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Background On The Numbers 

Every year, one of the largest Inbound marketing software companies,  
(HubSpot) takes a look at real customer data and commissions an MIT Sloan 

student to crunch the numbers. This report captures the return on 
investment of a typical Inbound marketing client, and what they 

experienced from marketing with HubSpot’s software. 
The analysis comes from customer survey responses and customer web data 

over a 30-month period for each customer, spanning 2014 to 2016. It is 

focused on three fundamental pieces of the inbound methodology - 
attracting strangers to become website visitors, converting 

website visitors to leads, and closing leads into customers.  

 
See the next page for info graphic of Methodology. 





Results 
Our analysis determined the following key takeaways:  
 

● Attracting Site Visitors  
Customers reached 3.3 times more visitors per month within 1 year.  

 

● Converting Visitors to Leads  
Customers reached 3.5 times more leads per month within 1 year.  

 
● Turning Leads into Customers  
79% of customers who responded to the survey saw an increase in sales 

revenue, 67% within 7 months of using Inbound marketing and 

HubSpot. 83% of the customers saw an increase in lead to customer 

conversion rate. 



Results: Attracting 

Inbound users of all sizes saw significant increases in site traffic and lead 
conversion rates. The following tables break the data down by user groups. 



Results: Leads 



Results: Leads to Customer 



Summary of Inbound Techniques 

This study indicates that customers across various 
segments see a significant increase in their growth 

metrics. 

Inbound Marketing using HubSpot’s products have 

consistently provided a quick and high return on 

investment for a large majority of customers. Find the 
full ROI report, with more stats and customer 

testimonials, at www.hubspot.com/roi. 



Additional Benefits 
An additional benefit of using the HubSpot growth stack is cost savings. Making the move to the 
HubSpot growth stack enables many teams to eliminate other software costs, paid media 

management fees, and in some cases, reduce operational costs. 

Reduced operational costs: 
An already integrated set of tools typically 

requires less up-front technical integration 

work, and less maintenance over time. 

Overall time savings: 
An integrated solution like HubSpot can 

significantly reduce the amount of time 

spent switching between tools and 

migrating data between systems. 

Refinement of spend: 
With better insight into which efforts and 

paid campaigns are actually working, many 

HubSpot customers are able to reduce or 

refine other costs across their funnel. 

HUBSPOT’S SOFTWARE  
GROWTH STACK INCLUDES 

 

•  SOCIAL TOOLS 

•  PPC MANAGEMENT TOOLS 

•  WEBSITE & SEO SERVICE TOOLS 

•  EMAIL MARKETING TOOLS 

•  CRM PROGRAM 

•  SALES PRODUCTIVITY TOOLS 



Thank you! 


