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00. PROFESSIONAL PROFILE

Technical Background

The Specialist: Bridging the gap between marketing strategy
; "9 and technical execution. | build reliable CRM environments
\ ‘\ focused on data accuracy and automated efficiency.
| leverage a deep technical literacy of system structures to ensure
HubSpot portals run at peak performance. My focus is on high-
integrity configuration, ensuring that automation logic is flawless
and database health is maintained to support scaling agency

operations.
PLATFORM CONFIGURATION PROCESS AUTOMATION
Expert setup of custom properties, object Building multi-stage workflows for lead routing,
associations, and portal-wide settings for maximum lifecycle management, and complex internal
stability. notification logic.
DATA HYGIENE & MIGRATION TECHNICAL SUPPORT & TROUBLESHOOTING

Cleaning and formatting complex datasets to ensure Resolving sync errors, troubleshooting workflow
high-accuracy HubSpot imports and database health. failures, and correcting data mismatches in real-time.
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O01. LEAD CAPTURE ARCHITECTURE

Form Structure & CRM Sync

The Setup: Creating reliable forms where every field is correctly mapped to the CRM. This
ensures no lead data is lost during submission.

Business Email*

Industry (Dropdown)*

Technology

Company Name™

Please specify industry!”

» Standardized naming for all custom properties
» Real-time data syncing to HubSpot



O01. LEAD CAPTURE ARCHITECTURE

Email Validation Logic

Validation: Blocking fake or personal emails to ensure you only collect high-value business leads.

Business Email*

shahmeer@gmail.com

Please enter a different email address. This form does not accept addresses from gmail.com.

Industry (Dropdown)*

Technology

Company Name*

 Blocks non-business email domains automatically
e Prevents low-quality database bloat



O01. LEAD CAPTURE ARCHITECTURE

Smart Conditional Fields

Logic: Making forms responsive. Specific questions only appear based on previous answers.
Business Email”
eng@shahmeerakbar.tech

Industry (Dropdown)*

Other

Company Name*

Please specify industry!*

 Higher conversion rates through shorter forms
o Captures deep technical details only when relevant



02. DATA ENGINEERING

Data Cleaning & Formatting

The Process: Cleaning messy Excel/CSV data before it enters the CRM.

A B

Last Name
Khan
jane doe

First Name
Shahmeer

Jones
Smith
Wilson
Khan

Mike
SARAH

Shahmeer

Email
shahmeer@work.com
jane@gmail.com
MIKE@GMAIL.COM
sarah@yahoo.com
tom@company.com
shahmeer@work.com

D
Country
USA

Budget

United States

us

N/A

United Kingdom

UK

United States

BEFORE: UNFORMATTED & MESSY DATA

Tablel v [E

FirstName ~ LastName w

Shahmeer Khan
Jane Doe

Mike Jones
Sarah Smith

Wilson

shahmeer@work.com

jane@gmail.com

mike@gmail.com
sarah@yahoo.com

tom@company.com

Country v
United States
United States
United States
United Kingdom

United Kingdom

Budget

10,000

$5,000

F

Date of Inquiry
1/15/2026
2026-01-16
Jan 17 26
2500 18/01/26
4500 2026/01/18
01/15/2026

5000

Date of Inquiry
1/15/2026
1/16/2026
11772026
1/18/2026

1718/2026

AFTER: CLEAN & STANDARDIZED DATA

» Standardized phone and date formats
e Removal of duplicate records



03. BEHAVIORAL INTELLIGENCE

Lead Scoring: Profile Fit

Fit Scoring: Automatically identifying high-value leads based on company size and job title.

v New scoring group ¢  Property + Add group limit

Contact (current object)

Properties

Job title contains any of v
Add ¥ 40 points }
CEO X Founder X Director X Manager x v ¢/ 2 Score individually

Industry (Dropdown) is any of Technology X 0 points }

Email contains any of @gmail x @yahoo X @hotmail X
Subtract ¥
2 Score individually

+ Add object ~

e Prioritizes decision-makers automatically
o Filters out irrelevant signups



03. BEHAVIORAL INTELLIGENCE

Lead Scoring: Intent Engine

Intent Tracking: Monitoring actions like pricing page visits to identify "hot" prospects.

“~ New scoring group #  Event + Add group limit

Decay scores

Form

Events Score every time ¥

Form submissions - Main 3= Filter event ® Add timeframe # Add frequency points }

Marketing Email

Events Score every time ¥

Clicked link in email 3= Filter event ® Add timeframe # Add frequency Add ¥ 0 points

e Real-time score increases for high-intent actions
e Score decay for leads that become inactive



03. BEHAVIORAL INTELLIGENCE

Handoff Thresholds

The Trigger: Defining the exact point when a lead moves from Marketing to Sales.

Thresholds

Property label*  [Standard] - Combined Fit &amp; Engagement Score threshold Edit property

standard_combined_fit_amp_engagement_score_threshold &

Fit threshold Engagement threshold -
A
/ 75

to 100 points 75 . 10100 points

Level of fit

~
50 to 74 points . 074 points

to 49 points to 49 points
2

Level of engagement

« Eliminates guesswork for the Sales team
e Ensures fast response times



04. AUTOMATION & SEGMENTATION

Dynamic Database Lists

Lists: Creating smart lists that update themselves in real-time.

[Standard] - Combined Fit ... ¥ is any of

B2 * A2 X X X Cl *

o Powers automated, targeted marketing campaigns
e Zero manual maintenance required



05. LIFECYCLE AUTOMATION

Automated Lead Routing

Handoff: Workflows that instantly assign leads and send internal alerts.

> Trigger enrollment for contacts

Only enroll contacts that meet these conditions
Group 1
[Standard] - Combined Fit &amp;

Engagement Score threshold is any of
Al, B2, A2, A3, or Bl

Re-enroll on Details

» Faster Sales follow-up
o Automatic ownership assignment



05. LIFECYCLE AUTOMATION

Lead Nurture Logic

Retention: Keeping leads interested with automated follow-ups.

@ 1. Edit record

Seft Lifecycle Stage fo Sales Qualified Lead.

2. Send internal email notification

Send New High-Priority Lead:
s First Name (Enrolled contact) 1o Shahmeer
Akbar.

Details

e Prevents "lost" leads
e Recycles leads back to sales



06. ANALYTICS & ATTRIBUTION

ROI Dashboards

Reporting: Custom visuals that prove which channels drive revenue.

Lead Quality by Channel

Standard] - Combined Fit & Eng
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» Real-time performance tracking
« Visualizes database health



07. THE DOCUMENTATION STANDARD

Technical Handover Package

The Commitment: | don't just build systems; | engineer them for long-term survival. Every
implementation in this portfolio is delivered with the following three-pillar documentation
standard:

01. LOGIC FLOWCHARTING (VISUAL PROOF)

Visualizing "If/Then" branches for every workflow. As seen in Page 11, | map out exactly how leads rotate
to Sales versus how they are recycled into Nurture paths. This eliminates "Black Box" automation where
the team doesn't know why a lead moved.

02. PROPERTY MAPPING (DATA INTEGRITY)

Detailed records of architecture changes. As demonstrated in Page 8 (Scoring Matrix), every calculated
property is documented with its Internal ID, weightage, and logic. This ensures that any future specialist
can maintain the data without breaking the system.

03. HANDOVER & GOVERNANCE (STABILITY)

Clear protocols for management. | provide the "Source of Truth" for your CRM, including Active List filters
(Page 10) and Data Hygiene protocols (Page 5) to ensure your HubSpot portal remains clean and ROI-

focused years after the initial build.



