall Digital Marketing Executive
Customer Success

Ryan Waters is the lead Solutions Architect at Sean Fowles heads up Customer Success at Molly manages Aircall’'s partnership with the Nsovo Shimange is a Digital Marketing Executive
Struto and brings a wealth of technical and Struto and brings a wealth of sales and technical HubSpot ecosystem across the UKI & Nordics. She at Struto, where he focuses on driving impactful
analytical expertise. implementation experience. works closely with HubSpot & HubSpot partners. inbound marketing strategies.
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Got questions? Let's talk

Contact us at: Visit us at:
Email success@struto.co.uk www.struto.io

https://aircall.io/

Please rate your webinar
experience here:
https://survey.hsforms.com

g Insycle () aircall

HUBSPOT CUSTOM HUBSPOT CRM
INTEGRATION DATA MIGRATION
. . .
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https://survey.hsforms.com/13hzixomtThWnSFzR4_gfaA3k17
https://aircall.io/
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