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Client Overview

OTL, a leading trading company under Orascom, operates in various sectors
including industrial and commercial trading. OTL's mission is to streamline its
processes, optimize customer relationships, and enhance its digital
infrastructure to support long-term growth. To achieve this, the company
required the implementation of HubSpot Professional for CRM and
marketing automation

Project Goals

e CRM Optimization: Implement HubSpot Professional to centralize
customer data, manage leads, and streamline sales processes.

e Marketing Automation: Leverage HubSpot’s tools for inbound marketing,
email marketing, and lead nurturing to enhance engagement.

e Team Training: Train OTL's sales and marketing teams to effectively use
HubSpot for managing daily operations, tracking KPIs, and improving
efficiency.

Challenges

e Multiple Data Sources: OTL had been using multiple systems for
managing customer information, which led to fragmented data and
inefficiencies in customer relationship management.

e Lack of Centralized Marketing Tools: Without a unified platform for
marketing automation, the company struggled with inefficient
marketing campaigns and low lead conversion rates.

e Team Familiarity: The team had little prior experience with CRM

systems like HubSpot, requiring a thorough training program to ensure
smooth adoption.
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Solution Overview

 HubSpot Professional Implementation:
o Integrated OTL's existing customer databases and contact lists into
HubSpot, ensuring seamless migration and no data loss.

o Set up contact properties, deal pipelines, and workflows to automate
lead nurturing and tracking, thus optimizing the sales process.

o Implemented advanced marketing features such as email marketing
campaigns, content management, and landing page creation to
drive inbound marketing efforts.

e Custom CRM Configuration:
o Tailored the HubSpot CRM to meet OTL’s specific needs, including
the creation of customized deal stages, contact segmentation, and
lead scoring to prioritize high-value prospects.

o Integrated HubSpot with other tools and platforms OTL uses, such as
ERP and sales management systems, for streamlined operations
across departments.

e Team Training:
o Delivered comprehensive training sessions covering key HubSpot
features like contact management, sales pipeline management, and
reporting.

o Created user guides and support resources to ensure that team
members could independently manage day-to-day operations post-

implementation.

o Conducted follow-up sessions to address any challenges and ensure
smooth adoption of the new system.
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e Improved Lead Management: OTL experienced a 30% increase in lead
capture and qualification due to HubSpot’s automation tools, which
simplified the process of identifying and nurturing potential clients.

 Enhanced Sales Efficiency: By centralizing customer information and
automating follow-ups, OTL’s sales team reduced manual tasks by 40%,
allowing them to focus more on closing deals.

e Increased Marketing ROIl: HubSpot’s marketing automation features
helped OTL launch targeted email campaigns and track performance,
resulting in a 25% increase in conversion rates.

» Stronger Reporting Capabilities: The implementation of HubSpot
dashboards enabled OTL to track real-time data on sales performance,
customer interactions, and marketing campaigns, empowering the
management team to make data-driven decisions.

www.getsircles.com



Thank youl!

GETSIACLES
AN

e Google FACEBOOK
_m_m Partner

RRRRRRRRRRRRRRRR



http://www.getsircles.com/

