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Today's Lead Journey is Losing
Social Media Signals

Today's Omni-channel strategy mainly
comprises 4 major channels. 1) Web 2)
Email, 3) Phone and 4) Social Media.
Social Media, being the fastest growing
channels, cannot be neglected to
understand buyers' signals.

Customer Relationship Management
(CRM) tracks and stores customer
interaction with websites, emails and
phone calls by sales reps. Social Media is
a missing piece of the puzzle. When a
sales prospect interacts with the brand
on Social Media, no trace is left in the
CRM.

Enrich CRM Data with Buyer
Signals on Social Media 

Example: A prospect visits your website, or opens an email or picks up a phone
call, these buyer signals are tracked and stored in your CRM. The same prospect
Likes a LinkedIn post on a product release or comments on a Webinar post, the
sales reps are not notified on these signals on-time. 

In many cases, this buyer intent data remains within the social media analytics
and doesn't get embedded into the buyer's journey data.  
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The Solution

Name
LinkedIn profile URL
Post the lead interacted with 
Engagement type including the actual comment 
Timestamp 

MarketBeam's proprietary integration with HubSpot extracts your
brand's LinkedIn engagement data, identifies corresponding leads
in HubSpot CRM contacts and adds engagement events to the
leads' activity timeline. 

The lead interaction data majorly includes Comments, and all
reactions - Like, Celebrate, Curious, Love, Insightful and Support, on
brand's LinkedIn Page. 

The user context provided in the event  includes,

The events can be viewed under each contact's activity timeline.
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UseCase

John Smith is a prospect in HubSpot CRM
John Smith doesn't respond to emails, however, Likes a post on brand's
LinkedIn Page
MarketBeam identifies that John Smith is in HubSpot CRM, extracts the
information about the post, reaction, timestamp and adds an activity to
John's timeline. 
Sales rep immediately reaches out to john 
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Contact us at support@marketbeam.io 


