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Architecture + MBA

“Whale Hunter”

Founded Spearhead 
2006

Integrated Sales and 
Marketing Systems 
Expert



Help you identify the right CRM and 
Marketing Automation tool/s for your 
organization.

- The Good
- The Bad
- The Ugly

Salesforce – Hubspot - ONTRAPORT

Today’s Objective



70% of CRM 
implementations fail 



“Vision without action is a daydream. 
Action without vision is a nightmare.”



growth/grōTH/
Noun: 1. The process of increasing in 

physical size.
2. The process of developing or   
maturing physically, mentally, or 
spiritually.

proc·ess, pro·cess/ˈpräˌses/, /prəˈses/
Noun: A series of actions or steps taken to 
achieve an end.

Synonyms:
noun. procedure - method - trial - course -
way – progress



Profit

Client

Offer

Mystery Model, 
aka “Art”

Formula, 
aka 

Machine



Develop a process that 
enables you to choreograph 
the buyer journey so that 
you establish credibility and 
build confidence.

Profit

Client

Offer



● 57% before talking to 
supplier (CEB/Gartner)

● Bottom Line - We MUST 
see and choreograph 
the ENTIRE journey!

● You can’t manage, what 
you can’t see.

http://www.curata.com/blog/the-buyers-journey-demystified-by-forrester/
http://www.executiveboard.com/exbd/sales-service/challenger/new-decision-timeline/index.page


Semantics

Buyer Centric Gartner ONTRAPORT Spearhead’s Job

Awareness Explore Attract
Identify

Connect

Consideration
Evaluate Convert

Nurture

Decision Convert

Engage

Fulfill

Experience
Delight

Expand
Refer





Buyer Journey





Flipping the “Funnel” & Setting Goals

Effort Here Produces Contacts 

Here

How Many Do You 

Want? (May do by 

segment)

Conversion Rate

Expand Advocates 33 1/3

Convert Clients 100 1/2

Nurture Prospects 200 1/2

Connect Leads 600 1/3

Identify Suspects 1,800





Related article: jimcollins.com/article_topics/articles/flywheel.html#articletop



The Ultimate Flywheel

Relationships

RevenueReputation



Committed 
Resources

Clear 
Objectives

Systems

3 Ingredients for Growth



Stage Ingredient
Desired
Result

Time
(Work)

Talent
(Skills)

Money
(Cash + 
Capital)

Mystery Intuition Innovation

Model Experience
Learn & 
Refine

Formula Systems
$$$$$$
Exploit

Commit the Time, Talent and Money



22

New vs. Existing Relationships

Priority #1 - Secure existing 
customers with established and 
new products/services

Priority #2 - Re-visit accounts 
that got away

Priority #3 - Hunt new accounts

Product 
Stage

Customer
Stage

Odds of 
Buying

Established Existing 1 in 2

New Existing 1 in 4

Established New 1 in 8

New New 1 in 24

Source: Selling In A Down Economy by Robert B. Miller, Founder, 
Miller Heiman

Odd’s of Buying… Lesson’s to Seller’s…



The Cost of Doing Nothing
Do sales go down with existing clients?

Does your brand reputation take a hit?

Do you give up longer term benefits like increased brand equity?
◦ Helps with company market value

◦ Helps with employee recruiting

◦ Helps with referral generation





It’s Monday or Friday, early in the 

morning or late in the day. An entire 

sales team on a conference call 

“reviewing the pipeline.”

The Dreaded Pipeline 

Review Sales Meeting

● Wasting time on “tire kicker” 

proposals

● Not sure how they got on 

here

● Won’t call me back



Most enterprise CRM’s silo the lead data 

separate from Company:Contact data. 

Salesforce, NetSuite, etc -

Eat Your Heart Out!

● Duplicate records with 

discrepancies 

● If converted, when?

● Marketing vs. Sales 

“Departments”

Contacts 
as 

“Leads”

Contacts

Companies



API or Export/Import -

Mission Impossible

● Matching records via API is 

brutal! 

● Passing bad data via 

export/import in efficient 

and unreliable.

● Can’t see the entire 

journey!



Planning, implementation and 
maintenance team….



https://www.salesforce.com/solutions/essentials-enter-email/?d=7010M000002McrfQAC
https://www.salesforce.com/editions-pricing/sales-cloud/?d=cta-body-promo-12

https://www.salesforce.com/solutions/essentials-enter-email/?d=7010M000002McrfQAC
https://www.salesforce.com/editions-pricing/sales-cloud/?d=cta-body-promo-12


Salesforce Pros –

• Most powerful CRM with 3,000 
+ add ons like Map Anything and 
UPS tracking

• ERP integration with full 
visibility of quoting, orders and 
service
• On-time record
• Service calls
• AR 

Salesforce Cons –

• $$$ and requires 3rd party 
implementation team

• Most small businesses will only 
use 30% of the capability

• Requires extra marketing tools 
like Hubspot, Pardot or others 
for entire buyer journey

Hubspot + Salesforce + Epicor





“Locked Down” 
Hubspot

Protects the user from 
doing something that 
would break the system. 
For instance, Lifecycle 
Stage can only be updated 
going forward.



Hubspot - Protecting Thy Self

Auto sizing photos and videos

Real-Time SEO checklists

Auto save!

Expire a page on a certain date

Built in “password to view this page”

Easily add header and footer code snippets

Killer Vidyard integration for free (optimize videos and track view performance)

Auto “don’t send” to disengaged

Auto UTM Variables when Campaigns are setup

Auto background info on contacts (LinkedIn profile) and companies (data.com)

Killer service and educational tools

Auto redirect when renaming a url









Not Fun
Creating a new template 
when you want to adjust 
a page design

Creating a new CTA 
instead of adding on the 
fly

Page editing is A LOT to 
get used to - alignment!



ONTRAPORT
Santa Barbara, CA



ONTRAPORT = FREEDOM + Locked Down Systems



https://ontraport.com/


“He who fails to plan is 
planning to fail.” 

– Winston Churchill



chad@yourspear.com

I’ll send you a copy of the slides and point you toward other 
resources.

mailto:chad@yourspear.com

