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Introduction: Why Integration Matters 

You’ve crafted the perfect campaign. The messaging is on point. The offer is strong. But 
after you hit send… nothing. Maybe your open rate is dismal, maybe bounces are through 
the roof, or maybe you're hearing crickets from your top prospects. This isn’t a creative 
problem—it’s a systems problem. 

What most companies overlook isn’t their message. It’s the broken link between their data 
source and their delivery engine. When contact data is outdated, misclassified, or 
incomplete, even the best campaigns fall flat. When your CRM is bloated with junk records, 
when sequences fire without engagement logic, or when your contact lists haven’t been 
cleaned in months—you’re wasting time, money, and opportunity. 

That’s where integration comes in. 

ZoomInfo and HubSpot, when used correctly, form one of the most powerful one-two 
punches in modern sales and marketing. ZoomInfo gives you the intelligence—real-time 
contact data, company signals, and buying intent. HubSpot is your engine—handling 
outreach, scoring, workflows, and personalization. When connected properly, these 
platforms can automate what used to take weeks of manual effort: 

• Sourcing decision-makers 

• Validating contacts 



• Enriching company insights 

• Triggering outreach based on behavior 

• Routing leads by relevance 

• Tracking engagement in real-time 

But that only happens if the setup is intentional. Too many companies “set it and forget it,” 
assuming the tools will talk to each other perfectly out of the box. They don’t. And without 
tuning your integration for accuracy, timing, and compliance, you're likely to cause more 
friction than conversion. 

This e-book is your blueprint to getting it right. It breaks down the core areas that make or 
break your sales engine: data quality, email deliverability, GDPR compliance, intent signals, 
and integration strategy. Each chapter focuses on one pillar, showing how to eliminate 
inefficiencies, increase engagement, and turn raw data into real growth. 

Whether you're a sales leader, a marketing strategist, or a founder looking to scale—this 
guide will help you understand not just why integration matters, but exactly how to make it 
work in your favor. 

Let’s get into it. 

 

Chapter 1: The Hidden Cost of Bad Data 

Data is the foundation of every modern sales and marketing operation—but when it’s 
inaccurate, outdated, or incomplete, it can quietly sabotage your entire pipeline. In fact, 
poor data quality costs organizations an average of $12.9 million annually, according to 
Gartner (2021). It’s not just a budgeting issue—it’s a credibility issue, a productivity drain, 
and a deal-breaker. 

Every bad email, misclassified title, or outdated company record means time wasted, 
opportunities lost, and trust diminished. And when those bad records fuel automated 
workflows in your CRM, the consequences scale quickly. Emails bounce. Engagement 
tanks. Campaign ROI suffers. 

Imagine your outbound team spends a day pursuing leads from a ZoomInfo export, only to 
discover that a large chunk of them no longer work at those companies. Multiply that 
across every campaign, and the losses compound exponentially. 

 



    What You Can Do 

• Cleanse Lists Regularly 
Frequent cleaning helps keep your database healthy and your email reputation intact. 
Platforms like NeverBounce and ZeroBounce specialize in identifying invalid or risky 
addresses that may damage deliverability (Mystrika, n.d.). 

• Automate Verification at the Entry Point 
Don’t rely on manual fixes downstream. Use tools like Trestle’s APIs to enrich and validate 
contact data as it enters your system. These APIs can check job roles, company activity 
status, and flag risky emails in real time (Trestle, n.d.). 

• Track Source Quality Over Time 
Assign tags or source codes to each contact—whether they came from ZoomInfo, LinkedIn, 
or a trade show. Periodically review conversion and engagement by source to ensure you're 
focusing on the highest-performing channels (Spekit, n.d.). 

 

      Pro Tip 

Before uploading any ZoomInfo data into HubSpot, run it through Trestle or similar 
validation layers. This automated pre-check ensures your outreach is hitting live, relevant 
contacts—preserving your sender reputation and your team's sanity. 

 

Bottom line: Good messaging can’t overcome bad targeting. Data accuracy isn’t optional—
it’s the prerequisite for scalable, intelligent growth. Clean, enriched data gives your sales 
team the confidence to act and your marketing team the insights to adapt. 

 

Chapter 2: Winning the Inbox War – Mastering Email Deliverability 

You can write the perfect email—but if it never makes it to the inbox, it’s game over. Email 
deliverability is one of the most overlooked drivers of campaign performance, and yet it’s 
often what separates high-performing marketing teams from those stuck in spam folders. 

Think of deliverability like a credit score. Internet service providers (ISPs) track how 
recipients interact with your emails—do they open, click, reply, or mark it as spam? Over 
time, that behavior builds a reputation score for your sending domain. If it’s strong, your 
emails reach the inbox. If not, they vanish into the void. 



HubSpot defines deliverability as the ability to successfully deliver emails to your 
recipients’ inboxes, noting that list health, engagement metrics, and sender authentication 
are critical components (HubSpot, n.d.-a). Without a strong sender reputation, even the 
best-designed campaigns won’t land. 

 

    Key Tactics 

• Segment Contacts by Engagement 
Not every contact deserves to stay on your send list. HubSpot recommends identifying 
inactive users—those who haven’t opened your last 11 or more emails—and suppressing 
or deleting them to protect your sender score (HubSpot, n.d.-b). 

• Use Personalization Tokens 
Adding dynamic fields such as a contact’s name, company, or industry increases open 
rates and reduces the chance of being flagged as spam. Studies show that personalization 
can increase click-through rates by over 139% (McKinsey & Company, 2021). 

• Authenticate and Warm Up Your Domain 
Always connect and authenticate your domain through SPF, DKIM, and DMARC. If you're 
using a new domain or IP, don’t blast 1,000 emails on Day 1. Instead, slowly increase 
volume over a 2–4 week ramp-up to build a positive reputation with ISPs (HubSpot, n.d.-a). 

• Monitor Engagement Metrics 
Use deliverability data to guide strategy. Key indicators include: 

• Bounce rate – should stay below 2%. 

• Time spent viewing – are recipients reading or skimming? 

• Click-through rate (CTR) – how compelling are your calls-to-action? 

• Unsubscribe/Spam rate – is your content aligned with user expectations? 

 

   Avoid This 

• Buying Lists Without Consent or Intent 
Purchased lists often contain outdated, fake, or scraped emails that damage your 
deliverability and can violate GDPR or CAN-SPAM laws. 



• Sending to Stale Contacts 
Re-engagement is possible, but mass-sending to cold leads without segmenting can trigger 
spam filters and drop your domain reputation. 

• Reusing the Same Template Without Testing 
Static templates can be flagged over time. A/B test subject lines, visuals, and copy length 
to ensure continued inbox placement. 

 

The takeaway? Email deliverability isn’t just a technical task—it’s a strategic priority. The 
more your emails are opened and clicked, the more likely they are to keep reaching 
inboxes. Ignore it, and even your best campaigns will miss their mark. 

 

Chapter 3: GDPR and Compliance – What You Need to Know 

In today’s hyper-connected sales environment, data is currency—but how you use that 
data can make or break your reputation. Nowhere is that more evident than under GDPR, 
the General Data Protection Regulation that governs data privacy in the European Union 
and the United Kingdom. 

At its core, GDPR is designed to protect personal data and give individuals more control 
over how their information is used. But for B2B marketers and sales teams, it doesn’t 
necessarily mean you can’t send outreach. It means you need to know the rules—and 
follow them intentionally. 

ZoomInfo and HubSpot are both GDPR-conscious platforms, but their roles are different. 
ZoomInfo provides business contact data, often under the claim of “legitimate interest” for 
business-to-business outreach. HubSpot, on the other hand, governs what you do with that 
data inside its CRM and email tools—and their Acceptable Use Policy strictly enforces how 
emails must be handled for GDPR compliance (HubSpot, n.d.-a). 

 

   Permitted Under GDPR 

• Contacting Business Emails Under Legitimate Interest 
GDPR permits contacting corporate emails (e.g., john.doe@company.com) without explicit 
opt-in if the outreach is related to that person’s role and there is a legitimate business 
interest (Information Commissioner’s Office [ICO], 2021). This is why ZoomInfo’s business 
contact database is often considered compliant when used correctly. 



• Using Publicly Listed Data with Proper Disclosure 
If contact data is obtained from publicly accessible sources (e.g., company websites or 
LinkedIn), you may use it—as long as you provide proper notice at the time of the first 
contact, informing the individual of their rights and your data processing policy (ICO, 2021). 

 

   Restricted Under GDPR 

• Personal or Sole Trader Emails Without Consent 
If you're contacting personal addresses (like johnsmith@gmail.com), or emails linked to 
sole proprietorships, then GDPR requires prior explicit consent (Avelfor, 2023). These types 
of contacts are treated as individuals, not business entities. 

• Ignoring HubSpot’s Acceptable Use Policy 
HubSpot makes it clear: even if the email is business-related, bulk emails sent without 
proper consent or notice can be considered spam, especially in GDPR-sensitive regions. 
This applies to both bulk campaigns and one-to-one sales emails if data processing rules 
are not followed (HubSpot, n.d.-b). 

 

    Insight 

Just because ZoomInfo legally collects and sells B2B data doesn’t mean HubSpot will allow 
you to use it blindly. If GDPR conditions are not met—such as failure to provide a privacy 
notice or sending without lawful basis—HubSpot may suspend your account for violations 
of their policies. 

Your safest approach is to treat compliance as a shared responsibility: 

• ZoomInfo provides the raw data 

• You validate and manage it within GDPR guidelines 

• HubSpot enforces ethical sending behavior 

 

Chapter 4: Personalization with Intent Data 

In the world of B2B sales and marketing, timing isn’t everything, it’s the only thing. Reaching 
a prospect when they’re in the early stages of research versus when they’re actively 
evaluating vendors requires very different messaging. That’s where intent data steps in. 



Intent data refers to behavioral signals that indicate a lead or account is researching a 
specific topic, product, or solution. ZoomInfo’s Marketing OS platform taps into thousands 
of data points—from search engine queries to content consumption and website 
behavior—to help you identify prospects in the mid-to-late stages of the buyer journey 
(ZoomInfo, n.d.). 

By leveraging this data, you’re not just targeting the right company, you’re engaging the right 
decision-maker at the right time, with the right message. 

 

       How to Use Intent Data Effectively 

• Target Based on Buyer Signals 
ZoomInfo’s intent filters track behavior across a wide network of publisher sites and 
keyword triggers. For example, if multiple employees at a company are searching for 
“medical device prototyping” or reading about “5-axis CNC capabilities,” that’s a clear 
signal they’re actively researching solutions in your wheelhouse (Mystrika, n.d.). 

• Adjust Messaging by Funnel Stage 
A CMO who just started exploring automation tools doesn’t need a hard pitch—they need 
education. But a procurement manager comparing vendors? They want specifics, pricing, 
and differentiators. Intent data gives you insight into what stage of the journey they’re in, 
helping you tailor your approach to match their mindset. 

• Integrate Personalization at Scale 
Tools like SalesHandy, HubSpot Sequences, and even basic email merge fields allow you to 
scale personalized outreach based on firmographics (e.g., company size, industry) and 
intent data (e.g., topics researched). Personalization tokens for name, title, company, and 
region help your emails feel timely and relevant—without sounding like templates. 

 

      Stat to Know 

According to a 2021 McKinsey study, 76% of buyers get frustrated when sales messaging 
isn’t personalized—and 71% expect personalized interactions throughout the buying 
process (McKinsey & Company, 2021). That’s not just a nice-to-have, it’s a must-have. 

Generic outreach feels lazy. Intent-driven personalization builds trust, relevance, and 
engagement—fast. 

 



Chapter 5: Platform Synergy – Connecting ZoomInfo and HubSpot 

In today’s revenue-driven environment, success doesn’t come from using more tools—it 
comes from connecting the right ones. The most effective B2B teams don’t just rely on data 
and automation, they build an integrated sales and marketing engine where tools work 
together seamlessly. At the heart of that engine are ZoomInfo and HubSpot. 

ZoomInfo provides real-time business intelligence—from contact details to firmographics 
to buyer intent signals. HubSpot handles orchestration—workflow automation, scoring, 
personalized outreach, and campaign tracking. When properly connected, these platforms 
enable fully automated prospecting, segmentation, and engagement without sacrificing 
personalization or compliance. 

 

   Best Practices for Integration 

• Use ZoomInfo’s Enrichment to Keep CRM Data Clean 
ZoomInfo’s Enrich tool integrates directly with HubSpot to keep records fresh by 
automatically updating titles, emails, and company details as they change. This reduces 
manual entry, improves segmentation accuracy, and ensures your campaigns always hit 
the right contacts (ZoomInfo, n.d.-a). 

• Route Leads by Job Title, Region, or Funnel Stage 
You can configure HubSpot workflows to automatically assign leads based on job function, 
territory, company size, or behavioral intent. For example, you might route all Director-level 
engineering contacts in the Midwest who viewed a case study to a specific SDR for follow-
up (HubSpot, n.d.). 

• Automate Sequences Triggered by Intent or List Inclusion 
When a prospect shows interest on ZoomInfo—such as viewing relevant topics or 
downloading whitepapers—you can trigger a HubSpot workflow to add them to a 
personalized sequence. These sequences can adapt based on engagement level, content 
consumed, or lead score (Mystrika, n.d.). 

 

      Example Stack: Full Funnel Synergy 

Here’s what a connected stack looks like in action: 

• ZoomInfo – Primary source of contact data, account intelligence, and buyer intent 
triggers 



• Trestle / NeverBounce – Ensures all emails are valid and deliverable before import 

• HubSpot – Central CRM for building workflows, lead scoring, personalization, and 
reporting 

• DashClicks – Unified analytics dashboard to consolidate engagement and 
attribution metrics 

• SalesHandy – Scalable cold email platform that uses merge tags to personalize 
outreach at scale 

This ecosystem doesn’t just automate outreach—it tracks behavior, routes leads, and 
adapts in real-time, helping teams focus their energy where it matters most. 

 

The Bottom Line: 
When ZoomInfo and HubSpot are integrated effectively, your team gains the power to act 
faster, sell smarter, and scale sustainably. You don’t just chase leads—you predict them. 

 

Conclusion: A New Blueprint for Sales and Marketing Success 

In today’s fast-paced, data-saturated markets, success isn’t about who sends the most 
emails or has the biggest contact list—it’s about who uses their tools the smartest. The 
companies that win don’t treat data like a side dish to their strategy—they treat it like the 
foundation their entire growth engine is built upon. 

Platforms like ZoomInfo and HubSpot give you more than contact lists and email 
templates. When integrated and aligned with your workflow, they enable a new level of 
precision, personalization, and performance across your sales and marketing functions. 

ZoomInfo delivers verified business intelligence, intent signals, and behavioral triggers. 
HubSpot activates that intelligence—routing leads, automating outreach, and tracking 
engagement from the first touch to closed deal. But the magic doesn’t stop at the tools—
it’s what you do with them that matters. 

 

    What This Blueprint Unlocks 

• Personalization becomes scalable, thanks to dynamic fields, segmentation, and 
intent-based messaging. 



• Compliance is no longer a risk but a strength, as your systems work together to 
honor GDPR, CAN-SPAM, and email best practices. 

• Engagement becomes predictable, as clean data, relevant content, and well-timed 
outreach deliver compounding returns. 

When you connect platforms like ZoomInfo, HubSpot, SalesHandy, and validation tools 
such as Trestle or NeverBounce, you create a self-correcting sales engine. One that evolves 
as your market evolves, surfaces the right leads at the right time, and allows your team to 
focus on building relationships—not chasing data. 

 

The future belongs to teams who understand this: 

Automation is only powerful when it's built on accurate data. Personalization is only 
effective when it's backed by intent. And systems only scale when they're designed to 
integrate. 

This isn’t just software. It’s a strategy for sustainable growth—and it’s available right now to 
those who choose to connect the dots. 

Don’t just send more. Send smarter. 
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BONUS INFORMATION 

Here are easy-to-follow HubSpot 101 tutorials combining visuals and video that cover  

 

1. Set a shared default view for everyone 

• Video walkthrough: “How-to create, customize, and manage your saved views in 
HubSpot” shows how to create, reorder, and set a default tab that everyone sees 
community.hubspot.com+15youtube.com+15geckoboard.com+15. 

• Knowledge Base guide: Super Admins can configure default index page views 
across contacts, deals, tickets, etc. 
knowledge.hubspot.com+1knowledge.hubspot.com+1. 

 

2. Assign lead ownership automatically 

• Use HubSpot Workflows to “assign lead owner” when a contact or lead is engaged 
hubspot.com+15theedigital.com+15hublead.io+15. 

• Additionally, when manually creating a lead, include the Lead Owner in the details 
(via Lead Object) knowledge.hubspot.com. 

 

3. Move certain contacts to non-marketing static list 

• HubSpot KB tutorial: Step-by-step to mark contacts as non-marketing manually or 
via workflow 
agencyanalytics.com+15knowledge.hubspot.com+15youtube.com+15. 

• YouTube demo: “How to automatically set contacts as Non-Marketing” illustrates 
using automation dashthis.com+2youtube.com+2hubspot.com+2. 

 

4. Create report dashboards for visibility 

• Visual guides: See example screenshots of HubSpot dashboards and third-party 
integrations (Geckoboard, Plecto) 
geckoboard.com+2hubspot.com+2plecto.com+2. 

• HubSpot KB: Learn how to create, share, clone, or delete dashboards 
hubspot.com+2knowledge.hubspot.com+2knowledge.hubspot.com+2. 

https://www.youtube.com/watch?v=ZJbTVwkQnxo&utm_source=chatgpt.com
https://knowledge.hubspot.com/object-settings/set-default-index-page-views?utm_source=chatgpt.com
https://www.theedigital.com/blog/how-and-when-to-use-hubspots-static-and-active-lists?utm_source=chatgpt.com
https://knowledge.hubspot.com/object-settings/customize-records?utm_source=chatgpt.com
https://knowledge.hubspot.com/records/set-contacts-as-non-marketing?utm_source=chatgpt.com
https://www.youtube.com/watch?v=03TjvLXerb0&utm_source=chatgpt.com
https://www.hubspot.com/products/reporting-dashboards?tap_cid=4f9b39d0-347e-11ed-9c3e-0d9bdd0d9ef3&utm_source=chatgpt.com
https://knowledge.hubspot.com/dashboards/manage-your-dashboards?utm_source=chatgpt.com


 

5. Record notes after calls 

• In the Lead Object, after each conversation, add notes/tasks that sync with contact 
records—ensure continuity and workflow clarity 
community.hubspot.com+5processproconsulting.com+5knowledge.hubspot.com+
5. 

• Notes display in sidebar—customizable via record layout to guide next steps 
whatagraph.com+2vaulted.co+2grown.se+2. 

 

6. Qualify leads as Hot/Warm/Cold and auto-segment 

• Lead scoring system: Define threshold values (e.g., score ≥ 75 = hot) then create 
views or lists automatically community.hubspot.com+1hivehousedigital.com+1. 

• Active lists can pull hot/warm/cold leads dynamically, while workflows update lead 
stages and assign to owners hublead.io. 

 

  Putting It All Together: Workflow Outline 

Step Action 

   Super Admin sets default views via Settings → Objects → Index Customization 

   
Workflow triggers: “when lead is created/submits form → Assign owner + score 
points” 

   After qualification: automatically tag lead stage (Hot/Warm/Cold) 

   Create Active Lists or views based on lead stage 

   For clients/vendors: mark as non-marketing manually or via workflow 

   Create dashboards to track: deals in pipeline, lead response, list membership 

   On every call/email: create notes and tasks logged directly in the lead's record 

 

https://www.processproconsulting.com/resources/getting-started-with-the-hubspot-lead-object?utm_source=chatgpt.com
https://www.processproconsulting.com/resources/getting-started-with-the-hubspot-lead-object?utm_source=chatgpt.com
https://vaulted.co/blog/hubspot-lists?utm_source=chatgpt.com
https://community.hubspot.com/t5/CRM/How-to-identify-quot-cold-quot-quot-warm-quot-quot-hot-quot/m-p/25223?utm_source=chatgpt.com
https://www.hublead.io/blog/hubspot-leads-object?utm_source=chatgpt.com


             Additional Resources & Videos 

• Workflow automation for lead assignment & stage segmentation: HubSpot’s best 
practices blog 
knowledge.hubspot.com+2knowledge.hubspot.com+2knowledge.hubspot.com+2h
ublead.ioknowledge.hubspot.com+1youtube.com+1knowledge.hubspot.comyoutu
be.com+3youtube.com+3knowledge.hubspot.com+3. 

• Lead scoring setup: Hivehouse Digital explains step-by-step hivehousedigital.com. 

• Video demos: 

o Lead Object features: explains stage, owner, tagging 
knowledge.hubspot.com+10youtube.com+10bardeen.ai+10. 

o Static list management via UI: “How to add or remove Contact records from a 
Static list” youtube.com+1bardeen.ai+1. 

 

 

https://knowledge.hubspot.com/object-settings/set-default-index-page-views?utm_source=chatgpt.com
https://www.hublead.io/blog/hubspot-leads-object?utm_source=chatgpt.com
https://www.hublead.io/blog/hubspot-leads-object?utm_source=chatgpt.com
https://knowledge.hubspot.com/records/set-contacts-as-non-marketing?utm_source=chatgpt.com
https://knowledge.hubspot.com/dashboards/manage-your-dashboards?utm_source=chatgpt.com
https://www.youtube.com/watch?v=YQfZHbT6cYY&utm_source=chatgpt.com
https://www.youtube.com/watch?v=YQfZHbT6cYY&utm_source=chatgpt.com
https://hivehousedigital.com/blog/how-to-setup-lead-scoring-in-hubspot/?utm_source=chatgpt.com
https://www.youtube.com/watch?pp=0gcJCdgAo7VqN5tD&v=4oZD3Y3jFeg&utm_source=chatgpt.com
https://www.youtube.com/watch?v=l8KmPbTVURM&utm_source=chatgpt.com

