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Case Study:
Isos Technology Sales & 
Marketing Tech Stack 
Consolidation to HubSpot Sets 
Stage for Long-Term Growth 
How an Atlassian Platinum Solution Partner consolidated their 
complex sales & marketing stack to one integrated HubSpot 
solution driving growth in 2020 and beyond.



In late 2019, Isos Technology, a top Atlassian Solution Partner, realized they had a problem. No matter how hard they tried, they had 

topped out in net-new revenue growth. And even though Isos seemed to have a handle on all things marketing and sales, and had 

talented sales and marketing teams engaging on all cylinders, they struggled to align on core initiatives and further, had little visibility into 

the results of these initiatives.

Enter Sharon Spooler, a fractional CMO with Chief Outsiders who performed a comprehensive assessment of Isos’ go-to-market 

strategy and identified strategic challenges holding Isos back. One significant item she targeted upfront was the awe-inspiring amount of 

marketing tech tools Isos had implemented. Data was successfully passed back and forth using popsicle sticks, duct tape, and Zapier, but 

when Sharon requested, “Show me your marketing leads to sales opportunities to closed-won deal data,” it was challenging to assemble 

these pivotal metrics. And, the CEO of Isos, Thad West, was the talented geek who had concocted the set of tools and integrations and 

was maintaining it as an increasingly demanding side gig (in addition to his day job as CEO). 

Sharon recommended the consolidation of 100% of the Isos Sales & Marketing tool stack to HubSpot and recommended 

Orange Marketing to work alongside Chief Outsiders and the Isos Technology marketers to make this transition happen.
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Isos Technologies appeared to be doing the right things from a sales and marketing perspective. Their extensive lead generation suite of 

tools included:

     • WordPress Blog and Website: 2 blogs, 500+ posts and 300+ website pages

     • Unbounce: 15+ landing pages

     • ActiveCampaign - Marketing CRM and email tool

     • Salesforce - Sales CRM

     • Google Analytics - Metrics & Analysis

     • Jira - Sales activity and pipeline management

     • HootSuite - Social media

     • Zapier and PieSync - data support and integrations

     • GeckoBoard - Dashboards

The challenge was multi-pronged:

     • Isos Marketing was driving activities rapidly, so much so that they didn’t know if they were coming or going. And marketing had no

comprehensive way to analyze which channels were driving the best leads for sales and where marketing should spend more money. 

     • Paid media spend was significant, but conversions to opportunities were di�cult to ascertain and seemed minimal.

     • The company blog was extensive, covering everything from Atlassian tools to employee job satisfaction. Their blog generated lots of 

tra�c, but not necessarily tra�c that converted to revenue.

     • Tradeshows and events were critical in the marketing mix. This reliance on face-to-face events proved to be a significant but 

unanticipated challenge in March 2020 (hello COVID).  

     • Sales lacked a systematic methodology for culling through marketing leads to discover prospects in the substantial pile 

generated every month.

     • The technology infrastructure supporting Isos was becoming increasingly fragile and di�cult to maintain. And the only person who

understood the entire stack was the hard-working CEO.
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In early 2020, Isos Technology purchased HubSpot Sales Pro, Marketing Pro, and CMS Pro. Even though March 2020 quickly brought 

uncertainty regarding future revenue prospects, Isos stayed the course with its investment and game plan to consolidate its sales and 

marketing tech stack onto HubSpot. Thad West, CEO, commented that the timing was perfect as far as he was concerned, as the 

cancellation of face-to-face events gave sales and marketing time to retool properly. 

Both Chief Outsiders and Orange Marketing were impressed with the Isos Marketing team. Varied marketing tactics over a long period 

resulted in high organic tra�c. But, marketing e�orts firing on all cylinders layered without time to plan had also resulted in complex 

marketing operations processes. In addition, Isos had a direct sales team with an active inside sales function—no disruption to the sales 

team was required during a sales & marketing technology lift and shift during the uncertainty of 2Q 2020. 

We jointly agreed on our migration goals:

     • Get everything in one place

     • Keep robust, organic tra�c intact

     • Decrease systems maintenance

     • Increase sales team productivity

     • Increase marketing conversions to closed/won deals

We recommended a phased approach over three months to: 

     • Mitigate systems risk

     • Allow for change management in the Isos organization

     • And ensure minimal sales disruption
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We tackled the ActiveCampaign CRM and Email system first because it was the most straightforward and isolated of the three systems. 

And, the marketing team had much to gain by utilizing a HubSpot blog to automate manual social media posting and automating a weekly 

newsletter. The team had been hand-curating monthly newsletters featuring their extensive blog content. 

The new newsletter, generated from the latest blog posts, is as polished and professional as the former newsletter, but now runs itself!
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SAMPLE NEWSLETTER

https://email.isostech.com/new-webinar-how-why-to-engage-leadership-in-the-agile-transformation-journey?ecid=&utm_campaign=About-Isos&utm_source=hs_email&utm_medium=email&_hsenc=p2ANqtz--PkijyO3uCQJ3lRAAX_76EGOdDcE4Oxc79t_DzB0Rt03CM77unWzyblXCo5k9e1uh5LwAB
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The next lift was trickier. The highly-technical Isos Technology sales team had integrated Salesforce to Jira which gave them a pipe-based 

(think Trello board) prospecting task management system. In the end, we settled on a multiple pipeline approach in HubSpot, and built the 

deal stages to mimic what Isos had on their Jira board. 

The team also took extensive advantage of workflow automation available in HubSpot to create follow-up tasks and assignments. 

And, finally, the Isos sales team loved the automated Sequences available in HubSpot (a series of emails and tasks strung together and 

kicked o� with a target list). The sales crew quickly saw the benefit of automating lead follow-ups based on the marketing o�er.

We shut down Salesforce and moved the whole deal board over in one afternoon. 

MONTH 2: SALESFORCE & JIRA INTEGRATION
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The last stop was the Isos website. Ahead of the HubSpot CMS migration, we analyzed every page, blog post, and landing page.

The team decided to archive and redirect 30+ website pages and 300+ blog posts. Imagine having so much content that you could pick 

and choose! 

An essential part of the website and blog conversion was inserting CTAs into every blog post retained. We added landing pages in front of 

the white papers to encourage more conversions. We put a banner on the front of the site to push o�ers at people who wandered by. And, 

finally, we added pop-ups all over the website to convert tra�c once visitors discovered the isostech.com website. 
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The last critical improvement for the website was implementing a Resources Library housing the extensive Isos Technology content, easily 

accessed by prospects and also drive enormous SEO:

Blog

Whitepapers

Guides (Pillar Pages)

Whew. We did it. And nobody died.
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“Orange Marketing has taken us on an unbelievable, transformational 

journey. Our first milestone was to consolidate a bunch of disparate tools 

(Salesforce, Active Campaign, WordPress...just to name a few) and move 

years’ worth of data into HubSpot. Orange Marketing owned this entire 

shift and not only ensured that all of our data, artifacts and design made 

it over, but also that all of our teams were trained on how to use HubSpot.

From there we have moved into a long-term relationship where they have 

become our core marketing partner. We work together to set a strategy 

and let the Orange Marketing team run the execution. The team is very 

metrics-driven and provides us a lot of visibility into what's working and 

where we have opportunities to try di�erent tactics. We are a professional 

services company and know what good service should look like...the 

team from Orange Marketing consistently exceeds our expectations!”

Thad West
CEO, Isos Technology
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Isos Technology measures marketing results by closed/won deals associated with an MQL. Since our total marketing pivot, we have seen 

positive results impacting the bottom line and directly attributable to marketing e�orts:

Over the Past 5 Quarters from Q3 2020 to Q3 2021, Revenue Increased!

     • Deals Closed Won Associated with an MQL went up 30% 

     • Closed Won Revenue Associated with an MQL went up 38%

Marketing Qualified Leads and Sales Qualified Leads went up as well!

     • MQLs went up 19%

     • SQLs went up 15%

     • Revenue growth has continued at Isos throughout 2020 and into 2021 with excellent projections for 2022.

     • Closed won deal revenue associated with MQLs has grown 38%.

     • The Sales team has a distinct process for nurturing MQLs and the team is seeing reactivated MQLs increasing every month (MQLs 

      interacting with additional nurture content).

     • Using HubSpot dashboards, Marketing reviews results weekly and adjusts their strategy proactively rather than reactively, taking into 

      account the most successful initiatives.

     • And, the Isos Technology CEO no longer manages the marketing stack (yay)

RESULT

IMPACT
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About Orange Marketing 

About Isos Technology 

Isos Technology helps the companies that are changing the world. As a premier Atlassian Platinum and Enterprise Solution Partner, we 

make organizations’ Atlassian tools work more e�ciently and e�ectively for them, with the least amount of disruption, so that they can 

focus on their business priorities. Since 2005, our Atlassian-certified team has tackled some of the toughest problems companies face 

across ITSM, Scaled Agile, DevOps, migrations, and integrations, and helped hundreds of organizations in both the private and public 

sector get the most value out of their technology investment. Headquartered in Tempe, Arizona, and with o�ces across the U.S., Isos 

Technology has been recognized as an Atlassian Partner of the Year in both the ITSM and Enterprise categories, an Inc. 5000 Fastest 

Growing Private Company, and a CIOReview Most Promising Agile Consulting Company. For more information, visit www.isostech.com.

Orange Marketing, a Diamond HubSpot Solutions Partner, provides B2B SaaS and technology companies with sales and marketing 

services. We support startups in early funding and help established SaaS and technology companies jump-start results. We begin with 

understanding your customers and setting up your website to generate leads right away. Your HubSpot setup will get done right because 

we've implemented HubSpot dozens of times, and we will ensure your sales reps make the most of state-of-the-art automation to get deals 

moving quickly. We get your content development underway so that you can generate inbound leads from white papers, landing pages, 

case studies, blog posts, emails, and more. We also test the most eective advertising channels to get results while you wait for your 

inbound marketing eorts to kick in. We are laser-focused on generating sales leads, which convert to revenue because we know that 

marketing without sales enablement is simply a waste of time. We like to help. Please reach out, and we would be happy to discuss your 

B2B SaaS sales and marketing challenge www.orangemarketing.com/contact-us. 
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